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NAME PLATES 
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Attachment Swung to the Front End Attachment Swung to the Rear End 
LEVER SEALS METAL CHECKS BADGES of Base when it is used like a Ticket of Base when it is used as a Desk 
Punch or when it is put into the Seal, giving it all the advantages 
Carrying Case. of a Desk Press. 


The ‘*‘ALUMINUM”"’ Pocket Seal is preferred by Notaries and other 
users of Seals, because it can be operated with One Hand and a 
Patented Leverage insures Perfect Impressions. 


o A SPLENDID SELLER 
Circe WEIGHS ONLY 10 OUNCES 
The *“*ALUMINUM " Pocket Seal is an Unusually Strong, Sturdy, Light Weight 
Seal. It will do the work of a Press five times its weight and 


Self-inking WAX SEALS Cooke appeals instantly to every Seal user. 
Rubber Stamps Rotary Dater 


MEYER & WENTHE - CHICAGO 


OFFICE AND FACTORY: 30 S. JEFFERSON ST. LOOP STORE: 31 N. CLARK ST. 
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ACME CARD SYSTEM COMPANY, Chicago, II1., 
342 Madison avenue, New York, N. Y.—Booth 23. 

Visible card record and indexing equipment in card 
book and swinging frame types are exhibited. There 
are special set-ups of personnel records, both large and 
small, having to do with social security. 

This display is in charge of Manager E. C. Norring- 
ton assisted by the New York sales force. 

ADDRESSOGRAPH COMPANY (See Addressograph- 
Multigraph Corporation) 

ADDRESSOGRAPH-MULTIGRAPH CORPORATION, 
Cleveland, Ohio, and 329 Fifth avenue, New York, N. Y. 

Booths C 1, 2, 3, 8, 9, 10. 

Several Addressograph name and data-writing ma- 
chines are shown in operation on specific applications 
such as payroll, collecting, selling, etc. The Multigraph 
portion of the display features latest developments in 
office duplicating machines used to reproduce forms, 


and 


literature and communications for many business 
functions. 
E. L. Brady, Addressograph branch manager, is in 


charge of that portion of the exhibit, while J. A. Fini- 
gan, Multigraph branch manager, supervises that divi- 
sion of the display. 

ALLEN-WALES ADDING MACHINE CORPORATION, 
515 Madison avenue, New York, N. Y.—Booth F2. 

The company’s hand and electrically operated ma- 
chines of various capacities are shown. Especially fea- 
tured is a transparent machine in constant operation. 

Manager Howard W. Lindh is in charge. 


AMBERG BUSINESS EQUIPMENT CORPORATION, 
A. J., 480 Canal street, New York, N. Y.—Booth C7. 

Featuring the company’s latest developments in the 
“Stream-Line” index demonstrated from actual set- 
ups; making suggestions toward solving filing prob- 
lems; showing steel cabinets, desks, office storage cabi- 
nets and a complete line of guides, folders and file 
department accessories. 

Miss A. E. Patton is in charge, assisted by Miss S. 
Russell, Harry Braun, H. A. Considine, C. P. Cronin, 
C. M. Tompkins, John J. Scanlon, John H. Essig and 
Paul G. Amberg. 


AMERICAN AUTOMATIC ELECTRIC SALES COM- 
PANY, Chicago, Ill., and 21 East Fortieth street, New 
York, N. Y.—Booth 30. 

Private Automatic inter-communicating telephone 
systems are demonstrated. 

L. F. Shea, manager, is in charge. 

AMERICAN BUSINESS, Chicago, Ill., and 400 Madi- 
son avenue, New York, N. Y.—Booths 44, 45. 

ART METAL CONSTRUCTION COMPANY, James- 
town, N. Y., and 369 Broadway, New York, N. Y.— 
Booth 26. 

Displaying many new sizes and styles of the Airline 
general office desk; continuous demonstration of the 
Art Metal Director line of vertical files. 

C. L. Elofson, vice-president of the retail sales divi- 
sion, is in charge, assisted by F. H. Clark, manager of 
the New York branch and members of the sales staff. 

AUTO-TYPIST SALES COMPANY, Chicago, Ill., and 
326 Broadway, New York, N. Y.—Booth 50. 

Featuring two Auto-Typists, a new Selector with 
added record capacity, greater flexibility and improved 
cabinet, and a standard machine embodying modifica- 
tions in design and mechanical features. 

A. L. Johnson is in charge, assisted by representa- 
tives from the factory. 

BASSICK COMPANY, THE, 38 Austin street, Bridge- 
port, Conn.—Booth 66. 

Especially featured are the Flotilt chair control and 
posture chair control, both in use by a number of the 
leading chair manufacturers. The company’s office 
chair casters are also displayed. 

Wheeler Parrott is in charge of the exhibit. 


BETTER PACKAGES, INC., Shelton, Conn.—Booth 
112. 

Displaying Counterboy taping and labelor machines. 
M. W. Waggoner is in charge. 


BIRCHER COMPANY, INC., THE, Rochester, N. Y., 
and 387 Broadway, New York, N. Y.—Booth 49. 

Lightning letter openers and sealing machines, 
power and hand operated, are here shown. Displayed 
for the first time is a new hand operated model letter 
opener designed to fill a need existing in smaller 


1937 New York Business Shou V 





PROBLEM 
SOLUTION 


Q, rMODED figure-work methods 
can’t cope with modern figure-work problems 
Social Security legislation. 


resulting from 


° The “¢ omptometer” Payroll Method, devised 
by our fre search staff. provides for recording 
employee records with respect to earnings and 
deductions of all kinds. This thoroughly up-to- 


date method is simple, economical and flexible. 


SOCIAL SECURITY FIGURE WORK 





Executives who look for accuracy with speed. 
adaptability with economy in handling large or 
small figure-work routines will find information 
of great interest in the illustrated six-page folder 


shown above. Requests entail no obligation. 


¢ For your copy, write (on your firm’s letter- 
head) to the Felt & Tarrant Mfg. Co.. 
L735 North Paulina Street, Chicago, Hlinois. 


COMP TOMETER 


. S. Pat. OF 
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offices and in larger churches for the opening of col- 
lection envelopes. 

Sales Manager R. U. Reed is in charge, assisted by 
R. J. Ludlow, Jr., of the New York office. 


BONNAR-VAWTER FANFORM COMPANY, Cleve- 
land, Ohio, and 75 West street, New York, N. Y.—Booth 
M2. 

The company’s form controller for use in connec- 
tion with the International electric bookkeeping and 
accounting machines is displayed as well as multiple- 
copy continuous forms demonstrated on various bill- 
ing, bookkeeping machines and typewriters. 

T. K. Thalen, assistant to the president, is in 
charge. Also in attendance are President Fred A. Ross; 
Sales Manager John E. Oliver; Mrs. Lucille O. Bonnar, 
vice-president, New York office; E. B. O’Neill, P. C. 
Wanser, R. J. Lynch and E. W. Blader of the New 
York office. 


BOORUM & PEASE COMPANY, 84 Hudson avenue, 
Brooklyn, N. Y.—Booths 67, 68. 

Binders and forms with the Notear brass reinforce- 
ments; social security records, both loose leaf and 
bound form; Bing speed binder; Ziplock ring books 
and Ziplock portfolios; Notear price book sheets and 
indexes: flexible hinge ring books; Bulldog toplock 
post binders; price books, memorandum books, post 
binders, accounting forms, minute books, etc., are ex- 
hibited. 

Manager L. V. Downey is in charge. 

BURROUGHS ADDING MACHINE COMPANY, De- 
troit, Mich., and 1 Park avenue, New York, N. Y. 
Booth K. 

Demonstrating the various machines of the com- 
pany’s manufacture including calculators; fanfold ma- 
chines; payroll machines; electric carriage typewriter; 
cash registers; accounting and bookkeeping machines; 
supplies for the various equipment including carbon 
paper, ribbons and keytops. Also shown are posture 
chairs 

New York Manager A. E. Spalthoff is in charge. 

COXHEAD CORPORATION, RALPH C., 17 Park 
place, New York, N. Y.—Booths 114, 115, 116. 

The Mathematon electric calculating machine and 
the Vari-Typer composing unit are displayed. 

W. T. Criswell is in charge of the Mathematon ex- 
hibit and General Sales Manager W. R. Brown super- 
vises the Vari-Typer showing. 

CUTAJAR, DOUGHERTY & GILLE, 19 East Forty- 
seventh street, New York, N. Y.—Booths E3, 4. 

The Windsor pencil, made entirely of lead with thin 
metal coating is the feaure of this display. It is said 
to be especially good for stenography, order books re- 
quiring duplicate copies and for other hard usages. It 
has been on the American market for two months. 


DICK COMPANY, A. B., Chicago, Ill., and 225 Broad- 
way, New York, N. Y.—Booths B 1, 2, 3, 8, 9, 10. 

Showing the Mimeograph and Mineograph products. 

Philip A. Bennett, New York City branch manager, 
is in charge, assisted by Leopold Flatow and Frank A. 
Conaty. 

DICTAPHONE SALES CORPORATION, 420 Lexing- 
ton avenue, New York, N. Y.—Booths 101, 102, 103, 104, 
105. 

Displaying accessories. 


dictating machines and 


Especially featured is Dictaphone conference recording 
equipment which records by electrical pick-up confer- 
ences, speeches and other matter of which a trans- 
cribed record is desired. The company’s annual speed 
and accuracy transcription contest is also being held. 


DICTOGRAPH PRODUCTS COMPANY, INC., 415 
Lexington avenue, New York, N. Y.—Booth 35. 

Intercommunicating systems, Dictograph Door- 
Master, Dictograph Credit-Authorizer and Acousticon 
are demonstrated. 


EATON PAPER CORPORATION, Pittsfield, Mass. 
Booth E6. 

Berkshire papers for various uses are displayed, in- 
cluding air mail, Corrasable bond, envelopes, etc. 

In charge of this exhibit are Frank Schaefer, New 
York manager, H. Condit and H. Braun. 


EDISON, INC., THOMAS A., West Orange, N. J.— 
Booths 17, 18, 19. 

Ediphone dictating and transcribing machines are 
featured. 


EDWARDS & COMPANY, INC., Norwalk, Conn.— 
Booth 43. 

Demonstrating the Edwards Lokator system and the 
In-and-Out System, push button blocks and desk an- 
nunciators, burglar alarm and intercommunicating 
telephone systems. 

C. W. Bostrom of the advertising department is in 
charge, assisted by members of the New York sales 
organization. 


ELLIOTT ADDRESSING MACHINE COMPANY, THE, 
Cambridge, Mass., and 117 Leonard street, New York, 
N. Y.—Booths 56, 57, 58, 59, 60, 61, 62. 

In addition to their extensive line of addressing 
machines, many new models will be shown, including 
the electric addresser for payroll work; an automatic 
pre-printed bill feeder; the Sealaddresser that both 
addresses and seals folders, broadsides, etc.; an auto- 
matic publication margin addresser; an automatic 
Solenoil anvil double head round roll tax addresser. 

R. DePace, New York manager, is in charge. 


ERROR-NO TURN-A-PAGE COPY HOLDER SALES 
OF NEW YORK, 104 Fifth avenue, New York, N. Y.— 
Booth 69. 

Displaying the copyholders manufactured by the 
Dawn Manufacturing Company, a division of Hall- 
Welter Company of Rochester, N. Y. Shown for the 
first time is an Error-No with a folding side-arm and 
an automatic extension to the operating lever. 

Louis Stock is in charge, assisted by members of 
the sales organization. 


FRIDEN CALCULATING MACHINE COMPANY, 
Oakland, Calif., and 432 Fourth avenue, New York, 
N. Y.—Booth F7. 

A full line of calculating machines is shown. 

New York distributor C. C. Simons is in charge. 
Also present are Mr. Friden and General Sales Man- 
ager John M. Lund. 


GENERAL ELECTRIC COMPANY, Schenectady, 
N. Y.—Booth 65. 

Displaying fractional horsepower motors for use on 
business machines such as calculating, electric, type- 
writers, adding, duplicating, postage metering, check 
writing, mailing and accounting, etc. 

C. A. Church and B. R. McClure are in charge. 
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GENERAL FIREPROOFING COMPANY, THE, 
Youngstown, Ohio, and 500 Fifth avenue, New York, 
N. Y.—Booth D 

representative pieces of its entire line, 


Displaying 
featuring Goodform aluminum chairs for offices and 
institutions, Superfiler, the mechanized file and GF 
“duty-matched” desks. In the various displays are 
desks and chairs showing modern finishes and up- 
holsteries wardrobes, Secretaires, all trimmed 
with GF’s new anodized aluminum trim. A complete 


Safes 


line of filing equipment may also be seen 

A. J. Ball, general sales manager of the furniture 
division, is in charge, assisted by H. H. Suender, man- 
ager of desk and chair sales, and C. W. Straubel, man- 


sales 


CORPORATION, 


ager of filing equipment 
GENERAL SHAVER 
Conn Booth 24 
Demonstrating the 
President H. Landsiedel 
Gray are in charge 
GEYER, INC., ANDREW, 260 
York, N. Y.—Booth 113 
Geyer’s Stationer and Business Equipment Topics, a 
stationery and business equipment, 
Who Makes It and Where,” a trade 


Bridgeport, 


Remington Close Shaver. 
and Sales Manager E. R 
New 


Fifth avenue, 


journal of 
Also 


trade 
is displayed 
directory 

Vice-President James E. Neary is in charge 

GOWA COMPANY, J. 

(See Standard Mailing Machines Company.) 

GREGORY INK COMPANY, Los Angeles, Calif., and 
205 East Forty street, New York, N. Y 
Booth 124 

Fount-O-Ink writing sets in many new designs, in- 
cluding some with electric clocks, some made of Lucite, 
as well as the 


second 


a new material resembling glass, etc 
regular line 
E. G. Evelyn is in charge, assisted by W. A. Clack- 


ner of the Steelcase Sales Corporation, New York dis- 
Representatives from Boston, Newark, Phila- 
and Washington, D. C., are also 


tributors 
delphia, Baltimore 
in attendance 

GREIST MANUFACTURING COMPANY, 
street, New Haven, Conn.—Booth 70 

Many of the company’s lamps are displayed 
Libbon and Jack Spicer are in charge 
GUIDE SYSTEM & SUPPLY COMPANY, 335 Canal 
New York, N. Y.—Booths 31, 32. 

Displaying the complete line of Transfiles. Featur- 
ing the fire resistive Firefoe model made of specially 
treated corrugated board with asbestos covering. It is 
non-inflammable and vermin-proof. The other mem- 
bers of the Transfile corrugated board family include 
the DeLuxe, the Leader and the regular models 

President Irving Kremsdorf is in charge. 

GUNLOCKE CHAIR COMPANY, W. H., 
N. Y.—Booth 126 

This display consists of representative samples of 
the company’s complete line of wood office furniture, 
featuring healthful sitting posture 

H. G. O’Connor, Ernest Child, John Stahle and How- 
ard W. Gunilocke are in attendance 

HALL WELTER COMPANY, INC., 104 Fifth avenue, 
New York, N. Y.—Booth 69 


Blake 


Joseph A 


street 


Wayland, 


(See Error-No Turn-A-Page Copy Holder Sales of 
New York.) 

HIRES COMPANY, THE CHARLES E., Electric Water 
Cooler Division, 4216 Thirteenth street, Long Island 
City, N. Y.—Booth 63. 

Displaying Hires new convertible electric water 
coolers 

General Manager Karl R. Leinbach is in charge. 


HOOVEN LETTERS INCORPORATED, 352 Fourth 
avenue, New York, N. Y.—Booth C5. 
Showing Hooven individually typewritten letters, 


addressing, multigraphing, mailing, etc. Also on dis- 
play are the Hooven automatic typewriter manufac- 
tured by the Hooven Automatic Typewriter Corpora- 
tion and engraved letter heads produced by the Nahm 
Photogravure Company 

President Horace H. Nahm is in charge 

HOTEL GOVERNOR CLINTON, Seventh avenue at 
Thirty-first street, New York, N. Y.—Booth 78 

HUNTER ELECTRO-COPYIST, INC., Syracuse, N. Y., 
and 118 East Twenty-fifth street, New York, N. Y 
Booth C6 

Displaying the Electro-Copyist, a 
producing originals of many kinds 

Vice-President John B. Anderson 

HUSH-A-PHONE CORPORATION, 43 West Sixteenth 
street, New York, N. Y.—Booth 33 

Showing the Hush-A-Phone, a telephone 
for voice privacy, office quiet and improved 
in noisy places. Also demonstrated is a new 
for the hand-set phone 

President H. C. Tuttle is in charge 

INTERNATIONAL BUSINESS MACHINES COR- 
PORATION, 270 Broadway, New York, N. Y.—Booth A 

Electric bookkeeping and accounting machines: 
time recorders and electric time systems; industrial 
scales and counting devices; all-electric writing ma- 
Ticketographs; proof machine for banks; 
some distributing equipment; inter-communicating 
telephone system; fire alarms; traffic recorder; 
punched card accounting machines, including alpha- 
betic interpreter and alphabetic duplicator summary 
punch; card forms and reports are included in this 
exhibit. 

INTERNATIONAL TIME RECORDING COMPANY. 

(See International Business Machines Corporation.) 


device for re- 


is in charge 


Silencer 
hearing 
model 


chines: 


KEE LOX MANUFACTURING COMPANY, 2 Park 
avenue, New York, N. Y.—Booths 106, 107 
Showing a representative assortment of the com- 


pany’s carbon papers and inked ribbons, as well as the 
Kee Lox carbon device for handling continuous forms 
in regular typewriters. 

Manager John A. Noonan and 
Edward R. Foudy are in charge 

KEYSTONE INDEX CARD COMPANY, Philadelphia, 
Penna., and 92 Liberty street, New York, N. Y 
Booths 41, 42 

In addition to showing products of their own manu- 
facture, which include record cards, filing systems and 
supplies, there will be displayed the products of the 
Victor Safe & Equipment Company, namely, visible 
record equipment, steel filing equipment and insulated 
files and safes, for which this company is distributor 

New York Manager T. B. Clark is in charge 


Assistant Manager 
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New Customers! 


New customers are made by displaying 


these popular priced, olive green, Steel 


Card Cabinets. 





2 DRAWER 3 «x 5 - LIST $975 


New people are sold, people who never 
intended buying steel cabinets suddenly 
loosen up, throw away their old paper 
card files and buy these new cabinets 


because they are priced right . . . and the 





dealer makes a handsome profit. 
2 DRAWER 4 x 6 - LIST $400 





2 DRAWER 5 x 8 LIST $500 


@ SPRING COMPRESSOR 

@ RUBBER FEET 

@ INTERLOCK FEATURE 

®@ SOLID BRASS HARDWARE 








(MADE IN THE 3 x 5—4 x 6—5 x 8 SIZES IN 3 POPULAR LENGTHS) 


PRONTO FILE CORPORATION, 636 BROADWAY, NEW YORK 
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Pat. No. 2,061,485 


Before you buy Storage Files — 
ask these 4 questions -! 


@ HAS IT AN AUTOMATIC STOP? .. NO OTHER CORRUGATED BOARD 
@ HAS IT A SLIDING SUSPENSION ?. . STORAGE FILES OFFER ALL THESE FEA- 
@ HAS IT AS MANY AS 6 ROLLERS? . TURES. SUPER-PRONTOS ARE _ DELIV- 
@ HAS IT AN ALL STEEL BACK? ... ERED K. D. FLAT. 


WRITE FOR SAMPLE 


PRONTO FILE CORPORATION, 636 BROADWAY, NEW YORK 


1937 New York Business Show 











The 
Office 
Composing 
Machine 


ARI-IYPE 
HAS NO COMPETITORS 





















Seven Features 
Put This Machine In 
A CLASS BY ITSELF 


Interchangeable Type 


Cc 


2} Horizontal Letter Spacing Control 
[3] Vertical Line Spacing Control 
[4] Bold Face Heading Key 
(5) Margin Justification Mechanism 
. 6} Open End Carriage 


4) 


Interchangeable Ribbon 


= 


ee AU ee ee 





Vari-Typer is used in the preparation of master copies for Photo Off- 
Set, Multi-Lith, Mimeograph, ditto and similar duplicating machinery. 


() — [- 
~“ U 


RALPH C. COXHEAD CORPORATION 
17 PARK PLACE NEW YORK CITY 


This Advertisement prepared on the Varityper Composing Machine 


























CORRECT POSTURE. Extra wide 
seat, curved and pitched to fit 
the thigh. combines with form- 
fitting back to support large or 
small persons in a healthful, rest- 
ful manner. 











SAFETY. Widely spaced legs 
prevent skidding, tipping or col- 
lapsing. ‘‘Correct Posture’’ Chairs 
will not damage fingers or 
clothes. 











LYON STEEL FOLDING 
CHAIRS ARE SOLD 
THROUGH DEALERS 


® Revolutionary features ... providing seating comfort here- 
tofore unknown in folding chairs ... pack the new Lyon 
SCIENTIFICALLY POSTURED chair with profit boosting sales 
appeal. Its wide, deep and curved seat, together with the 
“posture perfect” back rests and relaxes the body... elim- 
inates folding chair weariness. That's why office appliance 
dealers who feature the new Lyon Folding Chair are assured 
of the large share of the portable seating business in their 
community. 

Available in five styles . .. fully upholstered, upholstered 


seat and plain steel back, metal cane seat and metal cane 


LYON 


FOLDING 


STEEL 




















back (either with or without arms), formed plywood seat and 
metal cane back, plain steel seat and back . . . Lyon Steel 


Folding Chairs meet ALL seating requirements for offices, 
sales rooms, schools, clubs, churches, lodges, etc. 

Mail coupon for full information on comfort, convenience, 
construction and style advantages of Lyon “Posture Perfect” 
Folding Chairs... 
helping Lyon dealers get the cream of the volume chair busi- 
ness in their communities. 


LYON METAL PRODUCTS, INCORPORATED 


2809 RIVER STREET. AURORA, ILLINOIS 


and details of the Lyon practical plan for 





Lyon Metal Products, Incorporated 
2809 River Street. Aurora, Illinois 


Please send catalog describing the complete line of 
Lyon ‘Posture Perfect’ Folding Chairs and details of 
practical sales promotion co-operation. 


Send for information and prices on Lyon Steel Cabi- 
nets. 


Name 
Address 


City State 
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The Exhibits 





MARBLE CHAIR COMPANY, THE B. L., Bedford 
Ohio, and 101 Park avenue, New York, N. Y.—Booths 
E 9, 10. 

Executive upholstered chairs, posture chairs, all- 
wood chairs in commercial grades, etc., are displayed 
in attractive manner. 

New York Manager C. B. Shubert is in charge. 
in attendance are officials from the home office. 

MARCHANT CALCULATING MACHINE COMPANY, 
Oakland, Calif.. and 79 Madison avenue, New York, 
N. Y.—Booths 20, 21, 22. 

The company’s line of Silent Speed calculators, all 
electric and fully automatic, are shown. 

New York Manager John K. Conway is in charge. 

MARKWELL MANUFACTURING COMPANY, INC., 
200 Hudson street, New York, N. Y.—Booth 34. 

The company’s line of office type and industrial 
stapling machines, stitchers, tackers and staples are 
exhibited. Multiple foot power staplers and hand and 
foot operated carton stitchers are also demonstrated. 
Featured especially are office type staplers, of which 
RX46A is the newest member 

MASTER-CRAFT CORPORATION, Kalamazoo, Mich., 
and 405 Lexington avenue, New York, N. Y.—Booth F1 

The company’s line of binders and loose leaf systems 
are here shown 


Also 


McCASKEY REGISTER COMPANY, THE, Alliance 
Ohio.—Booths 51, 52, 53. 
Various types of visible filing equipment, such as 


boards and cabinets used in connection with the com- 
pany’s dual control on inventory, tool check and tool 
investment control, cost and production control, ma- 
chine control, and various other factory controls, 
make up this display 

This exhibit is in charge of C. Swoboda, manager 
of the industrial division, assisted by New York Repre- 
sentative C. T. Miller; W. A. Young, New Jersey repre- 
sentative; F. E. West, Philadelphia representative: 
Roy W. Price, Connecticut representative; P. W. Lowe, 
Boston representative, and David Cameron. 


MONROE CALCULATING MACHINE COMPANY, 555 
Mitchell street, Orange, N. J.—Booth H. 

This exhibit is planned to illustrate the company’s 
complete figuring service for business. It presents 
representative models in its line of adding calculators, 
listing and bookkeeping machines, check writers and 
signers with demonstrations to show latest Monroe 
features and their advantages in present day account- 
ing. 

Leighton 
sion, and 


Forbes, sales manager northeastern divi- 
Ralph Trego, manager of the New York 
downtown district office, are in charge, assisted by 
other district managers and representatives of the 
metropolitan area 


NATIONAL BLANK BOOK COMPANY, 
Mass., and 100 Sixth avenue, New York, N. Y 
25 

Simplified social security records, Eye-Ease records, 
end-bound blank books, steel hinge ring books, Bi- 
Lock post binders, visible records and machine book- 
keeping equipment are displayed 

Advertising Manager D. C. Hegarty is in charge, 
assisted by several of the New York sales force under 


Holyoke, 
Booth 


NT\ 


the supervision of New York Sales Manager Paul B. 
Buckwalter. 

NATIONAL CASH REGISTER COMPANY, THE, 
Dayton, Ohio, and 205 East Forty-second street, New 
York, N. Y.—Booths 1, 2, 3, 4, 5, 6, 7, 8, 9, 10, 11, 12, 
13, 14. 

Showing a complete line of bookkeeping and ac- 
counting machines and cash registers. 

Competent demonstrators are in charge. 

OFFICE APPLIANCE COMPANY, THE, Chicago, IIL, 
and 100 East Forty-second street, New York, N. Y. 
Booth C4. 

Explaining Office Appliances, the news and technical 
trade journal of the office equipment industry, and its 
service to readers. 

Eastern Manager C. H. Everly is in charge, assisted 
by George C. Wheeler. 

OFFICE PUBLICATIONS COMPANY, 377 Broadway, 
New York, N. Y.—Booth F%3. 

A monthly trade journal 
equipment dealers and users. 

ORMIG CORPORATION, 373 Fourth 
York, N. Y.—Booth 28. 

Shown for the first time is the new Ormig B record 
line printer, handling many transfers or postings per 
hour. It is particularly adapted for payroll records 
which are necessary under the Social Security Act. 
Other models include the new High Production Liquid 
duplicator designed for duplication of insurance card 
records and orders, invoice and production systems; 
the Simplex line printers for factory production con- 
trol, and other hand and electrically operated liquid 
duplicators 

A. F. Niendorff and E. M. Benello are in charge. 

OXFORD FILING SUPPLY COMPANY, 340 Morgan 
avenue, Brooklyn, N. Y.—Booths 54, 55. 

Featuring their corrugated board files, the Oxford 
Speed Index correspondence filing system and the 
complete line of filing supplies—filing folders, guides, 
index cards and red fiber filing pockets and envelopes. 

R. A. Jonas, Jr., R. P. Jonas and C. E. Reynell are 
in charge. Also in attendance are members of the 
New York sales staff and Brooklyn sales department. 


circulated among office 


avenue, New 


POSTAGE METER COMPANY, THE, 721 Pacific 
street, Stamford, Conn.—Booths 4, 5, 6, 7 
Demonstrating the company’s complete line of 


postage metering machines and mailing room equip- 
ment. 

New York Manager E. M. Davis is in charge. 

POSTINDEX COMPANY, Jamestown, N. Y., and 369 
Broadway, New York, N. Y.—Booth 27. 

Featuring the Postindex self-aligning trunnion wire 
card holder for visible records and the many types 
of cabinet installations that permit the use of Post- 
index for all fast operating record uses. New develop- 
ments in speedy reference index models include the 
new Postindex Bettersight index, using an I.E.S. ap- 
proved lamp 

New York Manager W. N. Dervoe is in charge. 

PRONTO FILE CORPORATION, 636 Broadway, New 
York, N. Y.—Booths 47, 48. 

Showing corrugated board collapsible storage files 
as well as a complete line of steel card cabinets in 
single and double drawer units. 

Mr. Gould is in charge, assisted by other members 
of the company. 





FOR EVERY PURSE AND PURPOSE 
A STYLES 1 3 sizes 
he Firefoe 


Heavy corrugated board covered with specially processed 
estos affords an unbelievably strong resistance to heat 
and fire—absolutely non-inflammable and vermin proof 
steel ront and back. Fully loaded drawers roll 
easily on Ball Bearings. The 2-way interlock welds them 
to strong batteries. Finished in olive green. The Firefoe 
tanding corrugated board file value. Automatic 








STEEL FRONT 
FOR LOW COST ACTIVE FILING e FIRE-RESISTIVE * VERMIN PROOF 


The Be Luxe 
stive filing. S ler Bear 





teel Roller § 


front and back. Steel Drawer Front. Easily and quickly 


*ked int taunch batteries. Beautifully finished they 
>an be set right in line with your regular steel files STEEL FRONT 
FOR LOW COST ACTIVE FILING @ ROLLER BEARING DRAWER SUSPENSION 
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FOR LOW COST SEMI-ACTIVE FILING a IN 13 POPULAR RECORD SIZES 


The Regular 
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FOR ECONOMICAL, SAFE STORAGE OF INACTIVE RECORDS o 12 POPULAR SIZES 





GUIDE SYSTEM & SUPPLY CO. 335 Canal St. + New York, N. Y. 
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The Exhibits 





ROYAL TYPEWRITER COMPANY, INC., 2 Park 
avenue, New York, N. Y.—Booths M 3, 4, 5, 6, 7, 8, 9, 10. 
Demonstrating Royal typewriters in standard car- 
riage widths from eleven to thirty-two inch; special 
purpose models, billing, stencil-cutting, photo offset; 


portables and Roytype ribbons, carbon papers and 
typewriter supplies. Miss Stella Willins and Albert 


Tangora are in attendance, giving speed exhibitions. 

Advertising Manager W. H. Beckwith had charge 
of designing, constructing and operating the display. 
J. H. Forshay, manager of the New York sales office, 
is in charge of the selling organization staff at the 
booth. 


SHAW-WALKER COMPANY, THE, Muskegon, Mich., 
and 405 Lexington avenue, New York, N. Y.—Booths 
73, 74 

The company’s “Built Like a Skyscraper” steel busi- 
ness furniture, insulated products, specialized indexing 
and several specialty items such as space-saver guides, 
corner clip folders and visible equipment are being 
shown. In the business furniture line special em- 
phasis is placed on service desks featuring new im- 
provements in all typewriter models. These are dem- 
onstrated by actual office conditions, with actual work 
being done by typists 

F. deP. Townsend is in charge 


SIKES COMPANY, INC., THE, 20 Churchill street, 
Buffalo, N. Y.—Booth M1. 

Wood office chairs are displayed 
ture chairs for clerks and executives. Several new 
designs have been developed for this exhibit. One in 
particular is a new posture chair for executive use 
of which the seat and back are molded in pure Latex 
This material, first used in the 
used in buses and Pullmans, 
this new chair 


assisted by several of 


Featured are pos- 


to form fitting contour 
streamline trains, now 
finds its first broad use in 

F. J. Bloempot is in charge, 
the company’s representatives 


SPIRAL BINDING COMPANY, INC., 148 Lafayette 
street, New York, N. Y Booth 29 

Showing analysis pads and columnar sheets in the 
original Spiral binding, memo books and leaf 
Spiral binders, also standard stenographic note books 
reporters books, etc 

Jack Sloves, vice-president and sales manager, and 
A. Freundlich and general manager 
are in charge 


loose 


note 


vice-president 


MACHINE COMPANY, Ever- 
New York, N. Y 


STANDARD MAILING 
ett, Mass.., Moore street 
Booth 100 

Demonstrating 


and 15 


a complete line of duplicating and 
mailing machines, including Standard New 
fluid) duplicators, both electric and hand 
new low priced Standard New Process is shown for the 
first time. Mailing machines include envelope sealers 
both hand and electric, and stamp affixers 

Assistant Sales Manager Allan E. Bruce is in charge 
Also in attendence are A. W. Vanderhoof, vice-presi- 


Process 


types; a 


dent and general manager, and the New York dis- 
tributors, J. Gowa & Company 
STANDARD REGISTER COMPANY, THE, Dayton, 


Ohio, and 590 Madison New York, N. Y 


Booths 15, 16 


avenue 


The efficiency of marginal punched continuous 
forms is demonstrated in this exhibit in which a num- 
ber of business machines as well as registers are dis- 
played. In addition to the usual application of con- 
tinuous forms, there is a Teletypewriter application, 
both sending and receiving equipment shown. There 
is also a full display of business systems. 

Neal Taylor Hall and K. K. Lawson from the factory 
are in charge. Representatives from the eastern sales 
office of the company assist in demonstrations. 


TABULATING MACHINE COMPANY, THE. 
(See International Business Machines Corporation.) 


TICKETOGRAPH COMPANY. 
(See International Business Machines Corporation.) 


UNDERWOOD ELLIOTT FISHER COMPANY, 1 Park 
avenue, New York, N. Y.—Booth G. 

Showing Underwood standard office typewriters; 
the new Typemaster portable; accounting machines, 
adding-figuring machines, carbon paper, ribbons and 
other supplies. 

Competent demonstrators are in attendance 


VARITYPER DIVISION, RALPH C. COXHEAD COR- 
PORATION. 
(See Ralph C. Coxhead Corporation.) 


VISIBLE RECORDS EQUIPMENT COMPANY, Chi- 
cago, Ill. and 500 Fifth avenue, New York, N. Y 
Booths F 4, 5 

Displaying the Flex-Site visible unit which opens up 
to a flat writing position at once with no releasing 
mechanism 

Raymond W. Brown, New York manager, is in charge. 


WASHINGTON EMPLOYMENT EXCHANGE, 247 
Park avenue, New York, N. Y.—Booth 121 
Representing something different in employment 
agencies handling office help. Every applicant is tested 
in a manner which enables the prospective employer 
to know in advance the ability of the employe-to-be. 
Miss Elizabeth Areford is in charge 


WASHINGTON SCHOOL FOR SECRETARIES, 247 
Park avenue, New York, N. Y.—Booths 118, 119, 120, 121 

An actual class of students being taught the opera- 
tion of various common office appliances, using a text- 
book called “Office Appliance Exercises,” written by 
faculty and staff of the school with the codperation of 
seven large office appliance manufacturers 

Miss Jenifer M. Hoyt, principal, is in charge 


WATTS COMPANY, INC., ALFRED ALLEN, 9 Mur- 
ray street, New York, N. Y.—Booth E8 

Showing Won-Time Snap-Apart forms, already for 
use, carbon paper in place, making for speedy opera- 
tion 

Treasurer Joseph Steir is in charge 


WEBSTER ELECTRIC COMPANY, Racine, Wisc 
Booth 111 

Demonstrating Teletalk intercommunicating 
tems. Featuring the call system, two-way communica- 
tion system and confidential ear phone attachment 
Also, there is a complete line of interoffice communi- 
cating systems embodying one to twenty-five stations 

S. A. Loeb, H. G. Kobick, P. G. Crewe and L. H 


Mingins are in charge 


sys- 
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icaier loday’s cal / fr 
BUSINESS FACTS 


WITH THESE 


FACT-FINDING MACHINES 


One of the largest and most dramatic demon- 


strations of modern business machines ever 


planned will be held this year by the Interna- 
tional Business Machines Corporation at the 
National Business Show in New York City. 
Executives interested in greater speed and 
accuracy should see the International Electric 
Accounting Machines 


Bookkeeping and pro- 


duce complete printed reports. They should 


watch the Automatic Multiplying Punch record 
results in cards at the rate of 1500 per hour. 


The coordination of men, minutes and ma- 


chinery for efficiency and greater economy will 
be emphasized in the display of International 


Time Recorders and Electric Time Systems. 


International All-electric Writing Machines 
Industrial Scales will also 


and International 


be prominently displayed. Other International 


Business Machines of unusual interest include 


Protective Devices, Sound Distribution Sys- 
tems, the International Ticketograph, and the 


International Proof Machine for Banks. 


October 18th to 23rd. 

Place: Port of New York Au- 
thority Building, 8th Avenue 
at 15th Street. 


Time: 


INTERNATIONAL BUSINESS 


MACHINES CORPORATION 
aa oe 


New Vork, \. ¥ 


: . Branch Offices in 
“Ae? Principal Cities of the World 


‘70 Broadway 


\VII York Busu 








Above: 
International 
Electric Book- 
keeping and Ac- 
counting Machine 


At left: 
International 
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Recorder 
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International 
Vieketograph 
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Above: 
International \« 


counting Seale 


At left: 
International 
Proof Machine 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 





Office Appliances 


(To the World's Principal Market Places) 
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Published on the first of every month by The Office Appliance 
Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, “a Franklin 0205 


ESTABLISHED 1904: wagianl and omens American 

Stationer, New York, established 1873; Typewriter Trade 

Journal & Office Systems, New York, 1904; The © Office, Frank- 

linville, N. Y., 1904; The Office Appliance Journal, Chicago, 

1905; Business Equipment Journal, Chicago, 1908; Office Out- 

fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 


Evan Johnson, President; D. C. Miller, Vice-President and Western Adver- 
tising Manager; John A. Gilbert, Secretary and Business Manager; C. F. 
Malatesta, Treasurer; W. S. Lennartson, Associate Editor; Nevin Gage, 
Associate Editor; H. E. Meason, Assistant Editor; W. P. Mudgett, Circu- 
lation Manager; B. C. Wallsten, Copy Department Manager; Otto Kney, 
Service Bureau Manager; H. W. Martin, Special Representative for South- 
ern California at Redondo Beach. 
NEW YORK OFFICE: 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by Copyright, 1937, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
for honest differences of opinion, the publishers obviously cannot 


customers They do, however, 
\ 
Acco Product Ine 158 
Ace Fastener Corp 150 
Acme Staple Co 2 
4. D. K. Corp 21 
Adams, Henry 1 Mfg. < 266 
Allen Caleculat Ine 01 
Allen & Co 264 
Allen-Wales Add. Mach. Corp...205 
All-Steel-Equip. ( 129 
Alma Desk Co 184 
Amer. Autmtc. Ele Sales Co. 249 
American Can ( 19 
Amer. Number. Machine Co 269 
Amer. Ribbon & Carbon Co 224 
Amer. Writing Machine Co 12 
Ames Supply ompany 147 
Art Metal Construction Cx 12 
Art Steel Co., Ine 176 
Autmtc. File & Inde Co 250 
Autopoint Company 199 
B 
Banker Box ( 
Bankers & Mercha Stamp 
Wks 246 
Barkley, C. L., & Co 236 
Bassick Company 168 
Beach Publ. ( 211 
Belmet Products, Ine 56 
Bentson Mfz Cx 256 
Better Packages Ine 269 
Bickett, L. M., ¢ 166 
Blaisdell Pencil ¢ 180 
Boorum & Pea ( 238 
Boyee, A. F Co 212 
Bridges, F. W Ltd 269 
Bright Chair Cx 262 
Bristow, Stank R 268 
Brown, L. L., Paps ( 193 
Browne-Morse ( 206 
Sushnell Alva ( 242 
( 
Cameron, Cal 232 
Carter's Ink ¢ rh 159 
Cel-U-De ( 266 
Clarotype Co rhe 11 
Cleaneren Chemi« ( 265 
Cloyes Gear W 2¢ 
Codo Mf«. p 20) 
Collier-Keyworth ( 149 
Columbia Rib. & Carbon Mf 
Co 2 
Columbia Steel Ea . C 1 
Corona Typew 119 
Corry-Jamestown Mfg. Corp... 

( wn Rbbon & ( ( 44 
Currier Mfe. ¢ 188 
D 

Darne!l Cory 
Dawn Mfe. ¢ ' The ’ 
Defiance Salk ( 
Dick, A. B., ¢ 1] 
Domore Chair (x Ir 146 
Doppelt, Charl & « 19 
Downs ( I ( 24 
Dunham-Watson ( 6R 
I 
Ea Ottawa Leat ( é 
Eaton Paper Corp 1¢ 
Elliott Addr« Mac ( 128 
Elliott- Fisher Back Cover 
Fsleeck Mf ( 191 
Esterbro S Pen ¢ 22 
Evans e De ( 21 
I 
Faber, A. W Ir 61 
Fari« Mf r 142 
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Because of the ground 


undertake to guarantee transactions between advertisers and 
offer their services in resolving any disagreements which result from relations established 
through the journal. 
Faulth Cast Corp 14 L Polar Mfz. Ce 22°) 
I B. Mfg. Co 65 Leopold Cx The 261 Pronto File Corp 162 
Finch & MecCullouch 231 Loose Leaf Metals Co 235 Pruitt Co 219 
I George E., & Co 232 Lyon Metal Products, Inc 260 Q 
Fritz-Cross Co 52 M Quality Par Envelope ( 198 
Fulton Specialty ( a Manifold Supplies Co 22 R 
G Marchant Cale. Machine Co 170 Regal Typewriter (¢ 225 
Gaylo Mfg. Co 18 Markilo Co 267 Reliable Tw. & A. M. Corp 268 
jeneral Duplicator Corp 148 Markwell Mfg. Co 262 Remington Rand, In 241 
General Electric Co 203 Mashek. Frank, & Co 204 Rishel, J. K., Furn. Co 262 
General Fireproofing C 121 Meilicke Systems, Inc 067  Rivet-O Mfg. Co 268 
General Pencil Co 175 Meilink Steel Safe Co 265 Rockwell-Barnes Co 169 
Gilson-Bolens Mfg. Co 182 Mercury Duplicator Co 210 Rotospeed Co., The 51 
Globe-Wernicke C« 19 Metal Office Furniture Co 218 Royal Typewriter C 270 
Graff, Geo. B., Co 130 Metal Specialties Mf. Co 219 s 
Greist Mfg. Co 13 Metalstand Co 266 Sanford Mfz. ¢ 246 
Guide System & Supp'y Co 217 Meyer & Wenthe 265 Seat, Dr., Chemical Co 266 
Gummed Tape & Devices Ce 228 Miami Systems Corp 135 Schwab Safe Co 260 
H Mimeograph, The 117 Security Steel Equip. Corp...160, 1 
H. A. Ink Eradicator Co 26 Minnesota Mining & Mfz. Co...137 Shaw-Walker Cx 151, 2, 3,4 
Hall-Welter Co 255 Mitchell Binder Co. 259 Sheaffer, W. A., Pen Co 194 
Hanson Scale Co 63 Mittag & Volger, Inc 237 Sheppard, C. E., Co 156 
Harding, Milo, Co., Ltd 240 Mohican Pencil Co a9, Shermen-Mances Mfg. Co.......155 
Harriman-Welts Products Co..215 Moore Push-Pin Co 269 Shipman-Ward Mfg. Co 247 
Harter Corporation, The 186 Morse Typewriter Co., Ine 237 Sibley, Edw. L., Mfg. Co 236 
Hever Corporation 7 Munson Supply C 244 Smith, Bradner & Co 251 
Higgins, Chas. M., & ( 53 Murphy Chair Co 196 «6s Smith, L. C., & Corona 
High Point Bd. & Chair Co.....184 Mutschler Bros. C 248 Typewriters, Inc 119 
Si enliate Sheeley de 949 Myrtle Desk Co 185 Southworth Co 227 
ateRiten Galen | 20 N Speed Key Mfxz. Co 266 
ae en 202 Net'l Blank Bock on oe Speed-O-Print ( orp a6S 
, > Spencerian Pen ( 195 
oan, Ce, Fen Ce ~ Nat'l Brief Case Mfg. Co =a Standard Furniture Co 164 
I Nat'l Business Show Co a8 Standard Mailing Mach. Co 181 
Imperial Desk Co 249 Neva-Clog Products, Inc 171, 2 Stark Calendars. Ine 268 
Imperial Mfg. Co 138 New Indiana Chair Co 257 Stationers Lecce Leaf Co 183 
Imperial Methods Co BL Niagara Duplicator Co 234 St. Johns Table ¢ 255 
Indiana Desk Co p oO Storms, H. M., Co 250 
Ink Specialties Co Of Oakville Co 143 Sturgis Posture Chair Co 139 
Invincible Metal Furn't ‘ 9 Oxford Filing Supply Co 167 Sundstrand 3ack Cover 
J P Superior Type Co 268 
a Park Sherman Co. P33, 24 lechnygraph, The 266 
a —. . pg re ( os Parrot Speed Fastener Cp. 189, 9 Tell City Desk Cx 228 
i cantiliadin iii ieaen ane Peerless Key-Imperial Mfe lip-Top Mfg. C 207 
' Co 138 Toledo Metal Furniture Co 178 
K Peerless Steel Equip. Co 258  Triner Seale & Mfx. Co. 239 
Kahr David, Ine 187 Pelouze Mfze. Co 267 Troy Sunshade C 157 
Ke 1. W Sa ( 69 Perfect Rub. Seat Cushion Co. 247 Trussell Mfg. C« 216 
kK n Mf ( D Phillips Pro Co OK Turner & Harrison Pen Mfe 
Cr 265 
Tybon Corp 263 
I 
- » - Underwood Eliott Fisher 
THE SERVICE BUREAU Co Back Cove 
of Office Appliances is maintained for the exclusive — a 2 Am _ - = 
|| use of subscribers and advertisers. In the execution — a or namnnuberten pee 
I S. Tw. Ribbon Mfg. Co. 265 
of its various commissions this bureau calls upon etenteen Mas Pp) on 
: - liversa aper roducts Co...268 
practically every member of the staff. It answers by ; 3 
I personal letters all inquiries upon matters germane to . 
iH the field, it furnishes special reports upon articles of Vail Manufacturing Co 200 
I office equipment, supplies names of manufacturers of Vertex Co 265 
any article wanted, puts man and job together, pre- Vietor Safe & Equipment 
i pares advertising copy, furnishes list of desirable cM 144, 5 
I agents and dealers in nearly every country, aids for- W 
eign dealers in securing U. S. A. lines, and in many Wabash Cabinet Co 174 
Il other ways performs useful service, all without charge. Wagemaker Co 228 
Subscribers in every land have made, and are making, Warshaw Mfe. C: 243 
WH) good use of this bureau; manufacturers in every sec- Weaver Service 268 
| tion of the field have evidence of its proved value. Webster Electric Co 209 
HH Subscribers’ requests for catalogues to bring their files Webster, F. S., Co. 2 
Hil up to date, or to replace the file in case of fire or Weeks, Frank A., Mfg. Co.......258 
other form of destruction, are broadcasted in a bulle- Weis Mfg. Co 131, 2, 3, 4 
tin which is mailed frequently to leading manufac- Wiggins, John B., Co 264 
turers. Woodstock Typewriter Co. 216, 243 
Worcester Wire Novelty Co 257 
@ : 
Yawman & Erbe Mfg. Co. 140, 1 

















For - —— g oe Eee a - lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office e 

esented. é‘ d quipment not listed here, they are cordi 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished tag agen - Eo 























obligation. 
Adding Machine Parts Calculat i 
Ames Supply Co. 147 Meilicke pan Inc a “Re a. Manifold Supplies Co... 122 
Cloyes Gear Works 267 Reliable Tw a poe olar Mfg. Co. 229 Mimeograph, 117 
Shipman-Ward Mfg. Co 247 e - & A. M. Corp 268 Shipman-Ward Mfg. Co. 247 Mittag & Volger Tne... 237 
Weaver Service .- 268 Catectating Machines 7 Cuspidors engnse Duplicator a 234 
; ‘ i & Coe Allen Calculators, Ine 201 Art Steel Co. 176 tospeed Co., The na $51 

Adding Machine Rolls pe 168 Allen-Wales Add. & Mch. Corp......205 Shipman-Ward Mfg. Co... 247 
Rockwell-Barnes Co ae Marchant Cale. Machine Co 170 Dating Stamps Smith, L. C., & Corona Type.........119 
Smith, Bradner & Co 25 Sundstrand Back Cover Amer. Number. Mach. Co 269 ame — Print Corp. 163 

; ; : ' ‘ulton Specialty Co. 239 andar« ailing Machine 181 
asémne ee _ 201 Coteaiating Machines, Used as, Meyer & Wenthe 265 Technygraph, The 0. ie 
‘Allen-Wales Add. Mach. Corp 205 ht rp Inc - : 219 Rivet-O-Mfg. Co 268 Victor Safe & Equipt. Co. 144, 5 
é , . | = Reliable Tw. & A. M. Corp 132 Superior Ty Co. 268 
Marchant Cale. Machine Co 170 ype Engraving, Copper Plate 
Remington Rand, In _ 241 Calendars, Perpetual # Desk Bumpers Wiggins, The John B., Co. 264 
Sundstrand Back Cover Finch & McCullouch — 231 Fox, George E., & Co. 232 

Adding Machines (Stylus) Carbon Papers Polar Mig. Co 308 eekeiiie Sek ome 143 

Reliable Typewr. & A. M. Corp.....268 (See Ribbons and Carbons) os Calendar Pads Envelope Sealers ' 
, d Jeflance Sales Corp........ 235 q 

Aaging Warhines, Rebuilt & Used 4, Card tnder Bones and Trays soy Pine “MeCullogch gat Standard Ma Machine Co,....18 
—~ +, 216 - , _ . ar ox, George E.. Co. 32 
Pruitt ¢ wy eo a4 2 ae aa Ce ate Pork Sherman Co 233, 245 enpustnel, Alvah, Co. 242 

e Bentson Mfg. Co 256 wear alendars, Inc. ~ 268 Globe-Wernicke (Co. - ~_197 

Adding Typewriters ; Cameron, Cal 232 Weeks, Frank A., Mfg. Co. 258 Josephson Mfg Corp 254 

oe See Pee es Goel Columbia Steel Equip. Co ~123 Desk Clocks Quality Park Envelope Go. 198 
. -- ‘orry-Jamestown Mfg. Corp. 7 Park Sherman Co. 233, 245 

Addressing Machines General Electric Co....... 203 : ag Qettutete 7 

Elliott Address. Mach. Co 128 Globe-Wernicke Co. 197 = Desk Lames manne dig Segura —— 
’ : Guide System & Supply Co 217 Faries Mfg. Co . 142 Eradicators, Ink 

Adhesives Imperial Methods Co. 136 Greist Mfg. Co. — 213 Carter's Ink Co., The 159 

(See Inks, Adhesives, etc.) Invincible Metal Furn. Co 179 Park Sherman Co. 233, 245 H. A. Ink Eradi co. oar 
Metal Office Furn. Co. 218 Heyer Corp., he 0... od 

Arch and Clip Boards Security Steel Equipment Corp. 160, 1 Desk Pads . Sanford Mfg. Co....... “24 
Amer. Automatic Electr. Sales Co 2419 Shaw-Walker Co 151, 3. 4 Amer. Autmte. Electr. Sales Co.....249 &. U0...... 246 
Globe-Wernicke Co 197 Warshaw Mfg. Co....... 243 Fox, George E., & Co....... 232 Erasers, Rubber 
Rockwell-Barnes Co ee Weis Mfg. Co 131, 2, 3, 4 Polar Mfg. Co... 229 Blaisdell Pencil Co... 180 
Shaw-Walker Co 151, 2, 3, 4 Yawman and Erbe Mfg. Co 140, 1 Desk Pending-Letters Holders } Ae ae 9 A. W., Ine....... 261 

Ash Trays, Office _, Cash Boxes Acco Products, Inc....... 158 acgugdnezaan wos 
Belmet Products, Inc oe Art Steel Co age Sak Tae Exhibitions 
Ye Ss s Corp 235 yene ‘ire . 2 ‘i 7 & 
meg ales t 303 General Fireproofing Co l Ast Motel Cenctrusties. Ca 127 National Business Show Co 230 
Oakville Co 143 Casters, Caster Bearings, Slides Art Steel Co., Ine. 176 Expense Books 

Bassick Co Autmte. File & Index Co 250 Beach Publ. Co. ............... 211 

Autographic Registers , Darnell Corp Corry-Jamestown Mfe. Corp 173 E 

Miami Systems Corp 135 Faultless Caster Corp Currier Mfg. Co. 188 Eyelets & Eyelet Fasteners 
Kilian Mfg. Corp Fox, George E., & Co 232 Markwell Mfg. Co........... 262 

Banker's Note Cases i , General Fireproofing Co. 121 Rivet-O-Mfg. Co. ........ 268 
Art Steel Co 176 Celluloid Envelopes “ Globe-Wernicke Co. ‘ 197 Sibley, Edw. L., Mfg. Co. 236 
General Fireproofing Co 121 Markilo Co. 267 Imperial Methods Co. 136 
Globe-Wernicke (Co 197 Chair tron Shaw-Walker Co. 151, 2, 3, 4 Fan Fold Forms . + 
Victor Safe & Equipt. Co 144, 5 wey B 168 Wels Mfg. Co... 131, 2, 3. 4 Miami Systems Corp............ 135 

co : ; . orcester Wire Novelty Co 257 F 1 
ili hines Collier-Keyworth Co 149 - ans, Electric 

is —*-— 241 Gilson-Bolens Mfg. Co. 182 TOE GAS Ee Eee. Ch....0, 8 General Electric Co. ............. 203 

Underwood Elliott Fisher . Chair Mats Desk Work Distributors File Boxes, Collapsible Corrugated 
Co. .-.. . Back Cover Amer. Autmte. Electr. Sales Co. gg = He Bankers ms 125 
= a a —— 15 a Sore Ge = Fox, George E., & Co. 232 Barney, Ce. ‘. Co. vite ior 
Acco Products, Inc , “ . Globe-W. Co. 197 “id + 
Mitchell Binder Co 259 Polar Mfg. Co : 22" —— ong +0 = one Guide System Supply Co. 217 
Shipman-Ward Mfg. Co 247 Polar Mfg. Co . 229 Oxford Filing Supply Co. 167 
‘ . 2¢ > . 

Binders, Permanent Storage . Chairs Victor Safe & Fauipt. Co 144, 5 Woe ure On "19183, 4 
Bankers Bor Co Cameron, Cal 232 Weis Mfg. Co 131, 2, 3, 4 as om. 5S 
. . Domore Chair Co., Ine....... 146 File Boxes, Metal 

Siew, sy 125 Fritz-Cross Co. .... 252 Desks Art Metal Construction Co.. 127 

ankers Box Co " Gaylo Mfg. Co 248 —_— oe Co. 184 Art Steel Co 17 
Jeneral Firepr g Co. 121 Art Metal Construction Co 127 - : 

-~ wy ae ona a oo poems Ce 186 Autmte. File & Index Co 250 ey oy Mfe. Carp. ...... irs 
Net'l Blank Book C 221 High Point Bd. & Chair Co 184 Bentson Mfg. Co........ =e Pronto File Corp. ds 162 
Nat'l Bleak Boo Co ies Howell Co 202 | mg | Co. Po Rockwell-Barnes Co. 169 

Jasper Chair C 12 a al. .. 232 

Blotting Paper Jad Seat = ‘Co 208 Columbia Steel Equip. Co 123 Vietor Safe & Equipt. Co.........144, 5 
Smith, Bradner & Co 251 Lyon Metal Products, Ine 260 Corry - -Jamestown Mfg. Corp 173 Filing Cab. Ball = etter Crates 
~ . Co. 194 Evansville Desk Co. 215 

i Murphy Chair C« 196 General Ptrepresng Ce 121 Kilian Mf¢. Co 202 

Blueprint and Plan File Cabinets New Indiana Chair Co 204 = . . ‘ 97 
All-Steel-Equip Co 129 Sturgis Posture Chair Co 139 Globe-Wernicke a mw 197 Filing Cabinets, Insulated 
‘aot Deteh Canateuation Go 127 Toledo Metal Furn. Co 178 Hoosier Desk Co. é 242 Victor Safe & Equipt. Co. 144, 5 
Art Steel Co 176 Troy Sunshade Co., The 157 ae By Desk @ Go. x oa Filing Cabinets, Metal 

a - a 208 P ose 24 e e 
Celentia Manes Ranio. Ga ity «Chairs, Folding Indiana Desk Co. 257 All-Steel-Equip Co. . 129 
—- — . . Gaylo Mfg. Co 248 Invineible Metal Furn. Co 179 Art Metal Construction Co. 127 
Corry-Jamestown Mfg. Corp 173 “ ~ 260 > ra 
General Fireproofing Co 121 Lyon Metal Preducts, Inc a Ofes , = Cc 353 re ee” I a Ca... Hh 
. Machen tage ar . da . Co. 25. Autmte, e Index . 5 
Globe-Wernicke Co a 197 Chairs (Posture) Leopold Co., The 261 Bentson Mfg. Co... . 256 
Shaw-Walker Co 151, 2, 3, 4 Amer. Autmtc. Electr. Sales Co.....249 Metal Office Furn. Co..... 218 Browne-Morse Co. , , 206 
Yawman and Erbe Mfg. Co 140, 1 Domore Chair Co., Inc 146 Myrtle Desk Co........ 185 Cameron, Cal. . : ; 232 

Bon ‘ritz-Cross Co sve Rishel, J. K., Furn. Co. 262 Columbia Steel Equip Co. 123 
y ay Co 176 Gaylo Mfg. Co : 248 Security Steel Equipt. Cup 160, 1 Corry-Jamestown Mfg. Corp. 173 
General Fireproofing Co 121 General Fireproofing Co 121 Shaw-Walker Co....... 151, 2, 3, 4 General Fireproofing Co.. 121 
Globe-Wernicke Co 197 oe pee : ++ Standard Furniture Co.. ied Globe-Wernicke Co. 197 

High Point Bd. & Chair Co une Tell City Desk Co. 223 Invineible Metal Furn. Co. 179 

Book Cases Jasper Chair Co.. 124 Troy Sunshade Co., The 157 Metal Office Furn. Co. 218 
All-Steel-Equip Co 129 seeper Seoting Ce 36 Victor Safe & Equipt. | Co 144. 5 Peerless Steel Equip. Co. 258 
tien Dek’ Co 184 Murphy Chair Co............. 196 Wagemaker Co. ......... 228 Pronto File Corp................. 162 
Art Metal Construction Co 27 Stureis Posture Chair Co 139 Weis Mfg. Co. 131, 2, 3, 4 Remington Rand, Ine... 241 
Browne-Morse Co 206 Toledo Metal Furniture Co 178 Yawman and Erbe Mfg. Co 140, 1 Spout uot Keuee. Corp. 160, 1 
Corry- > Mfe Co 7? Shaw-Walker Co. .............. 51,2, 3, 4 
ek ene — thy “. te nea and Writers a Drinking Cups, Paper Victor Safe & Equipt. Co. 144, 5 
Globe-Wernicke Co. 197 7 ener La aad Universal Paper Products Co 268 Yawman and Erbe Mfg. Co. 140, 1 
Shaw-W Cc ‘ 5 7 heck Protectors & Writers, Used 
Wabash Cabinet Co = ‘ind ’ Pruitt ~ “ - 219 Duplicating Machines 9 Filing Cabinets, Weed * 
Weis Mfg. Co iii 38 a4 Reliable Tw. & A. M. Corp 268 Dick, A. B., Co.. 117 Globe-Wernicke Co. . 197 
Yawmen and Exbe Mic. Co..140. 1 : " Elliott Address Mach. Co. 128 Imperial Methods Co................... 136 

. & , Checks, Stamoed Metal General Duplicator Corp........... 148 Wamemamer CO, o.cccccccccccceececcens 228 

Book Rings Meyer & Wenthe 265 Heyer Corporation, The.............. 271 Weis Mfg. Co.......... AB], 3, 3, 4 
Adams, Henry T.. Mfg. Co one Mercury Duplicator Co. .......... 210 Yawman and Erbe Mfg. Co........140, 1 
Oakville Co : . 143 Coin Bags, Trays and Wrappers Mimeograph, The . 5 117 

a Art Steel Co 176 Niagara Duplicator Co.. = 234 by Supplies 

Bookkeeping Machines Downey, C. L., Co 240 Rivet-O-Mfg. Co. TE Acco Produets, Ine.. 158 

Underwood Elliott Fisher Rotospeed Co. The... oenee 25 Art a Construction Co. 127 
_— — Collection Systems Shipman-Ward Mfg. Co. 247 Barkley, C. L.. & Co. atoanaiiagae 
Boyce, A. E., Co 212 Smith, L. C., & Corona Type...119 eg Pog ™ ae 

Box Letter Files Speed-O-Print Corp. 163 ane ‘4 e. — 42 
Art Steel Co 176 ay ay : . Standard Mailing Machines Co..181 Cameron, Cal. 232 
Globe-Wernicke Co 197 COO STOGUS, Unt : : 158 Corry- -Jamestown “Mfg. “Corp. 173 
Recewelt-Mernes Co 169 Amer Autinte Electr. Sales Co 249 Duplicating Machines, Used General Fireproofing Co....... 12] 
Wels Mfg. Co is 338 Dawn Mfg. Corp., The 255 Pruitt Co. 219 oan pe opm 197 

31, 2. 3. u ystem Supply Co. 217 

Brief and Zipper Cases a i ; = Duplicating Machine Supplies Imperial Methods Co........... 186 
Deseelit. Charles, & Ce e12 ‘ ity Desk Co 223 aw a ag Bt. wd Carb. Co 229 ——-. -_ &.2 i854 
Mashek, Frank 0 204 e oes 117 — ce Furniture Pa 218 
National Brief Case Mfg. Co 330 a Ay —— 3% Dunham-Wateen Ce... v~---- 268 Cufere Eee Supply C 167 

- P rerfec t Rube r hest Se Cushi 1" Co... HH Harding Petia cx Ors, 340 Bgcitio - 

Business Shows ala on Co. ...24% arding, Milo, ene Ltd... — | 

National Business Show Co. 230 Shiomen teed idte - paieaGes oer Heyer Corp.. 271 THE CLASSIFICATIONS 
} . : 247 Ink Specialties Co. sumvmeninenticseiallD (Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5) 


Quality Park Envelope Co. 198 
Rockwell-Barnes Co 169 
Shaw-Walker Co 151, 2, 3, 4 
Victor Safe & Equipt. Co 144, 5 
Wabash Cabinet Co 174 
Warshaw Mfg. Co 243 
Weis Mfg. Co 131, 2, 3, 4 
Yawman and Erbe Mfg. Co 140, 1 


Finger Pads 


Parrot Speed Fastener Corp 189, 190 
Folders (See Filing Supplies 
Fountain Pens 
Autopoint Company 199 
Carter's Ink Co., The 159 
Esterbrook Steel Pen Co 227 
Kahn, David, Ine 187 
Sheaffer, W. A., Pen Co 186 


Gummed Cellulose Tape 
Minnesota Mining Mfg. Co 137 


Gummed Cloth Rings 
Graff, Geo. B., Co 130 
Warshaw Mfg. Co 243 


Gummed Cloth Tapes 
Gummed Tape & Devices Co 


Gummed Sealing Tapes, Kraft, Colored 
Gummed Tape & Devices Co 228 





Gummed Tape Sealers 
Gummed Tape & Devices Co 
Metal Specialties Mfg. Co 
Minnesota Mining & Mfg. Co 
Vertex Co 2 


Index Card Signals 
Graff, Geo. B., Co 130 





Vietor Safe & Equipt. Co 144, 5 
index Tabs 

Barkley, C. L., & Co 236 

Cel-U-Dex Corp 266 

Gloebe-Wernicke Co 197 

Guide System & Supply Co 217 

Markilo Co 267 


Parrot Speed Fastener Corp 189, 190 
Shaw-Walker Co 5 
Victor Safe Equipt. Co 144, 5 


inks, Adhesives, Ete 
Carter's Ink Co., The 
Harriman-Welts Prod. Co 
Higgins, Chas. M & Co 
Ink Specialties Co 
Rivet-O-Mfg. Co 
Sanford Mfg. Co 
Sheaffer, W. A Pen Mfg. Co 





Superior Type (Co 268 

Union Rubber & Asbestos Co 269 
Inkstands 

Defiance Sales Corp 23 

Weeks, Frank A Mfg. Co 258 


Intercommunicating Systems 
United Scientific Laboratories 
Webster Electric Co 





Leads for Mechanical Pencils 


Autopoint Company 199 
Faber, A. W Ine 261 
Kahn, David, In 187 
Sheaffer, W. A Pen Co 194 
Leather Goods 
Doppelt, Charles, & Co 212 
Mashek, Frank, & Co 204 
National Brief Case Mfg. Co 220 


Leather Upholstered Furniture 
Bright Chair Co 262 
Jasper Chair Co 124 
New Indiana Chair Co 257 


Leathers, Upholstering 
Eagle-Ottawa Leather Co 226 


Letter Trays (See Desk Trays 


Letterheads 
Wiggins, The John B.. Co 264 


Library Equipment 
All-Steel-Equip Co l 
Art Metal Construction Co 1 
Art Steel Co 1 

l 
l 
l 
’ 





Corry-Jamestown Mfg. ‘Corp 


General Fireproofing Co 21 
Globe-Wernicke Co 97 
Security Steel Equipt. Co 160, 1 
Shaw-Walker Co 151, 2, 3, 4 


Lockers and Storage Cabinets 
All-Steel-Equip Co 
Art Metal Construction Co 
Art Steel Co 
Browne-Morse Co. 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co. 
Invincible Metal Furn. Co 
Lyon Metal Products, Inc 
Metal Office Furniture Co 
Security Steel Equipt. Corp 
Shaw-Walker Co 15 
Yawman and Erbe Mfg. Co 


Corp 


Loose Leaf Books & Systems 
Adams, Henry T.. Mfg. Co 
Boorum & Pease Co 
F. B. Mfg. Co 
Nat'l Blank Book Co 
Sheppard, The €. E.. Co 
Stationers Loose Leaf Co 
Trussell Mfg. Co 





Leese Leaf Envelopes, Celluloid 
Markilo Co 287 


Leese Leaf Metals and Devices 
Adams, Henry T fg. Co 266 
Loose Leaf Metals Co 235 
Stationers Loose Leaf Co 183 


Mail Distributors 


Bristow, Stanley BR 268 
Globe-Wernicke Co 197 
Victor Safe & Equipt. Co 144, 5 
Map Tacks 
Graff, George B., Co 130 
Moore Push-Pin Co 269 
Matched Office Suites 
Art Metal Construction Co 127 
General Fireproofing Co. 121 
Globe-Wernicke Co. 197 
Leopold Co., The 261 
Standard Furniture Co 164 
Troy Sunshade Co., The 157 


Memorandum Books 


Boorum & Pease Co 238 
National Blank Book Co 221 
Rockwell-Barnes Co 169 
Trussell Mfg. Co 216 
Memorandum Devices 
Bristow, Stanley R 268 
Currier Mfg. Co 188 
Park Sherman Co. 233, 245 


Mending Tape 
Gummed Tape & Devices Co 
Minnesota Mining & Mfg. Co 
Warshaw Mfg. Co 


Moisteners 
Better Packages, Inc 
Kellogg, A. W., Sales Co 
Metal Specialties Mfg. Co 


Rivet-O-Mfg. Co 268 
Motors, Electric 
General Electric Co 203 


Numbering Machines 
Amer. Numbering Mach. Co 269 


Office Partitions and Railings 
Globe-Wernicke Co. 197 


Pads, Figuring 


Boorum & Pease Co 238 
Nat'l Blank Book Co 221 
Rockwell-Barnes Co. 169 
Paper 
Brown, L. L., Paper Co 193 
Eaton Paper Corp 165 
Esleeck Mfg. Co. 191 
Rockwell-Barnes Co 169 
Smith, Bradner, & Co 251 
Southworth Co. 237 


Paper Clamps 
Acco Products, Inc 
Esterbrook Steel Pen Mfg. Co 











Hunt, C. Howard, Pen Co 
Paper Clips 
Acco Products, Inc 158 
Defiance Sales Corp 235 
Fulton Specialty Co 239 
Graff, George B., Co 130 
Josephson Mfg. Corp 254 
Oakville Co. 143 
Tip-Top Mfg. Co 207 
Vail Manufacturing Co 200 
Paper Edge Reinforcer 
Vertex Co 265 
Paper Fastening Machines 
Ace Fastener Corp 130 
Acme Staple Co. 267 
A-D-K Corp 224 
Amer. Autmtc. Electr. Sales Co....249 
Cameron, Cal 2 
Hotchkiss Sales Co 220 
Markwell Mfg. “oe 262 
Neva-Clog Products, Inc 171. 2 
Parrot Speed Fastener Corp 189, 190 
Sibley. E. L., Mfx. Co 236 
Victor Safe & Equipt. Co 144, 5 
Paste (See Inks, Adhesives, Etc.) 
Pen and Pencil Clips 
Oakville Co 143 
Pencil Sharpeners 
Graff, George B., Co 130 
Hunt, C. Howard, Pen Co. 259 
Pencils, Wood Cased Lead 
Faber, A. W.. Ine 261 
Mohican Pencil Co 23 
Pencils, Mechanical 
Autopoint Company 199 
Carter's Ink Co., The 159 
Esterbrook Steel Pen Co 227 
Kahn, David, Ine 187 
Sheaffer, W. A., Pen Co 194 
Pencils, Paper Wound 
Blaisdell Pencil Co 180 


Pens 
Esterbrook Steel Pen Co 
Hunt, C. Howard, Pen Co 
Spencerian Pen Co 
Turner & Harrison Pen Mfg. Co 





Pieture Hooks 


Moore Push-Pin Co 269 
Pins and Pin Containers 

Oakville Co 143 

Vall Manufacturing Co 200 


Platens, Typewriter 
American Writing Mach 12 
Ames Supply Co 147 
Shipman-Ward Mfg. Co 24 


Postal Scales 
Hanson Seale Co 
Pelouze Mfg. Co. 2 
Shipman-Ward Mfg. Co 24 
Triner Scale & Mfg. Co 23 


Price and Sign Markers 





Superior Type Co aK 
Publishers 
Bridges, F. W., Ltd 269 














Punches 
Acco Products, Inc 158 
Defiance Sales Corp 235 
Globe-Wernicke Co 197 
Metal Specialties Mfg. Co 219 
Mitchell Binder Co 259 
Nat'l Blank Book (Co 221 
Push Pins 
Moore Push-Pin Co 269 
Ribbon Dispensing Machines 
Tybon Corp 263 


Ribbons and Carbons 
Allen & Co. 
American Ribbon & Carbon Co 
Ames Supply Co 
Carter's Ink Co., The 
Codo Mfg. Corp 
Columbia R. & C. Mfg. Co 
Crown Ribbon & Carbon Co 
Imperial Mfg. Co 
Manifold Supplies Co 
Mittag & Volger, Inc 
Pacific Carbon & Ribbon Co 
Phillips Process Co 
Remington Rand, In 
Royal Typewriter Co., Inc 
Shipman-Ward Mfg. Co 
Smith, L. C., & Corona Tws 
Spencerian Pen Co 
Storms, H. M., Co. 
Tybon Corp 
Underwood Elliott Fisher 


Co Back Cover 

U. S. Typewriter Ribbon Mfg. Co. 265 

Webster, F. 8., Co 2 
Rubber Bands 

Faber, A. W., Inc 261 

Shipman-Ward Mfg. Co 247 
Rubber Stamps 

Bankers & Merchants St. Wks 246 

Meyer & Wenthe 265 
Rubber Type Outfits 

Fulton Specialty Co. 239 
Safes 


Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 
Mellink Steel Safe Co 
Remington Rand, Inc 


ise ten- ~ 


Schwab Safe Co 60 

Security Steel Equipt. Corp 160, 1 

Shaw-Walker Co 151, 2, 3, 4 

Victor Safe & Equipt. Co 144, 5 

Yawman and Erbe Mfg. Co 140, 1 
Scrapbooks 

Globe-Wernicke Co 197 


Secretary Desks 
Art Metal Construction Co 127 
General Fireproofing Co 121 
Globe-Wernicke Co 197 
l 


Wabash Cabinet Co 74 
Shelving 
All-Steel-Equip Co 129 
Art Metal Construction Co 127 
Art Steel Co. 176 
Browne-Morse Co 20 
Corry-Jamestown Mfg. Corp 173 
General Fireproofing Co 121 
Globe-Wernicke Co 197 
Lyon Metal Products, Inc 260) 
Security Steel Equipt. Corp 160, 1 
Smoking Stands, Office 
Belmet Products, Inc 256 
Howell Co 202 
Sorting Devices 
Currier Mfg. Co 18S 
Stamp Affixers 
Standard Mail. Machines Co 18] 
Stamp Pads 
Carter's Ink Co., The 159 
Fulton Specialty Co 239 
Meyer & Wenthe 265 
Rivet-O-Mfg. Co 268 
Rockwell-Barnes Co 169 
Superior Type Co. 268 
Victor Safe & Equipt. Co 144, 5 


Stands for Office Machines 


All-Steel-Equip Co. 129 
Art Steel Co i76 
Corry-Jamestown Mfg. Corp 173 
General Fireproofing Co 121 
Globe-Wernicke Co 197 
Harter Corp 1x6 
Metalstand Co 266 
Pruitt Co 219 
Sherman-Manson Mfg. Co. 155 
Shipman-Ward Mfg. Co 247 
Sturgis Posture Chair Co 139 
Toledo Metal Furniture Co 178 
Staple Extractors 
Ace Fastener Corp 176 
Markwell Mfg. Co 262 


Staples and Stapling Machines 
Ace Fastener Corp 
Acme Staple Co 
A-D-K Corp 
Cameron, Cal 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog Products, Inc 
Oakville Co. 
Parrot Speed Fastener Corp 
Tip-Top Mfg. Co 
Vail Manufacturing Co 200 


Stationery, Engraved, Lithogr. 
Wiggins, John B., Co 264 


Stationery, Wholesale 


Weeks, Frank A., Mfg. Co 258 
Stenographers’ Note Books 

Nat'l Blank Book Co 221 

Rockwell-Barnes Co 169 











OFFICE APPLIANCES 


Storage and Transfer Cases 
All-Steel-Equip Co 
Art Metal Construction Co 
Art Steel Co 
Bankers Box Co 
Barkley, C. L., & Co 
Bentson Mfg. Co 
Browne-Morse Co 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co. 
Guide System & Supply Co 
Imperial Methods Co 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Oxford Filing Supply Co. 
Peerless Steel Equip. Co. 
Pronto File Corp 
Rockwell-Barnes Co 


Security Steel Equipt. Corp 
Shaw-Walker Co 151 
Weis Mfg. Co 131 





Yawman and Erbe Mfg. Co 


Strong Boxes, Fire Protected 
Mellink Steel Safe Co 265 


Swinging Typewriter Stands 


Globe-Wernicke Co 197 

Weis Mfg. Co 131, 2, 3, 4 
Tables 

Art Metal Construction Co 127 

Art Steel Co 176 

Browne-Morse Co 206 

Corry-Jamestown Mfg. Corp 173 


General Fireproofing Co 
Globe-Wernicke Co 

Lyon Metal Products, Inc 
Mutschler Bros. Co 
Shaw-Walker Co. 

St. Johns Table Co 
Victor Safe & Equipt. Co 





Tabulating and Statistic. Machines 
Remington Rand, Inc 241 


Telephone Accessories 


Sanford Mfg. Co 246 
Victor Safe & Equipt. Co 144, 5 
Telephone Stands 
Art Metal Construction Co 127 
Art Steel Co 176 
General Fireproofing Co 121 
Globe-Wernicke Co 197 
Shaw-Walker Co 151, 2, 3, 4 
Yawman and Erbe Mfg. Co 140, 1 


Thumb Tacks 


Graff. George B.. Co 130 
Moore Push-Pin Co 269 
Oakville Co 143 
Vail Manufacturing Co 200 


Type, Typewriter 


American Writing Mach. Co 126 
Ames Supply Co 47 
Shipman-Ward Mfg. Co 247 


Typewriter Cleaning Material 


American Writing Mach. Co 1246 
Clarotype Co 211 
Cleanereno Chemical Co 265 
Mittag & Volger, Inc 237 
Rivet-O-Mfg¢. Co 268 
Sanford Mfe. Co 246 
Dr. Scat Chemical Co 2tie 
Shipman-Ward Mfe. Co 247 
Webster, F. S Co 2 


Typewriter Cushion Keys 


Munson Supply Co 244 
Peerless Key-Imperial Mfg. Co 138 
Shipman-Ward Mfg. Co 247 
Speed Key Mfg. Co 266 


Typewriter Cushion Knobs and Bases 
American Writing Mach. Co 12 
Ames Supply Co 14 
Fox, George E & Co 23 
Peerless Key-Imperial Mfg. Co 13 
Shipman-Ward Mfg. Co 24 


Typewriter Parts and Tools 
American Writing Mach. Co 12 
Ames Supply Co 14 
Shipman-Ward Mfg. Co 24 


Tyvewriters, Mfrs. of 


Corona Typewriter 119 
Remington Rand, Inc 241 
Royal Typewriter Co 270 
Smith, L. C.. & Corona Tws 119 
Underwood Elliott Fisher 

Co Back Cover 


Woodstock Typewriter Co 216, 243 
Typewriters, Rebuilt and Used 
American Writing Mach. Co 126 
Morse Typewriter Co., Inc 267 
Pruitt Co. 
Regal Typewriter Co 
Reliable Tw. & A. M. Corp 
Shipman-Ward Mfg. Co 





Visible Systems Equipment 


Art Metal Construction Co 127 
Autmte. File & Index Co 250 
Boorum & Pease Co 238 
Globe-Wernicke Co 197 
Shaw-Walker Co 51, 2, 3. 4 
Sheppard, C. E.. Co 156 
Victor Safe & Equint. Co 144, 5 
Yawman and Erbe Mfg. Co 140, 1 


Waste Baskets 
American Can Co 
Art Steel Co 
Cameron, Cal 
Corry-Jamestown Mfg 
Fox, George E Co 
General Fireproofing Co 
Globe-Wernicke Co 
Metal Office Furniture (« 
Shaw-Walker Co 151, 2, 3 
Worcester Wire Novelty Co 


Corp 








OCTOBER, 1937 


WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 





SALESMAN with 16 years experience in the office equipment field, 
available for pcsition as dealer representative, or direct to the con- 
sumer, located in Southern New Jersey. Address K-138, care Office 
Appliances, Chicago. 


BURROUGHS REPAIRMAN: experienced on all models, also Monroe, 
Marchant, Comptometer, Sundstrand and Underwood. Prefer partner- 
ship in established sales and service with line of office equipment. Fac- 
tory trained, employed. Address K-139, care Office Appliances, Chciago. 











SHOP FOREMAN, overhaul and rebuild all makes. Royal expert, can 
repair adders, dictating and duplicating equipment. A thorough, sys- 
tematic mechanic, not just an assembler. Can really sell overhaul work 











and rebuilts on the outside. Age 35, married, twenty years’ experience, 

ten foreman, good personality and neat appearance. Prefer smaller 

city or town. Will consider foremanship in large city. Go anywhere 
$40.00 week straight salary to start. Address K-136, care Office 

Appliances, Chicago. 

ARE YOU MAKING the most of your office furniture possibilities? 


Salesman and department manager is equipped to develop an office 
furniture department from the ground up for some established stationer 
or to manage and expand existing department. Has unusual record for 
success in selling files and supplies, desks, chairs and accessories. Wide 
experience qualifies for connection in any locality. Convincing refer- 
ences. Address K-1 142, care Office Appliances, Chicago. 

SERVIC ‘E MAN on various types of office machines is open for new 
connection. Experience includes typewriters (all makes), adding and 
calculating machines and dictating machines. Has had factory training. 
Connected now but for personal reasons prefers to make new connec- 
tion in near future. Has good sales record. Address K-135, care Office 
Appliances, Chicago. 








SALESMEN WANTED 








SALESMAN WANTED: To call on stationers and desk houses in 
Texas, Oklahoma, Arkansas and Gulf States, to sell a high grade line 
of desk pads and office accessories. Commission only. Experienced only 
need apply. Give age, experience and references. Write Box Y-237, 
care Office Appliances, Chic ago. 
NEW—RIGHT NOW NEW! YEAR’S 
Federal and State Tax Laws create immense demand for simplified 
Tax Record System every businessman must have to protect himself 
against fines and penalties. Millions users must buy again now for 
January Ist use. THEY BUY NOW. Our men selling 5 to 20 daily 
our copyrighted LIBERTY Tax Record which is commended by Tax 
Authorities everywhere. Up to $4.10 cash profit per Liberty. Live leads 
furnished. Repeat commissions without call backs. Big season now. 
Choice territories going fast. Commonwealth Publishing Co., 508 So. 
Dearborn St., Chicago, mM. 


SAL ESMEN W AN TED, 
desk lamps; rood opportunity, 
tory. Write Cherniak Mfg. Co., 230 


REP UTABLE EASTERN ‘CORPORATION specializing in Loose Leaf 
Equipment including a full line of Visible Record Books has opening for 
experienced Office Appliance men, selling direct to the consumer. 


; INCOME IN- 3 MONTHS. New 


“experienced, to sell new type daylight scientific 
growing organization. Exclusive terri- 
5th Ave., New York, N. Y. 


Either full or part time basis. Liberal commission. Address Y-241, 
eare Office Appliances, Chicago. 

EXPERIENCED SALES PRODUCER WANTED to manage machine 
division for well established commercial stationery business in the 


South. Will sell and direct sales of typewriters, duplicating equipment 
and other mechanical devices. Must have good record. An excellent 
opportunity for a man of right background to earn a good income. 
Send particulars to Y-238, care Office Appliances, Chicago. 

OLD ESTABLISHED MANUFACTURER of Carbon Paper and Type- 
writer Ribbons, looking for experienced salesmen or saleswomen selling 
direct to consumers in New York City and surrounding territory. Lib- 
eral commission and small drawing account. Write giving full par- 
ticulars. Address Y-240, care Office Appliances, Chicago. 


PROMINENT MANUFACTURER of stencil 
opening for experienced salesmen with following in 
Address Y-236, care Office Appliances, 100 E. 42d St., 





duplicator supplies has 
New York City. 
New York City. 
filing and mailing supplies direct to 
Exclusive terri- 
today. Send full 
Boston, Mass. 


WANTED—to sell 
banks, lawyers, accountants, insurance companies, etc. 
tory arrangement. Liberal commission paid. Write 
particulars about yourself. Ames Safety Envelope Co., 


SAL ESMEN 


SAL ESMEN covering central, western, northern and southern states 
to handle complete line of stencil duplicating supplies. Liberal finan- 
cial arrangement to those who qualify. Address Y-235, care Office 
Appliances, Chicago. 


MAKE BIG MONEY selling ERASER- HOLDERS for typewriters. "Best 
invention of its kind ever put on the market. Write. Super Products 
Company, Spencer, Indiana. 


MECHANICS WANTED 


she adding machine 
Chicago. 


MECHANICS WANTED—typewriter mechanic, 
mechanic. Pruitt Corporation, 2 N. LaSalle St., 


” REPRESENTATIV. ES AV AILABLE 


CHICAGO AGENCY WANTED. A well known group of office appli- 
ance salesmen managed by a former vice president of one of the na- 
tion's leading office appliance companies wishes to represent manufac- 
turer on commission basis. Have service department, modern show 
room. Can produce results. Address K-144, care Office Appliances, 
Chicago. 


ESTABLISHED FIRM SEEKS LINE FOR EAST 
NATIONALLY KNOWN BOSTON manufacturer of small line with 
facilities for providing Boston address and listing, office, clerical and 
telephone service, will consider representing another distant manufac- 
turer throughout New England or entire Eastern territory with sound 
item or line sold to stationers. Equipped to take responsibility for all 
interests in territory and to supply skilled sales and advertising man- 
agement. Can store inventory and provide pick-up service for local 
dealers. Address K-141, care Office Appliances, Chicago. 


SALESMAN who has represented leading fountain pen manufacturer 
in the East for several years plans to go into b as a 

turers’ representative. Territory will include upstate New York, ne 
of Pennsylvania, possibly eastern Ohio and West Virginia. Interested 
to hear from manufacturer of any desirable product sold through com- 
mercial stationery stores. Well acquainted in office supply, department, 
drug, and leather goods stores. Qualified to give excellent service to 
two or three non-competing companies. Address K-137, care Office 
Appliances, Chicago. 














MANUFACTURER'S AGENT operating in Harrisburg, Penna., would 
like to secure a good quality wood and metal office chair line to sell on 
the State Contract. John G. Eshleman, 416-418 State Theatre Bldg., 
Harrisburg, Penna. 








THOROUGH SALES COVERAGE Ni New York, New Jersey and New 
England or part territory available to progressive manufacturer. Also 
have excellent contacts chain stores. Address K-140, Office Appliances, 
100 E. 42nd Street, New York, N. Y 


HONGKONG TYPEWRITER EXCHANGE, P. 0. Box 740, Hongkong. 
Office equipment specielists. Offerine service of agency along similar 
lines. Interested manufacturers kindly communicate. 











REPRESENTATIVES WANTED 


IF YOU SELL DIRECT to offices, you can sell our high grade Type- 
writer Specialty profitably. Liberal profit on each sale. Protection 
given. Quickly becomes a major line. Write for details, giving terri- 
tory you cover. Address Y-234, care Office Appliances, Chicago. 


MANUFACTURER’S REPRESENTATIVES in all territories for 
strong line of chromium furniture. Give full details regarding territory 
covered, other lines carried and references. Address Y-232, care of 
Office Appliances, Chicago. 




















MANUFACTURERS’ REPRESENTATIVES WANTED to sell remark- 
able new product to stationers and office furniture dealers. A number 
without competition which sells readily upon demonstration to office 
users of leather, imitation leather, buckram, binding cloth and paper. 
Application of product is wide. A repeat item which offers great 
possibilities. Mention lines carried, territory covered and other neces- 
sary information. Address Y-239, care Office Appliances, Chicago. 


REPRESENTATIVES, knowledge of office Duplicating Machines, ex- 
clusive territory of entire state. Complete line of supplies for office 
Duplicating Machines, etc. Standard of quality for over 25 years. Write 
Box Y-233, care Office Appliances, Chicago. 











BUSINESS OPPORTUNITIES 


MOTO-RECORD Non abbreviating pocket size auto budget on market 
ten years. Ill health necessitates management change or business sale. 
Will entertain offers of sale or your proposition. Confidential. Winter- 
field Company, 901 Lindeke Bldg., St. Paul, Minn. 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data for 
new letters, or unsuccessful letters for reshaping. Particulars on re- 























quest. Address H. Goldthwait, 123 Washington Ave., Santa Fe, 
N. Mex. 

FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES Fountain Pens, Desk Pens, ““Vakuum”’ 


Pens, Pencils, etc. Repaired at standard prices. Mail all makes to ONP 

place for better service. (Established 1904.) We feature Gold Pen 

—— and Repairing. Welty Pen and Repair Co., 38 S. State St., 
icago. 








ADDING MACHINE PARTS, TYPE, ETC. 


*37-"88 YEAR TYPE—SPECIAL CHARACTER TYPE made to order. 
Orders filled promptly. Send your old type with order. Adding Ma- 
chine Parts—Keytops—-Adding Machine Ribbons. I. A. Dehn, Jr., 1450 
102d Ave., Oakland, Calif. 


USED ADDING MACHINE and Bookkeeping machine parts, half price, 
guaranteed quality—Rebuilding by factory trained mechanics at whole- 
sale-—-Acme Office Appliance Co. Box 55, Raleigh, 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES — Burroughs—Moon Hopkins—Adding 
Machines—Addressographs—bought and sold. Chicago Office Appli- 
ance Co., 533 S. Dearborn, Chicago. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, 
serial number a we will quote highest cash prices. International 
Office Appliances, Inc., 326 Broadway, New York City. 


FOR SALE AND WANTED TO BUY—Continued on page 8. 
































FOR SALE AND WANTED TO BUY—Continued from page 7. 











ELLIOTT-FISHER machines, typewriters, adding machines—all office 


equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bldg., Milwaukee, _Wisconsin. oa 


Dictaphones, Multigraphs, Sealers. 
Write for FREE Money Mak- 


Chicago. 


ADDRESSOGRAPHS, Duplicators, 
Folders, Typewriters, Adding Machines. 


ing Circular. Pruitt, 527 Pruitt Bidz., 


DICTAPHONES, EDIPHONES—all models, select machines, prompt 
deliveries, profit-making prices. Sole distributor rights to our Cleartone 
cylinders being granted to dealers. American Dictating Machine Co., 
1141 Broadway, New York City. 
DICTAPHONES, EDIPHONES, 
bought, sold—Wholesale, Retail 

Co., 19 S. Wells St., Chicago. 








SU PPLIES—headquarters—machines 
Write us. Chicago Dictating Machine 


OFFICE APPLIANCES 


POSTINDEX, etc., visible filing equipment of all 
We specialize in this field and offer full co- 
Broadway, me Be 


KARDEX, ACME, 
types bought and sold. 
operation to dealers. Commercial Card System, 401 


VISIBLE EQUIPMENT! 
KARDEX, ACME, RAND, POSTINDEX Cabinets, 
equipment. Bought and Sold—Largest Stock in the World. 
Office Equipment Co., Inc., 434 Broadway, New York. 


Book Units and panel 
Universal 


—Two Underwood Billing Machines, 
ter, 26” carriage, Fanfold attachment, serials over 
in stock brokerage, $75.00 each, F.O.B. S. F. Frank E. 
595 Market St., San Francisco. 


MU L TIG RAP H RIBBONS re-manufactured. 


Model 1-26, 
20,000, 


one regis- 
used 1 year 
Wilber Co., 


FOR SALE 


Duplicator inks and type 


Export Statistics by United States Department of Commerce 


United States Exports of Typewriters, July, 1937 





7770 7772 7774 7775 
Standard Portable Used and rype 
typewriters, typewriters rebuilt writer 
new new typewriters parts 
Countries No Value No Value No Value Value 
Austria 09 $ 3,509 79 $ 1,941 417 $3 481 $ 319 
Azores and Madeira 
Islands 7 441 10 341 
Belgium 4106 «= 24, 862 98 2.539 171 6,132 1,604 
Bulgaria l 0 . 
Crechoslovakia an 5,443 105 2.453 52 1,130 584 
Denmark 15 963 7 265 634 
Estonia 25 1,840 10 300 29 
Finland 2 4.366 s7 1,071 17 753 
France 1,073 4,499 453 11,947 935 34,830 2,106 
Germany 43 2.521 25 794 298 
Gibraltar it S82 
Greece ; 211 18 642 38 
Iceland 1 69 5 164 
Irish Free State 21 1.575 74 1,788 15 491 
Italy 148 10,252 53 1,290 1 7 191 
Latvia i2 900 
Malta, Gozo and 
Cyprus } 22 47 
Netherlands 388 214 5,548 207 8.791 2.353 
Norway 413 195 5.764 45 1,941 635 
Poland and Danzig 162 167 4,290 2 73 37h 
Portugal 79 93 2.491 66 2.719 71 
Rumania 40 23 888 
5. 5. R. (Russia 1 12 534 
Sweden 191 401 13,497 119 4.653 ARs 
Switzerland 74 138 4.149 1,278 
United Kingdom 940 3.419 68,261 561 15,180 310,045 
Yugoslavia 53 74 2,197 9 472 128 
Canada 42 12 450 942 24,084 84,081 
British Honduras l 1 38 1 52 
Costa Rica 5 30 1,039 5 231 
Ciuatemala 101 5 1,523 13 
Nicaragua 10 207 1 nO 1 
Panama 58 20 712 10 373 502 
Salvador 107 
Mexico “44 1,324 38.489 73 2,176 746 
Newfoundland and 
Labrador 2 1 37 
Bermuda 2 
Barbados I I 43 32 
Jamaica ! 4 of 12 
Trinidad and Tobaco 1 11 404 { 219 
Other British West 
Indies 6 4045 { 140 1 52 
Cuba IN3 25,848 s17 9,150 142 4.348 985 
Dominican Republi 22 1.684 1 41 10 438 
Netherlands West 
Indies if 1.153 12 455 47 
French West Indies ‘ 305 
Haiti, Republic of 1° 242 2 a7 
Argentina "4% 64,953 812 25,119 452 14,94 1,176 
Bolivia 115 8,442 4 170 130 
Brazil 1010 66,421 394 14,512 430 =6—17,.418 1.010 
Chile a5 6,396 100 8,131 47 2.217 1,052 
Colombia 198 14,746 263 7,306 22 1,116 — 
Ecuador 15 1,32 
Surinam ‘ 335 
Paraguay # 450 20 O04 18 
Peru 87 5.769 228 6,789 127 4.534 300 
Uruguay 199 12,184 10 315 52 
Venezuela 183 14,710 111 4.041 48 2,145 77 
Aden 2 1A6 2 67 
Saudi Arabla 1 102 
British India 42 29,2946 779 20,782 102 4,220 604 
British Malaya 75 5,305 233 7.921 1 390 S5 
Ceylon ‘ 274 +4 1.027 48 
China 120 8,497 101 0; 63 1,680 141 
Netherlands [Indies 495 31,544 468 15,682 91 
French Indo-China & 298 90 
Hong Kong 10 750 55 1,891 5 210 3446 
Iraq 16 1,141 33 
Japan 38 2.525 oo) 1,715 450 14,443 76 
Kwantung 2 133 11 345 
Palestine 31 2.347 8 243 
Tran 8 5A 45 
Philippine Islands 107 6,948 90 3,037 44 545 124 
Siam 8 530 26 Ag 
Syria 5 341 12 321 
Turkey 101 6.962 160 3.9461 
Other Asta 72 
Australia 718 34,148 110 2,147 15 2 2,131 
New Zealand 14 1,999 30 R44 20 11.44 42 
Relgtan Congo 10 1,727 7 310 31 
British Fast Africa J 2046 46 1,445 ‘ 253 
Tinton of South Africa 252 16,811 285 9,048 229 9,591 7 
Other British South 
Africa ! 75 2 i4 82 
Gold Coast 1 77 5 110 
Nigeria 11 744 29 723 
Egypt 174 11,299 75 5.733 275 
Algeria st 2.192 
Tunisia 10 3A8 11 519 
Madagascar 13 944 15 424 
Other French Africa 12 424 60 1,841 
Morocco 4 288 : 144 
Mozambique 14 1.090 15 409 2 &5 17 
Total 13,787 $887,814 12,302 $333,174 5,624 $187,077 $117,045 
Shipments to 
Hawall 444 S30.317 122 $ 3,988 41 $1,467 $ 154 
Puerto Rico 115 7,483 14 459 28 1,158 252 
Virgin Islands 4 110 


writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 
EXPORTS 
709.23 780.86 
Calculating Calculating 
machines machines 
having not having 
an electric an electric 
motor as an motor as an 
7781.6 essential essential 
C'ypewriters feature feature 
Countries No Value No Value No Value 
France 1 s 94 
Germany 3 306 10 $2,579 
Italy a 3 66 
Sweden 51 540 8 $ 869 
United Kingdom 1 90 
Canada 5 110 
British Honduras 1 25 
Total 14 $ 691 61 $8,119 8 $ 869 


United States Exports of Adding, Calculating, Billing Machines and 
Cash Registers, July, 1937. 








EXPORTS 
7752 7753 
Listing- Typewriter- 
adding, book- book keeping 7756 
keeping billing Listing-Adding 
machines machines machines 
Countries No. Value No Value No. Value 
Austria.... , 3 $ 2,870 62 $ 3,099 
Belgium 33 $28,073 30 21,089 102 10,242 
Czechoslovakia 3 3,002 3; 2,667 40 4,028 
Denmark 2 2,210 ° 
Finiand. ... 3 1,512 61 3,310 
France...... 10 7,804 98 58,897 296 25,948 
Germany 5 470 
Greece Ss 490 
Hungary : 2 211 
Irish Free State 1 220 
Italy..... 46 5,974 
Latvia ot) 915 
Netherlands ; 3,708 73 26,651 49 4,477 
Norway. . 1 1,155 19 12,508 152 10,632 
Poland and Danzig 1 1,005 8 4,675 52 8,301 
Portugal 2 2,208 2 534 21 2,514 
Rumania 10 10,484 10 1,182 
Sweden o< 11 5,52 13 6,019 312 19,691 
Switzerland 13 11,932 49 6,736 101 11,024 
United Kingdom 90 60,606 154 100,223 238 35,979 
Canada....... 2 1,028 17 7,988 82 10,364 
Costa Rica..... 14 1,035 
Guatemala... 1 785 1 925 , 
Honduras 1 230 
Nicaragua 2 220 
Panama..... 32 > 
Saivador..... 4 5 
Mexico 7 7,527 15 6,701 232 
Newfoundland and 
Labrador ; 1 2 
Barbados. . 3 > 
Jamaica. . 2 : 
Trinidad and Tobago 5 59 
Other British W. Indies 2 206 
Cuba 73 306 
Dominican Republic 6 33: 
Netherland W. Indies 1 1,706 10 723 
Argentina . 2 1,723 ; 1,590 220 14,273 
re 6 9,249 5 4,988 115 10,940 
Chile . 2 2,660 57 4,248 
Colombia l 517 72 5,680 
Ecuador 12 1,413 
. rr 2 1,253 3 2,541 95 5,085 
Uruguay 1 774 9 914 
Venezuela : 1 779 1 996 72 8,645 
British India 21 9,905 8 943 
British Malaya 6 3,795 27 1,627 
China 1 780 4 21 
Netherland India 1 942 3 1,554 178 14,248 
Hong Kong 1 216 
Japan eee l 966 : 
Palestine 5 233 
Philippine Islands 76 6,632 
Turkey eo 8 668 
Australia...... . 8 5,479 51 19,458 133 17,491 
New Zealand 2 3,144 14 3,863 28 2,547 
Belgian Congo : 14 618 
British East Africa 1 809 1 138 
Union of South Africa 4 30,061 10 9,531 37 4,213 
Other British South Africa a 410 
E red coves l 75 
Madagascar 3 112 
Tunisia 2 481 
Other French Africa 1 99 
Liberia. . . 1 154 
Morocco 1 46 
Mozambique 5 258 
Total. 240 $193,381 618 $332,727 3,226 $288,2 223 
Shipments to 
Hawaill ‘ 7 $ 7,175 17 $ 6,810 30 $ 4,913 
Puerto Rico ? 20 1,100 
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Countries 


Austria...... 
Belgium. 
Czechoslovakia 
Denmark. . 

Finland 

France. . 

Hungary. 

Italy 

Net herls nds 

Norwa 

Poland and Danzig 
Portugal ‘ 
Sweden. . o« 
Switzerland. 

United Kingdom. 
Canada oe 
Costa Rica. . 
Nicaragua. . 
Honduras 
Panama... 

Mexico 

Trinidad and Tobago 
Cuba. ... 
Dominican Republic 
Netherland W. Indies 
Argentina 

Brazil 

Chile 

Colombia 

Ecuador 

Falkland Islands 
Surinam... 
Paraguay 

BUTE. . ccc 

Uruguay. . 
Venezuela 

British India 
Ceylon..... 


China cee 
Netherland India’ 


Ja 

Philippine Islands 
Turkey..... 
Australia...... 

New Zealand 

Union of South Africa 
Other French Africa 


Total ; 

Shipments to: 
Hawaii 

Puerto Rico 


Countries 


Austria 
Belgium 
Czechoslovakia 
Denmark. 
Finland 
France 
we ed 

aly 


Netheriands 
Norway. 

Poland and Danzig 
Portugal. .... 
Rumania 


Switzerland 
United Kingdom 
Yugoslavia 
Canada 

Costa Rica 
Guatemala 
Panama. 
Mexico. . 
Newfoundland 
Bermuda. 
Barbados 
Cuba 
Dominican Republic 
Argentina 

Brazil... .. 

Chile 

Colombia 

Peru. . 

Uruguay 

Venezuela 

British India 
a Malaya 
Chin 

Netheriands India 
Japan....... 
Kwantung o* 
Palestin 

Philippine Islands 


Union of South Africa 
Egypt 
Algeria 


Total 


Shipments to: 
Hawaill 
Puerto Rico 
Virgin Islands 


and Labrador 


EXPORTS 


4ioe 


Calculating 


machines 


No. Value 

1 $ 315 
6,329 
78 10,633 


25 4,198 
9,643 


1,668 
8,196 
482 
920 


76 14,625 


24 1,456 
20 1,963 


9 2.438 
53 10,025 
6 1,080 


1,861 
2,640 

720 
2 12,209 
4 1,225 
3 805 
.202 $252,116 
16 $ 2,580 
5 1146 


EXPORTS 


7761 
Parts for 
accounting and 
calculating 
machines 


Value. 





$214,075 
$ 334 
406 





7759 
Card- 
punching, 
sorting, 
and tabulating 
machines 
No Value 
4 $16,601 
2 3,784 
3 659 
62 79,376 
3 5,766 
19 12, ; 
5 
4 1,099 
31 12,960 
20 10,275 
39 
100 
3 3,425 
‘60 =:117,134 
Sl 7,498 
5 3,300 
5 3,836 
5 1,411 
6 672 
1 336 
1 966 
310 $216,870 


2,207 


7764 
Cash registers, 


new 
No Value. 
4 $ 1,746 
2 1,502 
3 1,008 
8 3,523 
34 9,413 
4 1,142 
70 4.320 
69 10,784 
13 6,091 
13 2.911 
4 508 
104 32,247 
136 74,095 
28 10,474 
175 71,911 
4 254 
4 665 
"36 =. 8,008 
21 4,106 
10 2,334 
50 12,488 
47 11,308 
1 75 
7 4,052 
12 4,435 
21 11,714 
6 2,271 
S 1,650 
3 500 
2 1,252 
10 845 

68 





Turkey Tilts Duties on Pencils 


has modified 
Pencils are 


T urkey 


of items. 


its import tariffs, 
included 


in the 


items 


increasin 
affect 


g duties 


ed. 


7760 
Other 
adding and 
calculating 
machines, 
including 
used and rebuilt 
No. Value 
10 $ 1,446 
105 1,593 
; 266 
129 21,543 
i7 2,091 
27 3,979 
1 33 
i 42 
4 1,261 
8 1,276 
20 4,816 
83 2,830 
247 1,726 
a 76 
1 50 
18 1,265 
102 113 
1 11 
24 1,460 
23 1,730 
3 81 
1 51 
1 197 
4 630 
2 O05 
5 124 
1 178 
3 744 
22 1,040 
"22 727 
24 186 
2 55 


2 1,024 
7766 
Cash registers, 
used and 
rebuilt 
No. Value. 
2s 309 
2 336 
31 7,529 
S 1,712 
40 9,490 
4i 8,042 
i6 2,441 
i3 5,408 
5 1,593 
5 1,848 
61 896 
7 334 
3 132 
‘2 i2i 
1 195 
23 1,752 
57 12,495 
89 11,449 
3 382 
il 1,607 
44 5, 226 
4 462 
i "137 
12 2,460 
3 84S 


2 $77,204 


15 $ 2,003 
1 250 


om a number 





EXPORTS 
6130 
Sheet- 
metal 
6129 shelv- 6132 
Sheet-metal ing 6131 Sheet- 
lockers and and Sheet-metal metal 
storage wall filing cases, cabinets, 
cabinets. bins. not insulated. insulated. 
Countries No. Value. Value No. Value. No. Value 
Austria...... 26 «6$ 75 ‘eas is 
Beigium... . ; 193 3,684 24 $ 682 
Csechoslovakia 5 86 oaee sees 
Denmark. 1 22 oe o06s 
Estonia..... 10 460 ee oan 
Finland. .... 4 104 40 1,573 
PRED. oo ceescecce 26 1,333 vee or 
Greece . ; hae asec 17 493 eee cove 
Irish Free State. - Seas er 34 593 oss esas 
Netherlands &§ $ 48 $ 612 75 1,140 11 459 
Norway.... 10 200 deuee 92 2,237 30 1,619 
Portugal... . o4 ‘ she ore 1 41 
Sweden ; 30 600 aaee 46 1,506 103 4,235 
Switzerland . : ane. 3 9S oe, ees, 
United ~ ~eeels 228 3,376 235 38 499 2 87 
Yugoslavia. . , =F aaall Pa repens 3 192 
Ct ecces 692 5,543 2,298 420 5,836 14 1,053 
Costa Rica. . 1 24 ome 6 282 1 90 
Guatemala. . 12 67 aoe ees tas een 
Honduras bua an ~we 4 s4 
Nicaragua 3 28 ‘ 5 156 os4s 
PRD. > ounceceeene 40 334 123 26 560 77 
Salvador 16 97 12 642 3 535 
Mexico 76 397 1,088 352 5,008 87 4,218 
Newfoundland and > 
Labrador. . 20 19 2 60 bee 
Bermuda.... 60 589 4 107 —— 
Barbados... . ‘ 1 27 or 
Jamaica. . 8 140 3 leven bwins 
Trinidad and Tobago 1 13 2 93 
Other British West 
eee il 93 os 1 10 Sees 
Cuba...... 150 1,808 435 532 10,344 1 142 
Dominican Republic 9 72 169 24 1,332 eee s08 
Netherland West Indies 5 79 weet 7 141 ave esse 
Haiti. Republic of 1 13 3 73 ‘ ere 
Argentina...... 48 288 41 196 37 1,092 
Bolivia...... : on 20 1,532 Sia ry 
Reese 16 209 cone 128 3,911 17 1,068 
SD i akon . 2 78 uss han 
Colombia... 38 407 608 42 1,220 50 3,219 
Ecuador 2 35 asae 3 69 céee ates 
Paraguay ne 2 137 cone 6222 
Peru. abet 13 438 24 630 
Uruguay we ans 16 957 
Venezuela 282 2,722 4,102 261 6,029 43 3,349 
Saudi Arabia eee . ousa 6 359 oon pens 
British India ae jan 24 200 2 87 
British Malaya 4 20 110 2 ean i 45 
China 2 25 onui “60 1,940 — note 
Netherlands Indies 62 1,104 511 243 3.073 30 1,725 
French Indo-China ia : esse 4 152 600 eee 
Hong Kong 22 41 ‘ ‘ Ken on 0423 
Palestine . ee 30 180 9 366 
Philippine Islands 24 619 25 91 2,295 1 95 
nes 604.62 ‘ aes ena 2 166 oe coos 
Turkey. . saad - 43 1,290 eves 
Australia. . 7 99 36 53 826 ene 
New Zea'and. 19 46 ; 2 10 1 72 
Un. of South Africa 697 3,702 56 608 14,789 1 58 
Other British South 
ams ca , » 76 5 165 seee o* 
E gy ypt ~ 10 149 61 53 301 ons . ° 
Mozambique cas “n teen 4 102 18 521 
Total ‘ 2,611 $23,006 $10,445 3.712 $77,664 573 $28,383 
Shipments to 
Hawali 250 7,135 7,948 350 7,245 23 1,058 
Puerto Rico 192 1,570 348 398 5,275 7 393 
Virgin Islands 1 9 on 3 82 ae évav 
6134 Other 
Bank metal 
safety 6135 furni- 
de posit Other ture 
vaults and office 
vault furniture 6137 
6133 equip- an Chief 
Safes ment fixtures — 
0 
metal 
Countries No Value Value Value. Value. 
Austria.... s 9 $ 10 
Belgium 1,807 éee 
Czechoslovakia 20 
Denmark... . 132 eae 
Finland. ... 85 
France 4 428 3,734 248 
Germany. 25 ‘ 
Greece 18 
Netherlands 821 802 
Norway 13 681 1,293 282 
Poland and Danzig 10 . 
Portugal 9S 24 
Rumania... . 81 . 
Sweden 2,334 250 
Switzerland 351 
United Kingdom 85 6,543 8,632 1364 
Canada 76 2842 $ 1,336 5,768 9,915 
British Honduras : 
Costa Rica 285 
Guatemala. . . 125 279 
Honduras ; “ae 960 
Nicaragua. 2 275 3 wen 138 
Panama... 1,350 1,249 1,300 
Salvador ; 834 178 
Mexico..... 43 1,631 109 7,091 6,115 
Miquelon and St. Pierre Is ‘ oes ewes oénz 
New ae and Labrador. 6 370 44 4 
Bermuda. 2 263 107 411 
Barbados. se 22 04 
Jamaica. . 18 481 480 
Trinidad and T ~~ ; 101 1,337 
Other Br. W. Indies. : 3,736 
Cuba 5 764 1,227 1,844 
Dominican Republic. at 40 
Netherland W. Indies 6 238 299 11 
‘r. W. Indies ‘ 1 98 ‘ doe 
Haiti, Republic of l 40 160 
Argentina..... 1,173 
Bolivia . - 
Brazil. . 2,713 1,387 44 
Chile ; 100 ; 
Colombia 24 1,081 654 689 
Ecuador ‘ ¢ 77 36 Sond 
Surinam 1 89 a5 ‘ 
Peru. . 12 558 383 107 
Uruguay wa , 72 , 
Venezuela 47 2,486 1,508 1,604 
Saudi Arabia 1 373 owiie aves 








10 
6134 Other 
Bank and metal 
safety 6135 furni 
leposit Other ture 
aults and office 
vault furniture 6137 
6144 equip and Chief 
alue nent fixtures value 
metal 
Countries N Value Value Value Value. 
British India 1 108 268 11,803 
British Malaya $23 10 
China 5 303 28,221 41 
Netheriands Indies 211 $4 
Iraq 
Japan 76 61 339 
Palestine 173 
Philippine Is SS 4.191 27 925 1,117 
Siam 
Syria 61 
Turkey 75 
Other Asia 658 
Australia ab 1,056 
New Zealand . 74 40 
Belgian Congo 
British E. Africa 10 2 
Un. of 8. Africa 3,095 +,082 
Nigeria 
Egypt 
Other French Africa 73 
Liberia ; 09 12 
Morocco 
Mozambique 182 223 
Total 50% $29,135 33,976 49.863 47,148 
Shipments to 
Hawall 14 1,117 119 11,282 7,260 
Puerto Rico 11 64 SA 2 604 6.454 
Virgin Is 1,000 44 52 
— — 


BUREAU OF FOREIGN AND DOMESTIC 
COMMERCE 
ALEXANDER V. DYE, Director 
Market for Office Equipment—Peru 
General Statement 
conditions which prevailed throughout 1935 im 
1936. The trend of general imports continued at 


cotton) almost equalled the record 
manufacturing 


The favorable market 
proved during the year 


high levels; Peru's basic industry (raw 


figure registered in 1935; expansion in the mining and 

industries was noticeable; construction and building activity showed up 
ward tendencies; appreciation of the Peruvian sol in relation to foreign 
currencies favored the importation of foreign goods; the number of 


commercial firms and organizations formed in 19386 surpassed that of any 
recent year; while satisfactory government finances and political condi 
tions stimulated confidence among trade and commercial circles. All of 
these factors reflected favorably upon the import trade in office equip 
ment and appliances, which showed an increase of 61 per cent in value 
over 1935. Iron and steel furniture, safes, safety doors, vaults, cash 
registers, typewriters, calculating machines, stencil duplicating machines 
copygraphs, perforating and numbering machines were absorbed by the 
Peruvian market in appreciably larger quantities than in the preceding 
year. On the other hand, minor items such as copper and bronze furni 
ture and stapling machines receded ilthough the decrease was unim 
portant 

The United 
position in the trade 
ances in 1996 exceeded 
(about $101,000), representing a 
to the total value imported 
per cent in 1935 to &1 per cent in 1936 

Germany continued to be the closest 
ten per cent of the total sum imported 

Domestic Production 

manufacture of steel desks, filing cabinets, 


predominant 
appli 


soles 


States, as in former years, maintained the 
Imports of American office equipment and 
those of the preceding year by 414,163 
gain of 55 per cent, although in relation 
American participation decreased from 8&4 


competitor, supplying in 1936 


Domest tables and chairs 


etc., undertaken about a year ago by a local firm is reported to have 
met with little success. It is stated that their designs do not appeal 
to the trade and their prices are not considered cheap enough to com 
pete favorably with the imported products. Keen competition from the 
domestic wooden furniture industry was reported as another obstacte 
against their expansion in the market 
Present retail prices follow 
Steel desks 8/180 to 8/220 
filing cabinets 280 to 300 
typewriter stands 45 to 50 
chairs 10 to 5 
‘Contex" visible steel cabinets, manufactured in Lima by the firm 
“Contex,”’ 8S. A., were said to have made progress in 1936 However 
while some sources were of the opinion that their competition was not 
felt in the market, others considered it as becoming serious, due not 
only to satisfactory style and quality but mainly to their lower prices 
Manufacture is at present confined to the 4, 6, 9, and 12 tray cabinets 
which are retailed at the following prices 
4 tray cabinets 8, 160 
6 220 ~=Less 10 per cent 
9 so) for cash payments 
4 450 


The large number of wooden furniture manufacturers and shops in this 


country producing articles of good appearance and exceedingly low 
prices is said to be operating as an adverse influence against greater 
consumption of imported articles Those which have a direct bearing 
on the trade are said to be office chairs, bookcases, typewriter tables 
shelves, and desks Nicaraguan cedar is the most popular wood used for 
the best classes of office furniture while cheaper Chilean species such 
as rauli and laurel, and also Peruvian cedar are employed for the inferior 
classes 
Desks (Nicaraguan cedar = 80 to 8/170 
Domestic cedar 65 to 150 
Filing cabinets 85 to 110 
Typewriter stands 20 to 45 
Revolving chairs 5 to 60 
Bookcases 80 to 110 
No other office equipment or appliances are known to be manufactured 
in this market 


Potential Market for Office Equipment and Supplies 

For several years typewriters have constituted the leading 

item in the Peruvian office equipment trade, and the year 1936 was not 

an exception. Combined imports amagunted to 8/731,100, or advance of 

S/270.663 soles over 1035 
The standard typewriter 


Typewriters 


mtinued to enjoy the larger proportion of 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 





The following detailed inquiries, received direct from readers of OFFice 
APPLIANCES, are tangible business opportunities. 
Where inquirers submit references mention ie made in the item. 


Wants Abroad 
Adding Machine Distribution Wanted 
distributor of office equipment 
wishes to undertake representation 
this field find it 


in Colombia. 


Lemos & Company, and general 


office 


of adding 


Colombia, 
Manufacturers in 


items, Cali, 


machines will 


advantageous to get in touch with Lemos & Company The 
references cited include the Chamber of Commerce of Cali, the 
National City Bank of New York, Cali, and any other bank 
in the vicinity of Cali. The company’s field of distribution is 


in western Colombia 


Wanted Here at Home 


Gulf State House Requests Catalogues.—The Standard 
Office Supply Company, Inc., Monroe, La., wishes to receive the 
latest catalogues from manufacturers of the office machine, 


equipment and supplies fields Kindly send mailings for the 
attention of George Barton, of the Standard Office Supply Com- 
pany, Ine Monroe, La 

Wholesale Catalogues Requested by Des Moines House. 
The M & M Sales Company, 405% Eighth street, Des Moines, 
asks the 


catalogues on 


whole- 
The 
machines 


lowa, coéperation of manufacturers in sending 


sale and adding machines 


typewriters 


company wishes to secure “typewriters and adding 


n the rough, at wholesale prices. 


Michigan House Asks Equipment Catalogues.—Manufac- 
turers in the office equipment and supplies fields are requested 


to mail catalogues to the Northern Stationers, Savings Bank 


building, Marquette, Mich. This is an enterprise established 
by John M. Hogan, who has been active in the upper Michigan 
field. He had been connected with The Shaw-Walker Company, 
and has good contacts in the Upper Peninsula 


Office Specialty Lines Sought.—C. R. Acker Associates, 
1156 Merchandise Mart, Chicago, Ill, desires an additional spe- 
direct in larger middle west 
Acker 
Cashier Company 
Acker that 


additional line 


Chicago or to a 
connection, Mr 


cialty line to sell 


territory Prior to his present was vice 


president and sales manager of the Brandt 


He is a salesman 
his organization is flexible 
staff, or 


and manager Mr states 
enough to handle an 


to dev elop 


rood 


with his present new men as may be re- 


quired to cover the territory. 
Office 


wishes to 


Catalogues Requested by Louisiana House The Standard Supply 
Company, Inc., Monroe, La., stating that it 
the catalogues of all manufacturers of and distributors of the office equip- 


and office fields. 


writes receive 


office machine This request was made by 


Barton 


ment, supply 


George 


sales, while the portable, in turn, was reported as a better seller than 


the long-carriage unit. There existed a marked preference for machines 
fitted with Spanish keyboards Littie interest has been manifested as 
yet for electric typewriters. The turnover in rebuilt typewriters was 
reported as somewhat lower than in 1935, corresponding to the heavier 
tiles of new units 


Retail prices of the principal foreign makes in the market are as 
follows 
Continental” (German) Standard 8/500 
” Portable 230 
Torpeo Standard 380 
Olympia” Standard 350-450 
> Portable 230-280 
. Lone-carriage 700-900 
Hermes” baby (Swiss) Portable 170 
The British “Imperial” and the Italian “Olivetti” were reported as slow 
sellers in 1936 
Discounts ranging from 10 to 15 per cent for cash payments are gen 
erally obtained by purchasers Used machines are admitted in most 


as partial payment for new ones 
Calculating Machines.—Shipments of calculating machines to Peru in 
1936 registered important gains over 1935, indicating an increasing de- 
mand among business institutions for time-saving devices. Total imports 
were valued at 310,899 soles, against 196,526 in 1935 

Hand-Driven machines are reported to have been sold in preference to 
motor-driven models. It was also stated that portables enjoyed better 
demand than the large-sized machines. The trade in rebuilt calculating 
machines was dull 
The best foreign 
irrent prices, are 


cases 


sellers in the calculating-machine field, with their 


given below 
8/320-850-1,115 


400-550-900 
500-2 ,000 
0 


“Facit" (Swedish) 
“Brunsviga™ (German) 
““Madae”" (Swiss) 
“Triumphator” (German) 
“Original-Odhner” (Swedish 
“Thales” (German) 
“Mercedes” (German . 
(Concluded in November Number) 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,091,254. Loose Leaf Binding. Vincenzo Catini, 
New York, N. Y. Application August 7, 1935, Serial 
No. 35,052. Granted August 3!, 1937. 

2,091,619. Loose Leaf Binder. Fred Wedge, 


Lombard, and Joseph Jaworski, Chicago, Ill., assigners 
te Wilson-Jones Company. Chicago, Ill.. a corporation 
of Massachusetts. Application September 13, 1934, 
Serial No. 743,780. Granted August 31, 1937. 
2,091,646. Caleulating Machine. Robert L. Muller, 
Detroit, Mich., soutenee te Burroughs Adding Machine 
Company, Detroit, ich., a corporation of Michigan. 
Application May 7, 1934, Serial No. 724,277. Granted 
7. 


August 31, 193 

2,091 648. Wilbur K. Olson, Elm- 
hurst, t1., A. Sheaffer Pen Company, 
Fort Madison, Appli- 
eation January 4, Granted 
August 3!, 1937. 

2,091,717. Combined Typewriting and Computing 
Machine. Henry L. Pitman, Westfield, N. J., assigner, 
by mesne assignments, to Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Delaware. 
Application April 25, 1932, Serial No. 607,275. Granted 
August 3!, 1937. 

2,091,728. Key Release for Calculating Machines. 
Harold W. Clark, Alliance, Ohio, assigner to The Mec- 
Caskey Register Company, Alliance, Ohio, a corporation 


Fountain Pen. 
assigner to 
lowa, a corporation of Delaware. 
1936, Serial No. 57,628. 


of Ohio. Application August 24, 1936, Serial No. 
ed Granted August 3!, 1937. 

2.037. Mechanical Pencil. Charlies E. Wehn, 
Pr Calif. Application September 9, 1935, Serial 


No. 39,764. Granted September 7, 1937. 

2,092, 129. Manifolding Book. Albert R. Lawson, 
Hamilton, Ontario, Canada, assigner, by mesne assign- 
ments, to American Sales Book Company Inc., a corpo- 
ration of Delaware. Application August |, 1937, Serial 
No. 554,411. Renewed March 5, 1937. Granted Sep- 
egy? 7. 1937. 

092,194. Loose Leaf Binder. Paul 0. Unger, Glen 
Ellyn, ill., assigqner to Wilson-Jones Company, Chicago, 
iil., a corporation of Massachusetts. Application August 
26. 1935, Serial No. 37,852. Granted September 7, 
193 


7. 

2,092,195. Typewriter Desk. William Burton Wilson. 
Mount Vernon, N. Y. Application July 3i, 1935, Serial 
No. 33,939. Granted September 7, 1937. 

2.092.242. Duplicating Machire. Ernest J. Brasseur, 
Winnetka, Ill., assigner to A. B. Dick Company, Chi- 
cago, Ill., a corporation of Illinois. Application April 
27. 1936, Serial No. 76,650. Granted September 7, 


1937. 
2,092, 268. Calculator. Jorge Quijano. Mexico. D. 


Mexico. Apolication May 2, 1929, Serial No. 359. 896. 
In Mexico May 8, 1928 Granted September 7, 1937. 
2,092,459. Fountain Per. Leopold Kutter, Vienna, 


Austria, assigner of one-half to Roman Heller, Vienna, 
Austria. Application September 3. 1935, Serial No. 
39,011. In Austria September 15, 1934. Granted Sep- 
tember 7, 1937. 

2,092,541. Cover for Temporary Binders and Method 
of making the same. Clarence D. Trussell, Pouah- 
keepsie, N. Y.. assigner to Trussell Manufacturing 
Company. Poughkeewsie, N. Y., a corporation of New 
York. Anplication March 8, 1935, Serial No. 9,918. 
Granted September 7, 1937. 

2,092,852. Check Writing Machine. Walter 8B. 
Payne, Rochester, N. Y.. assigner to The Todd Com- 
pany, inc., Rochester, N. Y. a corporation of New 
York. Application December 28. 1933, Serial No. 
704,328. Granted September 14, 1937. 

2,093,041. Adapter for Looce Leaf Binders. 
S. Emery, Tulsa, Okla. 
Serial No. 37,734. 

2,093,319. 
port, Conn., 
port, Conn., 
July 30, 
14, 1937. 

2,093,384. Automatic Sheet Feeding Device for Du- 
plicators. Frederick W. Storck, Arlington, and Paul T. 
Trueman, Canton, Mass., assigrers to Standard Mailina 
Machines Company, Everett, Mass., a corporation of 
Massachusetts. Application May 2. 1936, Serial No. 
77,578. Granted September |4, 1937. 

2,093,385. Duplicator. Frederick W. Storck, Arling- 
ton, Mass., assignor to Standard Mailing Machines 
Company, Everett, Mass., a corporation of Massachu- 
setts. Application june 19, 1936, Serial No. 86,114. 
Granted September (4, 1937. 

2.093.578. Typewriting Machine. Jesse A. B. Smith, 
Stamford, Conn., assignor to Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Delaware. 


Georre 
Application Auaust 24, 1935, 
Granted September 14, 1937. 

Posture Chair. Walter F. Herold, Bridge- 
assigner to The Bassick Company, Bridge- 
a corporation of Connecticut. Anplication 
1936, Serial No. 93,351. Granted September 


Application October 15. 1935, Serial No. 45,067. 
Granted September 21, 1937. 

2,093,701. Fountain Pen. Jaroslav Zahel, Prerov. 
Czechoslovakia. Application September 14, 1936, Serial 
No. 100,746. In Germany July 1!2, 1935, Granted Sep- 
tember 2!, 1937. 

2,093,823. Paper Fastener. Joel Terrell, Los An- 


geles, Calif. Application August 8, 
95,866. Granted September 2!, 1937. 
2,093,919. Runner Tube for Mechanical Pencils. 
Reinhold Lotterer, Newark, N. J., assigner to David 
Kahn, Inc., North Bergen Township, Hudson County, 
N. J., a corporation of New Jersey. Application Febru- 


1936, Serial No. 


- Bo Cerial No. 65,710. Granted September 
2,093,924. Mechanism for Justifying Margins in Type- 


writing. 
Application July 23, 
September 21, 1937. 

2,094,011. Typewriting Machine. William F. Hel- 
mond, West Hartford, Conn., assigner to Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application May 9, 1935, Serial No. 


Charles Clinton Peters, State College, Pa. 
1936, Serial No. 92,238. Granted 


20,519. Renewed January 9, 1936. Granted September 
28, 1937. 
2,094,362. Caswell Lee Leonard, Memphis, Tenn. 


Application January 27, 1937, Serial No. 122,554. 
Granted September 28, 1937. 

2,094,369. Inside Releasing means for Closures of 
Vaults and the Like. Paul S. Millice, Hamilton, Ohio, 


assignor to Herring-Hall-Marvin Safe Company, New 
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York, N. Y., a corporation of New York. Application 
January 14, 1936, Serial No. 59,070. Granted Septem- 
ber 28, 1937. 

2,094,539. Ink Bottle or Ink Stand. Harold Alden 
Jewett, Hoboken, N. J. Application October 21, 1935, 
Serial No. 46,031. Granted September 28, 1937. 

2,094,549. Pencil Sharpener. Paul E. Miller, Dun- 
bar, Pa. 1936, Serial No. 73,174. 


Application April 7, 
Granted September 28, 1937. 

2,094,550. Typewriter. 
London, England, 
Eliminator Limited, London, England. Application 
June |, 1937, Serial No. 145,863. In Great Britain 
May 9, 1936. Granted September 28, 1937. 


Joseph Patrick O'Halloran, 


assigner to Okopa Carbon Paper 


DESIGN PATENTS 


105,944. Design for an adding machine. Max Gar- 
bell, Chicago, ill., assignor to Vietor Adding Machine 
Company, Chicago, I1!., a corporation of Delaware. Ap- 
plication April 2, 1937, Serial No. 68,512. Granted 
September 7, 1937. 

106, 104. Design for a Desk or Similar Article. Al- 
bert wy Chicago, i. Application July 21, 1937, 
. 70,544. Granted September 21, 

06,137. Design for a Chair. Eric M. Johnson 
Youngstown, Ohio, assignor to The General Fire 6 
Youngstown, Ohio, a corporation Ohie. 
Application August {i, 1937, Serial No. 71,004, 
Granted September 2/, 1937. 
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Thirty Second N.S.A. Convention 


Greatest Event in Association History 
Draws Over 1100 Registrations 
Chicago, September 27-30 


Ven greatest stationers’ get- 
together of all times— smashing 
last year’s attendance record with 
a total of 1,111 registrations, and 
a program unsurpassed for its 
broadly informative and stimu- 
lating content—the thirty-second 
annual convention of The Na- 
tional Stationers Association was 
held in a blaze of glory the week 
of September 27 to 30, at the 
Palmer House in Chicago. 

Not only did the stationers who 
attended from practically every 
state in the Union participate in 
a notably successful convention, 
but they spent many hours visit- 
ing the record-breaking exposi- 
tion— which was a magnificent 
presentation of manufacturers 
displaying all lines in approxi- 
mately a hundred exhibits that 
taxed the capacity of the exposi- 


Stationers Interest 
at Top 


tion hall and its adjacent corri- 
dors. The Second Five Centuries 
of Progress Exposition, evaluated 
by one familiar with the best in 
modern exhibitions, was on a par 
with the finest held by other pro- 
gressive industries throughout the 
country. It was a trade fair color- 
ful in appearance, expertly set 
up, and representing much of the 
best from all divisions of the sta- 
tioners’ sources of supply. 

The promises which had been 
tendered by the convention com- 
mittees and management were 
more than generously fulfilled 
during the convention program. 
There had been able preparation 
of all details—a credit to the 
efficient organization of those in 
charge and to the efforts of the 
manufacturers, their representa- 
tives, and the dealers in Chicago 


and other cities. A spirit of en- 
thusiasm and friendliness pre- 
vailed. The lobbies were a-buzz 
with throngs of old friends meet- 
ing, acquaintanceships being re- 
newed, and the forming of new 
contacts. 

In the terms of the official pro- 
gram—unique in its own style, re- 
sembiing a theater program — 
here was “A great industrial drama 
and business spectacle, entitled 
‘The Stationer Marches On!’ In 
ten acts, starring N. S. A.’s Presi- 
dent, William C. Clegg and his 
Cabinet, the vice-presidents and 
vice-chairmen, the officers, and 
the governors.” 

Harold J. Hampton of the In- 
dianapolis Office Supply Company, 
Indianapolis, Ind., was elected the 
new president of the association 
by unanimous ballot in the final 
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session. Mr. Hampton served last 
year as vice-president and chair- 
man of the Distributors Division 
and governor of NSA Regional 
District No. 5. The able staff of 
officers also unanimously chosen 
to work with Mr. Hampton the 
coming year is shown on the 
Frontispiece of this issue, and the 
newly elected regional governors 
are presented on page 19. 

A great “Fair Trade Rally,” 
lead by the California delegation 
and resulting in steps taken to 
get the stationers of each state 
operating under fair trade provi- 
sions, was one of the major ac- 
complishments of the convention. 
A roll call of the 37 states repre- 
sented in the meeting revealed 
what has been done in the vari- 
ous states and took the form of 
pledges for action, and in most 
cases the dealer members report- 
ing were then and there appoint- 
ed on a national fair trade com- 
mittee. The meeting was attended 
by approximately 900 dealers, 
manufacturers, and their repre- 
sentatives. 

The N. A. A. Sales Institute was 
another outstanding accomplish- 
ment of the convention. An en- 
tire day was devoted to a pro- 
gram, conducted in the manner 
of a sales school, which covered a 
variety of subjects related to sales 
methods and salesmanship train- 
ing. Lectures and demonstrations 
by exceptionally well qualified 
members of the association, be- 
sides a talking moving picture and 
stereopticon talk on selling tech- 
nique, gave the capacity audience 
a wealth of practical ideas. 

Further accomplishments are 
seen in highlights of the actions 
taken in a number of resolutions 
passed on the following matters 
of interest to the industry: 

The association recorded its ap- 
proval of the principle contained 
in the State Fair Trade Acts and 
in the Miller-Tydings Bill, “rec- 
ognizing that this type of legis- 
lation is an adequate safeguard 
against monopoly in distribution 
because of its protection in the 
sale of branded goods to the great 
majority of merchants throughout 
the country.” The N. S. A. head- 
quarters office was authorized to 
use all its facilities against any 
attempt to repeal such legislation. 

The headquarters office was also 
instructed to investigate possible 
violations of the Robinson-Pat- 
man Act through the supply of 
imprint goods at discriminatory 
prices. 


The convention expressed a 
united disapproval of the national 
and state Governments compet- 
ing with office equipment manu- 
facturers in the sale of prison- 
made goods, or products other- 
wise produced. It was advocated 
that, in view of continued unem- 
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ployment conditions, the govern- 
ments should let contracts to 
qualified and responsible bidders 
rather than to engage directly in 
manufacturing and similar op- 
erations either inside or outside 
penal institutions. 

Action was taken toward the 
enlargement of the dealer group 
reporting for the monthly sta- 
tistical survey of stationers’ sales 
and the yearly report on the cost 
of doing business, conducted by 
N.S.A. headquarters. 

Then, there were several reso- 
lutions emanating from the Office 
Furniture and Office Outfittings 
Division pertaining to simplifica- 
tion and standardization of filing 
folders, manufacturer-dealer dis- 
counts, and price-change notifi- 
cations. 

The resolution on filing folders 
provided that the facts be sub- 
mitted with a request that the 
member manufacturers appoint a 
committee to work toward simpli- 
fication and standardization of 
filing folders. It was revealed 
that 70 per cent of the folders 
sold by the average dealer are of 
but two different cuts, weights, 
and grades of stock—40 per cent 
in one group and 30 per cent in 
the other—and that the remain- 
ing filing folder sales are spread 
over some thirty different cuts, 
weights, and styles in the more 
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than 100 items offered by the 
manufacturers in this line. 

The feeling of the Office Furni- 
ture and Office Outfitting Divi- 
sion was also recorded in conven- 
tion resolutions that a discount 
of 40 per cent minimum delivered 
shall apply on filing cabinets, 
Shelving and safes; and that 
where national contracts on any 
lines are placed by the manufac- 
turers the manufacturers shall 
stand 50 per cent of the discount 
on the contract. 


They further decided to request 
the manufacturers to notify deal- 
ers when a change in price is 
made and to include with the let- 
ter of notification a price list in- 
corporating these changes. 


A resolution offered by the Cali- 
fornia delegation was passed to 
the effect that if greeting card 
manufacturers are to determine 
the retail selling price upon cards, 
they should put a value into the 
cards which will allow for a dis- 
count of 60 per cent to the dealer. 
It was pointed out that the pres- 
ent 50 per cent discount allowed 
from the designated price does 
not provide sufficient compensa- 
tion for handling this type of 
merchandise, due in part to spoil- 
age from display and the neces- 
sity of carrying over unsold sea- 
sonable cards. A copy of the reso- 
lution is to be forwarded to each 
member of the Greeting Card 
Manufacturers Association and to 
the association secretary, with a 
request that their response be 
communicated to N.S.A. General 
Manager Charles P. Garvin. 

Among other resolutions of the 
convention were that N.S.A. Cer- 
tificates of Merit be awarded to 
several specified members who 
had rendered outstanding service 
in connection with the conven- 
tion. 

Recognizing the fact that the 
1936 and 1937 expositions attract- 
ed from two to three times as 
many dealers to the convention 
as have attended in previous 
years, through a resolution rec- 
ommended by the board of con- 
trol, it was decided that the ex- 
position be repeated in 1938 and 
that the next convention be held 
in a city where satisfactory ac- 
commodations for the exposition 
are available. The 1938 conven- 
tion city will be announced later. 

Here was a convention that was 
a dynamic force in the industry. 
Above the realm of personalities 
and discussions was the star of 
The National Stationers Associa- 
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tion, brilliant in its ascendancy. 
Having increased its membership 
by 313 during the past two years 
—112 since the last convention— 
and now staging bigger and bet- 
ter conventions, the association 
paraded before the various divi- 
sions of the industry and en- 
hanced its prestige immeasurably. 
There were rounds of applause 
and audible praise. Matters per- 
taining to the general interest 
and welfare of the members were 
covered in the well attended ses- 
sions. The meetings abounded 
with ideas that members could 
take home and put into practice. 
The predominating note in all 
the discussions was constructive— 
indicative of progress made, prom- 
ising more ground to be gained. 
Indeed, “the stationer marches 
on!” 


Day-to-Day Report of Proceedings 
Sunday 

The “Prologue” to the “Big 
Show” opened on Sunday, setting 
the stage for Act I, the first ses- 
sion, scheduled for Monday after- 
noon. Delegations and early birds 
arrived throughout the day, ag- 
gregating a total of approxi- 
mately 625 registrations by Sun- 
day night. While the convention- 
ites were descending upon the 
hotels from all sections of the 
country—from the Atlantic Coast, 
California, New Mexico to Canada 
—it was a busy day for the vari- 
ous officers and committees in 
chargé d’affaires. 

President Clegg conferred with 
his cabinet in a meeting of the 
Executive Committee at 10:30 
A. M. On Sunday afternoon, at 
2:30 o’clock, the Steering Com- 
mittee met at convention head- 
quarters, with General Manager 
Charles P. Garvin presiding. 
Members were present from all 
points, ready for any jobs assigned 
them, and eager to go. 

Monday morning the registra- 
tion headquarters and exposition 
hall were stirring with activity 
preliminary to the grand open- 
ing of the convention and expo- 
sition in the afternoon. 

Meanwhile, President Clegg and 
his cabinet met at breakfast with 
the Board of Control. The break- 
fast was such a success as to at- 
tendance and the fine spirit pre- 
vailing that the officials felt it 
should be made an annual func- 
tion. The crowning feature of the 
event was the presentation of a 
wrist watch by Niell Stewart to 
President Bill Clegg, as a token 
of the esteem of those who had 
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served with him during the past 
year. 

Following the breakfast, the 
Board of Control met in executive 
session. 

At noon the Executive Commit- 
tee previewed the exposition ex- 
hibits, accompanied by the cap- 
able exposition chairman, Harry 
Tehan of Chas. M. Higgins & Com- 
pany, Brooklyn, N. Y. 


Formal Opening Session Monday 
Afternoon 


The thirty-second annual con- 
vention of The National Station- 
ers Association was called to 
order by Secretary Garvin at 1:40 
P. M. on Monday, September 27. 
Remarking that this was to be the 
association’s largest convention, 
the secretary introduced Presi- 
dent Clegg and turned the gavel 
over to him. The president de- 
clared the convention formally 
open for business, following which 
he called upon the Rev. Albert 
Buckner Coe, Pastor of First Con- 
gregational Church, Oak Park, 
Ill., to pronounce the invocation. 


President Clegg then appointed 
Charles Consodine, of Wallace 
Pencil Company, as Sergeant-at- 
Arms. Mr. Consodine came for- 
ward and, owing to the pressure 
of his duties as co-chairman of 
the convention committee, re- 
quested the president to appoint 
the following assistants: Bill Cox, 
of Carter’s Ink Company; Al 
Skibbe, of Associated Stationers 
Supply Company, and Ollie 
Stevens, of Stevens-Maloney & 
Company, all of Chicago. These 
members were called to the front 
and instructed upon their duties. 

At this point Mr. Consodine ex- 
tended a greeting of welcome to 
the visiting conventionites in be- 
half of the members in Chicago, 
including the Wis-Ill Club, of 
which he is president. He re- 
ferred to the fine educational pro- 
gram arranged by the convention 
committee, and declared that the 
heavy registration was a high 
tribute to the president and gen- 
eral manager for their “wonder- 
ful work during the past year.” 

Mr. Garvin acknowledged the 
welcome and said the convention 
owed Mr. Consodine and his com- 
mittees a “real vote of thanks for 
the magnificent job they have 
done in the arrangement and op- 
eration of this convention”. 


He proceeded with reading tele- 
grams of greetings received from 
well wishers in various sections of 
the United States. Great Britain 
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The Resolutions 
Adopted at the Thirty-Second Annual Con- 


vention of The National Stationers Association 


It is the sense of the Board of Control that the Membership 
avail itself of the services of the Association in establishing a 
statistical structure that will be of high value to each indi- 
vidual member. 

a. It is recommended that at this Convention a definite 
effort be made to sign up a minimum of not less than 
two hundred (200) dealers who will agree to furnish 
their figures for the Monthly Sales Surveys and for 
the yearly report on the cost of doing business. 

b. That the dealers’ conference consider the value of 
figures which would establish the cost of doing busi- 
ness by departments. This resolution is sent by the 
Board of Control to the dealers’ conference with the 
request that the resolution be carefully considered 
and sufficient dealers signed up to insure that the 
figures will be definitely representative of the business. 


* * * 


A resolution from the Board of Control to the dealers’ 
conference in reference to the Dealers’ Handbook. 

The Board of Control calls the attention of the dealer mem- 
bers to the issuance during the current year of the N. S. A. 
Dealers’ Handbook. The Board also calls attention of the 
dealers to the fact that this service of the Association was 
formulated to place at the dealer's elbow a compact roster of 
the manufacturing members together with their voluntarily 
announced sales policies. The Board recommends that the 
dealers’ session consider the value of the Handbook and make 
any suggestions within legal boundaries that would make the 
Handbook of greater value to the individual dealer. 


* * * 


The Board of Control, reviewing the experience of 1936 and 
1937 in the conduct of two Expositions featuring the Five 
Centuries of Progress, recognizes that the conduct of an Ex- 
position in connection with the Convention has attracted from 
two to three times as many dealers to the Convention as have 
ever attended before. The Board therefore recommends that 
if economic conditions are satisfactory, the next Convention 
be held only in a city where satisfactory accommodations for 
the Exposition are available and that the Exposition be repeated 
in 1938. 

The Board of Control, having noted the success of the con- 
tests for the Hansell Cup, hereby again records its appre- 
ciation of the fine generosity and vision of Mr. Morris E. 
Hansell Il, donor of the cup and instructs the General Man- 
ager to formally advise Mr. Hansell of the Board’s high ap- 
preciation of his splendid contribution to the growth of the 
Association. 

The Board further notes the success of the Selective Mem- 
bership Campaign inaugurated during the previous admin- 
istration and approves the method known as Selective Mem- 
bership and recommends that said policy be continued and 
that in soliciting membership for the Association attention be 
given to the desirability of adding to the membership only 
those dealers and manufacturers interested in the success of the 
present methods of distribution. The Board recognizes that a 
closely integrated group of progressive merchants can hope to 
accomplish the type of progress that will enable the Com- 


mercial Stationery and Office Outfitting Business to make an 
adequate contribution to national prosperity. 
oe os 


The Board of Control, having noted the passage of the 
T ydings-Miller Bill, recommends that the Association record 
its approval of the principle contained in the State Fair Trade 
Acts and in the Tydings-Miller Bill, recognizing that this type 
of legislation is an adequate safeguard against monopoly in 
distribution because of its protection in the sale of branded 
goods to the great majority of merchants throughout the coun- 
try. The Board of Control records its appreciation of the 
work of the headquarters office on behalf of this legislation 
and authorizes the headquarters office to use all of its facilities 
against any attempt to repeal such legislation. 

* * * 


That it is considered by the Convention that newspaper 
campaigns fostered and sponsored by local nen spapers on 
behalf of individual dealers come close to being a violation of 
the Robinson-Patman Act and as a general rule do not justify 
the expense concerned. Further that the Association disap- 
proves such campaigns as not being in the trade and industry 
interest and imposing unnecesary burdens which must be paid 
for by the dealer in the long run. 

. ¢ s 


The Board of Governors calls attention to the fact that only 
voting members are eligible for election to the Board of Gov- 
ernors. Non-voting members comprise the Associate, Hon- 
orary, and Field Members. The Board of Governors further 
calls attention to the fact that the definition of a Field Mem- 
ber is as follows: Field Members shall be the sales representa- 
tives of member manufacturers or distributors of merchandise 
commonly sold by social stationers, commercial stationers 
and/or office outfitters. The Board instructs the business office 
to examine the roll of the Field Membership and at the ex- 
piration of their present membership to drop from said roll 
those who are not employed directly by member firms. The 
Board further calls attention to the fact that members of the 
Field Division who represent multiple lines are not eligible for 
membership unless all the lines represented are members of 
the Association. The Board further calls attention to the fact 
that the use of the Association emblem is restricted to the 
voting members and is not authorized for use by non-voting 


members. 
* * x 


Resolved: That the Association hereby express its sincere 
appreciation to Chas. M. Higgins & Company, Incorporated, 
for their action in again presenting a cup this year to the 
Governor performing the most outstanding contribution to The 
National Stationers Association during the year. The Secretary 
is instructed to inform Chas. M. Higgins & Company, In- 
corporated, of the passing of this resolution. 

* * * 

BE IT RESOLVED that it is the feeling of the Office 
Furniture and Office Outfitting Division that a discount of 
40% delivered shall apply on filing cabinets. 

* 2 * 

WHEREAS, the Manufacturers and Dealers in Filing 

Folders have for the past few years endeavored to supply 
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every item on demand in style, cut, weight and material, and 

WHEREAS, This condition has compelled the Manufac- 
turers to catalog over one hundred items, and the Dealers to 
stock a great many of the numbers, and 

WHEREAS, An investigation shows that 40% of all such 
folders sold by the average dealer are of one cut, one weight, 
and one grade of stock, and 30% of all folders sold are of 
another cut of standard weight and in one position, and that 
the remainder of filing folder sales are spread throughout the 
various cuts and weights and styles. 

THEREFORE, BE IT RESOLVED, That the Convention 
submit the facts to the manufacturers, with the urgent appeal 
that the member manufacturers of our Association appoint a 
Committee on Simplification and Standardization to investi- 
gate this division of the Filing Supplies Industry that will 
lead to a simplification and standardization of filing folders. 

THIS RESOLUTION to be spread on the minutes of the 
Convention, and copies to be sent to all member manufac- 
turers of Filing Folders, and Officers and District Governors 
of The National Stationers Association, and all local and 
State Associations. 

Done in convention assembled this 28th day of September, 
1937, at Chicago. 

eo 0e 

BE IT RESOLVED, that it is the feeling of the Office 
Furniture and Office Outfitting Division that a discount of 
40% minimum delivered shall apply on shelving. 

. = 


BE IT RESOLVED, that the manufacturers be requested 
to notify dealers when a change in price is made and that a 
price list with these changes be mailed to all dealers with 
the letter of notification. 

> a 

BE IT RESOLVED, that it is the feeling of the Office 
Furniture and Office Outfittings Division that a discount of 
40% minimum delivered shall apply on safes. 

e @ ¢ 

BE IT RESOLVED, that where national contracts are 
placed by the manufacturers the manufacturers shall stand 
50% of the discount on the contract. 

oe 

BE IT RESOLVED, that the office of The National Sta- 
tioners Association be instructed to investigate possible vio- 
lations of the Robinson-Patman Act through the supply of 
imprint goods at discriminatory prices. 

‘= @ 

WHEREAS, a resolution was offered by the California 
delegation last year at the 31st Annual Convention directed to 
the attention of the manufacturers of greeting cards and in 
view of the fact that no action has been taken, we again 
offer the resolution for action: 

WHEREAS, the Manufacturers of the Greeting Card 
Association are in the habit of designating the retail selling 
price upon Everyday and Season Cards, and whereas the 50 
per cent discount allowed from the designated price does not 
allow for sufficient compensation for handling this type of 
merchandise, and whereas, in addition, Seasonable Cards 
necessitate a carry over of the unsold portion for a whole 
year, and whereas there is a considerable amount of spoilage 
through display; therefore, 

BE IT RESOLVED, that it is the sense of this meeting 
that if the Greeting Card Manufacturers are to determine 
the retail selling price upon cards, they should put a value 
into the cards which would allow for a discount of 60 per 
cent to the dealer. 

BE IT FURTHER RESOLVED, that a copy of this 
resolution be forwarded to each member of the Greeting Card 
Manufacturers Association, as well as to the secretary of their 
Association, with the request that their response be communi- 
cated to our General Manager, Mr. Charles P. Garvin. 
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RESOLVED, that it is the feeling of this organization that 
the policy of the National or State Government should be to 
ascertain exactly what is needed, prepare proper specifications 
and let contracts to qualified and responsible bidders rather 
than to engage directly in hiring labor and actually perform- 
ing manufacturing, constructions and similar operations either 
inside or outside penal institutions. 

= 


RESOLVED, that the office of The National Stationers 
Association be instructed to offer a resolution of appreciation 
to Senator Tydings and Congressman Miller for the work 
done by them in the passage of the Tydings-Miller Act. 

. 6-8 


RESOLVED, that the office be instructed to send suitable 
resolutions of appreciation to Mr. Charles Consodine, Chicago 
Chairman of the Convention Committee and the members of 
his Committee and that this meeting instruct the office to 
send to each member of that Committee an N. S. A. Cer- 
tificate of Merit. 

+ a 8 

RESOLVED, that the office be instructed to send a suit- 
able resolution of appreciation and a certificate of merit to 
Mrs. Karl Castle who has headed the Ladies Entertainment 


Committee so ably. 
—— 


RESOLVED, that suitable resolution of thanks be sub- 
mitted to Mr. Evan Johnson, Editor of Office Appliances, in 
appreciation of his kindness and generosity in furnishing the 
booklet on the Constitution which was very favorably received 
by the delegates, each of whom was furnished with a copy of 
this booklet. 

: O..8 

RESOLVED, that a resolution of appreciation be sub- 
mitted to the gentlemen who published the issues of the 
Daily Uprising: Mr. Charles Everly, Chairman, of Office 
Appliances; Mr. A. B. Abrams of the Modern Stationer and 
Mr. George Herrmann of the Heyer Corporation who not 
only produced the dailies for us but volunteered to do so. 


* * * 


RESOLVED, that the office be instructed to send a suit- 
able resolution of appreciation to Mr. Pyke Johnson of the 
Automobile Manufacturers Association and Mr. Edwin B. 
George of Dun & Bradstreet, Incorporated, for their participa- 
tion in our Convention program, copy of said resolutions to be 
sent to their Association and organization as well as to them- 


selves personally. 
S: @ <8 


RESOLVED, that the office be instructed to send certificates 
of merit to each of the N. S. A. members who added so 
greatly to the success of our Convention by appearing on our 


program. 
* * * 


RESOLVED, that the office be instructed to issue certifi- 
cates of merit to Mr. Harry Tehan of Chas. M. Higgins & 
Company, Incorporated, in appreciation of his untiring efforts 
as Exposition Manager and to Mr. Edward L. Little of the 
Wabash Cabinet Company for his splendid work in connec- 
tion with the seating of the banquet. 

>... 


BE IT RESOLVED, that The National Stationers Asso- 
ciation hereby record its appreciation of the fine service, 
splendid equipment and outstanding personnel and manage- 
ment of the Palmer House, to Mr. E. T. Lawless and R. L. 
Collison and the entire staff right through the hotel. We 
extend our appreciation of their many courtesies, their con- 
stant appreciation of our problems and their ready acquiescence 
to every reasonable request made to them. N. S. A. is indeed 
appreciative of the real cooperation of this great hotel which 
has added so much to the success of the Convention. 
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and Canada. These messages 
came from C. H. Shelton Cox, 
president, and Herbert W. Holt, 
general secretary of the Station- 
ers Association of Great Britain 
and Ireland; Fred Smart, secre- 
tary-manager, and Ed. Dawson, 
convention chairman, of the Sta- 
tioners Guild of Canada; Leo Burt, 
Hartford, Conn., governor of Dis- 
trict 1, and Alan Shields, presi- 
dent of the Rocky Mountain Trav- 
elers and governor of District 10. 
A message was also read from the 
Central Lions Club of Chicago in- 
viting the Lion members attend- 
ing the convention to meet with 
this club Tuesday noon. 

Following the reading of the 
telegrams, President Clegg an- 
nounced the following committee 
appointments: 

STEERING COMMITTEE — George 
Hausam, Harold J. Hampton, 
Harry Tehan, C. A. Netzhammer, 
Charles C. Consodine, Fred Downs, 
Morris Hansell II, Harry B. Syl- 
vester, Alvin R. Skibbe, John Ford, 
A. G. Carlson, Owen Bayless, E. B. 
Healy, William R. Diehl, Arthur 
L. King, Edward L. Little, Harvey 
P. Rockwell, Harry Fellowes, Wil- 
liam E. Stockett, Jr., Arthur J. 
Walker, Dan Smith, Jr., Harry A. 
Morgan, Otto H. Eisenlohr, E. M. 
Hansen, Kenneth L. Boyer. 

BupGcet COMMITTEE—Harry Mor- 
gan, chairman; George Brainard, 
Herman Price, Arthur L. King, 
Jim Parsons. 

NOMINATING COMMITTEE—Arthur 
J. Walker, chairman; Otto Eisen- 
lohr, Clem Seely, H. T. Griswold, 
Harry Morgan, Jim Parsons, Sam 
Groom, C. P. Schoen. 

CREDENTIALS COMMITTEE—Ed Lit- 
tle, chairman; Harry Balch, John 
Ford, Jr., Tom Emerson, Charles 
Everly. 

RESOLUTIONS COMMITTEE — Wil- 
liam Johnston, chairman; Dick 
Healy, Kenneth Boyer, Robert 
Sainberg, Ed Kastner, Blaine J. 
Bristoll, Neill Stewart, Morris 
Hansell, Russell Grieve, Frank 
Yawman. 

NECROLOGY COMMITTEE — Carl 
Schutz, C. A. Stott, Dan Smith, 
Jr., Morris Hansell. 

The first of the main addresses 
of the afternoon was presented by 
Dan Smith, Jr., president of Smith 
Printing Company, Williamsport, 
Pa., governor of District 3. Under 
the subject, “You're in a Big Busi- 
ness,” Mr. Smith outlined the 
great potentialities in the station- 
ery and office equipment business, 
supplying the needs of eight mil- 
lion office workers in the United 
States. “Let us ‘wake up and live’ 


THE,NEW PRESIDENT 


Harold J]. Hampton, new presi- 
dent of The National Stationers As- 
sociation, brings to his office the 
ability of a forceful leader who has 
risen from the ranks of the busi- 
ness. Harold Hampton possesses 
the happy combination of a keen 
understanding of human nature, 
business acumen, and a construc- 
tive viewpoint, which are expressed 
in his sincere and open manner. 
These have won the man many 
friends in the industry. 

He hails from the Hoosier state, 
where he was born in the city of 
Indianapolis on March 15, 1889. 
Early in life he became acquainted 
with the smell of printer’s ink and 
during the summers while attending 
high school worked for his father 
in the various departments and of- 
fice of the Hampton Printing Com- 
pany, in Indianapolis. It was just 
at this time that the concern added 
an office supply department. 

Upon graduation from high school 
at the age of eighteen, Harold 
started out on the street for the 
Hampton Printing Company selling 
printing, office supplies, safes, and 
office furniture. After twelve years 
on the street, he discovered that he 
was spending most of his time on 
printing while his real interest was 
in the office supply and equipment 
division of the business. 

So, on March 31, 1919, Mr. Hamp- 
ton went into business for himself, 
under the name of Indianapolis Of- 
fice Supply Company. Starting with 
a paid in capital of $200, Mr. Hamp- 
ton has through the _ succeeding 
years developed his business to one 
of the substantial office supply firms 
of the state. 

He recalls the staggering payroll 
he had to meet during the first six 
months of his new enterprise—$30 
each week, $22 for himself and $8 
for an errand boy. While Hampton 
was out selling, the boy answered 
the phone, and while the boss an- 
swered the phone the boy made de- 
liveries. 

The new N. S. A. president be- 
came active in association work 
when he helped to organize the 
Stationers Club of Indianapolis in 
May, 1933. He was elected to the 
office of secretary. It was but a 
short time until his organization 
ability was recognized and he rose 
to prominence in the national asso- 
ciation. He was elected as governor 
of the Fifth District at Columbus, 
Ohio, in 1935, and re-elected at De- 
troit in 1936. 


At the national convention in Chi- 
cago in 1936, Harold J. Hampton 
was elected vice-president of the 
N.S. A. and chairman of the Dis- 
tributors Division. During the past 
year, with General Manager Garvin, 
he was one of the feature speakers at 
a number of successful association 
sales meetings. The meeting in his 
home city was said to be one of the 
largest regional dealer meetings 
ever held in the association's his- 
tory. 


He is married and has one daugh- 
ter, Sally, age six. Harold does not 
play golf because it interferes with 
his main hobby of fishing. 


OFFICE APPLIANCES 


and work,” he said. “Let us find 
our place and fill it well.” Mr. 
Smith’s address is presented in 
full elsewhere in this issue. 


Clegg Reports 112 New Members 


After Mr. Smith’s talk the secre- 
tary introduced President Clegg, 
who presented his report. Mr. 
Clegg covered his executive activi- 
ties of the past year and those 
of the association. He announced 
an increase in membership of 112 
during the year, adding with 
gratification, “We tried to get 100 
and the boys have gone over the 
top.” 

Mr. Clegg’s report and all other 
reports and addresses presented 
at the convention will be found 
elsewhere in this issue. 

At the conclusion of the presi- 
dent’s report came the roll call 
of governors and members of the 
Board of Control, a large percent- 
age responding. 

The governors present and the 
districts they represented were as 
follows: District No. 3—Dan 
Smith, Jr., Smith Printing Com- 
pany, Williamsport, Pa.; No. 4— 
M. E. Hansell, F. F. Hansell & 
Bros., New Orleans, La., Western 
Div.; Ivan Allen, Jr., Ivan Allen- 
Marshall Company, Atlanta, Ga., 
Eastern Div.; No. 5—Harold J. 
Hampton, Indianapolis Office Sup- 
ply Company, Indianapolis, Ind.; 
No. 6—Harry Sylvester, Sylvester 
& Nielsen, Appleton, Wis.; No. 7— 
E. M. Hansen, Miller-Davis Com- 
pany, Minneapolis, Minn.; No. 8— 
John Ford, Jr., Peterson Litho. & 
Printing Company, Omaha, Nebr.; 
No. 9—Otto Eisenlohr, The Dor- 
sey Company, Dallas, Tex.; No. 10 
—E. B. Healy, Santa Fe Book & 
Stationery Company, Santa Fe, 
N. M.; No. 12—J. A. Parsons, 
Smith Brothers, Inc., Oakland, 
Calif. 

The next speaker, introduced 
by General Manager Garvin as 
a national authority on legislation 
and an honored guest, was Pike 
Johnson, vice-president the Auto- 
mobile Manufacturers Association, 
Washington, D. C. Mr. Johnson 
talked on past legislation, gave a 
forecast on future legislation, and 
expressed his opinion on what 
business can do in its interest. Re- 
ferring to the Supreme Court 
issues, labor problems, and rising 
prices, as_ situations involving 
political repercussions, Mr. John- 
son predicted that the next Con- 
gress would be a _ labor-minded, 
spending Congress, with an eye to 
effects upon elections. He pre- 
dicted the passage of further anti- 
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Edgar M. Berry, A. G. Preston, Dan Smith, Jr., 
Lewiston, Me., Utica, N. Y., Williamsport, Pa., 
Governor District No. 1 Governor District No. 2 Governor District No. 3 


N. S.A. 
Regional Governors 


1937-1938 





Paul W. Bumbarger, Portrait of J. L. Griffith, Governor District No. 4, K. L. Boyer, 
Western Division Eastern Division, West Palm Beach, Fla., not avail- Toledo, Ohio, 
Hickory, N. C. able at time of going to press. Governor District No. 5 


Governor District No. 4 





Fred Tracht, Vv. A. Hanson, Gerry A. Manning, Russell P. Grieve, 
Chicago, IIl., Sioux Falls, 8. D., Joplin, Mo., San Antonio, Texas, 
Governor District No. 6 Governor District No. 7 Governor District No. 8 Governor District No, 9 
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y. a 
Gus C. Lipp, W. J. Ortel, J. A. Parsons, A. J. Kerin, 
Denver, Colo., Spokane, Wash., Oakland, Calif., New York, N. ¥ 


Governor District No. 10 Governor District No. 11 Governor District No. 12 Governor District No. 13 
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Among the More Than 1100 Delegates 


1. 








E. C. Bredesen, Bredesen Brothers, Beloit, Wis.; J. B. Holmes, 
Frank Mashek Company; W. H. Baldwin, Mittag & Volger,. Inc.; 
Ira Cole, Mittag & Volger, Inc.; Charles Ramsey, Ever Ready 
Calendar Manufacturing Company. 

Jack Johnstone, Neva-Clog Products, Inc.; Mrs. 
Skibbe, Associated Stationers Supply Company. 
John P. Hoffman, MacTaggart-Hoffman Company, Port Huron, 
Mich.; Mrs. Hoffman; Fred Richmond, Richmond & Backus 
Company, Detroit. 

Beginning third from left: John Henderson and Mildred Thiedig, 
Horder’s, Inc.; Tom MacCorkindale, Just & Son; Helen Van 
Cleve; Hugh Van Cleve, Just & Son; Mrs. MacCorkindale. 

S. Flatau, Parrot Speed Fastener Corporation; R. J. Vojta, 
Frank Mashex & Company, with unidentified delegate. 
Ernest Hazel, Sr., Lockwood-Hazel Company, Atchison, 
Mrs. Gosiger; Paul Gosiger, Loose Leaf Metals Company. 
0. E. Earnshaw, E. H. Sell Company, Columbus, Ohio; Bill Epps 
and R. R. Hengge, Columbia Ribbon & Carbon Manufacturing 
Company, Inc.. 


Johnstone; Al 


Kans. ; 


Ed. Wobber, Wobber’s, Inc., San Francisco; Ed. Crandall, 
Schwabacher-Frey Company, San Francisco; Stanley Weigel, 
California attorney; Jim Parsons, Smith Brothers, Oakland, 





9. 


12. 


13. 
14, 


Calif.; Harry Tehan, Charles M. Higgins & Company, Inc. 


A. E. Cornitius, F. Weber & Company, St. Leuis; 0. L. Seale, 
Tulsa Stationery Company, who flew to the convention in three 
hours, fifty-four minutes; A. H. Krohne, American Pencil Com- 
pany. 

S. Meadows, Dennison Manufacturing Company; Elmer L. Sick, 
William B. Gregory & Sons, Detroit; Fred A. Mann, Dennison 
Manufacturing Company, Cleveland. 

Larry Schubert, The Globe-Wernicke Co.; B. A. Tuttle, South 
Bend, Ind.; Lou Wingert, manufacturers’ representative; Fran- 
cis Adams, 8. G. Adams Company, St. Louis; E. T. MacIntyre, 
Defiance Sales Corporation; E. R. Lund, Englewood Blue Print 
Company, Chicago; W. E. Smith, Ace Fastener Corporation; 
Paul Hooker, Decker Bros., Lafayette, Ind. 
Standing: W. R. Diehl, Sr.; W. R. Diehl, Jr., 
Equipment Company, Columbus, Ohio. Seated: Mrs. 
Mrs. Diehl, Jr.; Mary Diehl and Jane Pelton. 


Ben Weinberg, McCloy Company, Pittsburgh. 


A DoMore Chair Company group.—Standing: G. D. Wood, F. D. 
Fields; T. L. Kornmann; J. C. Vigren. Seated: H. B. Williams; 
ey Pfleeger, Pficeger Business Equipment Company, Utica. 


N. 


Diehl Office 
Diehl, Sr.; 
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Julius Kahn, Harry Yager and L. T. Goldberg, David Kahn, Inc. 


Gordon Kickels, The Globe-Wernicke Co.; Evan Harter, The 
Harter Corporation; R. C. Huntley, Sturgis Posture Chair Com- 
pany. 

Seaton P. Goldsmith, A. D. Tompkins, William K. Flora, Hamp- 
den Manufacturing Company. 

Bob Hamilton, Evansville Desk Company; J. A. Wallace, Jasper 
Office Furniture Company; D. W. (Doc) Collins, D. W. Collins 
Desk Company, Oklahoma City, Okla. 

Paul Hooker, Decker Bros., Lafayette, Ind.; Mrs. Hooker; Art 
Fontaine, Decker Bros. 

W. H. Morgan, Sam Block and E. E. Smith, Universal Paper 
Products Company. 

Jack Laws, Wallace Pencil Company; 8S. C. McKee, Ozark Pencil 
Company. 

More than 200 years service in this group.—Ernest Hazel, Lock- 
wood-Hazel Company, Atchison, Kans.; Joe Hildreth, retired; Al 
Besser, manufacturers’ representative; Rube Baxter, manufac- 
turers’ representative; George A. Nitschke, Automatic Pencil 
Sharpener Company; Bill Smith, Ace Fastener Corporation. 
John A. Burns and E. J. Huott, Frank A. Weeks Manufacturing 
Company. 


12. 


13, 
14, 
15. 
16, 


17. 
18. 


Ralph Maneval, H. U. Bittman and Ben Powell, all of A. W. 
Faber, Inc. 

H. M. Clark, Clark Office Supply Company, Phoenix, Ariz.; B. L. 
Henderson, Art Metal Construction Company; Don Crile, Office 
Equipment Company, Canton, Ohio. 

Carl M. Schutz, Eagle Pencil Company; Fred Schaefer, Sanford 
Manufacturing Company; E. W. Dalldorf, W. A. Sheaffer Pen 
Company. 

Ham Warnock, The Globe-Wernicke Co.; Otto Geuther, Marshail- 
Jackson Company; C. W. Hamilton, The Globe-Wernicke Co. 
Marion Follin, R. N. Thomas, Howard Maley, The B. L. Marble 
Chair Company. 

Charles W. Lipman, George B. Graff ye gf Arthur L. King, 
Ward's, Boston; Leland 8. Graff, George B. Graff Company. 
Standing: A. R. Boxrud, Mittag & Volger, Inc.; John Pydlek, 
Blaisdell Pencil Company; Harold F. Graves, Wilson-Jones Com- 
pany; Herbert Morgan, Associated Statioaers Supply Company; 
G. J. Sengbusch, Sengbusch yor! Inkstand Company. 
Seated: M. D. Hasty, Sengbusch Self-Closing Inkstand Company. 
Larry Goodhand, Oxford Filing Supply Company. 

Standing: Harvey Rivera, Dameron-Pierson Company, New Or- 
leans; O. D. Mann, manufacturers’ representative; Ross Siebert, 
The Clegg Company, San Antonio, Texas. Seated: Mrs. Rivera; 
Mrs. Ward Silliman and Mrs. Mann. 





trust laws and stated that other 
likely chief legislative issues 
would include the wages and 
hours bill, taxation, farm legisla- 
tion, the court issue, and reorgan- 
ization of the executive depart- 
ment. Relating to the business 
picture, Mr. Johnson declared that 
either business has failed to rec- 
ognize its economic and social 
obligation or it has failed to let 
the public know what it is doing. 
“Business must show itself capable 
of self government if it is to es- 
cape the charge of the politician,” 
said the speaker. “That is one 
thing that your association has 
been doing through your manager, 
Mr. Garvin,” declared Mr. John- 
son. 

In the absence of the treasurer, 
William E. Stockett, Jr., the treas- 
urer’s report was read by Mr. 
Garvin. It was corroborated by 
the auditor, Woodson P. Waddy, 
of Everett Waddey Company, 
Richmond, Va. 

The next featured address was 
delivered by Edwin B. George, of 
the Department of Economic Re- 
search, Dun & Bradstreet, Inc., 
New York, on “The Undistributed 
Profits Tax.” His analytical dis- 
cussion covered the pros and cons 
of the tax. This was Mr. George’s 
second appearance before a 
N. S. A. convention. 

The concluding speech of the 
afternoon was the keynote address 
by Mr. Garvin, entitled, “The Sta- 
tioner Marches On.” 





Seated, left to right: Ed. Little, Wabash Cabinet Company, Wa- 
bash, Ind.;: George Hausam, Hutchinson Office Supply & Printing 


Mr. Garvin climaxed his talk 
with the presentation of a visual 
picture of the Association por- 
trayed on an enormous map of 
the United States, showing the 
spread of the entire membership, 
location of the officers, regional 
divisions, and activities of the 
N. S. A., including routes traveled 
by the general manager when 
visiting cities and attending con- 
ventions in 1936-1937. The map 
was prepared by the Moore Push 
Pin Company, Philadelphia, Pa., 
using Moore Map Tacks in differ- 
ent sizes, shapes and colors—some 
especially imprinted. Braided cord 
in various colors was also em- 
ployed for the lineal division and 
travel routes. A printed legend 
attached provided the following 
identifications: 

Dealer, manufacturer and trav- 
eler members prior to 1935, the 
same who joined during 1935-36, 
and the same who joined since 
October, 1936; publications, asso- 
ciate members, sustaining mem- 
ber, retail salesmen members, out- 
line of regional districts, gov- 
ernors, officers, past presidents, 
officers, executive committee mem- 
bers. National conventions, re- 
gional meetings held during 1936- 
37, special meetings held, cities 
visited by Mr. Garvin during 1936- 
37, cities visited by Mr. Garvin 
while in Europe, routes traveled 
by Mr. Garvin attending regional 
conventions in 1936-37; travelers 
clubs, and local associations. 


N. 8S. A. STEERING COMMITTEE 
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This intensely interesting map 
contained 1,209 tacks for descrip- 
tive purposes, and 900 tacks in 
the border outlining the country— 
a total of 2,109 map tacks. The 
fascinating picture of the asso- 
ciation was impressively received 
by the audience, whereupon it 
was removed to the Moore Push 
Pin exhibit in the exposition hall 
to be viewed more closely during 
the remainder of the convention. 
A folder reproducing the map and 
legend, with a message from 
John R. Davies, president of the 
company, expressing the com- 
pany’s appreciation of the asso- 
ciation and its general manager, 
was distributed at the booth. 
This splendid contribution will be 
permanently displayed in the 
N. S. A. offices at Washington. 


“Texas Cowboys” Invade the Con- 
vention Hall 


At the close of Mr. Garvin’s 
speech and presentation of the 
map, the meeting was besieged by 
a band of “Texas cowboys” in 
appropriate make-up, but actually 
composed of seven Wis-Ill Club 
members and leaders. In honor 
of the president, they led the 
members in singing “The Eyes of 
Texas Are Upon You.” 

The president and general man- 
ager, wearing ten-gallon hats, 
then accompanied by the comic 
drum corps led the procession 
into the exposition hall for its 
formal opening. This was billed 
on the program as “Act II—The 


Standing, left to right: D. R. Pinney, Acme Card System Com- 
pany, Chicago; Dan Smith, Jr., The Smith Printing Company, Inc., 
Williamsport, Penna.; Morris Hansell, II, F. F. Hansell & Bro., Ltd., 





Company, Hutchinson, Kas.; Otto Eisenlohr, The Dorsey Company, 
Dallas, Tex.; Harry Balch, Quality Park Envelope Company, Chi- 
cago, Ill.; Harold Hampton, Indianapolis Office Supply Company, In- 
dianapolis, Ind.; Charles Consodine, Wallace Pencil Company. Chi- 
cago, Ill.; Charles P. Garvin, general manager, National Stationers 
Association, Washington, D. C.; . B. Healy, Santa Fe Book & 
Stationery Company, Santa Fe, N. M.; William C. Clegg, The Clegg 
Company, San Antonio, Tex.; R. A. Maish, Dennison Manufacturing 
Company, Framingham, Mass.; E. M. Berry, Berry Paper Company, 
Lewiston, Me.; Owen G. Bayless, Lowman & Hanford Company, 
Seattle. Wash.; H. P. Rockwell, Yawman and Erbe Manufacturing 
Company, Rochester, N. ¥Y. and A. R. Skibbe, Associated Stationers 
Supply Company, Chicago. 


New Orleans, La.; William Diehl, Sr., Diehl Office Equipment Com- 
pany, Columbus, Ohio; William Schmiederer, Buxton & Skinner Print- 
ing & Stationery Company, St. Louis, Md.; Fred H. Tracht, Uni- 
versity of Chicago Bookstore, Chicago; Harry A. Morgan, Stationers 
Corporation, Los Angeles; E. M. Hansen, Miller-Davis Company, 
Minneapolis, Minn.; John Ford, Jr., Peterson Lithograph & Printing 
Company, Omaha. Nebr.; Fred Downs, Downs-Randolph Company, 
Tulsa, Okla.; Washington L. Jaques, Jaques & Company, New York, 
N. ¥.; Ken Boyer, Newell B. Newton Company, Toledo, Ohio; Harry 
Fellowes, Bankers Box Company, Chicago; B. J. Bristoll, Koch 
Bros., Des Moines, Iowa; Harry Sylvester, Sylvester & Nielsen, Inc. 
Appleton, Wisc., and W. S. Lennartson, Office Appliances, Chicago 
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THE PRESIDENT’S BREAKFAST ON MONDAY MORNING.—President Clegg, his cabinet and board of control. L. to R: Dan Smith, Jr., 
Morris Hansell II, William C. Clegg, president; Charles P. Garvin, general manager; W. 
Garvin: C. W. Roth, Harold Hampton, president-elect; Charles G. Stott, B. J. Bristoll, Arthur Walker, Ivan Allen, Harry Morgan, Arthur 


Return to the Market Place—the 
Second Five Centuries of Prog- 
ress Exposition, featuring King 
and Queen Merchandising.” Cap- 
tivated by the displays, the sta- 
tioners kept the exhibitors busy 
until closing time at 11:00 P. M. 


Tuesday 


Tuesday morning was devoted 
to separate group meetings of the 
various divisions, as follows: The 
Dealers—Harold J. Hampton, pre- 
siding; Sales Managers Division— 
Vice-President Harry Tehan, pre- 
siding; the Field Division—Fred 
C. Schaefer of Sanford Manufac- 
turing Company, Chicago, pre- 
siding. A meeting was scheduled 
for the Wholesalers Division, with 
Vice-President Alvin R. Skibbe of 
Associated Stationers Supply Com- 
pany, Chicago, as chairman. The 
Illinois stationers also held a ses- 
sion, with Fred Tracht of the Uni- 
versity of Chicago Book Store 
wielding the gavel. 

The results of these meetings, 
which were closed to others than 
members, were largely presented 
in resolutions for the adoption of 
the convention in its closing ses- 
sion Thusday. 


The dealers meeting was de- 
clared the largest ever held at 
any N. S. A. convention. This 
accomplishment was the first of 
three big happenings on Tuesday. 
The others were the mounting of 
convention registrations to over 
the 1000 mark, and the big Fair 
Trade Rally held in the afternoon 
with approximately 900 in attend- 
ance. 

At noon approximately 600 dele- 
gates enjoyed the fellowship of an 
informal luncheon in the Red Lac- 


King, James Parsons, Ivan Allen, Jr. 


quer Room. The attendance sur- 
passed the committee’s expecta- 
tions by 200, but all were served 
without delay. 


Fair Trade Rally 


Convention sessions are made 
successful not only by excellent 
speeches that drive home impor- 
tant points, but by thorough 
preparation in advance of the 
meeting, the atmosphere created 
by those in charge, and by the 
impressive and efficient ability of 
the person who presided over the 
meeting. The Fair Trade Rally, 
which was in charge of the Cali- 
fornia and Pacific Coast delega- 
tion under the leadership of Wil- 
liam F. Johnston, of Schwabacher- 
Frey, Los Angeles, and Edward H. 
Wobber, Wobber’s, Inc., San Fran- 
cisco, Calif., fully measured up to 
the foregoing qualifications of a 
successful meeting. 


The California members were 
armed with more than speeches 
to help put over the story of the 
beneficent Fair Trade Laws in 
their state. They had banners 
suspended in the front of the 
Grand Ball Room bearing these 
words: “Forward”; “Fair Trade”; 
“Fair to the Manufacturers, Fair 
to the Dealer, Fair to the Con- 
sumer, Fair to Everybody.” Be- 
sides the American flag, the flag 
of the California Republic was 
displayed at the back of the plat- 
form. 

Mr. Johnston presided, opening 
his remarks with appreciation to 
the manufacturers, who had can- 
celled their executive session 
scheduled for the same hour in 
order to participate in the meet- 
ing. 


P. Waddy, Rose Cushman, secretary to Mr. 


Before introducing the speakers, 
Mr. Johnston declared that the 
Pacific Coast dealers were here 
to submit a platform consisting 
of eight planks, the last of which 
was to organize and press for a 
national Fair Trade Law that 
would aid in the achievement of 
fair prices and a fair profit. 


Mr. Wobber was then intro- 
duced by Mr. Johnston as the 
leader and inspiration of the fair 
trade movement in California. 
Mr. Wobber told how the dealers 
in his state had extricated them- 
selves from intolerable conditions 
through the fair trade contracts 
made with various manufacturers 
of the industry. He urged close 
cooperation among dealers within 
the states and that interchange 
of information and assistance be 
given through the national head- 
quarters. 


The next speaker was Stanley 
Wiegel, attorney from San Fran- 
cisco, who has guided the Cali- 
fornia dealers legally under the 
Act. Mr. Wiegel made a cogent 
presentation of the purpose of 
the State Fair Trade Acts, which 
he said were based upon the Cali- 
fornia law, and emphasized that 
they were not price fixing instru- 
ments. Readers will find his talk 
valuable in outlining procedures 
for operating under the fair trade 
laws. 

Following Mr. Wiegel’s address, 
Mr. Johnston introduced Charles 
Miller, Portland, Ore., secretary 
of the Pacific Northwest Station- 
ers Association, who told what the 
dealers principally in Oregon and 
Washington had accomplished to 
date under these laws. He brought 
up the problem of policing and 
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illustrated the value of close con- 
tact with each other. 

Preceding the next introduc- 
tion, Mr. Johnston pointed out 
that “this principle of sound fair 
dealing can be tried out in any 
state by any manufacturer and 
any dealer for a temporary pe- 
riod,” simply by including a revo- 
cation clause in the contract. And 
he added, “I will wager not a 
single contract will ever be can- 
celed for the reason that it won’t 
work.” 

Ralph Graham, leader of San 
Bernardino, Calif., then told of the 
remarkable improvement obtained 
in conditions among the small 
dealers under the Act. 

“After a speech like that,” said 
Mr. Johnston, “I don’t see how 
we can help getting religion.” He 
then turned the meeting over to 
Mr. Garvin, who had Joe Savel, a 
new member from Los Angeles, 
come forward and tell an amusing 
story about two “chiselers,” which 
story he credited to Mr. Morgan. 

Mr. Garvin then lauded the 
Miller-Tydings bill as offering an 
opportunity for business men to 
work honestly and decently on a 
profitable basis, and he scored 
those who charge it with being a 
monopolistic measure. He pro- 
ceeded with the roll call by states 
and the appointment of commit- 
tee members, related in the open- 
ing paragraphs of this account. 

The members responding and 
the states they represented are 
as follows: 


Maine—Edgar M. Berry, of Loring, Short 
& Harmon Company, Lewiston, Me.; New 
Hampshire—Walter R. Guild, Secretary New 
England Stationers Council, Boston, Sones; 
Massachusetts—Mr. Guild; Rhode Island— 
Walter Dolliver, Providence Paper Company, 
Providence; Connecticut—Sidney Challenger, 
of Frank H. Fargo Company, Bridgeport, 
and president Connecticut Valley Stationers 
Association; New Jersey—A. W. Gill, A. W. 
Gill & Company, Trenton; New York—W. 
L. Jaques, Jaques & Company, New York 
City; Pennsylvania—Dan Smith, Yj: Smith 
Printing Company, Williamsport; Virginia— 
Woodson P. Waddy, Everett Waddey Com- 
pany. Richmond; West Virginia—Herman P. 

ean, Standard Printing & Publishing Com- 
pany, Huntington; Tennessee—A. S. Perry, 
Jr.. Nashville Stationers Club, Nashville, 
(john J. Ambrose, secretary Nashville Sta- 
tioners Club appointed); North Carolina 
—George Moore, Pound & Moore, Charlotte; 
South Carolina—H. W. Jones, Columbia 
Office Supply Company, Columbia, ab- 
sent but appointed; Florida—Walter Boren, 
Miami Stationery Company, Miami; Georgia 
—Henry Coleman, Nathan Coleman & Son, 
Savannah; Kentucky—William Kelly, Office 
Equipment Company, Louisville; Ohio—Wil- 
liam R. Diehl, Diehl Office Equipment Com- 
pany, Columbus; Indiana—Harold J. Hamp- 
ton, Indianapolis Office Supply Company, In- 
dianapolis; Illinois—Fred Tracht. University 
of Chicago Book Store, Chicago; Iowa—C. 
C. Holley, L. W. Holley & Sons Company, 
Des Moines; North Dakota—no member 
present; South Dakota—W. H. Locke, Will 
A. Beach Printing Company, Sioux Falls; Ari- 
zona—H. M. Clark, H. M. Clark Office Sup- 
ply Company, Phoenix; Utah—Adrian Pem- 

roke, Pembroke Stationery Company, Salt 
Lake City; New Mexico—E, B. Healy, Santa 
Fe Book & Stationery Company, Inc., Santa 
Fe; Wyoming—Miss Jessie Naylor, Naylor 
Gifts & Stationery Store, Casper; Idaho— 
James C. Bangs, James C. Bangs, Pocatello; 
Arkansas—H. W. Parkin, Parkin Printing 


& Stationery Company, Little Rock; Mon- 
tana—Claude Elder, Missoula; Washington 
and Oregon—Charles Miller, secretary Pacific 
Northwest Stationers Association, Portland, 
Ore.; California—Mr. Wobber and Mr. John- 
ston; Michigan—Clem Seely, Tisch-Hine 
Co., Grand Rapids; Maryland—no member 
present, Jesse Kaufman, Lucas Bros., Balti- 
more, appointed; Nevada—no member pres- 
ent; Wisconsin—Harry Sylvester, Sylvester 
& Nielson, Appleton; Minnesota—Ed Han- 
sen, Miller-Davis Company, Minneapolis; Ne- 
braska—John Ford, Jr., Peterson Litho. & 
Printing Company, Omaha; Kansas—Phil M. 
Anderson, president Kansas Book Dealers 
Association, Newton, (Herman H. Cast, 
Wichita, appointed); Colorado—G. C. Lipp, 
W. H. Kistler Stationery Company, Denver; 
Oklahoma—Fred Downs, Downs-Randolph 
Company, Tulsa; Louisiana—M. E. Hansell, 
II, oi F. Hansell & Bro., Ltd., New Orleans. 


Following appointment of the 
foregoing on the N. S. A. Fair 
Trade Committee, Mr. Garvin read 
a resolution adopted September 8 
by the New Orleans Stationers 
and Office Equipment Association 
endorsing the Fair Trade Act re- 
cently passed by that state, and 
the Miller-Tydings Act. Copies 
were sent to the national and 
state associations. The resolution 
recommended that all dealers of 
the industry in Louisiana request 
the manufacturers or producers 
to set up a retail price structure 
on their trade marked or branded 
merchandise which is fair and 
open competition with commodi- 
ties of the same general class, and 
that the manufacturers or pro- 
ducers of said industry products 
be requested to execute Price 
Maintenance Contracts with the 
Louisiana dealers so as to enforce 
the price structure. It was further 
recommended that the dealers 
give their wholehearted support to 
those manufacturers or producers 
who execute such contracts. Sub- 
sequently a similar resolution was 
passed by the Louisiana state as- 
sociation and a copy with names 
of the firms was presented to Mr. 
Garvin at this time. The action of 
the Louisiana members was held 
by the secretary as an example 
for others to follow. 

Mr. Johnston took charge of the 
session again and a question and 
answer period ensued. At the con- 
clusion of this enthusiastic meet- 
ing which promised action on a 
national scale, the secretary 
passed out copies of a digest of 
the various state Fair Trade Acts. 
Mr. Wobber also offered sample 
sheets of a salesman’s price book 
used under the California Act, and 
he was stampeded by the audience 
for copies when the session ad- 
journed. 


Wednesday—N. S. A. Sales 
Institute 
The first sales institute held un- 
der the auspices of The National 
Stationers Association was staged 
throughout the day on Wednes- 
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day, starting at 9:30 A. M. The 
ball room was arranged with ta- 
bles and chairs, and note pads 
and pencils were at every place. 
Stimulating signs adorned the 
front of the “school room.” 

Conrad A. Netzhammer, sales 
manager of Northwestern Furni- 
ture Company, Milwaukee, Wis., 
was introduced by the secretary 
as chairman and as a genius who 
has made a life study of selling. 
With appropriate remarks on the 
importance of trained salesmen, 
Mr. Netzhammer opened “Act VII” 
of the convention with a com- 
manding start. 

The first speaker, presented as 
one of the most traveled men of 
the industry, both in America and 
nearly all parts of the world, was 
Harvey P. Rockwell, vice-president 
in charge of the wholesale divi- 
sion, Yawman and Erbe Manufac- 
turing Company, Rochester, N. Y. 
Mr. Rockwell gave a forceful talk 
on “Salesmanship — Its Funda- 
mentals and Possibilities,” cover- 
ing the salesman’s personal requi- 
sites and some very helpful 
methods for making the sale. 

Mr. Netzhammer followed Mr. 
Rockwell with a most instructive 
talk on “Training Salesmen by 
Means of a Sales School.” He ac- 
companied his discussion with a 
series of charts outlining the divi- 
sions of a course of training; such 
as the training of salesmen, sales- 
manship as a profession, prepara- 
tion for the selling profession, 
preparation for selling products, 
and preparation for taking over 
the territory. 

The next speaker was George N. 
Baxter, manager dealers’ sales, of 
Diebold Safe and Lock Company, 
Canton, Ohio, who gave sugges- 
tions on “Planning the Salesman’s 
Day.” Mr. Baxter stressed the effi- 
cient use of time and having a 
perfected plan of action. Sales 
managers will be interested in 
Mr. Baxter’s outline of subjects 
for the daily sales conference. 


The talks of the morning session 
of the Sales Institute were made 
doubly effective by a dramatic 
educational discussion on “Solicit- 
ing Furniture Business,” by L. E. 
Hooker, sales manager of Com- 
mercial Furniture Company, Chi- 
cago. A masterful salesman, Mr. 
Hooker recommended dramatizing 
the sales approach in a simple 
way by appealing to the five natu- 
ral senses of the prospect—espe- 
cially the sense of touch, with 
something that represents the 
product. The audience listened 
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with rapt attention to Mr. 
Hooker demonstrate the 
wrong and the right way to 
make an approach. Oscar 
Modene, Marshall-Jackson 
Company, Chicago, seated at 
a desk on a special platform, 
took the part of a purchas- 
ing agent for a large concern, 
while Mr. Hooker made his 
presentations. Mr. Hooker 
concluded his talk with re- 
marks on the right way for 
the retail salesman to han- 
dle the price shopper. 

Following Mr. MHooker’s 
demonstration, Ralph V. Ma- 
neval, A. W. Faber Company, 
Chicago, spoke on “The Trav- 
eling Salesman.” Mr. Maneval 
told how the manufacturer’s 
salesman’s contact with the 
dealer’s salesman may b2 
made most productive. 

During Mr. Maneval’s ad- 
dress, he had interpolations 
made by Fred Schaefer, N. 
S. A. vice-president and 
chairman Field Division, also 
of Sanford Manufacturing 
Company, Chicago, Il., and 
by D. R. Pinney, Acme Card 
System, Chicago. Mr. Schae- 
fer said that prospects ex- 
pect the salesman to know 
his business. Mr. Pinney 
dwelt on the service the manufac- 
turer’s representative can render 
by missionary work with the sta- 
tioner’s salesmen. 

At noon the conventionites ad- 
journed to enjoy the fellowship 
of another luncheon together in 
the Red Lacquer Room — 600 
strong. 

Immediately following the lun- 
cheon, the afternoon program, 
over which Mr. Hooker presided, 
opened with a movie-talkie on 
“Making a Sales Presentation 
Stay Presented.” The picture 
starred the noted sales team, Bor- 
den and Busse, authors of the 
book, “How to Win a Sales Argu- 
ment.” This movie has gained na- 
tional recognition for its clever 
and entertaining instruction of 
the right way and wrong way to 
make sales presentations. 

The initial talk of the afternoon 
was that of Kenneth L. Boyer, 
vice-president and general man- 
ager, Newell B. Newton Company, 
Toledo, Ohio. Mr. Boyer discussed 
“Educating the Buying Public 
Through Salesman - Service and 
Sales Planning.” Salesmen must 
be able to “walk and talk,” they 
must know their product and its 
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Cc. Wilson. 


CHICAGO 


WE INVITE 
HE NSA 
PIONEER CiTy BACK NEXT YEAR 





AN APPRECIATED INVITATION.—Top: Jim McGuire and 
Bill Hennessey of the Chicago Association of Commerce invite 
N. 8. A. to return to Chicago next year. 
some pioneers and the business man of today endorse the 
Left to right: Frank H. McKeown, J. W. Haase, 
James Brogan, James McGuire, Whirling Thunder, and Ralph 
All but Whirling Thunder and Mr. McGuire are 
members of Dearborn Post 268 American Legion, of which 


Mr. Brogan is commander. 


limitations, and dramatize their 
ideas, he said. 

With the aid of a stereopticon, 
next came an address by Ernst H. 
Franke, president of the Milwau- 
kee Office Furniture Association, 
and of the H. H. West Company, 
Milwaukee, Wis. Mr. Franke’s sub- 
ject was “Selling Management,” 
under which he covered today’s 
opportunities — competitive trade 
practices—the sales force — and 
how to sell quality. 


After Mr. Franke’s lecture, Mr. 
Hooker introduced Arthur L. King, 
manager, Ward’s Stationers, Bos- 
ton, Mass., who addressed the in- 
stitute on “Dealers’ Sales Con- 
tests.” Mr. King emphasized giv- 
ing every man an equal chance 
to win, pushing hard for a short 
time, and searching for a good 
idea that will be new and appeal- 
ing to the customer. 

“Building accounts is the only 
answer to price selling,” declared 
Harold J. Hampton, of Indianap- 
olis Office Supply Company, in his 
convincing discussion on “Train- 
ing Men to Sell From the Profit 
Viewpoint.” Mr. Hampton stressed 
building the case history of each 
customer, among the six funda- 
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mentals in account building. 

The final talk, which was 
accompanied by the largest 
illustration displayed at the 
sales school, was given by 
R. D. Latsch, senior member, 
Latsch Brothers, Lincoln, 
Nebr. Mr. Hooker, in intro- 
ducing Mr. Latsch, referred 
to his store as one of the fin- 
est in the country. Discus- 
sing sampling and different 
arrangements he had found 
successful in “Selling 
Through Store Display,” Mr. 
Latsch showed a sample of 
a binder rack, and distrib- 
uted sheets illustrating other 
display devices. On the mer- 
its of open display, he showed 
a photo of this type of store 
arrangement and then point- 
ed to the opportunities for 
improvement in the almost 
“life-size” painted sketch of 
a stationery store suspended 
at the rear of the convention 
room. The members were so 
engrossed in Mr. Latsch’s 
ideas that many questions 
were asked at its conclusion. 


The eight-hour Sales In- 
stitute was rounded out with 
an instructive window dress- 
ing demonstration presented 
by the experts of Horder’s 
Inc., Chicago, under the supervi- 
sion of Mr. H. Wilson, supervisor. 
Mr. Wilson answered numerous in- 
quiries while the audience watched 
the window display in construc- 
tion. 

Thursday—Last Session 

The closing session of what Mr. 
Garvin described as “the biggest 
aggregation of stationers that 
have ever been together in the 
history of the world,” was pre- 
sided over by President Clegg on 
Thursday morning. Mr. Clegg 
made fitting remarks on the rec- 
ord-breaking convention which 
was coming to a happy close. He 
expressed appreciation of the co- 
operation of the manufacturers, 
the dealers, the Chicago Commit- 
tee, Ladies Committee, and others 
—as well as the talented speakers 
who contributed so richly to the 
success of the program. 

President Clegg then called for 
reports from the various divisions 
and committees. These are pub- 
lished elsewhere in this issue. No 
reports were made by the Manu- 
facturers, Sales Managers, and 
Wholesalers divisions. The manu- 
facturers had cancelled their 
meeting to meet with the dealers 


Bottom: An Indian, 
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in the Fair Trade session. So many 
of the sales managers were occu- 
pied with other things in connec- 
tion with the convention that 
they postponed their meeting un- 
til a few weeks hence. 

The business proceedings of the 
session were suspended for a few 
moments to receive a colorful pres- 
entation of Chicago’s invitation 
to hold the convention in this city 
again next year. A full blooded 
Winnebago Indian, Chief Whirling 
Thunder, regaled in tribal cos- 
tume, entered with four men 
dressed in trapper buckskins and 
accompanied by Jim Brogan, a 
representative of the Chicago As- 
sociation of Commerce. The Chief 
spoke in his own native tongue, 
and was followed by Mr. Brogan 
who extended the N. S. A. a warm 
welcome to return in 1938. He ex- 
plained that the Indian Chief is 
a Chicago business man, and that 


the others were representatives of 
the American Legion and had 
taken time off from their work to 
convey this invitation. Secretary 
Garvin responded with thanks and 
declared this the most unique in- 
vitation the group has ever re- 
ceived. 

In connection with the resolu- 
tion on prison made goods, there 
was considerable comment upon 
this competitive situation. J. S. 
Sprott, president Globe-Wernicke 
Company, Clem Seeley, Adrian 
Pembroke, and Mr. Garvin 
brought out what is being done in 
various state and federal institu- 
tions. 

The last speech of the conven- 
tion was presented at this point 
by General Manager Garvin, on 
“The Year Ahead,” in which Mr. 
Garvin referred to problems con- 
fronting American business. He 


Conventionites Enjoy Play 


The splendid program of enter- 
tainment arranged for the dele- 
gates and their ladies officially 
opened on Monday afternoon with 
a tea and reception for the wives 
of past presidents of the associa- 
tion. The event was held in par- 
lors ten and eleven at the Palmer 
House, from two-thirty to four- 
thirty. Mrs. Karl Castle, chairman 
of the ladies committee, greeted 
the visitors upon their arrival, 
and after presenting the guests 
of honor introduced Mrs. W. Neill 
Stewart who presented Mrs. W. C. 
Clegg, wife of the retiring presi- 
dent, with a pair of silver bud 
vases. The balance of the after- 
noon was devoted to an enter- 
tainment supplied by the Trinity 
High School of River Forest, IIl., 
consisting of dramatic selections 
and vocal, violin and piano solos. 

The first gala event of the con- 
vention was the dancing and en- 
tertainment held on Monday eve- 
ning which jammed the grand 
ballroom to capacity and consisted 
principally of a capital floor show 
equal to any presented anywhere 
in Chicago. Singing and dancing 
acts and a clever roller skating 
trio interspersed with a chorus of 
pretty girls maintained a contin- 
uous show until nearly midnight 
when the floor was cleared for 
dancing. 

One of the high lights of the 
show was a series of conjuring 


tricks performed by Ed Little of 
the Wabash Cabinet Company, 
who amazed the spectators with 
his feats of legerdemain which 
have been in constant demand at 
previous conventions over a num- 
ber of years. 


Tuesday and Wednesday were 
busy days for the ladies. Starting 
at noon on Tuesday, they attend- 
ed a luncheon and card party at 
the Chicago Athletic Club where 
each guest was presented with a 
small pocket cigarette lighter by 
the Sanford Manufacturing Com- 
pany, and several valuable door 
prizes were awarded after names 
were drawn by Mrs. E. Y. Horder. 


On Wednesday the ladies at- 
tended a luncheon at the Mar- 
shall Field’s Wedgewood Room af- 
ter which they journeyed to the 
Harris theatre to watch a mati- 
nee performance of “You Can’t 
Take It with You.” 

Thursday was spent in enjoying 
a lengthy sightseeing tour of Chi- 
cago and its many points of in- 
terest including Chinatown, with 
a stop for luncheon at the “Gold- 
en Dragon” in the Chinese quar- 
ters. 

The Banquet 


But the big event to which ev- 
eryone looked forward with antic- 
ipation was the thirty-second an- 
nual banquet and Grideron held 
in the grand ballroom on Thurs- 
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suggested that the slogan for the 
year be based on a “better rela- 
tionship between ourselves and the 
public’”—centering on “fair trade, 
fair dealing, fair conditions.” 
Upon the adoption of the Nomi- 
nating Committee’s report, there- 
by electing the new officers and 
governors, Harold J. Hampton was 
escorted to the platform by Harry 
Morgan and Ivan Allen and given 
an ovation by the members. In 
presenting him with the gavel, 
Mr. Clegg said, “If you get the 
support I have received, I am sure 
that under your leadership the 
association will reach new 
heights.” With brief remarks of 
appreciation and the promise that 
he would do his best, Mr. Hamp- 
ton returned the gavel to Mr. 
Clegg, who was to continue in of- 
fice until after the annual ban- 
quet terminating the memorable 
convention that night. 


Program 


day night. Every visitor; every 
delegate and his lady looked for- 
ward to a good time, and were not 
disappointed. 

Almost on the dot of 7 o’clock 
the banquet opened in a riot of 
color and music. Every table was 
crowded with the ladies and their 
escorts in evening clothes upon 
whom Charlie Garvin beamed 
down from the raised speaker’s 
table with his usual good nature. 

The event opened with a flag- 
raising ceremony and singing of 
the national anthem after which 
the delegates settled down to a 
splendid dinner of chicken with 
all the usual trimmings. Floating 
toy balloons with which each ta- 
ble was plentifully supplied kept 
going a hilarious game in which 
it seemed everybody present par- 
ticipated. 

Lengthy speeches were taboo, 
Charlie Garvin confining himself 
to very brief talks in which he 
expressed the organization’s 
thanks to Harry Tehan, Charles 
M. Higgins & Company; Charles 
Consodine, of the Wallace Pencil 
Company, Charles Everly, of OFr- 
FICE APPLIANCES, and Mrs. Carl 
Castle whose combined efforts, the 
speaker said, made the convention 
possible. 

The Gridiron, fashioned after 
the annual event staged by the 
National Press Club at Washing- 
ton, D. C., in which government 
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officials including the president 
are unmercifully lampooned, was 
a riot of fun from start to finish. 
A cast, whose enthusiasm slightly 
outweighed their training as thes- 
pians, was composed of Charles 
Garvin, Bill Block, Andy Maish, 
Harry Tehan, Otto Eisenlohr and 
Charlie Chase. 

Only a few of the delighted 
spectators, however, knew that in 
one of the sketches portraying 
a love scene in a garden Charlie 
Chase and Otto Eisenlohr (the 
amorous pair) were basely double- 
crossed by Harry Tehan. Stage 
Manager Pro Tem Tehan had sup- 
plied a moon, and a bunch of 
flowers at the sweethearts’ insis- 
tence but when they loudly yelled 
for a fountain Tehan produced a 


seltzer syphon and completely 
drenched the unsuspecting pair. 

Following the Gridiron presen- 
tation came the awarding of the 
annual cups as follows: The Han- 
sell cup to Regional District No. 5, 
received by President-Elect Har- 
old Hampton as regional gover- 
nor; The Charles M. Higgins cup 
to E. B. Ely, Santa Fe Book & 
Stationery Company, Santa Fe, 
N. M., for the governor making 
the most outstanding record of 
the year. 

Retiring President William 
Clegg received round after round 
of applause when he was pre- 
sented with a beautiful silver 
service by Neal Stewart, of Dallas, 
Texas, on behalf of the associa- 
tion. Mr. Garvin then introduced 
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past presidents of The National 
Stationers Association including 
Ivan Allen, Blaine Bristoll, Cliff 
Wilson, Mr. Stewart and Harry 
Morgan. Fred Seymour, of Hor- 
der’s, then took the stand to 
briefly announce that both Chi- 
cago and the Chicago Association 
of Commerce want the next con- 
vention to be held in that city. 

The shortest speech of the ban- 
quet was made in characteristic 
fashion by President-elect Hamp- 
ton. Following a beautiful build- 
up by Toastmaster Garvin, Mr. 
Hampton took the stand and said: 

“I will endeavor to continue the 
good work of Bill Clegg and Char- 
lie Garvin. Thank you.” 

Several hours of dancing were 
enjoyed following the banquet. 


Five Centuries of Progress Exposition 


Diversified Lines of Industry Products Engage the Attention of Large Crowds 
on Each Day of the Convention — Number of Exhibits Thirty Per Cent 


W tru a third more exhibitors 
and a considerably larger attend- 
ance by dealers and their sales- 
men seeking information, the sec- 
ond presentation of the Five Cen- 
turies of Progress Exposition re- 
corded another success in the 
achievement-record of The Na- 
tional Stationers Association. 

As early as Sunday afternoon, 
before the exposition was officially 
open, eager visitors arrived intent 
upon viewing the various exhibits. 
In the spirit of true opportunism, 
many of the exhibitors received 
the “early birds” and provided 
data concerning their lines. 

At four o’clock Monday after- 
noon, the exposition was ceremon- 
iously opened by General Manager 
Garvin with the help of a band of 
“Texas Cowboys” impersonated by 
members of the Wis-Ill Club. These 
talented gentlemen, attired in ten 
gallon hats and the other cowboy 
regalia, marched into the conven- 
tion hall at the conclusion of the 
first day’s session beating drums 
and blowing horns. 

At the behest of Mr. Garvin the 
conventionites formed in line be- 
hind the band and entered the 
exposition hall. From that time 
until eleven p. m. the exhibitors 
welcomed inquisitive dealers. 

On Tuesday and Wednesday they 
were at their stands from five p. m. 
to one p. m. and on Thursday 
from twelve noon to five p. m. 


Greater Than Last Year 


As one means of enhancing in- 
terest in the exposition, a number 
of exhibitors conducted contests, 
the winner of which received valu- 
able prizes. 

More than 2,000 people partici- 
pated in the contest conducted by 
the Weis Manufacturing Company. 
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HARRY TEHAN, HARD WORKING, 

EFFICIENT MANAGER OF THE EXPO- 

SITION OPENING THE GATES TO THE 
EXHIBIT HALL 


First place honors were taken by 
R. T. Keller of The Carters’ Ink 
Company, Chicago office; second 
place by C. R. Chamberlin of the 
Cel-U-Dex Corporation of Brook- 
lyn, N. Y., and third place by H. B. 
Sylvester of Sylvester and Nielsen, 
Inc., Appleton, Wis. 

The G. J. Aigner Company in- 
trigued visitors with an interesting 
contest, and in a neighboring 
booth the Dennison Manufactur- 
ing Company “packed them in” at 
regular intervals with another 
kind of contest. 

During the first three days at 
exposition, the visitors at the Cel- 
U-Dex booth received a die-cut 
figure of “Yippie,” a little bow- 
legged fellow to whom was at- 
tached a key. One of the keys 
fitted the lock of a treasure chest, 
which was being carefully guarded 
in the booth. On Thursday after- 
noon six-year old Jane, daughter 
of Mr. and Mrs. Rae McCoy of 
Battle Creek, Mich., presented the 
key that opened the chest. Which 
seems to be rather complete evi- 
dence that she is the “real Mc- 
Coy.” 

The Markwell Manufacturing 
Company also conducted an inter- 
esting contest concerned with wire 
staples. 

Among the givers of souvenirs 
were the following: Banker’s Box 
Company; C. L. Downey Company; 
Eaton Paper Corporation; A. W. 





Five Centuries of Progress 
Exposition 


. F. S. Webster Com- 
pany. 

. Yawman and Erbe 
Manufacturing Com- 
pany. 

. Bates Manufacturing 
Company. 

. Bankers Box Com- 
pany. 

. Boorum & Pease 
Company. 

. Polar Manufacturing 
Company. 
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. Pelouze Manufactur- 
ing Company. 
. McMillan Book 
Company. 
. Diebold Safe & Lock 
Company. 
10. Eaton Paper Corpora- 
tion. 
11. Dennison Manufac- 
turing Company. 





Photos, except No. 8. by Kaufman 
& Fabry. No. 8 by Burke & 
Korethe 
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Five Centuries of Progress 


Exposition 








+ ¥ . Art Metal Construc- 
tion Company. 
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& Company. 
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MAP OF THE UNITED STATES, WHICH 
WAS DISPLAYED AT ONE OF THE OPEN- 
ING SESSIONS OF THE CONVENTION. 
PRESENTS A VISUAL RECORD OF THE 
ENTIRE MEMBERSHIP OF THE NATIONAL 
STATIONERS ASSOCIATION.—Prepared by 
the Moore Push-Pin Company, the map 
formed the background of the company's ex- 
hibit. By means of colored tacks, cards 
rings and flags twenty-six separate facts 
were disclosed. The data indicated included 
locations and memberships in every city, 
with different colored tacks to indicate deal- 
ers, manufacturers, travelers, associate mem- 
bers, sustaining members, etc. Other Moore 
maptacks showed those who were members 
prior to 1935, those who joined durine 1935 
1936, and those who joined since October 
1936. Past-presidents, present officers. exec- 
utive committee, regional districts, local as 
sociations, national conventions and other 
important information all were to be seen in 
this single comprehensive map. It will be 
permanent!v displaved in the Washington of- 
fice of N.S.A. General Manager Garvin. 





Faber, Inc.; Markwell Manufac- 
turing Company and Sanford Ink 
Company 


Indication of the widespread in- 
terest in the exposition was evi- 
denced by the presence of Jim 
Lewis of Lewis Stationery Com- 
pany of Calgary, Canada, and Juan 
I. Orozco of Havana, Cuba 
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Descriptions of Exhibits 


ACCO PRODUCTS, INCORPORATED, Long Island City, N. Y.— 
This display was in charge of George B. McGlade, vice-president and 
general manager, assisted by William J. Boyd and William E. Wint 
rich. The display showed the many applications of the Acco fastener 
to the problem of handling business records. Following is a list of the 
items that were featured: The various types and sizes of Acco fasten- 
ers, a complete line of Accobind folders, Accopress binders and covers, 
Acco punches, Acco clamps, and paper clips. Another feature of the 
display was the Accoway blueprint and filing equipment 

ACE FASTENER CORPORATION, Chicago, Ill.—This_ exhibit 
showed the full range of Ace stapling machines, including up-to-the- 
minute improvements and additions to the line, as well as standard and 
patented wire staples. Bill Weber, vice-president and sales manager, 
was in attendance to help dealers with their stapling problems. Assist 
ing him were Bill Smith, Jack Abbott, Ben Grayson, Hy Linden, and 
Harry Sturdevant 

ACME CARD SYSTEM COMPANY, Chicago, Ill.—This display 
showed the dominating features of the Acme line of visible equipment 
It also showed various open dealer items such as the Acme visible atias 
-the Acme Da-log—the “Package line—Acme steel card signals— 
Acme correspondence clips—the bottom-line card holder. The exhibit 
was in charge of D. R. Pinney, manager dealer sales, assisted by W. R 
Chapel and W. J. Dick. 

ADD-A-GUIDE, INCORPORATED, Los Angeles, Calif.—This dis- 
play consisted of the presentation of “Hi-Grade” filing supplies and a 
complete line of visible systems. Harry W. Wardy and Arthur Stables, 
Ir.. were in attendance. 

G. J. AIGNER COMPANY, Chicago, Ill.—Presented was a display of 
indexes, index tabs, Aico Grip tubular edge tabbing, and desk pads 
The display was under the supervision of Elmer Krumwiede, sales man- 
ager, assisted by G. J. Aigner, W. D. Comstock, secretary, and Clinton 
Martin 

ALLEN CALCULATORS, INCORPORATED, New York, N. Y.— 
A complete line of figuring machines was displayed, including four dis- 
tinct lines now being made available to stationers with machine depart- 
ments. These four lines incorporate low priced portable adding ma- 
chines, large capacity desk electrics, cash registers and the R. C. Allen 
ten key calculator. Gordon Laurence, assistant to the president, was 
in charge 

AMERICAN LEAD PENCIL COMPANY, Hoboken, N. J.—The dis 
play was in charge of Hamilton Kendrick, manager of the Chicago 
office. Also in attendance were Benny Allen, Augie Krohne, Charles 
Wadsworth, sales manager, and other members of the sales staff. The 
company had an unusual display illustrating the patented Colloidal 
Process by which the lead in Venus and Venus-Velvet pencils is made 
ART METAL CONSTRUCTION COMPANY, Jamestown, N. Y.— 
Art Metal equipment in three of its principal divis‘ons: Director filing 
visible filing equipment and Airline desks was 
shown. The display included demonstrations of the construction and 
operating parts of the Director line of vertical files. New models of 
Airline desks of which there are eleven were also demonstrated. The 
Postindex Division demonstrated the complete line of Postindex visible 
devices using the Postindex spring wire and trunnion card holder which 
permits the use of four-page and multiple forms. Also on display was 
the Postindex Bettersight index which has many special advantages 
E. A. Keeling, vice-president wholesale division, was in charge assisted 


equipment, Postindex 


by Roy Wells, district manager, Boyd Henderson, district manager, and 
Tom Quickel of the agency sales department of Postindex. 

ART SPECIALTY COMPANY, Chicago, I1l.—Colonel Ernest Dalton, 
Middle Western and Eastern representative was in charge. Bert M. 
Morris, Western representative, Arthur Natenberg, secretary and treas- 





JANE McCOY PROVES TO BE “THE REAL McCOY.’’—At 
the Cel-U-Dex booth Thursday afternoon, Jane McCoy, six 
years of age, found herself the possessor of the key that 


opened the treasure chest. She seems to be enjoying herself. 


urer, and Robert Natenberg, president, were also in attendance. On 
display were fine desk lamps, fine metal smoking stands, and indirect 
Luminart torchiers in original designs and beautiful finishes. 

ARTILITY METAL PRODUCTS, INCORPORATED, Elkhart, Ind. 
—This exhibit was in charge of George Whitney, dealers supervisor for 
the company. Several new executive chairs were on display as well as 


(Turn to page 135, please) 
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4’ "HICAGO NEXT!” It was heard 

in convention hall, in the assem- 
bly rooms, in the hotel lobby and in the 
hall of exhibits. Even in the elevators. 
Central location was usually the first 
reason given. Facilities for the exhibits 
was another. These and other reasons 
were voiced in many conversations upon 
the subject. 

The Chicago Chamber of Com- 
merce, through Mr. Fred Seymour, 
member, extended its invitation for the 
convention next year. And through Mr. 
Seymour also the stationers and manu- 
facturers extended their cordial invita- 
tions. 

“Whirling Thunder,” a Chicago 
business man descended from a Winne- 
bago chief, in full regalia and accom- 
panied by several descendants of hunt- 
ers and trappers in costume, appeared 
before the closing session to extend a 
hearty invitation and urge return of the 
convention to Chicago next year. 

Yo ho, executive committee! Chi- 
cago next? 


= 

G. J. Brown and W. M. Collett of 
Brown & Collett, Ltd., Toronto, spent 
Monday morning seeing the displays in 
Exhibition Hall, having driven from 
Toronto Saturday solely for that pur- 
pose. Business necessitating their re- 
turn that day, they did not register at 
the convention. 

. 

Charles A. H. Thom of Gregory, 
Mayer & Thom, Detroit, with Mrs. 
Thom, returning from Milwaukee 
where Mr. Thom attended the Supreme 
Council (Scottish Rite), gave their 
many friends a pleasant surprise by ap- 
pearing at the convention hotel Thurs- 
day, spending several hours there be- 
fore leaving for St. Louis for a visit 
with their daughter who resides there. 
Most of the brief stay at the hotel was 
spent in viewing the products displayed. 

€ 


Bert Abrams, of the Modern Sta- 
tioner, gave his scores of friends a de- 
lightful surprise when he proudly in- 
troduced them to his bride who at- 
tended the convention with him. The 
fact that Bert was taken ill and con- 
fined to bed for a day or two when 
he arrived in Chicago did not prevent 
him doing a splendid job on co-editing 
with Charles Everly, of Orrice Appti- 
ANCES, the convention daily, “The 
N.S.A. Daily Uprising.” 

o 


Sam Block, of the Universal Paper 
Products Company, Chicago, suggests 
that in listing the registration from day 
to day the name of the hotel at which 
the delegate is stopping be added to 
save many a tiresome search of hotel 
registers and many telephone calls for 
those seeking friends or business ac- 
quaintances in a hurry. 


Around & About 
the 
Convention 


The Constitution booklet presented 
by Orrice AppLiANces to delegates 
and visitors at registration was highly 
complimented by many recipients. The 
number of requests for additional cop- 
ies reduced the reserves to such extent 
that a plan for their use elsewhere had 


to be abandoned. The enthusiasm with _ 


which the booklet was received com- 
pensated the publishers for the time, 
effort and expense entailed in its pro- 
duction. 


The General Fireproofing Company’s 
dinner to its distributors made Tuesday 
evening an outstanding convention date 
for those attending. In the reception 
room gardenia corsages were pre- 
sented to the ladies and a white carna- 
tion to each gentleman. Around the 
board on the fourth floor of the conven- 
tion hotel were gathered one hundred 
fifty in home-folks informality. With 
Bill Hoge circulating about to urge a 
“second helping.” George C. Brainard, 
president of the GF Company, and 
Mrs. Brainard extended hospitalities in 
the receiving room. Near them at the 
table were seated Mr. and Mrs. Charles 
P. Garvin, Mr. and Mrs. William C. 
Clegg and Mr. and Mrs. B. J. Bristoll. 
There was a cordial welcome and greet- 
ing from Mr. Brainard. A humorous 
story by Charlie Garvin, pleasant com- 
mentary from Mr. Clegg, and at vo- 
ciferous request of the company, Bill 
Hoge told the “little green soldiers” 
story. The guest from the remotest 
point was Floyd D. Ransom of Mexico 
City. 

* 


The convention boomed business for 
the watch makers. There was the beau- 
tiful wrist watch presented to General 
Manager Garvin by some friends on 
the night of the closing dinner. With 
which he was as pleased as a kid with 
a new toy. 

Another was that given Miss Jo- 
sephine Eckert, sales woman for the 
Santa Fe Book & Stationery Company, 
Santa Fe, N. M., by the NSA troupers 
in appreciation of her tireless efforts 
for the troupe during their stay in her 
city in March. 

Others were much appreciated awards 
at the golf match. 

& 


Once again the working press cover- 
ing the convention owes a sincere vote 
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of thanks to Miss Rose Cushman, sec- 
retary and “right-hand woman” to Gen- 
eral Manager Garvin. Unfailingly 
pleasant, ready at a moment’s notice to 
find this or find that, and with an un- 
derstanding sympathy for those whose 
task it is to dig out and report every 
phase of the convention, this young 
lady is indeed indispensable. 

col 

For the benefit of those who insisted 

to enquirers that they had seen W. A. 
Sheaffer, president, W. A. Sheaffer Pen 
Company, we report that Mr. Sheaffer 
WAS at the convention but pressure of 
business forced him to board a train for 
home late Sunday night. 

* 


Instead of a display of pencils the 
Eberhard Faber Company’s exhibit con- 
sisted of a miniature stage upon which 
a four-act comedy, played by puppets, 
was staged at stated intervals. The cast 
consisted of Sally Steno, a stenog- 
rapher; her boss, her girl friend and a 
stationer. The title was “The Way of 
a Maid With a Mogul and a Mongol” 
(Pencil). It made a hit. 

a 


Again Edward L. (Ed.) Little, of the 
Wabash Cabinet Company, Wabash, 
Ind., distinguished himself as arranger 
par excellence, handling the hundreds 
of special requests for good banquet 
seats. Managing to please more than 
1100 diners without a single complaint 
forthcoming is something to brag 
about. And he managed to find time 
for a score of other little jobs without 
once losing his proverbial good nature 
and pleasant smile. The Latins wrote 
a phrase about Ed more than a thou- 
sand years ago. “Multum in Parvo”— 
much in Little. 

* 

Doings of the convention lost their 
significance for John Kerns, Philadel- 
phia representative of the Stationers 
Loose Leaf Company, with an abrupt 
stop when he received the following 
telegram on the opening day: “Bar- 
bara arrived about 10:30. Marie and 
baby doing fine. All over at 11 o'clock.” 

a 


A fractured ankle, suffered in the 
locker room of the Kildeer Country 
Club on Sunday afternoon, did not stop 
Ray Urmston, of the J. F. Staedeler 
Company, New York, from attending 
the convention. Aided by a wheel chair 
and a splendid determination to let 
nothing interfere with his plans, he was 
very much among those present. 

ae 


Members of Mr. Garvin’s office staff 
and the working press are indebted to 
the General Fireproofing Company and 
the Royal Typewriter Company for the 
desks and typewriters these two compa- 
nies thoughtfully provided during the 
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convention. General Fireproofing Com- 
pany furnished six large desks and 
Royal brought in three new typewriters 
all of which were placed at the dis- 
posal of the workers in the fourth floor 
convention headquarters. 


* 
The Stationers Guild of America 


held a private dinner on the second eve- 
ning of the convention at which thirty 
members of the organization were pres- 
ent. The visitors were welcomed upon 
their arrival by A. J. Walker, who then 
turned the meeting over to Al. Wil- 
liams, general manager of the Guild. 
Following the dinner interesting discus- 
sions were held on various subjects in- 
cluding advertising and promotional 
work among the sales forces of Guild 
members. The evening closed with the 
appointment of a committee to arrange 
for the publication of a new Guild re- 
tail catalogue. 





~ 


& Grayston Company, Minneapolis; Ed. M. Hansen, Miller-Davis 


Company, Minneapolis. 


ee 


Process Company. 


Ben Quackenbush, Plymouth Stationery Company, Chicago; Ed 
Meyer, Edmeyer Manufacturing Company. 
R. C. Hamilton, Evansville Desk Company. 
Mr. Sable, Sables Office Outfitters, Detroit, 
A Rockwell-Barnes group—awake and asleep.—Standing: Bob 
Peterson, Bill Meister and George Thoma. Seated: ‘‘Uncle’’ 
Walter Maas, E. Fitzgerald, Tom Salsman, Ed. Conlon. Catching 8. 
up on his sleep after a strenuous day is Tom Gillice, of the same 
company and secretary of the Wis-Ill Club, Chicago. 

6. E. T. Waters, Waters & Waters Division; M. C. Barber, Neidich 


Mich. 


Manufacturers should join in three 
ringing cheers for the Blackwell-Wie- 
landy Company, of St. Louis, Mo. This 
progressive and enterprising firm sent 
a representative to the convention car- 
rying a briefcase in which reposed 52 

count "em—52 nice fat orders for 
merchandise. Multiply the number of 
orders by the total registration and— 
as Bill Clegg would say—“boy, you’ve 
got something there!” 


The worth of the splendid exhibition 
hall insofar as the display stimulates 
sales idea is concerned was aptly dem- 
onstrated by a dealer from Michigan. 
This dealer, whose name was not re- 
vealed, spent considerable time looking 
over the booth of the Polar Manufac- 
turing Company. He was there every 
day, looking and admiring. On the 
fourth and last day of the convention 





Ed. H. Cooper, Boorum & Pease Company; Art Grayston, Thomas 7. Standing: Leslie Dunlap, 
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he returned and purchased THE EN- 
TIRE DISPLAY. 
« 


One of the noted visitors to the con- 
vention was E. S. Wood, president of 
the Esterbrook Steel Pen Manufactur- 
ing Company, who was attending the 
conclave as part of his fiftieth anniver- 
sary with his organization. Modest to 
a degree, Mr. Wood refused to discuss 
his career other than to admit with a 
smile that he started out as an eleva- 
tor boy. 


& 

Miss Jane McCoy, a pretty (and 
lucky) young schoolgirl from Battle 
Creek, Mich., won $100 when she held 
the lucky key which opened a box at 
the Cel-U-Dex Corporation booth. 
“That’s the real McCoy,” the young 
lady’s parents exclaimed when their 
daughter was awarded the substantial 


prize. 


Rockford Printing & Stationery Com- 


pany, Rockford, Ill.; Bill Small, Johnson Chair Company; Charies 
Mueller, Joseph Dixon Crucible Company; C. A. Morse, C. O. 
Burras Stationery Company, Oak Park, Ill.; Frank Cooper, Codo 
Manufacturing Company. Seated: Claude Dunlap, Rockford Print- 


ing & Stationery Company; Homer Weber. Richard Best Pencil 


Rollin Sprague. 


Company; Julia Spicer, Just & Sons, Chicago; William Schuster, 
National Blank Book Company. 


Weis people get up early.—This group from Weis Manufacturing 
Company was photographed at 8:30 a. m. 
Colomb, Walter Nichols, Karl Castle, Harry Nichols, Stanley 
Woodruff. Seated: Gilbert Weis, H. A. Consor, Harold McPike, 


Standing: Lionel 


a“ 
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CAMERA SHOTS HERE AND THERE AT THE N. 8. A. CONVENTION GOLF OUTING. 


. E. 8S. Wood, Esterbrook Steel Pen Manufacturing Company; G. D. 


Hills, Seneca Falls Rule and Block Company. 


. G. H. Griggs, Griggs Printing & Stationery Company, Belling- 


ham, Wash.; George Hausam, Hutchinson Office Supply Company, 
Hutchinson, Kans.; F. 8. Cooper, Codo Manufacturing Company; 
L. B. Hausam; R. R. Kemski, R. R. Kemski Printing Company, 
New Ulm, Minn.; Erle Steinbeck; Don Crile, Office Equipment 
Company, Canton, Ohio; G. J. Aigner, G. J. Aigner Company; 
Ronald Tope, Tope Book & Office Supply Company, New Phila- 
delrhia, Ohio. 


. A. G. Frost, Esterbrook Steel Pen Manufacturing Company; S. B. 


Groom, Thomas Groom Company, Boston. 


. ©. W. Priesing, The Wahl Company; Ted Caswell, F. S. Webster 


Company; Dick Healy, Santa Fe Book & Stationery Company, 
Santa Fe, N. M.; Charles P. Schoen, The Wahl Company. 


. Roy M. Hopko, Bill Goff, Inc., Madison, Wisc. 
. George Cormack, Wilson-Jones Company; Ollie Stevens, Stevens- 


Maloney & Company; E. V. Just, Just & Son; Ernie R. Lund, 


Englewood Blue Print Shop. 


. D. H. Benner, Kessler Office Supply Company, Grand Rapids; 


B. E. Trautman, The Brooks Company, Cleveland. 


. R. M. Dering, Gary Office ye yo Company; R. E. Hodge; 


J. A. Johnson, Globe Furniture Stationery Company, Chicago; 
H. C. Anderson, The Globe-Wernicke Co.; P. D. Lioyd, Horder’s, 
Inc. 


. J. S. Kral, Buckeye Office Supply Company; T. W. Bussing, De- 


troit. 


N. S. A. Golfers Compete at Olympia Field 


= the complete coopera- 
tion of the weather man, the golf 
committee provided a day of un- 
alloyed pleasure for the 133 golf 
addicts at the convention. 

Early Thursday morning the 
par-battlers began heading south 
for the Olympia Field’s Country 
Club. Course No. 3 was the scene 
of action. 

Playing conditions were perfect 
and the variety and difficulty of 
the course provided plenty of op- 
portunity for the players to dem- 
onstrate their skill. Stroking the 
little white pellet from the tee to 
the green in the fewest number 
of swings proved an intriguing 
process. 

The golfers representing the 
West team repeated the victory 
of last year by garnering seven- 
teen and one-half points to the 
eleven and one-half earned by 
the East team representatives. 
Thus the Eberhard Faber Cup be- 
came the possession of the West 
team for another year. Following 


are the names of the winning 
team mates: 
Cliff Cody Geo. Hausam 
Frank Ryan P. Barkley 
Carl King R. Latsch 
H. McPike J.Crow 
R. Siebert J. Montgomery 


The Eastern team was com- 
posed of the following: 


Ivan Allen, Jr. M. Vernon 


J. Kahn H. MacNeill 
R. Sainberg Ray Weisenborn 
E. Wood F. Christiansen 


R. Pomerantz W. Stafford 


The Buffalo Stationers’ Cup, in- 
dicative the lowest net score of 
the day, was won by Cliff Wilson 
with an eighty-five. The lowest 
record was established by J. L. 
Abbott, whose score was seventy- 
nine. Two dealers—H. H. Griggs 
and George Hausam —were tied 
in competition for the Wis-Ill 
Club Cup, with a low gross rec- 
ord of eighty-one. Mr. Griggs won 
on the toss of a coin. Another 
golfer who recorded a low gross 
of eighty-one was Frank Ryan. 


Of the 133 golfers competing, 
107 won prizes. The total value 
of the prizes awarded was esti- 
mated at about a thousand dol- 
lars. The gate prizes were won by 
Walter Snelling and Ollie Stevens. 
H. H. Griggs earned a_ special 
prize by making the longest drive 
—245 yards—off the first tee. Gold 
watches were won by W. S. Staf- 
ford, Harry Balch, Walter Bussing 
and H. M. Clark. 

An interesting and highly ap- 
proved handicapping system was 
used in this year’s tournament. 
The entire list of golfers was 
divided into eleven classes—a 
championship flight and ten addi- 
tional flights. By a toss of a coin 
the second nine holes was 
selected as the one upon which 
the classification into flights would 
be determined. All the cards 
turned in were arranged in gross 
score order. As the eleven flights 
permitted twelve competitors in 
each class, the first twelve in the 
gross score record were automati- 
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dat General Pencil Company and Defiance Sales Corpora- 
tion. 


14. H. J. MacNeill, Binney & Smith; R. A. Weissenborn, General 

1. W. 8S. Lennartson, Office Appliances; Folger Fellowes, Bankers Pencil Company; R. B. Sainberg, Sainberg & Company; Julius 
Box Company; Joe Pritchard, Pritchard Stationery Company; M. Kahn, David Kahn, Inc. 

Dick Vail, Vail Manufacturing Company; Harry Balch, Quality 15. J. L. Abbott, Ace Fastener Corporation; H. E. Morgan, Just & 
Park Envelope Company. Son; W. J. Weber, Ace Fastener Corporation. 

2. Ralph V. Maneval, A. W. Faber, Inc. 16. Lionel Colomb, Weis Manufacturing Company; Jack Crow, Hall 

38. Tom MacCorkindale, Just & Son; R. A. Jonas, Oxford Filing Stationery Company, Topeka, Kansas; 8. M. Woodruff, and Gil- 
Supply Company; Bill Schuster, National Bank Book Company; bert Weis, The Weis Manufacturing Company. 

Bob Latsch, Latsch Bros. Company, Lincoln, Neb.; Fred Cook, 17. Blue Holleman, Holleman-Miller Company, Augusta, Ga.; R. J. 
Just & Son. Pinns, Finch & McCullough; W. D. Meister, Rockwell-Barnes 

4. F. P. Seymour, Horder’s, Inc.; C. W. Simpson, Art Metal Con- Company; R. W. Redin, Superior Type Company; Dick Caen 
struction Company; R. D. Cooper; Hy Linden, Ace Fastener Esterbrook Steel Pen Manufacturing oe ge John A. Gilbert, 
Corporation; 8. Hurtig, Wicker Park Stationers; Bill Diehl, Office Appliances; Bob Wood, Esterbrook Steel Pen Manufac- 
Diehl Offico Equipment Company, Columbus, Ohio; W. L. Snell- turing Company; Clif Wilson, Wilson Stationery & Printing 
ing, Horder’s, Inc. Company, Houston. 

5. Karl King, Office Engineers, South Bend, Ind.; W. J. Tynan, 18. Charles Consodine, Wallace Pencil rE my and president, 
S. 8. Stafford, Inc.; G. E. Jones, C. L. Barkley Company; H. C. Wis-Ill Club; F. H. Jones, Horder’s, Inc.; E. B. Seaborg, Nagel- 
McPike, Weis Manufacturing Company; Frank Ryan, Sanford Chase Manufacturing Company; Charles Lofgren, Sanford Manu- 
Manufacturing Company; Ivan Allen, Jr., Ivan Allen-Marshall facturing yoo egg F H. A. Pinch, University of Chicago; E. E. 
Company, Atlanta, Ga.; J. B. Rushmore, Reyburn Manufactur- Long, Horder’s; Bill Boyd, Acco Products; Ray L. Hammond, 
ing Company; W. S. Stafford 8. 8S. Stafford, Inc. National Blank Book Company; 8. L. Griebel, Yawman and Erbe 

6. Charles F. Underwood, Fulton Specialty Company; Al Williams, Manufacturing ‘i M. D. Hasty, Sengbusch Self-Closing 
Stationers Guild of America; M. R. Landes, Polar Manufactur- Inkstand wn & F, P. Seymour, Horder’s; C. W. Sengbusch, 
ing Company; Richard Pomerantz, A. Pomerantz & Company, Sengbusch Self-Closing Inkstand Company; Russell Carpenter, 
Philadelphia. Sanford Manufacturing Company. 

7. F. H. Palmer, Eaton Paper Corporation; C. F. Cody, C. F. Cody 19. In this group are M. R. Landes, Polar ea}, Company ; 
Company, Dubuque, Iowa; J. E. Conlon, Rockwell-Barnes Com- Bob Weaver and Fred James of James & Weaver, Philadelphia; 
of R. Pomerantz, A. Pomerantz & Company, Philadelphia; John 

8. . A. Heyer, Heyer Corporation; Al Skibbe, Associated Station- Hanley and Carl Lang, Binney & Smith; Harry Yager, David 
ers Supply Company; George Herrmann, Heyer Corporation; Kahn, Inc.; Bob Gemmell, Binney & Smith. 

E. ¥. Horder, Horder’s, Inc. 20. Bennie ‘‘Hole-In-One’’ Powell, A. W. Faber, Inc. 

9. G. J. Aigner, G. J. Aigner Company; Erle Steinbeck, 8S. K. 21. In this group are H. M. Clark, H. M. Clark Office Supply Com- 
Smith Company. pany, Phoenix, Ariz.; Willis Palmer, Jr., Boorum Pease 

10. E. T. MacIntyre, Defiance Sales Corporation; Norman Watts. Compaay; Harry L. Short, Columbian Art Works; Jim Mont- 
Office Equipment Company, Louisville. gomery and T. Higgins, Charles M. Higgins & nae ow AL Bill 

11. R. P. Towne, National Blank Book Company; 0. G. Bayless, Cole, General Pencil Company; M. W. Drake, Drake-Lindsay 
Lowman & Hanford Company, Seattle, Wash. Company, Shreveport, La.; Jack Kemp, Jr., Ever Ready Calen- 

12. Some of the golf trophies. dar Manufacturing Company; Bill Lipner, Koh-I-Noor Pencil 

13. E. J. Lessard, Lessard Stationery Company, St. Louis; L. P. Company; Bill Block, Victor Safe & Equipment Company. 


cally placed in the championship The following firms contributed prizes: Pin Co.; Modern Stationer; Frank Mashek 
: , Acme Card stem Co.; Art Specialty & Co.; National Blank Book Co.; Neva- 
flight, the next twelve in the first Co.; Art Metal Construction Co.; Art Steel Clog products ine. ; _ Nocsting ve Tighet 
> ; a 0.; merican Pencil Co.; Automatic Pen- o., Inc.; ationa ulcanize ibre Co.; 

flight, ete. _Those in the cham cil Sharpener Co.; Autopoint Co.; Acco Prod- Office Appliances; Oxford Filing Supply 
pionship flight competed at ucts, Inc.; Ace Fastener Corp.; G. J. Aigner Co.; Oakville Co.; Polar Mfg. Co.; Parker 
: . Co.; Binney & Smith Co.; Bates Mfg. Co.; Pen Co; Quality Park Envelope Co.; Rite 

scratch. First flight players were Carter's Ink Co.: Cooke & Cobb Co.; Cel- Rite Mig. Co.; The Reyburn Mig. Co.; 
~ j -Dex 0.; olumbian Art Works; The ockwe arnes Co.; anfor g. 0.; 

allowed a two stroke handicap. Conklin Pen Co.; H. C. Cook Co.; C. L. Stationers Loose Leaf Co.; Service Steel 
In each succeeding flight the Downey Co.; Dennison Mfg. Co.; Joseph Prod. Co.; Sainberg & Co.; Spencerian Pen 


handicap was increased two points 
so that the players in the tenth 


Dixon Crucible 


Paper Corp.; 
; W. Faber, 


Co. ; 


Defiance Sales Corp.; 
David Kahn Inc.; Eagle Pencil Co.; 
Esterbrook Steel 
Inc.; 


Eberkard Faber 


Co.; J. S. Staedtler, Inc.; S. Stafford, 
Inc.; W. A. Sheaffer Pen Co.; Stationers 
Specialty Corp.; The Standard Diary Co.; 
Stein Bros. fg. Co.; Sengbusch Self-Clos- 


Eaton 
Pen Mfg. 


: ‘ o.; A. 
flight were given a twenty stroke Peacil Co. Fulton Specialty Co. Finch & ing pinketand Co. ; Southworth Co.:, Terry 
: : a : cCullouch; Geyer’s Stationer; George B. enfiller Co.; Trusse g. Co.; Vai g- 
handicap. This system permitted Graff Cons Generel Pencil. Co.; Globe- Wer- Cos Vicsor Bete & E pt. Co; Weaemaher 
i nicke Co.; . A. Ink Eradicator Co.; as. 0.; eis g-. Co.; e a o.; L. EB. 
the presentation of the eleven M. Higgins & Co.; The Heyer Corp.; Waterman Co.; Wallace Pencil Co.; Byron 
first prizes, eleven second prizes, C. Howard Hunt Pen Co.; The J. L. Han- Weston Co.; Wilson-Jones Co.; F. S. Web- 
son Co.; Markwell Mfg. Co.; Moore Push- ster Co.; Yawman and Erbe Mfg. Co. 


etc. 


The Chicago golf com- 
mittee members who han- 
dled the tournament with 
efficiency and dispatch were 
as follows: 


Ralph Maneval, chairman 
Tom MacCorkindale 
Karl King A. M. Allen 
Karl Kiesel E. Lund 


CONVENTION FRIVOLITIES. — 
Top: Members of the Wis-Ill Club 
band who led convention delegates 
into the exposition hall as part of 
the grand opening ceremonies. Left 
to right: Harry Short, Ben Powell, 
George Aigner, Fred Fenne, Frank 
Bald, Bob Vojta, Gordon Kickels 
and Karl Kiesel. Gridiron actors 
who displayed their histrionic skill 
at the annual banquet Thursday 
night. At left, left to right: Otto 
Eisenlohr, Dorsey Company, Dal- 
las, Tex.; William Block, Victor 
Safe & Equipment Company; 
Charley Chase, American Pad & 
Paper Company; Parle Cooley, 
Bates Manufacturing Company; 
Andy Maish, Dennison Manufactur- 
ing Company, and Harry Tehan, 
Chas. M. Higgins & Company. At 
right, left to right: Standing, 
Charley Chase, Charles P. Garvin, 
N. 8S. A. general manager, Parle 
Cooley and Andy Maish. Seated. 
William Block, Harry Tehan and 
Otto Eisenlohr. 
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Report of Officers and Committees 


President's Report 
By William C. Clegg 


P reracine my remarks, I would like to say that 
my report has been made as short as possible. It is 
impossible for me to cover in detail the tremendous 
action which has taken place in the association during 
the past year. A year ago when the nominating com- 
mittee approached me with “high pressure methods” 
and suggested that they would like to have me accept 
the office as your president, I don’t mind telling you 
that I was scared to death and at the same time was 
fully appreciative of the tremendous honor and dis- 
tinction that accompanies the office of president of a 
great association such as The National Stationers Asso- 
ciation. 

I accepted this office with a good deal of misgivings, 
but prepared to do the best that I could, and after a 
year in office am glad to say that my experience as 
president of this organization, and my contacts wita 
the fine officers and splendid members that I have 
met all over the country, has enriched my life, adding 
a treasure of new friends. And, in presenting this re- 
port, I feel that it is impossible for me to adequately 
express my appreciation of the splendid cooperation 
which I have had and the wonderful experience which 
has come to me in this work. 

No report from me would satisfy me if I were not 
permitted at the very beginning to tell you that we 
are tremendously fortunate in this organization in 
having as our officers and governors and past-presi- 
dents, men who regard the organization almost as a 
religion; who are ready at all times to sacrifice their 
personal convenience and interests in order to serve 
you and me. And then again, it is noticeable that the 
men who serve this association as elected officers and 
governors are the type of men who make strong 
friends, are wonderful codperators, and men whom I 
consider it a privilege to work with. 

It would be easy for me at this point to mention 
a number of names of men who have been outstand- 
ing in their contributions to the association this year, 
but for fear of overlooking some good men, I am going 
to pass this by. 

N. S. A.’s Business Management. After being elected, 
I decided that it was my duty as an officer of this 
association to first go to Washington and find out 
firsthand just how the association was being run so 
that I might better serve you. Therefore, it was my 
pleasure to visit headquarters in November, and there 
with Charlie we went over the entire management 
of The National Stationers Association and I am glad 
indeed to report that there is probably not another 
association in the whole United States which is run 
as efficiently as is ours. The entire personnel has been 
carefully selected and well trained; so as a business 
man, let me say to you that you need never worry 
about your business office as long as our present gen- 
eral manager is in charge. 

During this visit we decided upon the dates of the 
regional meetings, and these, as you know, were 
definitely announced before Christmas—which we be- 
lieve was an advantage, especially to the traveling 
men. At this time, also, we took up the matter of 
activities for the association for the ensuing year and 
it was decided that we should endeavor in all ways 
possible to bring home to the members constructive 
thoughts on merchandising. This thought has been 
carried through the year and is culminating in the 
sales institute which will take place at this convention. 
Also, there are now articles which will appear in The 
National Stationer, which have been sent in to me 
by active members of the association, and it is my 
wish now to thank them for their very generous con- 
tributions. 

As to the Regional Meetings. It is indeed going to 
be very hard for me to comment on these, as the ones 
which I attended were so well handled it would be 
impossible for me to pat anybody on the shoulder and 


say that they had done the best job. .. . But I do want 
to pay tribute to those governors who were responsible 
for the meetings. They took off their coats and went 
to work in a genteel manner and accomplished results. 

The first meeting of the year was in Utica on No- 
vember 20th. This was the largest attendance we have 
ever had in District No. 2, and was held under the 
leadership of Governor Al Preston. 

Our group first visited New Orleans, at which there 
was a very large meeting. We next moved into Texas 
and held a meeting at Waco. From thence we went 
to Santa Fe, Dick Healy’s stamping grounds, and en- 
joyed two very fine business days. (It was at this 
place where Charlie learned to do his famous hoop 
dance.) 

Next we went to Los Angeles and San Francisco, 
where two meetings were held under Jim Parsons. 
Both of these meetings were well attended and much 
business was accomplished. I cannot pass without 
paying tribute to our good friend, Ed Wobber, who 
has been so active in California, but who really saved 
= lives with the wonderful few days spent at Wood- 
side. 

We next took the train for Seattle, and in this far 
off northwestern city we had another splendid meet- 
ing, Tom Pelly presiding in his usual fine fashion. 
On our way to Kansas City we stopped off in Denver 
for a few hours and were graciously received by sta- 
tioners of that city. Upon arriving in Kansas City we 
found that plans were made for a very splendid meet- 
ing and these plans did not go astray. John Ford had 
worked very hard and results came forth. 

Next we went up to St. Paul where a one-day meet- 
ing was held. The same old story seemed to prevail— 
good plans and good business. Ed Hansen deserves 
credit for the splendid work he has done in that dis- 
trict. We now moved to Milwaukee where we spent a 
very full and interesting day under the leadership of 
Harry Sylvester. 

About this time your president was running out of 
time, and had to return home; but he is told that in 
Cincinnati a few days later they had a very large 
convention which was under the leadership of Harold 
Hampton and this was no different from the rest. Dis- 
trict No. 2 held its usual well attended meeting at 
Philadelphia under the leadership of Governor Dan 
Smith. Later in the season there was another district 
meeting held in New London, Connecticut, under the 
leadership of Governor Burt. Please excuse me if I 
take a few minutes to speak of this particular meeting. 
If you will remember, Charlie Garvin was in Europe 
and I was in Texas and our good friend, Harold Hamp- 
ton, consented to act for the association at that re- 
gional meeting. He deserves a lot of praise—and be- 
tween him and Governor Burt, they put on another 
successful meeting. 

The Hansell Cup. I am glad to report that the con- 
test for the Hansell cup was vigorous and successful in 
enriching the membership of the association. I am 
a firm believer in the present policy of the Association 
in reference to the quality of membership and there 
are some very interesting angles to this. A couple of 
years back when our general manager began to apply 
the yardstick to membership, there was a feeling 
among manufacturers, or at least among some of 
them, that the publication of policies would be hurtful 
in some way or other. 

It is. extremely interesting to report that today, 
through the application of the yardstick and through 
the formulation of a closed membership policy, every 
retail member has on his desk the dealers handbook 
containing the names and policies of all the manufac- 
turers in the association, and no longer is there the 
slightest objection to publication of policies—and in 
the acquisition of new members, the policies of every 
prospective member have been carefully reviewed be- 
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fore being admitted to membership, with the result that 
we have quite close to our maximum manufacturing 
membership and have brought in during the year a 
very satisfactory number of desirable dealers. The 
total increase in our membership during the year, ac- 
cording to the last figure that I have been able to ob- 
tain up to the opening of this meeting is 112. 

I would like to add my appreciation to that which 
has been expressed by the president preceding me, to 
Mr. Hansell for his fine generosity in presenting the 
wonderful membership cup to the association, and I 
feel that we owe a very great debt of gratitude to Mr. 
Hansell because his idea has resulted in two years of 
a very large increase in our membership of 313. 

New Laws. During the year we have seen the appli- 
cation of the Robinson-Patman law. The office reports 
to me that the cases under the act have not progressed 


1. Standing: F. H. Calhoon, J. R. Battelle and E. B. Fitzpatrick, 
Peerless Key-Imperial Manufacturing Company. Seated: Mrs. 
Calhoon, Mrs. Kietchmer, Mrs. E. B. Fitzpatrick, Record Prod- 
ucts Company. 

2. Rube Baxter, manufacturer’s representative; John Ford, Jr., 
Peterson Lithographing Company, Omaha; Ernie Hazel, Jr., 
Lockwood-Hazel Company, Atchison, Kans.; E. L. Little, Wabash 
Cabinet Company. Seated: Wiliiam Schmiederer, Buxton & 
Skinner Printing & Stationery Company, St. Louis; Gerry Man- 
ning, governor, Eighth district, Joplin Printing Company, Joplin, 
Mo.; Ralph Bauman, Western Lithographing Company, Wichita, 
Kans.; E, J. Mitchell, manufacturer's representative. 

8. Standing: John Hanley; Bob Gemmell; Carl Lang, Binney & 
Smith Company. Seated: Charles Underwood, Fulton Specialty 
Company; Peyton Barkley and C. L. Barkley, The C. L. Barkley 
Company. 
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to the point where the act itself is doing the job that 
it was intended to do. However, the passing of the 
Robinson-Patman act has had some real results in 
that it encouraged many people to eliminate from 
their methods of doing business, discriminations which 
they were glad to get rid of and which were not of 
any material benefit to them, but in many cases were 
a burden; and so the intangible effect of the law has 
been to set up better ethical practices, to eliminate 
discriminations and over a period of time I feel that 
this law will be of equal assistance to those who wish 
to continue their business in an ethical way. 

This year has marked the completion of the twenty- 
year fight for the Fair Trade laws throughout the 
United States; and while the state which I represent 
has not yet passed these laws, still I believe that they 
are coming. The last figure I have indicates that 42 


i] eh 


be 


4. Standing: E. F. Ahlquist, Quality Park Envelope Company; 
Grenville Davis, manufacturer's representative; Richard Vail, Vail 
Manufacturing Company; Charles Consodine, Wallace Pencil Com- 
pany, new vice-president in charge of Field Division. Seated: 
Cc. L. Link, Weldon Roberts Rubber Company; Harry Balch, 
Quality Park Envelope Company; E. J. Lessard, Lessard Printin 
& Stationery Company, St. Louis; Joseph Pritchard, Pritchard 
Stationery Company, Chicago and Michigan City, Ind. 

5. Standing: Bill Sahm, Eagle Pencil Company; R. C. Huntley, 
Sturgis Posture Chair Company; Al Skibbe, Associated Stationers 
Supply Company. Seated: Mrs. E. B. Espenscheid, A. Espen- 
scheid, Peoria; Mrs. Bert M. Morris, Los Angeles. 

6. Three generations with one company.—Seated: W. G. Ridley, 
forty-five years with American Pad & re Company. At right: 
W. G. Ridley, Jr., twenty years. Left: . G. Ridley, ITI. Cen- 
ter, standing: Charlie Chase, American Pad & Paper Company. 
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States now have Fair Trade laws and during the early 
part of the summer the president finally signed the 
Miller-Tydings bill which removed the last fear of 
legal complications from the possibility of Fair Trade 
law effectuation. 

I am glad to say that our business office was ex- 
tremely active in this matter and that more and more 
I feel that the location of our office in Washington 
has resulted in good to our business, because of the 
close proximity of our management to the govern- 
ment. We are continually in touch with what is go- 
ing on and our organization is in a position to be of 
help on those things which are of real value to the 
individual business man. I would like to add that our 
general manager has a knack of getting in touch with 
the right people and being able to get vital informa- 
tion just about as quickly as anybody in Washington 
... and when he gets it, he knows exactly what to do 
with it. 

I shall not attempt at this time to go into any dis- 
cussion with reference to the Fair Trade laws because 
during this convention we will have the great Fair 
Trade Rally, and I urge that everybody be in their 
seats when that meeting starts—for there you will 
hear the story of the possibilities of the Fair Trade 
laws, and what they can do. I am extremely happy 
to be able to include in my report the fact that dur- 
ing this year Fair Trade laws have become the law 
of the land. 

At the last convention, by unanimous vote of the 
association, our general manager was instructed to at- 
tend the annual convention of the Stationers Associa- 
tion of Great Britain and Ireland, at Hastings, Eng- 
land, on June 12th through the 16th, 1937. Our gen- 
eral manager attended this meeting, and judging by 
the reports, he has done his usual fine job. I would 
like to refer to the magazine called the “British Sta- 
tioner,” the July number. In this issue it shows much 
of the activities of Charlie on this trip and also shows 
that there was a vote of thanks given to him for his 
very inspiring address. It states that Charlie was a 
salesman, and had sold himself to them on that day. 
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The president of the British Stationers Association, 
Mr. J. Adams Keene, also associated himself with the 
vote of thanks to Mr. Garvin. 

Not satisfied with this service, Charlie was asked to 
serve as a delegate to the International Chamber of 
Commerce which was held in Berlin on June 28th 
to July 3rd. ' 

I believe that the stationery industry was particu- 
larly honored in that Mr. Garvin was requested to 
make a speech on distribution for the American dele- 
gation in the distribution conference which had dele- 
gates from 43 nations of the world. He was also se- 
lected to give an address of appreciation by the Ameri- 
can delegation to the officers of the delegation. 

It is my feeling that our business received a great 
deal of prestige from our first participation in this 
movement and that it was a real distinction to have 
our representative participate in such a way at this 
meeting. We have, of course, in our association a num- 
ber of men who could have represented us ably, but I 
do believe our choice was splendid when we decided to 
send Charlie overseas. He can be depended upon in 
almost every way—in fact, I believe he can do every- 
thing but play golf and ride horseback. He is built in 
such a way that he cannot very well play golf, and 
when he goes to ride horseback, the horses all go on 
a “sit down strike.” 

During the year our business office has established 
contacts with the stationers of Norway and the Nether- 
lands, and we have been in the position of advising 
with these associations by sending them, upon request, 
material developed in our office. I feel that these 
international contacts, which will include Belgium, are 
very helpful. 

Our general manager continues as a member of the 
T. A. E. Advisory Committee in Washington, a commit- 
tee composed of outstanding men representing twenty 
of the larger industries and trades of the country and 
we feel that the stationery industry, being included in 
such a group, is in the fortunate position of having 
access to the best thinking available in American 
business. 


RAVAGES of the sea! 


1. Herbert Walsh, Southworth 
Company; A. 0. Swartz, Swartz 
Office Supply Company. 


2. Paul Cheney, sales manager, 


Juan J. Orozco, Cuban repre- 
sentative, Southworth Com- 
pany. 


3. C. E. Attwood, Postindex Com- 
pany; Ed Keeling and Algot E. 
Larson, Art Metal Construction 
Company. 

4. Ed. F. Perry, Trussell Manu- 
facturing Company: G. Enge- 
len, Smead Manufacturing Com- 
any; Will Winnes, Will 

innes Company, Cincinnati. 

5. Harry Morgan, past president, 
NSA, Stationers Corporation, 
Los Angeles; Ed. M. Berry, 
president, Wholesale Stationers 
Association, Portland, Me. 
coast to coast picture with part 
of some ocean for a back- 
ground. 

6. Standing: A. F. Krieg, Indiana 
Desk Company; G. D. Norman, 
Hoosier Desk Company: L. J. 
Warren, Stow-Davis Furniture 
Company. Seated: William H. 
Brown, Jasper Chair Company; 
8. Guy Norman, Hoosier Desk 
Company. 
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1. Charles Temple, Jr., Temple Desk Company, St. Louis; J. R. 
Bate, Invincible Metal Furniture Company; Mrs. Bate; J. P. 
Hyde, Office 8 eeeaity Company, Mankato, Minn 

2. Paul Kiesel, Virginia Kiesel, Mrs. Karl Kiesel, Karl Kiesel, The 
Carter's Ink Company. 

3. L. J. Matthews and W. P. Kelly, Office Equipment Company, 
Louisville; E. E., Coyle, Chicago; Walton A. Keller, Walton r 
a Company, Cedar Rapids, Iowa. 

4. C. E. Eckstein, Jasper Office Furniture Company; L. J. Bohnert, 
Indiana Desk or and New Indiana Chair Company; 
= Scott Bitto and ckerle, Jasper, Ind. 

5. H. Skinner, W. H. Skinner Company, Washington, D. C.; 
Mice Budney, Hedg»s Manufacturing Company; Dorothy Sand- 
ers, Toronto; 8. C. McKee, manufacturers’ representative. 

6. J. S. Ball, Kilham ee & Stationery mpany, Portland, 
Ore.; John B. Hibbard =~ arry Anderson, The Globe-Wernicke 
Co.; Clarence Larkin, J. K. Gill Consens, Portland, Ore. 

7. W. J. Tynan, 8. 8. Stafford, Inc.; Tom Gillice, Rockwell -Barnes 
Company; Al Barbaro, Aetna Stationers, ene president, 
Tllinois Stationers Association; Edgar R. Hooper, Stuart-Hooper 


i. /. 

8. L. . Brown, Eberhard Faber Pencil Company; Adrian Pem- 
broke, Pembroke Stationery Company, Salt Lake City, Utah; 
John B. Hibbard, The Globe-Wernicke Co.; A. C. Van Horn, 
Eberhard Faber Pencil Company. 

9. C. Harnischfeger and William forley, Bramwood Press, Indian- 
apolis: Charles Davis, Automatic encil Sharpener Company; 
Fred Richmond, Richmond & Backus, Detroit. 

10. Jim Dryden, Ziegler, Inc., Cincinnati; Jack Kuresman, Pouns- 
ford Stationery Company, Cincinnati; H. C. Anderson, The 
a Co.; Harry Dick, Redeker & Dick, Inc., Cin- 
cinnati. 


Services of the Association. It is not necessary that 
I should outline all of the various services of the asso- 
ciation in this report, but I call your particular atten- 
tion to the fact that when one considers the value of 
the National Stationer, our official organ, the Washing- 
ton News Letter, The Sales News Letter, The Monthly 
Sales Survey, Saturday Morning Memos, Flashes from 
Washington, Stationeradiograms, The Information 
Bureau, The Stationers Sales Course, The Manufac- 
turers’ Bulletin Service, The Voice of the Field Divi- 
sion, The Work of Our Research Department and of 
Our Dealers Recovery Committee, the Sales Manager 
Division, the Loose Leaf Division, the National Coun- 
cil, the Joint Committees, our regional meetings and 
all of the work that is done that it is amazing that 
this association can supply so many valuable services 
for the small amount of dues which are assessed by 
the association. 

There are two particular services I want to call spe- 
cial attention to. First one is the survey on the cost 
of doing business. This year we have close to a hun- 
dred reports which is much better than the several 
years preceding this, but nevertheless we are not re- 
ceiving as many reports as we should on this valuable 
work. I call your attention to the fact that years ago, 
when the Harvard Bureau did this work for us, the 
expense was large; each member had to pay a special 
assessment, and under those circumstances we were 
able to secure over 200 reports. 

This year, the office not only got out a report on 
the cost of doing business, but also a comparative 
report showing our cost as compared to chain store 
distribution. It is interesting to note that the com- 
mercial stationers cost of doing business not only was 
on a par with the chain store but it is very apparent 
that the service afforded to the manufacturers by the 
commercial stationer is so much more adequate and 
comprehensive than that of these outlets who carry 
no outside sales force and who do not carry the com- 
plete lines, that the value of the commercial stationer 
as an outlet is considerably enhanced. 


I urge that more members send in their reports, 
and it is not too late to send them in now so that 
we may add them to those we already have and get 
out subsequent reports on the cost of doing business. 


The dealers’ handbook, distributed during this ad- 
ministration, is now in the hands of all of our dealer 
members. It is a valuable reference book and I sug- 
gest that every member should keep this handbook 
up to date and should use it for reference. It is inter- 
esting again to point out that the handbook not only 
contains the names, addresses and other interesting 
information in reference to manufacturers from whom 
we buy, but contains the sales policies of these manu- 
facturers. The handbook is to be continued and in 
the hands of those who really use it, it is a valuable 
reference book and roster. 

It is my belief, after a year of close contact with 
this movement, that The National Stationers Associa- 
tion is not only a growing concern, but that it is 
going places! Certain it is that this organization is 
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fulfilling the hopes and ambitions of its founders, and 
is performing a definite service whose value is far 
beyond the amount of dues paid by the individual 
member. 

I must make the observation that for the extremely 
small amount of dues that members pay into this 
organization it seems to me there is nothing in our 
business that we buy, from which we receive anywhere 
as much profit as we do from the membership in The 
National Stationers Association. The association 
deserves more support than it gets. I do not believe 
the average trade association in Washington would 
think it possible to get so much work done for such 
a small amount of money. Our association probably 
spends less in one year than many associations spend 
in one month, and I also believe that we get much 
finer results. 

This you can all “charge up” to Charlie Garvin. As 
I have said before, he cannot be duplicated, and should 
be given cooperation from every standpoint. 

Now a Word About This Convention. If statisticians 
were able to accumulate the value of the time of this 
convention by measuring the accumulated investment 
of those attending, we would have a startling figure. 
It would set a value on each hour of the convention 
that would run into a large amount. Therefore, I com- 
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arrive there on time, that we use the time of the con- 
vention in such a way that each hour will produce 
a return on the investment and that through the con- 
tact with all the fine people here, we develop some- 
thing that we can take home with us and apply for 
progress in our business. 

In closing let me thank you for the most interesting 
year of my life. Your cooperation has made it possible 
for the governors, board of control and officers of this 
association to keep up the fine unbroken record of 
progress in The National Stationers’ Association. Busi- 
ness has been good and is good and we believe it will 
continue to be good for several years. The association 
can do much to make business good and to keep busi- 
ness good, but it can only be done through the active 
participation of the members in the work. Therefore, 
I bespeak for the next administration the type of co- 
Operation you have given this one and I Know that 
this will be cheerfully done. Let me say as a final 
word that while cynics may scoff at business organiza- 
tions some of the finest elements of life develop 
through the associations made in an organization like 
this one and I am proud to have served as your presi- 
dent and can assure you that my services in the future 
will always be at the call of what I believe to be the 
finest trade associations in the country. Gentlemen, 
I give you N. S. A. 


Convention Registration 


mend to you that we attend the sessions, that we 
A Allen, W. B., Joseph Dixon Cru- 
cible Company, Jersey City, 

Abbott, J. L., Ace Fastener Cor- 


N. J. 
Alter, George H., Invincible Metal 


poration, Chicago, II 
Furniture Company, Manitowoc, 


Baer, Edwin I., Baers’, Canton, Barkley, Peyton H., C. L. Bark- 
Ohio ley Company, Chicago, III. 
Bainbridge, G. W., Bainbridge, Barrett, Paul L., Johnson Chair 
Kimpton & Haupt, Inc., New Company, Chicago, III, 
York, N. Y Bartol, George E., Jr., C. How- 





Abrams, A. B., Modern Stationer, 
New York, N. Y. 

Adams, Francis K., S. G. Adams 
Company, St. Louis, Mo. 

Adams, Fred McMillan Book 
Company, Syracuse, N. Y. 

Agronick, Benjamin, Bene & Com- 
pany, Providence, R 


Ahlquist, E. F., Quality Park En- 
velope Company, St. Paul, 
Minn. 

Aigner, G. . G. Jj. Aigner & 


<= % 

Company, Chicago, Il. 

Alexander, George H., George H. 
Alexander & Company, Pitts 
burgh, Penna. 

Alger, Russell S., Cel-U-Dex Cor- 
poration, Brooklyn, N. Y. 

Allen, A. (Benny), American 
Lead Company, Hobo- 
ken, » ae 

Allen, Ivan, Sr., Ivan Allen-Mar- 
shall Company, Atlanta, Ga 

Allen, Ivan, Jr., Ivan Allen-Mar- 
shall Company, Atlanta, Ga 

Allen, Claude W., The General 
Fireproofing Company, Youngs- 
town, Ohio 


Pencil 





Wis. 
Amberg, A. A., Cameron, Amberg 
& Company, Chicago, III. 
Anders, G. A., The Parker Pen 
Company, Milwaukee, Wis. 
Anderson, H. C., The Globe-Wer- 
nicke Co., Cincinnati, Ohio 
Anderson, James L., Wilson-Jones 
Company, San Francisco, Calif 


Anderson, Phil M., Kansas Book 
Dealers Association, Newton, 
as. 

Armstrong, Howard, Armstrong 


Stationery Company, Cincinnati, 
Ohio 

Arnold, A. S., Shaw-Walker Com- 
pany, Muskegon, Mich. 

Augur, Newell A., Wallace Pen- 
cil Company, St. Louis, Mo. 
Autry, Jack, The Cooke & Cobb 

Company, Brooklyn, N. Y. 


B 
Babson, S. M., The Bates Manu- 
facturing Company, Orange, N 
J 


PAST PRESIDENTS’ AND REGIONAL GOVERNORS’ WIVES.— 


Mrs. 
Mrs. 


Left to right: Ivan Allen, 


Andrew Geyer; 


Sr. ; 
H. B. Sylvester; 


Mrs. Ivan Allen, Jr.; Mrs. 
Mrs. W. C. Clegg; Mrs. E. 


Baines, G. L., Fulton Stationers, 
Houston, Tex. 

Baitsholls, A. B., Eaton Office 
Supply Company, Inc., Buffalo, 
N 


Baker, I. C.. G. & C. Merriam 
Company, Springfield, Mass. 

Baker, James, The Baker Com- 
pany, Lubbock, Tex. 

Baker, Lennis, The Baker Com- 
pany, Lubbock, Tex. 

Balch, Harry, Quality Park En- 
velope Company, Chicago, III. 


Ball, J. S., Kilham Stationery & 
Printing Company, Portland, 
Ore. 


Bangs, James C., Pocatello, Idaho. 

Banov, Leon, manufacturers’ rep- 
resentative, Baltimore, Md. 

Barbaro, Alfred J., Illinois Sta 
tioners Association, Chicago, III. 

Barger, G. D., Cedar Rapids Sta- 
tioners & Office Outfitters, 
Cedar Rapids, Iowa. 

Barkley, Charles L., C. L. Bark- 
ley Company, Chicago, III. 


ard Hunt Pen Company, Cam- 
den, N. J. 

Bassett, A. G., The Wah! Com- 
pany, Chicago, IIl. 

Bate, J. R., Invincible Metal Fur- 
niture Company, Manitowoc, 
Wisc. 

Battelle, James R., Peerless Man- 
ae Company, Newark, 


Battey, Edward T., Boorum & 
Pease Company, Chicago, III. 
Bauer, R. C., National Blank 
Book Company, Holyoke, Mass. 
Baxter, G. M., The Diebold Safe 
& Lock Company, Canton, Ohio. 
Baxter, R. H., R. H. Baxter Sales 
Corporation, New York, N. Y. 
Bayless, Owen G., 
Hanford Company, 

Wash. 
Bayly, William E., The Emerson 
W. Price Company, Lima, Ohio. 
Beadle, J. G., A. B. Dick Com- 
pany, Chicago, IIl. 


Lowman & 
Seattle, 


Clifton Wilson; Mrs. C. P. Garvin; Mrs. B. J. Bristoll; Mrs. W. Neill 


Stewart; Mrs. Harold Hampton; Mrs. John Ford, Jr. 


Inset.—Mrs. 


Clegg holding bud vases given her at the reception Monday. 
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Beatie, W. W., Z. C. M. L., Salt 
Lake City, Utah. 

Beck, . jJ., American Crayon 

Company, —o——, Ohio. 

Becker, W. J., Dixon Pencil Com- 
pany, Chicago, Ill. 

Beekman, Bob, G. J. 
pany, Chicago, IIl. 


Aigner Com- 


Boemer, J. H., Henry E. Wedel- 
staedt Company, St. Paul, Minn. 
Boone, Charles T., Boone Bros. 
Co., Louisville, Ky. 
Boone, Nelson B., Boone 
Co., Louisville, Ky. 
Boren, W. A., Miami Stationery 
Company, Miami, Fla. 


Bros. 


a Company, New York, 

Brown, William H., Jasper Chair 
Company, Jasper, Ind. 

Burbank, Paul, Eaton Paper Com- 
pany, Pittsfield, Mass. 

Burbery, H. C., Commercial Sta- 
tionery Company, Chicago, Ill. 
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tionery & Supply Company, 
Chattanooga, Tenn, 


Campbell, R. D., Horder’s, Inc., 
Chicago, IIL 
Carlson, C. H., Horder’s, Inc., 


Chicago, Ill. 
Carpenter, R. P., Sanford Ink 
Company, Chicago, Ill. 


Boyce, A. E., A. E. Boyce Com- 
pany, Muncie, Ind. 

Boyd, Guy F., Shaw-Walker Com- 
pany, Muskegon, Mich. 

Boyd, W. )-. Acco + fe Inc., 


Bernasconi, Adolphe, Nascon Ser- 
vice, Inc., New York, N. Y. 
Berry, Edgar M., Berry Paper 
Company, Lewiston, Maine. 
Besser, Alfred E., Cel-U- 3 Cor- 


poration, New ‘York, Long Is _ City, N 
Bingham, F. C., Boorum & Pease Boyer, K. , Newell B. ‘Newton 
Company, Brooklyn, N. Y. kA, Toledo, Ohio. 
Bishop, R. V., Office Supply & Bradley, Jim, The Conklin Pen 
Printing Company, Cleveland, Company, Toledo, Ohio. 
io. Bradner, S. D., Columbus Blank 
Black, J. N., Parker Pen Com- Book Manufacturing Co., Co- 
pany, Janesville, Wisc. lumbus, Ohio. 


Brainard, George C., The General 
Fireproofing Company, Youngs- 
town, Ohio. 

Bredesen, W. L., Bredesen Broth- 
ers, Beloit, Wisc. 

Bretz, H. M., Archie Sherer Com- 

Blied, Leo, Blied Office Supplies, pany, Dayton, Ohio. 

Inc., Madison, Wisc. Bristoll, B. J., Koch Brothers, 

Block, Henry J. E., General Pen- Des Moines, Iowa. 
cil Company, Jersey City, N. J. Broaddus, V. T., Bartlesville Sta- 


Blades, 
ter, New York, N. 

Blair, J. C., The Steck Company, 
Austin, Tex. 

Blakeman, F. T., Spencerian Pen 
Company, New York we 


A., Abbott a Coun- 


Block, W. F., Victor Safe & tionery Company, Bartlesville, 
Equipment Company, North Okla. 
Tonawanda, N. Y. Brooks, John E., manufacturers’ 
Blum, Harold F., Spencerian Pen representative, Boston, Mass. 
Company, New York, We Brown, L. M., Eberhard Faber 


Burgoyne, Sidney J., Sidney J. Carpenter, W. W. S., Sanford Ink 
Burgoyne & Sons, Philadelphia, Company, Chicago, Ill. 
Penna. Casper, Keith, Z I, Salt Lake 
Burns, D. L., Mansfield Type- City, Utah. 
writer & Office Supply Com- Castle, Karl, Weis Manufacturing 


pany, Mansfield, Ohio. Company, Chicago, Ill. 


Burns, oe A., Frank A. Weeks Castle, W. B., astle Printing 
Manu acturing Company, New Comat Srorenety Tex. 
York, Caswell, H., S. Webster 


Company, Cambridge, Mass. 
Chadduck, Donald, The Carter’s 
Ink Company, Chicago, IIl. 
Challenger, Sidney H., Frank H. 


Burns, W. S., Miami Systems Cor- 
poration, Cincinnati, Ohio. 

Burton, A. C., The Heyer Corpo- 
ration, Chicago, Til. 


Bussing, T. . Detroit, Mich, Fargo Company, Bridgeport, 
Buten, E., P ow "Imperial Methods Conn. 
Company, Chicago, IIl. Chamberlin, C. R., Cel-U-Dex 


Cor ——? y Brooklyn, N. Y. 
Chambers, W., Scripto Manu- 
Cc facturing y Atlanta, Ga. 
Charleville, A., Carpenter Paper 


Cahill, C. N., Autopoint Company, Company, Omaha, Nebr. 


Chicago, Ill. Chase, Charles A., American Pad 
Calhoon, Frank, Peerless Key-Im- & Paper Company, Holyoke, 

perial Manufacturing Company, Mass. 

Newark, N. Cheney, P. W., The Southworth 
Callahan, D. Harry, C. R. Gibson Company, West Springfield, 

& Company, New York, N. Y. Mass. 


Campbell, G. P., Commercial Sta- (turn to page 88, please) 


Auditor's and Treasurer's Report 


I quote from the report of Wayne Kendrick & Com- 
pany, Certified Public Accountants, located in the Rust 
Building, Washington, D. C.: 

“We have audited the records of the Treasurer and 
the General Manager of The National Stationers Asso- 
ciation for the eleven-months period from October 1, 
1937, and have submitted exhibits, which in our opin- 
ion reflect the true cash position of the Association as 
at August 31, 1937: 

“Exhibit ‘A’—Summary of Cash Receipts 
and Disbursements 


For the Period from October 1, 1936, 
to August 31, 1937. 


“The records of collections of members’ dues were 
tested by a comparison with official membership rolls 
furnished us by the Association and we found mem- 
bers’ dues properly recorded. No attempt was made to 
show unpaid or delinquent dues in this accounting, 
nor did we circularize delinquent members. 

“All disbursements from the General Fund were sup- 
ported by vouchers properly signed by the General 
Manager and by properly endorsed paid checks, signed 
by the Treasurer and the General Manager. The dis- 
bursements from the Office Fund were supported by 
vouchers and properly endorsed paid checks. 

“All bank accounts were reconciled with statements 
furnished by the banks and were found to be correct 
as shown by Exhibit ‘A’. During the period under 
review cash dividends in the total amount of $179.33 


were received from the closed Federal-American Na- 
tional Bank and Trust Company. The balance of the 
claim against this bank, aggregating $416.00, as shown 
by Exhibit ‘A’, has been charged out of the cash ac- 
count, and set up as a claim against the bank on the 
books of the Association. 
Respectfully submitted, 
WAYNE KENDRICK & COMPANY. 
By T. Delos Paxman, 
Certified Public Accountant.” 


Mr. President and members of the Association, it is 
my pleasure to inform you that I have read this report 
of the auditors very carefully and, in my judgment, it 


is absolutely correct. 
Woodson P. Waddy, 


Auditor. 
oe * * 

Report of the Treasurer is as follows: 
Cash balance as of October 1, 1936........0.00000.... $ 9,847.85 
Total receipts for the 11-month period, Octo- 

ber 31, 1936, to August 31, 1937..............000.0.00 44,855.20 
Total disbursements for the 11-month period, 

October 31, 1936, to August 31, 1937........0000.... 39,224.80 
Cash balance as of October 1, 1936...............0...... $ 9,847.85 
Cash balance as of August 31, 1937...........000..... 15,062.25 


This report is respectfully submitted by your Treas- 


urer. 
W. E. Stockett, Jr. 
Treasurer. 


Report of Fair Trade Laws Session 


Mr. President and Gentlemen: We have already im- 
posed upon you by taking too much time. The out- 
Standing thought that should be indicated is the 
very deep sense of appreciation we have for the 
reception which has been accorded the West in pre- 
senting its views in connection with this fair trade 
question. We are very serious about it. We came 
here—while it may not be entirely altruistic—with 
the thought that we wanted to show you the bene- 
fits of that movement, and to share them with the 
rest in the industry. The manufacturers were kind 
enough to abandon their own meeting to attend this 
discussion, and we cannot but feel that this great 
courtesy deserves a vote of appreciation from our 
delegation. 

We endeavored to present to the best of our ability 
the various aspects of the Fair Trade laws as they 


have been applied and experienced in the West, with 
the hope we might stimulate just what happened, a 
serious acceptance of this —— by the other states 
in position to take advantage of it. One of the 
outstanding achievements was the pledging by the 
states of their codperation in attempting to utilize 
this new instrument, and that for two reasons: first, 
it will be tremendously to their advantage, and, sec- 
ondly, it will bring into the Association many hun- 
dreds of dealers in the smaller communities who 
at the present time have no knowledge of the doings 
of this great organization. This will help them to 
come closer to the National Association, and will 
help the Association to get closer to them As a re- 
sult, our Association will grow, and as those members 
of our industry get this help and guidance from the 
General Office, they also will grow and develop. 
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Fundamentally, we feel that all the states having 
Fair Trade laws should seriously attempt to apply 
those laws to their business. A sincere desire to use 
this thing will bring results. 
Federal Fair Trade Act 

My second thought was to stress the fact that we 
should have a Federal Fair Trade Act, to be applied 
nationally, as the ultimate solution of those prob- 
lems of price maintenance. Whether that can be 
brought about, no one knows. But every member of 
the industry interested in such a national application 
of this Law, the application in each state of those 
laws, and the experience they gain, will be the ground- 
work for a great national movement. We also feel 
the manufacturers have a definite responsibility. It 
will not be a success unless both factors contribute all 
they can to make it a success. We in the West like 
manufacturers’ support for the enforcement and 
prosecution of certain cases, which at the present 
time must be an illustration of the real teeth in this 
law. We have endeavored at this Convention to inter- 
est some of the manufacturers to take a forward step. 
No one wants to engage in litigation, but you have a 
position tnat you have taken in California and other 
states. We believe it is up to you to hold that position, 
and we will furnish proper evidence of violations that 
have taken place, and that may break down the 
industry in this particular. We believe one of the 
greatest blessings of the Fair Trade Act is that it re- 
lieves the merchant from the constant threat that is 
tearing him down personally, and tearing down his 
friendship with his competitors, in an attempt to out- 
smart and cheat the other fellow on price. When we 
may have a fair price on our commodities, which 
may be an ideal state, but which is achievable at least 
in part, then it will be possible to devote that time 
to our business, which will allow us to take advan- 
tage of the constructive effort available within our 
industry itself. I again thank the entire Convention 
for their attendance and attention at the Fair Trade 
meeting, and particularly the manufacturers for their 
courtesy in listening to our story. 

WILLIAM F. JOHNSTON, Chairman. 


OFFICE APPLIANCES 


Report of Field Division 


The members of the Field Division met here on 
September 28. The Vice-President addressed the meet- 
ing, and gave a brief survey of the activities of the 
Division during the year just past, and pointed out 
our opportunity for service to the stationers. There 
were 35 members present, the largest attendance since 
the organization of the Division. 

The Committee on Nominations recommended the 
nomination of Charles Consodine for Fourth Vice- 
President of the Field Division for 1938. The recom- 
mendation of the Committee was unanimously 
adopted. 

A steering committee was designated, to consist of 
presidents of the travelers’ clubs, to meet the Sunday 
preceding the Annual Convention of the Association. 
We decided also to have membership blanks prepared 
for the Field Division. 

General Manager Garvin addressed the meeting, and 
expressed his appreciation of the large attendance. He 
spoke also of the service rendered to The National 
Stationers Association by the Field Division. 

We believe we have just finished a good year, and 
are looking ahead to greater things for 1938. 

Fred Schaefer, 
Vice-President. 


Report of Credentials 


Committee 

ID vriitnsnteciecnteisenesins seller .. 146 
Manufacturer’s Salesmen. ........................ 245 
Dealers and Dealers’ Representatives . 522 
Trade Paper Representatives....... : = 13 
SII” scccctiopvantesaciiaigih ceueiadiakennn - salad 184 
IIE |. <vetnsconesndcclndunets uote sie 

alee eeelehilinaig lanes 1111 


Ed. Littke, Chairman. 
Tom Emerson. 

Harry Balch. 

Charles Everly. 

John Ford, Jr. 





HERE AND THtRE WITH THE CAMERA.—(1) R. H. Sprague, Weis Manufacturing Com- 
pany, looking towards the top of one of the oil derricks with a sample of oil in his hand. 
(2) A. S. Matthews, Hall Lithographing Company, Topeka, second convention visitor to use 
a wheel chair. Sprained an ankle in Kansas City on way to Chicago. (3) Ray Urmston, J. 5. 
Staedtler, Inc., in wheel chair suffering a broken ankle in locker room accident. Behind 
him is a Paul Fera of the same company, and at the left, Charles Schoen, The Wahl Com- 


pany. 
(5) George Hausam callin 


(4) Ivan Allen, Paul Cheney and others waiting their turn at the registration desk. 
delegates to the Wednesday morning session. 


(6) J. F. Robinson 


and E. L. Little of the Wabash Cabinet Company 
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SOME SPECIAL WORKERS IN THE EXHIBIT HALL.—(Left) Mary Joan Blair and Francyne Sim- 


mons, artists in the booth of the Carter’s Ink Company. 
os a Isabel Doig, Carter & Allen Company, Chicago, 
ed for Mittag & Volger dealers. 


nouncer for Stationers Loose Leaf Company. 


featuring the contest plan devis 


Report of the Necrology Committee 


Now let us pause to give thought and prayer to 
those beloved friends and colleagues who since our 
last gathering have been called to their Maker. 

Saddened though we are that in His wisdom He 
has taken them from us, we give thanks for having 
had the privilege of their friendship. 

Like good builders, each has left his mark upon the 
structure of this industry and this Association. Each 
of us who remains benefits by their work. 

Though we have been deprived of their physical 
beings, they remain ever in our hearts and minds. 
Their wise counsel shall guide us in the future as in 
the past. The example of their unselfish giving that 
we might all benefit by their experience, shall serve 
as a challenge to us to carry on with their work. 

We cannot know when our call will come. Let us 
then in our every act give evidence of our apprecia- 
tion of the friendship that those who have been taken 
from us bestowed upon us. 

“There is no death— 

What we call death is but surcease from strife. 
We have not lost the friend we mourn— 
He goes from life to life.” 

And so let us say: “Farewell, Dear Friends, God 

grant you rest and peace.” 


The Departed 


Leonard H. Rietdyk, Shaw-Walker Company. 

R. G. Craig, S. G. Adams Co., St. Louis. 

Edward Isaakson, Verstegen Printing Co., 
City, Iowa. 

Thomas F. Vaughn, Wabash Cabinet Co., Wabash, 
Ind. 

H. S. Adams, Adams’ Book & Art Shop, Rochester, 
Minn. 

Horace Russell, 
Texas. 

Charles E. Falconer, The Falconer Co., Baltimore, 

d 


Sioux 


Russell Stationery Co., Amarillo, 


on Parker, Parker Pen Company, Janesville, 
is. 

George Damon, George E. Damon Co., Boston, Mass. 

W. T. Gormley, H. C. Cook Co., Ansonia, Conn. 

Roy J. Williams, Lowman & Hanford Company, 
Seattle, Wash. 

J. Lomax Bryan, R. L. Bryan Co., Columbia, S. C. 
mm. B. Gregory, W. B. Gregory & Son, Inc., Detroit, 

ich. 

Jerome Weil, Bell Stationery Company, New York. 

Charles E. Gowdy, Western Representative Richard 
Best Pencil Company, Chicago. 

Lou Silverman, David Kahn, Inc., New York. 

O. D. Fielding, National Blank Book Company, Los 
Angeles. 

Charles A. Johnson, Burrows Bros. 

T. W. T. Boorum, Boorum & Pease Co., New York. 

Paschal S. Riddle, Association Stationers Supply Co., 
Chicago. 

H. M. Peiroe, F. S. Webster Co., Cambridge, Mass. 

J. Carrell Lucas, Lucas Brothers, Baltimore, Md. 

J. J. O'Hare, Boorum & Pease Co., Richmond, Va. 


(Center) Naomi Anderson, attractive an- 


A. L. Weis, Weis Manufacturing Co., Monroe, Mich. 
Will H. Zaiser, Sr., Des Moines, Iowa. 

wae M. Woodward, John W. Graham & Co., Spokane, 
ash. 

“ — Born, Diebold Safe & Lock Co., Canton, 
io. 
E. Sparks, L. W. Waterman Company, Oakland, Calif. 
M. H. Olsen, L. E. Waterman Company, Dallas, Texas. 
F. H. Laird, Laird Office Equipment Co., Charleston, 


W. Va. 
CARL SCHUTZ, Chairman. 
DAN SMITH, JR. 
C. A. STOTT. 
MORRIS HANSELL. 


Report of Budget Committee 


It was my privilege to serve on the Committee one 
year ago, and I find that the allotment for expenses at 
the Washington Office for its activities was kept well 
within the amount allotted last year. I am pleased to 
— a recommendation for the coming year as 
ollows: 


SRAIOND wcnsetnsicctisssitinitincicineniaintide een $25,000.00 
TIE uicicsessntntictchnnnadinciciisietinaidesidbineniel eae 2,750.00 
Printing and Stationery ........................ 6,000.00 
CORN TN ctechsscrccschacesscisdceacedeasn ais 3,500.00 
rel OS ee ae 500.00 
Regional Division Expense.................... 1,000.00 
Dues and Subscription........................... 500.00 
COORMIIIIEIOD vasnlisvenicsscemtsiwakucamee 1,500.00 
BRE vcccvinscnstnsiniciniosincmnsiillamiinanda $40,750.00 


Harry Morgan, Chairman. 
Arthur King. 

George Brainard. 

Jim Parsons. 

Herman Price. 


Report of Distributors Division 


This report will be short and snappy. We made up a 
short program, and then lost the copy, which gave us 
an opportunity to have a little different type of 
dealers’ meetings. At one time we had 225 here, al- 
most double the attendance of any dealers’ meeting 
heretofore had. Also, at some of our conventions 
dealers have gone away and said they didn’t have a 
chance to talk. We gave everybody a chance to talk 
here. The dealers’ meetings have been made much 
easier because of the successful dealers’ meetings 
held in all the districts. The meetings have become 
more instructive, and not just a series of complaints. 
Through the codperation of the field men’s organiza- 
tions in the various districts, we have been able to 
build up better codperation between dealers, and han- 
dle most of the complaints, so that it is not necessary 
to bring them up in the meetings. What was done in 
the dealers’ meetings will come before you in the form 
of resolutions from the Resolutions Committee. 


Harold Hampton, 
Vice-President. 
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e CONVENTION ADDRESSES ° 


>resented in the Sequenc 


-e of Their Order onthe N.S. A. Convention Program 


First Speaker Outlines Potentialities in 
Serving America's 8 Million Office Workers 


“You're in a Big Business 


By Dan Smith, Jr., 


Mf 


President 


Smith Printing Company, Wil- 
liamsport, Pennsylvania 


™- year our general manager threatened to invite 
me to have a part on this program. I could not refuse a 
request of Charley Garvin. At home I sit on a munici- 
pal committee, on which a Jewish rabbi sits. He told 
this story himself: An Irishman was making applica- 
tion for a position on the police force. Among the 
questions asked him was “What are rabies, and what 
would you do for them?” He had never been bitten by 
a mad dog, and had never come in contact with any- 
one who had, and didn’t know what to answer. He 
scratched his head, and then wrote “Rabbis are Jewish 
priests, and I wouldn’t do a damn thing for them.” 
(Laughter.) I don’t know that our general manager 
looks like a Jewish priest, but I would do anything for 
him, even to inflicting a speech if you care to listen 
to it. 

The subject is, “You Are in a Big Business.” At the 
regional meeting the title was “You Are in a Billion 
Dollar Business.” A billion is something the ordinary 
mind cannot conceive of. Only the big minds in 
Washington can talk in billions, and I understand now 
they have changed to Zillions. (Laughter.) But a 
billion dollars means a dollar for every minute since 
the year 1 A. D. Since the stationers’ trade is only 
500 years old, it means twenty dollars a second for all 
of that time. 

Figures are only relative, as illustrated by the news- 
boy who jumped on the running board of a million- 
aire’s car. The man said very brusquely, “Get off.” 
The boy said, “You don’t need to be so snobbish. The 
only difference between us is that you are working on 
your second million and I’m still working on my first.” 


“You Are In” 


You are in a big business. I want to talk first on 
the first three words, “You are in,” and how well we 
know we are in: From 1930 to 1933 some of us went 
out; some of us thought we were going out, and others 
wished to God we were out. Then in 1936 a flood came 
along and put some of us in Pennsylvania out. You 
fellows in the Ohio Valley got it later on. But we all 
went back in, and now that we are in, what are we 
going to do about it? Are we sorry for the fellows who 
are in? Are we going to hang a little crape, as some 
do? Are we sure we are in the wrong business, or are 
we glad and proud we are in the stationery business? 
Are we like the minister’s son, who boasted of his 
father’s profession? The surgeon’s son said, “My 
father just opens up, and takes whatever he wants 
out.” The lawyer’s son said, “My dad settles an estate, 
and keeps everything but a little small change. Your 
father is a minister, and he can’t do any of those 
things.” The minister’s boy said, “My father doesn’t 
have to hire an office downtown, and pay rent, and 
have a lot of office furniture. He onlv works a half an 
hour on Sunday morning and a half an hour in the 
evening, and it takes six men to carry the money up 
for him.” 

Are we sure we are right? Are we fooling our selves, 
or are we sure we are in the right business? Some 


men get off the track, and they are not sure whether 
they are right or not. A man traveling came to a 
place where there were new roads, and no — 

“Where 


yet set. He asked a little colored boy there, 

does this road to the right go?” “I dunno.” “Where 
does the middle road go?” “I dunno, Sah.” “Where 
does the road to the left go?” “I dunno, Sah.” The 


man said, “Well, I’ve heard of dumb people, but for a 
fellow to live in a place and not know where all these 
roads go, is more than I can understand.” And the 
boy said, “Yes, suh, I’m pretty dumb, but I ain’t lost.” 

We might take a lesson from that motion picture, 
“Wake Up and Live.” Some one said, “Life Begins at 
Forty,” but that isn’t true. It begins at thirty, or fifty, 
or sixty, or whenever we begin to wake up and find 
our place. 

If I have any hobby, it is associating with old people. 
I just attended the funeral of one of my old friends, 
and he was ninety-nine and a half years old, and he 
had a great ambition to live till he was a hundred. 
We have an old man near us eighty-five years of age. 
He never did a thing until he was sixty, and then he 
found his place in life, and he has gone on with a 
vengeance, and he is one of our most active insurance 
solicitors at eighty-five. A minister I know has served 
his congregation sixty years, and when he was eighty 
he could outpreach any of the younger men. Moses 
was eighty years old before he did anything worth 
while, except killa man. He spent forty years getting 
an education, forty years more thinking it over, and 
when he went to work at eighty he became the great- 
est teacher and law giver in the world, and the laws 
he gave are still the basis of our laws today. And it 
didn’t hurt him to work either, for we read that his 
eye was not dimmed, and his physical force was not 
abated. Noah was five hundred years old before he 
built the Ark, and Methuselah was 969 years old before 
he ever got his name in print. So the thing to do is 
to wake up and live, no matter what our age. 


Must Wake Up 


We must wake up in this business we are in, and live 
by the sweat of our brow rather than by the sweat of 
our chin. The opportunities are here in this big busi- 
ness we are in. 

Why is it a big business? Because we can’t make it 
small. It isn’t a one man business. You can’t be in 
the stationery business alone, and can’t make it small 
no matter how hard you try. Make up your mind you 
are going into the stationery business and that it is 
going to be small and selfish and restricted, and you 
can’t do it. You affect the lives of thousands of peo- 
ple by the very activity in which you engage, clerks, 
messengers, salesmen, organizations, workers, users of 
our product, and the manufacturers of it. It is a big 
business because we affect thousands of people the 
minute we engage in it. It is big in possibilities. The 
purchasing power in our business is tremendous, the 
needs enormous. The increase in office workers has 
brought this about. In 1930 there were five million 
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office workers. From 1910 to 1920 the increase was 55 
per cent; from 1920 to 1930 an increase of 62 per cent, 
and from 1930 to 1937 it is safe to guess the increase 
will be considerably in excess of 60 per cent. We today 
have eight million office workers in the United States. 
Divide eight million into a billion, and you have $125 
per capita, and it is easy for us to see that this is a 
billion-dollar industry, when you think of the need of 
desks and chairs and all of the other items used in the 
up-to-date office. 

It is big also in its replacement possibilities. We 
sometimes overlook this. We are trying to find new 
customers so hard, and are overlooking the possibility 
of replacements. You say the offices have equipment. 
Yes, but what kind? How many have the right kind 
of equipment? How many shouldn’t change their 
equipment, or supplement it? Can we show them how 
to do it? The automobile men, the radio men, the 
typewriter men have taught us great lessons. They 
are strong on this question of replacement, and we 
would do well to follow their examples. And we will 
be able to show these people when we realize that we 
are not selling desks, chairs, safes, blank books, but 
service. The live automobile man doesn’t tell you any- 
thing about the body or wheels of the automobile. He 
talks speed and endurance, performance and economy. 
The maker of tooth paste doesn’t tell about the tooth 
paste, but he appeals to your vanity, and he tells you 
about his product that in some mysterious way will 
make your teeth shine so brilliantly that a dark glass 
will be necessary when you look at them. 





1. W. W. Garrison, W. W. Garrison & Company, advertising repre- 
A. Sheaffer Pen Company; Joe Popple, Zaiser’s, 


sentative, W. 
Des Moines, Iowa. 

2. Standing: Conrad Netzhammer, Harry B. Jones and R. T. Haase. 
Seated: Oscar R. Haase, all Northwestern Furniture Company. 

8. Art Arnold and Guy Boyd, Shaw-Walker Company. 

4. Paul Jones, Royal Typewriter Company, Inc.; D. H. Duncan, 
Globe Duplicating Supply Company, Chicago. 


5. C. W. Simpson, Art Metal Construction Company at right, talk- 


ing ‘‘Airline’’ to a customer. 
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The cigarette people don’t tell about the tobacco in 
their cigarettes, but they tell about emotions and reac- 
tions, how to get a lift, and be kind to your throat. 

We should do the same thing in our business. Look 
at the strides made in office chairs. The chair is the 
article of furniture that is used harder than anything 
else. Wonderful progress has been made to the elimi- 
nation of fatigue, and correct posture. We used to 
sit in the old chair, and at night we would take a liver 
pill or rub a little liniment on the spot that was lame. 
Today we sit in a modern posture chair, and don’t get 
the pains. 


Value Measured by Service 


So we must dwell hard on this question of service, 
because after all the value of men is measured by the 
service they render to humanity. What do the names 
Washington, Lincoln, Jefferson, Edison mean to you? 
Do you have in mind the picture of the man whose 
name is mentioned? No. You think of the service he 
has rendered humanity, and he is remembered because 
of it. The greatest Mind that ever inhabited a body 
on this earth said, “If you would be great, you must be 
of service to all, and in gan to the service ren- 
dered your greatness will increase.” 

Our business will be judged by the service it renders 
the community, and it will prosper accordingly. 

This is a big business because the things we handle 
are essential to human welfare. The commodities we 
handle are as necessary as bread itself. Where would 
we be without paper and ink and pencils, and the 





6. Oscar Wilkerson and E. L. Nugent, Security Steel Equipment 
Corporation. 


7. Pete Reitzel, Boorum & Pease Company; Ed. T. Battey, Boorum 
& Pease Company. 


8. Two dealers and a Carter’s ink group.—E. R. Lund, Englewood 
Blue Print Company, Chicago; H. C. Robinson, Cameron-Amberg 
Company, Chicago; Mrs. Albert Baugher; Bill Cox, Don Chad- 
duck; Albert Baugher. 


9. Bob Jonas and Clarence Flight, Oxford Filing Supply Company. 
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other things we sell? Men cannot live in this present 
civilization by the old methods. A man can live on 


bread and water for a certain length of time, but he 
won't be we! or happy individually. But take that 
bread, and modernize it, and make it tasty, and you 
will have a well developed appetite, and be a healthy, 
happy individual. We have taken materials, and re- 
fined them, and have taken out the torture and ineffi- 
ciency, and have substituted comfort and ef*ficiency 
and accuracy. We have made work a pleasure instead 
of misery. The trend is toward better things now, 
modern store fronts, humidifying, clean trucks for 
delivery, well dressed salespeople, better systems. 
These things are all necessary to modern civilization, 
and these are the things that make our business big 
and great. 

And, last but not least, our business is big and great, 
or we would not be able to put on a convention like 
this. We have a great general manager. He has a 
big body and a big mind and a big heart. That is the 
biggest organ in his body. And only a big business 
can put on a big convention. It is inborn in creatures 
that they should get together, the birds in flocks, the 
bees in swarms, cattle in droves, wolves in packs, the 
Savages in tribes, men come together in villages and 
towns and cities. It is their very nature. Why 
shouldn’t the stationers get together? 


Our Convention 

Here we are in a great convention, with over a thou- 
sand in attendance, men from Maine to California, 
from Canada to the Gulf. There are over a hundred 
manufacturers here, occupying 25.000 feet of floor 
space, displaying the most beautiful and competitors, 
all getting together, interchanging helpful suggestions, 
to make our tasks easier and more pleasant and more 
profitable. 

I read an article recently on the question of survival 
value. The author said there isn’t much survival value 
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to eating ice cream, or to watching a race or a movie, 
or in the experience of watching a baseball or a foot- 
ball game; but there is a great survival value to secur- 
ing an education, in doing a good deed for someone 
in trouble less fortunate than yourself, accomplishing 
some task you thought beyond your ability and coming 
through with flying colors. 

If this convention is to be worth while, it must have 
a survival value. Let’s get the survival value out of 
this convention, and take it home. Don’t let’s go home 
like the man who, a bit the worse for liquor, grabbed 
a lamp post, and after a time grabbed another, and 
just then he looked up and saw a sign which read 
“ ‘Home, Sweet Home’ in five reels.” And he said, “It 
can’t be done.” 

Let’s take this home with us, and be better station- 
ers. Will we be better stationers? Or will we be like 
the old fellow down South, when the bishop came 
around to hold an experience meeting. The bishop 
said to him, “Does this religion make you a better hus- 


band?” “Yes, it do.” “Will you do more work?” 
“Yes.” “Carry more wood?” “Yes.” “Hoe more corn?” 
“Yes.” And about that time the bishop felt someone 


pulling his coat tail, and he heard a voice whisper, 
“Press dem questions, Brudder, that’s my old man.” 

We are in this business, and it is a big business. We 
must think and plan and work, and, above all things, 
we must go back home after Thursday is over, deter- 
mined to go to bigger and better things because of 
having been here. Let us be like Columbus, and I 
want to leave this with you as my closing thought. 
With a mutinous group of soldiers on his boat, Colum- 
bus wrote, “On this day we sailed west, which was ov 
proper course.” And Tuesday he wrote, “On this day 
we sailed west, which was our proper course.” And on 
Wednesday, and Thursday, and Friday, and every day, 
he wrote the immortal words, “On this day we sailed 
west, which was our proper course.” 


Legislation 


Review and Forecast of National Leg- 
islation and What Business Should Do 


By Pyke Johnson, Vice-President, 
Automobile Manufacturers 
Association, Washington, D. C. 


- events of the afternoon up to this time re- 
minded me of an incident that happened at the time 
the President was initiated into the Press Club at 
Washington. He reported, as a part of his initiation, 
on his activities of that day. He said he had in the 
morning a man he hadn't known up to that time, 
Mr. Robert Bingham, ambassador to England, whose 
qualifications he looked over, from the knees down. 
(Laughter.) And he had to report that long trousers 
would be the style at St. James this year. (Laughter.) 
He said in the afternoon he had forty-five minutes, 
to take his automobile and go out, and that he had 
been almost around the Department of Commerce 
building. The point of these comments is that Charlie 
had better start training if he intends to qualify as 
Ambassador to St. James; and the size of this great 
exposition here, which I saw at the expense of much 
footwork on my part‘in company with your general 
manager, an exposition that deserves the congratula- 
tions of those on the outside who have only become 
interested in your industry through the various things 
we have seen at Washington. 

The committee of which Mr. Garvin has spoken, 
and of which he is a valued member, is a committee 
that meets twice a week to discuss the trend of events 
at Washington, frequently with high government offi- 


cials; at other times with business men. Between the 
meetings the members talk with government officials, 
talk over new laws or pending legislation. Jt is their 
work to interpret events as best we can in Washing- 
ton. Obviously the only way we can get a real inter- 
pretation is by taking an unbiased position, by elim- 
inating political prejudices, and trying to discern what 
the events are that are talking place, and what they 
will mean. 

As Mr. Smith told his story, I thought of the fellow 
in Mississippi, who came to the folk in the road, and 
he asked an inhabitant there how to get to New 
Orleans, and which road to take. The man replied: 
“It don’t make any difference which fork of the road 
you take, but if I was you, I wouldn’t start for New 
Orleans either way.” (Laughter.) 

There are many people who don’t like to start either 
way, but we in Washington find that is what we have 
to do. I will talk briefly of past legislation, and make 
an effort to forecast future legislation, and then try 
to answer the question of what business can do about 
these things. 

Going to Happen 

I shall not talk at length on the past session, be- 
cause you are not so much interested in what has 
happened as in what is going to happen. This last 
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session of Congress has been widely called a do- 
nothing session, largely because in the first sixty days 
they met less than two hours a day, and then came 
the Supreme Court issue, and they did nothing in 
that, and they did little in the last days of the session. 

But this do-nothing Congress succeeded in appro- 
priating in those few hours they were in session nine 
billion dollars, which is a pretty good record for that 
kind of a congress. 

Then there were two or three other things. One 
was the passage of the Guffey Coal Act, which created 
a coal commission. Up to this time they have been 
busy classifying the coal produced in the different 
mines. By December they will have fixed the prices 
which are to be paid on all these coals, and you will 
be buying your coal on the basis of measurements set 
up in Washington. 

Then in the final hours of Congress, they passed 
a resolution which provided for a census of the un- 
employed. It is going to be, not a census, but a volun- 
tary registration taken through the medium of the 
post offices in the United States. Blanks will be sent 
out, and people will be invited to state that they are 
not employed, and out of that perhaps will come suffi- 
cient information so that there will be some measure 
to determine what appropriation the next session of 
Congress will make. The census of registration will 
take place probably in November. 

The Miller-Tydings Bill, passed during the closing 
days, we haven’t evaluated in Washington yet, be- 
cause they haven’t started operating under it. 

Of the other major enactments, probably the chief 
one was the Neutrality Act. It is a fortunate thing 
for the nation that we have a great secretary of state 
to administer that act; if we didn’t, that might cause 
us serious complications. This is about the story of 
the last Congress. 

Let us now move forward to the next Congress and 
see what can be done in attempting to forecast what 
will happen. When you dip into the future of political 
questions, all you can do is to take the best judgments 
of people you talk with, and add them up, and try 
to arrive at a judgment of your own. Up to six months 
ago there was one man in the United States who 
seemed able to speak with definite assurance as to 
what the next Congress would do, but I don’t believe 
we can say that today. 

You must start out with a couple of premises very 
much in the picture. If I had the Bulletin here, I 
would like to speak in detail from one of my best 
authorities, Mr. Garvin, that what we are in is not 
simply a democratic situation, but we are caught in 
the sweep of a world tidal force, which has brought 
about unrest all over the world. That cannot be over- 
looked when you try to evaluate actions taken at 
Washington. 


New Desires and Wants 


Then we must remember that men’s minds have 
been stored in the last few years with new desires 


and new wants, and new demands of Government. 
They want not only air-conditioning today, but fool- 
proof automobiles and stream-lined fountain pens, and 
many other things; social security, security against 
unemployment, better wages, shorter hours, better 
conditions of employment. Those are forces that have 
to be reckoned with by those thinking of what the 
next Congress is likely to do. 

It is true the New Deal has lost some ground. The 
Supreme Court issue has cut very deeply across the 
popularity of the President of the United States. The 
appointment of Mr. Black to the Supreme Court pro- 
vides a basis for political repercussions. No one yet 
can tell how far they may go. And there is the dis- 
affection which exists today in increasing extent on 
the part of the AFOL, which has not been so keen in 
recent months about the labor legislation of the Ad- 
ministration, and which is fighting for position against 
the CIO, and which may not be as enthusiastically 
keen about the legislation passed at the next session 
as they have been in the past. 

And we have this question of prices, where prices 
are going to go if they keep on going up; they will 
become a political issue which might have a definite 
effect on the actions taken at the next session of 
Congress. 

Then, finally, we come to this important fact, best 
stated by late Representative Longworth, when he was 
speaker of the House, that in election year there are 
no Republicans, there are no Democrats; there are 
only candidates, and the things done are done with 
an eye on what the effect will be on the sentiment 
back home. You can say this much, as we start on 
the second session with the same personnel as in the 
last session, that regardless of personnel, what we have 
in Washington is a labor-minded spending Congress, 
and a Congress which, going into an election year, is 
likely to continue along those lines. 

The chief issues which will sopes are: Wage and 
Hour Bill. Taxation. Farm Legislation and the Anti- 
Trust Legislation. In the background, the Court issue, 
and reorganization of the United States Government. 
These last two probably constitute political rather than 
legislative issues, used by the President of the United 
States to keep before the country the fact that he 
has this legislation coming along, on which he wants 
favorable decision by the Supreme Court, but not likely 
to get into the legislative grind for final action. 


Wage and Hour Bill 


On these issues for legislative action, the Wage and 
Hour Bill first. There is much talk of changing it. 
The NRA started that with suggestion of thirty-hour 
week. There is some talk of delaying it. The answer 
of the Administration leaders fighting for the Bill is, 
“We have the ball on the ten-yard line. Why change 
our signals now?” It has passed the Senate and been 
favorably passed on by the House Committee on Labor, 
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It is anticipated there will be wage and hour legisla- 
tion. The opposition is very deep and very strong. 
There is much opposition on the South. It is a ques- 
tion whether the AFOL at its meeting in Denver next 
week will endorse this measure or stand apart. If they 
stand apart, the opportunity for weakening it is mucn 
greater. But when you consider the fact that the 
AFOL also has its political relations to consider, it 
doesn’t seem probable the AFOL will sever relations 
with the Government on this Bill. 

The present indications are there will be legislation 
in the direction of Wallace’s normal granary program. 
Meanwhile the conservation plan goes on, and more 
land will be withdrawn this year. That situation can 
be changed if the farm situation gets worse. 

Taxation will become the leading issue at the next 
session of Congress. It is too early to determine what 
the lines will be, but not too early to determine what 
the attack will be. On undistributed profits tax, there 
are two possibilities: One, an exemption of ten or 
fifteen per cent before application of the tax begins. 
Second, a loss-carry-over provision. When you have 
lost one year, you may get credit the next year. Third, 
some consideration for the debt-ridden corporation. 

That is the first line of attack. Second, is the change 
or elimination of capital gains tax, because experi- 
ence has shown the capital gains tax tends to diminish 
tax returns. Third, miscellaneous taxes, to determine 
if possible where some of them may be removed, be- 
cause those taxes weigh heavily on the small fellow. 
There is much talk outside of Washington on the 
extension of the income tax to the lower brackets. 
That is not likely, because this is an election year, 
and men do not broaden tax bases as a platform for 
being re-elected into office. If you do not get action 
on that point, then there will be repeal of some of 
the excise taxes, because the men who pay the excise 
taxes are the ones who would pay on these lower 
exemptions. 

The anti-trust legislation they are thinking of in 
Washington is the passing on an act which will ex- 
tend the authority of the Federal Trade Commission, 
and broadening its powers over advertising. That will 
probably pass. Then there is the announcement of a 
measure to bring the regulation of corporations doing 
an interstate business under the direction and con- 
trol of the Federal Government. Those things are 
potential threats, which in election year are likely to 
be given serious consideration. They are hardly likely 
to be completed. 


Part in Picture 


What part can business play in this legislative pic- 
ture? I think there are one or two misconceptions 
on the part of business itself which it is desirable to 
get cleared up. It is difficult because in a period of 
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bitterness and controversy, men do not always think 
things through. One of our difficulties is the belief 
that all this trouble initiates in Washington, and that 
Washington is responsible for the whole story. Yet we 
know that politicians do not create public opinion. And 
we know that the man who goes to Washington as 
the elected representative of your community goes 
there because he has cashed in on the discontent 
which exists in your own community, because there 
is a situation there which has brought about a feeling 
of irritation, and the other fellow comes along ana 
promises he will do something about it. These move- 
ments do not begin in Washington. 

One thing business should do is to begin to con- 
sider these things, not at Washington at the eleventh 
hour, but before a man is elected at home, at the polls 
and back of the polls, striking at the discontent 
or sore spot which has brought about letting this 
man go to Washington. Business can’t say No to 
every proposal which is initiated in Washington. Busi- 
ness must have a positive program, rather than a 
negative one, either under this Administration or any 
other. No man is elected to Congress on the promise 
he won’t do things, but on the promise that he will 
do things. Business must follow that psychology if it 
expects to get the ear of the men who are in charge of 
things in Washington. 

It is not always the demagogue who is responsible 
for crticisms of business. The National Association 
of Manufacturers is a conservative agency. They made 
a poll of public opinion in the spring, and they found 
eighty-six per cent of the answers they received—the 
question was “Has business recognized the social and 
economic obligations?” Eighty-six per cent of the 
people who answered said “No.” Over a series of years 
business too frequently has not recognized the social 
and economic obligations. If it does, we should let 
the public know what it has been’ doing. Business 
men must recognize that their customers are the pub- 
lic, that their dealings must be fair, not only with 
labor but with the customer, and that they must get 
the story of this fair dealing across. They must be 
fair with their competitors, because it is out of com- 
petitors’ situations that we get these various deaden- 
ing regulatory statutes, of which we have seen so 
many recently. Business must show it is capable of 
self-government, if it is to escape the charge of the 
politicians, and that means that business must go into 
the political situation; it must study its own prob- 
lem, study what the economic effect of any enactment 
will be, not only in its own sector, but in other sectors, 
and then there must be a positive program carried 
on, and a full evalution of the facts. And let me say 
in conclusion that this is one of the things your organ- 
ization has been doing down there through the instru- 
mentality of Mr. Garvin. I thank you. (Applause.) 
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The Undistributed Profits Tax 


Analytical Discussion of Pros and 
Cons Presented by an Authority 


By Edwin B. George, Econo- 
mist of Dun & Bradstreet, Inc., 
New York 


te ATTEMPT an impartial answer to the Undistrib- 
uted Profits Tax is like bowing too politely to a buzz- 
saw. Taxes are a natural whipping post but not ina 
long time has one stirred up the business frenzy that 
this one has. Even neutrality is fatal. But believe it 
or not, the tax does have friends, and the friends have 
arguments, so if only in the interest of bulwarking 
one’s own attack one might as well find out what in 
tunket they can see in it. So with one eye on the back 
exit I will try to lay out both sides of the case as I did 
with the Robinson-Patman Act last year. 

I am going to be niggardly with technical details. 
The main idea is all that is needed now and it has 
had abundant advertising. Without any of the refine- 
ments, the 1936 Revenue Act taxes that part of a cor- 
poration’s adjusted net income which is not distributed 
to stockholders, on a sliding scale running from 7% 
to 27% and totaling 2012% if nothing is distributed. 

These are the bare bones of the tax, but there is an 
astonishing variety of flesh belonging to them that will 
be hitched on as needed during the course of my re- 
marks. The purposes of the Act will be sufficiently 
reflected in the arguments. Rarely are issues more 
emphatically joined. If echoes could be negative, the 
battlers on this subject would make magnificent Swiss 
Yodelers. The arguments run something like this: 


Pro and Con 


The small corporations will be helped in 
their struggle with the big corporations. 
The small corporations will be slowly driven 
out of business by the favored big corpora- 
tions. 

The present tax disadvantages under which 
corporations labor as compared with part- 
nerships will at last be removed or lightened. 
Present tax discrimination against corpora- 
tions as compared with partnerships will be 
magnified. 

At last the tax collector will reach the un- 
taxed gains of wealthy stockholders and re- 
a the upper individual surtax brack- 
ets. 

They never did completely escape in the 
long run and anyway this is just an example 
of shooting into the crowd to catch a 
criminal. 

Cyclical and unstable industries will be well 
nigh destroyed because of the tax penalty on 
their only means of rehabilitation. 

The Act has been specially designed to spare 
unstable businesses by providing so many 
been of distributing earnings other than in 
cash. 

At last we are able to tap the swollen re- 
serves of giant corporations, upon which the 
country has marched to false prosperity and 
ultimate collapse. 

With corporation reserves destroyed there 
will be no bottom to the next depression. 

Finally and comprehensively— 

Pro: The Nation is saved. 
Con: The Nation is lost. 

Not often is a theory so squarely and frantically 
beset, yet it is in theory, after all practical evidence is 
= of, that at least a part of the answer must be 
ound. 


Pro: 


Con: 


Pro: 


Con: 


Pro: 


Con: 


Con: 


Pro: 


Pro: 


Con: 


Let us now recognize a few fundamentals which 
most tax specialists concede, and which we can clear 
out of the way so that they won't clutter up our con- 
sideration of detail. 

1. We are going to have to face increased taxes 
anyway, so that the problem is one of choice 
and not one of flat rejection. 

2. The principle of the tax is not new. It has been 
urged for decades by a long succession of per- 
fectly responsible and conservative experts on 
taxation, many of the present generation of 
which are silent now only because that which 
has been done in the name of their objective is 
not their objective. The nub of this distinction, 
however, is that the idea is held to be so vir- 
tuous by so many people that its good name 
will probably survive even its seduction. 

3. It is fair to say that there has been no real trial 
of an Undistributed Profits Tax as traditionally 
urged. In the present law it is called that, but 
is in fact distorted and submerged by such alien 
considerations as the limitation on capital 
losses, the ye of less carry-overs, triple 
taxation of the same earnings, persistence of 
the graduated normal corporation tax, etc. 
These are the evil companions who have had 
more than a little to do with dragging Little 
Lord Fauntleroy down to his present low state 
in public esteem. 

4. Most of the arguments against the tax are 
based on the assumption that corporations 
earning money must actually distribute divi- 
dends in cash to escape the tax. As a matter 
of fact, Congress went to rather laborious 
lengths to provide alternatives to cash in the 
form of stock, obligations, and kind, as long as 
the constitution would permit the disbursement 
to be taxed as income to the stockholders. On 
the practicability of these alternatives may de- 
pend in a very large measure the final place of 
this new tax in our Tax System. 


Undistributed Profits 


I am going to introduce at the very outset the com- 
paratively spare figure of the Undistributed Profits Tax 
as traditionally conceived; afterwards recognizing the 
most popular objections to the tax that was actually 
passed and examining their relevancy to the principle. 
Later we can bang the inequities around to our hearts’ 
content, being careful only to call them by their right 
names. After thus relieving our minds, we have the 
further right to sit back and look cooly and shame- 
lessly for whatever escapes from those inequities the 
present jerry built law has deliberately left open. 
Finally comes an obligation. Each of us may by that 
time have made up his mind as to whether or not a 
purpose exists in this law, however tormented, that he 
recognizes to be just, and that he would be willing to 
see effectuated if a just way could be found to do it. 


II. The Principle 


The real heart of this whole controversy is the 
charge that large income stockholders deprive the 
Treasury of its due consistently and automatically year 
in and year out, by investing in corporations which 
retain earnings. Many reasons have n offered for 
the tax, but it is a probable fact that if it weren’t for 
this particular one the law would never have seen the 
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light of day. The principle involved is the principle 
of taxation according to personal ability to pay. 

This is an old story ana I'll merely illustrate. On tlhe 
average, perhaps 45% of corporate earnings have been 
withheld annually. If distributed, most of it would 
have gone to prosperous stockholders. It wasn’t dis- 
tributed and they didn’t pay, at least directly. Their 
share of the national tax burden was carried by sal- 
aried people, by partners and proprietors, and by the 
stockholders of corporations which disbursed more 
liberally. 

Why weren't these gains taxed to the individuals 
who benefited from them? If each stockholder took 
up his share of his corporation’s annual earnings or 
increment in his own return, he could be assessed on it 
without the corporation being hamstrung by the actual 
and forcible separation of cash. In that case taxes on 
corporations as such could be largely dropped, and the 
corporation function principally as an intermediary, 
as it does to a considerable extent in England. Why 
weren't they so taxed? Because the Supreme Court 
said “No.” The Court said that stockholders could 
not be taxed on gains they didn’t collect. It said again 
that the ordinary types of stock dividends, as common 
on common, were not taxable income, a view recently 
characterized by one irate Congressman as the 
“mother of all loopholes, and big enough to drop the 
Bank of England through, not to speak of incorporated 
yachts.” With some reliance possibly on the inscru- 
tability of magnificent sums, it has been asserted that 
the Federal Government has lost sixteen billion in 
needed revenue because of “unsound decisions” by the 
Supreme Court on tax law. 

To a greater extent than upon any other single 
point, advocates and many neutrals are prone to seize 
upon this issue of reaching retained corporate profits, 
as most other current profits are reached, and force 
each aspect of the whole choleric controversy to stand 
up and have its importance measured by its relation 
to that issue. That doesn’t mean that they all think it 
has been accomplished bv the law now on the books. 
That’s what we still have to examine. The reference 
here is chiefly to principle. 

Opponents are quick to point out that all this re- 
tained income does not escape taxation. For instance, 
if the stock is sold at a profit the seller is impaled on 
the capital gains tax. There are many other argu- 
ments on both sides, but there is usually conceded to 
be a net loss to the Treasury. 

But does the new law equitably reach these undi- 
vided profits, and if so, at what cost? At this point 
even many of the theoretical sponsors seem to fall 
away. Mark this point. Any corporation tax will fa'l 
with equal weight on every share of stock, whether its 
owner be rich or poor. Yet we still have a normal cor- 
poration tax ranging from eight to fifteen per cent and 
capital stock and excess profits and improper accumu- 
lation and other levies doing just that thing. 

As for the new tax the yardstick is this: To the 
extent that earnings are forced out in excess of cus- 
tomary disbursements, whatever its other consequences, 
individual owners tend to be rated and taxed accord- 
ing to their true income. But to the extent that cor- 
porations are obliged to retain earnings—and the ratio 
is still substantial—the new penalty falls blindly on 
rich owners and poor owners without distinction. For 
it is a tax on the corporation and not on the indi- 
viduals. 

In any event, from now on we have to deal with a 
division in the ranks of those disliking the new 
measure. On the one hand we have those who just 
don’t like the tax and all that it implies; and on the 
other, those who consider the basic idea sound and 
just but cannot anvrove the form it has been given in 
the 1936 Revenue Act. 

III. Objections 

Let us now consider the major objections. But in 
connection with most of them, I want to ask you to 
distinguish with me as carefully as you can the dif- 
ferent conclusions that may be reached if non-cash 
dividends turn out to be practicable and if they do 
not. I'll have to indicate arguments rather than 
develop them. 

1. Penalizing Small Corporations as Against Large. 

Getting rid of details, it must first be recorded that 
the normal corporate rate has been dropved to eight 
per cent on the first $2,000 of earnings. This will un- 
doubtedly be helpful to a vast number of small cor- 
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porations, although the rates rise swiftly to eleven per 
cent, thirteen per cent and fifteen per cent. And as to 
the new tax itself, a specific credit holds the effective 
penalty to seven per cent on the first $5,000 of undis- 
tributed profits. Probably a majority of observers feel 
this to be — inadequate, for special reasons that 
will appear later. 

To have a major issue we must assume that divi- 
dends must be paid in cash. The question of favorit- 
ism must then depend largely on the relative need of 
large and small concerns to retain profits. Who saves 
the most? The evidence as usual is not entirely uni- 
form. Most of it, however, including that from our 
own recent survey, suggests that small and growing 
corporations have heretofore held on to a larger pro- 
portion of their earnings than those which had arrived 
early and were sitting in the front rows. And because 
of the progressive schedule, they will be taxed not only 
on larger proportions but at higher rates. Further- 
more, their earnings are more irregular, so that they 
have to retain more in good years merely to break 
even and get no effect for the bad years. This is one 
of the reasons for which a specific exemption of twenty 
or twenty-five per cent of adjusted net income, or a 
minimum in the neighborhood of $15,000 is widely 
urged. 

At a Disadvantage 

If management’s practical choice is between cash 
disbursements or a penalty tax therefore, the small 
and middle sized corporation seem to be at a disad- 
vantage except to the extent that they are cushioned 
by the special rates for small profits that I have just 
mentioned. If, however, earnings can be disbursed in 
some form that is harmless to the business but taxable 
to the owners, the world may go on much as before. 

Plant expansion may also be covered under this 
heading, as the financing problem is usually more 
serious for the small concern than the large. As mat- 
ters now stand, with dividends expanding under forced 
draft and cash still being used much more than tax- 
able stocks or obligations, both our survey and evi- 
dence from other sources compel the conclusion that 
new investment by growing concerns has been slowed 
down. It is frequently urged that such investments be 
excepted from the Undistributed Profits Tax. While 
the idea carries obvious appeal, it is not pure gold, 
for while it would protect sound expansion, it would 
also put a premium on unsound expansion and neces- 
sitate heavier taxation at other points. 

2. Cyclical and Unstable Industries. 

The defendant is charged with striking a foul blow 
at cyclical and unstable industries. The earth has 
shaken with denunciations on this score. The portrait 
is of a man climbing out of depression’s darkest pit in 
the American way and being rapped on the fingers as 
he gets near the top. But wait a minute. The real 
charge here is against the limitation of net capital 
losses in any one year to $2,000 and the disallowance 
of loss carryovers from one year to another. If the 
restrictions on the carryover of losses were removed, 
unstable concerns and industries would be on a level 
with everyone else so far as the rights and wrongs of 
the new tax are concerned. And these cramping pro- 
visions apply to all other corporate taxes as well. 
There are two issues here, not one. 

Nevertheless, part of the odium belongs to the Un- 
distributed Profits Tax. Some industries are subject 
to much wider swings in earnings than others. This 
new tax aggravates the originai injustice for now a 
corporation must pay maximum penalties for retaining 
the first earnings it makes after perhaps years of 
losses. This is one of the associated levies that has 
done as much as anything else to bring the new taxing 
principle into disrepute. The bitterness is climactic. 
The health of cyclical businesses is peculiarly delicate 
and, therefore, dictates a policy of financial conserva- 
tion before which any theory of personal tax avoidance 
must have its moments of embarrassment. 

This is a hard one to answer. At any rate there is 
no need to strain at delicate wisps of lovic for the 
explanation. The Government needs the money. Fur- 
thermore, profits would have to be much more highly 
taxed in other respects if losses were made an effective 
offset. 

Nevertheless, neither business nor economic critics 
are likely to yield the point. An insistent and power- 
fully supported recommendation, among others, is that 
permission be given to carry over losses for a limited 
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riod of years ranging from three to six, at least 
nsofar as the Undistributed Profits Tax is concerned. 
A curt argument for this last qualification is that 
unfairness of fifteen per cent can become grievous 
injustice at thirty-two per cent. 

Depression Reserves. 

The next accusation is that the tax will impair the 
ability of corporations to tide the country over the 
next depression through their accumulated reserves. 
Now this gets embarrassing. The other fellows passed 
the law because the biggest surpluses in history pre- 
ceded the last depression. 


Chief Explanation 

The principal explanation of course is that neither 
claim means anything until the claimers define their 
terms. Are these jealously guarded profits that are to 
Save us from the next crash being carefully laid away 
as so much cash? If so, it will be the first time it ever 
happened. Nobody would really expect it. And if 
they are converted into new rolling mills, railroad sid- 
ings and canning factories, will the lives of thousands 
of employes be brightened some evil day by the dis- 
tribution of bricks and old iron and cans? No, but to 
rally to the defense, the plant that is well maintained 
now will mean less strain on precious cash for main- 
— purposes when cash is needed to keep people 
alive. 

It’s really a new game, and we can call it “Surplus, 
Surplus, who’s got the Surplus?” It’s all very mixed 
and too much depends on too many things. You can 
have a swell surplus on the books and be over extended 
in fact. And you can be doing a conservative volume 
and have ample cash reserves. And if you can suc- 
cessfully pay out your earnings in other forms than 
cash, your real reserves may scarcely be affected at all. 

Opponents likewise point to the Department of Com- 
merce report that national outgo during the depression 
exceeded national income by 26.6 billion dollars. They 
call it the contribution of business savings to emer- 
gency relief. Proponents expel all that virtue with a 
wave of the hand. The trouble is that most of it was 
depreciation, depletion and other bookkeeping deduc- 
tions rather than extra dividend and wage outlays. 
One would have to argue that the man who takes his 
losses and writes down his plant and equipment 
promptly during a period of declining values saves the 
country for two days. The one to whom a good bal- 
ance sheet is desperately important, and by the same 
token hard to set up, writes down only half as much 
and so saves the country for only one day. For this is 
the way many of those book losses were accumulated. 
We hardly know enough really to prove the case either 
way. 

Astronomy is likewise invoked by those who claim 
that the tax is a healthy purge because of excessive 
corporate saving and plant capacity. It is impossible 
to analyze such matters briefly, but there is evidence 
for the assertion that corporate saving represented but 
a small fraction of the inflated security values of the 
last decade. 

One semi-serious thought. If the issue is so uncer- 
tain and the evidence so nebulous, third parties may 
opine that it is not the kind of issue and evidence 
upon which to premise a drastic shift in national 
policy such as this tax represents. 

4. Debt Burdened Corporations. 

The manner of disbursing earnings will have par- 
ticular significance for the case of the Desperate 
Debtor. 

If he can pay dividends yet keep his cash, without 
incurring other dangerous burdens in lieu of those he 
avoids, there’s little to stop him from reducing his debt 
in accordance with the messiest traditions. Whether 
he can or not belongs to the later chapter. If yes, 
there’s only the inconvenience of a new practice to be 
charged to the new tax. If no, the fault may not be 
so much with its principle as with the mechanism. 

Plea Too Eloquent 

But even if no, with respect to both principles and 
mechanism, the pleas in behalf of indebted corpora- 
tions are sometimes a shade too eloquent. No case 
could -be quite that perfect. What do we mean by 
“debt burdened”? Suppose a concern with a bomb- 
proof surplus and an unbroken record of earnings 
decides to finance half the cost of a new plant with 
bonds. Is it transformed with the scratch of the bond 
underwriter’s pen into a gaunt economic derelict, to 
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salvage which the government ought to distribute its 
tax burden over all the rest of you? Is it to be com- 
pared with other concerns whose battle through the 
depression has been grim and genuine and whose ac- 
cumulated debt is the round price of its life. In the 
monosyllables of the adding machine, it is all debt, but 
to the human being who meets the payrolls, the one is 
choice and the other desperation. And here, likewise, 
as in the case of plant expansion, we have to recognize 
that too general an exemption could tempt tax payers 
into contracting unsound debts. Administratively the 
distinction between sound and unsound debt is scarcely 
a possible one. For this reason, while some cry for 
general exemption of profits devoted to debt retire- 
ment, a perhaps larger number demands larger specific 
credits and more liberal relief credits with respect to 
contracts restricting the payment of dividends. 

As already mentioned, the minute specific credit 
allowed in the present law is viewed with unconcealed 
disgust by most critics, who begin their talking in 
terms of a minimum exemption of ten per Cent of 
profits or $10,000 and feel that they’re still making a 
concession to the powers of darkness at the level of 
thirty-three per cent or $25,000. And regardless of the 
diverse economic nature of debts in general, there is 
well nigh unanimous pressure for the relief of corpora- 
tions with impaired capital and for those rendered 
helpless by state laws. 

The Tax Year 

The law requires dividends to be received within the 
tax year if a dividend paid credit is to be earned, and 
allows no credit on disbursements impelled by upward 
treasury adjustments of net income in later years. 

We must honor the tax for restoring the age of 
miracles. I suppose that by this time you are abie 
with ease to estimate in October the amount of profit 
you are going to make in December. Long lists of rea- 
sons have been compiled as to why this cannot be done 
and there is no need of repeating them here. Busi- 
ness discussion of these requirements inclines not 
toward low and respectful debate but rather toward 
the primitive bellow of a man punished for not doing 
one of those things that by general consent have come 
to be considered indiscreet or unreasonable, such as 
biting a lion. The chances of mishap are so consider- 
able that an enlightened democracy doesn’t require it. 


Alternatives to Cash Dividends 


It has been apparent throughout that this phase of 
the tax was going to be of the utmost importance. 
Argument after argument has paused before the possi- 
bility of paying dividends in forms other than cash 
and then gone around it to a more or less bitter 
climax. It has to be met. 

Save for the lone and dubious argument that cor- 
porations save too much, the process of forcing out 
profits is merely the means to the end of taxing indi- 
viduals according to their ability to pay. Yet it has 
been the focal point of nearly all the attacks, save 
those smashing against the niggardly treatment of 
losses and triple taxation of dividends. Now suppose 
that profits could be distributed in the form of taxable 
common stock certificates instead of cash. The prin- 
ciple of individual tax justice residing in this law— 
whatever you may have decided it to be worth—would 
have been served, and the corporation itself left vir- 
tually untouched by most of the plagues now held to 
be consuming it. But that cannot be, because in 1920 
the Court decreed common stock dividends to be non- 
taxable; also in another decision that non-realized 
gains could not be taxed. But the Court later said 
that any distribution was taxable that changed the 
relative interests of the stockholder—such as a divi- 
dend of preferred on common. Upon that distinction 
the alternatives to cash in this law were largely built. 
No one can speak for Congress but Congress—save 
once upon a time the Administration—but one might 
be justified in concluding from the terms of the Act 
that Congress would have liked to go the whole way 
in making non-cash distributions taxable, and there- 
fore eligible as dividends paid credits to the issuing 
corporations. That would have amounted to a sort of 
fiscal free wheeling. It would incidentally have punc- 
tured the over-savings argument—for the corporations 
could have gone right on saving cash as they did be- 
fore—but that may have been a spare tire argument 
anyway. As it is, the Act flows around the common 
stock obstacle, and by that tortuous course gives rise 
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to a fresh set of technical uncertainties and objections. 
What is taxable to the stockholders and what is not 
taxable? The Act is as specific as it dares to be, and 
in a few respects may have been unwarrantably spe- 
cific, as the courts will have the final say. This of 
course is more bad news because of the new spasms 
of guesswork to which it condemns business. There 
are fairly general legal opinions on the taxability of 
most of the forms involved, so let us see what they are: 

(In the first four cases, only when both classes are 
outstanding, and not identically held): Common on 
preferred; Preferred on common (regarded as most 
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useful); Preferred on preferred; Voting Common on 
non-voting common; Option of cash or stock; Rights. 

In addition to these, of course, obligations and dis- 
tributions in kind are declared to be taxable. 

Now what good are they? Their utility depends on 
many technical considerations, which Dr. Thorp and I 
have tried to assemble in our study, and which others 
more competent have done elsewhere. Opinions as 
usual are flatly contradictory. Some declare that they 
are seldom practical, and to most hard pressed busi- 
nesses a mockery; others that executives’ principal 
difficulty is their unfamiliarity with them, which in 
many cases can be remedied by time and experience. 
A middle group is skeptical, but because of its belief 
in the principle is willing to seem them tried for a 
year or two. 

A typical objection to preferred stock dividends is 
that many corporations do not have it outstanding; 
to obligations that they are dangerous and merely 
postpone the problem; to ovtions that if everyone took 
stock a dividends paid credit might not be allowed; to 
all that the Treasury might later disallow the values 
assigned and relied upon by the issuing corporations. 
The omnibus answer is that experience will take care 
of most of these difficulties and that if the case is 
really desperate the savings will be worth the effort. 
The points are only illustrative. It is a job in each 
case for a lawyer and maybe a case of Scotch. 

Returning to the comparative safety of generalities, 
I might add that these devices are usually supposed 
to be available enough to large corporations, enjoying 
familiarity with the capital market; to small and close 
corporations under the immediate control of their 
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owners, among whom agreements for the reinvestment 
of dividends can also be easily reached; but more diffi- 
cult for the great class of middle sized concerns lying 
between, which are too small to command easy access 
to the capital markets and too large to shepherd their 
stockholders along uniform technical lines. The same 
division probably holds with respect to the flotation of 
capital for the replacement of dividends paid in cash. 

What has happened? In 1936, according to the Sur- 
vey, 86% of the codperating corporations paid cash 
dividends only, 9% paid partly in cash and partly in 
stocks or obligations, and 5% used non-cash forms 
exclusively. Non-cash forms were most frequent 
among the smaller corporations and evidently helped 
account for their increased dividends under the Act. 
For 1937 the medium sized and especially the small 
evidenced an intention to make much greater use of 
non-cash forms. The increased use of the option and 
of the stock dividends are particularly notable. 


Alternative Approaches 


It is fairly clear that most of those who respect the 
principle in whose name this Act was passed, don’t 
iike its form, and that those who don’t like the prin- 
ciple don’t like anything about it. I regard it as a 
masterpiece of understatement to say that changes 
have been suggested. 

All of them seem to unite on one thing at least. 
They would remove without a trace the present restric- 
tions on capital losses and loss carryovers. Most of 
them would eliminate multiple taxation of earnings 
and dividends. Most would provide relief credits for 
corporations with impaired capital and those bound 
by a reasonable contractual obligation, and others 
would give immunity to debt retirements and amor- 
tizations of every kind. Most would exempt a fairly 
liberal percentage of earnings under all circumstances. 
Practically all would allow dividends paid credits for 
disbursements made within, say, 90 days after the close 
of the tax year and after subsequent upward Treasury 
adjustments. Some would exempt earnings applied to 
plant expansion or modernization. 

All are aware that such liberalization would mean 
higher tax rates on the remaining bases. Many have 
spicy opinions about that, but the primary issue raised 
by this law is not new taxes. They may go up and 
down but this issue is with us always. If we must have 
taxes we might as well have fair ones. 

Basic revisions in approach, most of which include 
parts of the foregoing, are likewise suggested. Only 
two can be recognized here. Both might require Con- 
stitutional amendments. Under the first, stockholders 
would be treated as partners are now treated, each of 
them including in his personal return his proportion- 
ate share of the corporation’s income or less for the 
taxable year. Corporation taxes as such would be re- 
scinded. The British have already achieved such a 
scheme in part. The problem of devising new and 
mysterious dividend forms and of them not knowing 
whether they are taxable—so serious a libality to the 
present law—would of course disappear. 

The other plan would go somewhat further and tax 
stockholders on all increases in the value of their hold- 
ings, with corresponding allowance for declining 
values. 

The advocates of these reforms peoey have their 
blind spots but they are not troubled by illusions of 
perfection. I have no right to speak for them, but 
probably their feeling in their zero hours is that a 
decent principle is the main consideration, and that 
the errors in it cannot be as bad as the present 
rationalized patchwork. 


Conclusion 


By the combined pressure of constitutional limita- 
tions, a marvelous multiplicity of taxing units, political 
expediency, changing social objectives and the topsy- 
like character of its a. our taxing system is now 
largely one of correctives and counter-correctives, with 
the devil closely in pursuit of the many misfits in each 
class successively aimed at. The House that a Thou- 
sand Jacks built. The plain and all-important need is 
for a fundamental reorganization of the entire revenue 
system. There is unmistakable dissatisfaction, both 
business and academic, with the hopscotch taxing tac- 
tics that seem inescapable whenever efforts are made 
to keep our future hitched to our past. It is known 
that some Treasury officials and Congressmen would 
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like to go back to first principles and replace the pres- 
ent jerry-built structure with one in which the parts 
have a more reasonable relation to each other. Th> 
fact must be faced, that if such reconstruction is 
actually attempted during the next year or two, some 
kind of an undistributed profits tax still seems likely 
to be considered for one of the building blocks. 

Here are some of the parts of a polyglot issue that 
public temper, much of it undoubtedly justified, has 
fused into an apparent solid. If you will look at them 
separately, you will decide whether they are merev 
detached pieces of the same old infernal machine, or 
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a collection of misfits that ought to be separately dis- 
carded or overhauled. The only personal opinion I 
offer at this point is that we might make faster head- 
way toward a sounder system of taxation if business 
could unite on a synchronized rather than a spear- 
brandishing attack. This might require concessions to 
tax justice as well as implacable opposition to obvious 
injustice. The trouble lies of course in getting an 
agreement on what is just. We probably can get an 
agreement, however, that the orderly procedure is from 
details to conclusions. All that I have tried to do this 
morning is to lay them out for examination. 


The Stationer Marches On 


Keynote Address — Thanks- 
giving for N.S.A. Progress 


By Charles P. Garvin, General 
Manager, The National 
Stationers Association 


M Y JOB at this time is to make a keynote speech. 
One thing about a keynote speech that is always satis- 
fying is that while the speaker may feel around the 
keyhole for a while, sooner or later he will unlock the 
door, and you can sneak in. 

There are a number of keynotes that could be used 
in a great convention of this kind, but I think the 
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most interesting way to approach the subject at hand 
is to review the keynotes or slogans of the conven- 
tions of five or six or seven years Of arrested prosperity. 
You will recall when a few years ago we were talking 
about moving out of the red into the black, and that 
was an important subject at that time. Everybody 
was seeing red. I often wonder how the business men 
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any. 

8. van Harter, The Harter Corporation; L. M. Morris, Modesto, 
Calif.; O. A. Wilkerson, Security Steel Equipment Corporation ; 
Paul Bolten, Globe Furniture & Stationery Company, Chicago; 
Harry Montague and Dave Hopkins, The Harter Corporation. 

9. A Bates Le ag tg Company group: Parle Cooley, Ernest 
Wallace, 8S. M. Babson, Hendrix Lyles. 

10. An F. 8S. Webster group: F. H. Caswell, Mrs. Caswell, Roy 
Clarke and John Krueger. 


of this country held their heads in the face of condi- 
tions they had to confront in those days and how they 
managed to hold on, with sufficient courage to carry 
on intact the American business machine, which I 
think is the greatest economic possession of the coun- 
try. 

Then we followed that year into the year of code- 
making, when we talked about industrial recovery. 
You will recall we had made up our minds that if they 
set up the kind of rules set up customarily then, that 
automatically you could get yourselves mathematically 
out of the hole. It helped. The next year we were 
moving a little farther forward into the black. I recall 
that year I told the story here of the man who was 
so much elated at the fact his business had moved out, 
he suggested to his bookeeper that he quit using red 
ink in the book, and told him to go out and buy a 
bottle of black ink. And the bookkeeper said, “If I 
do that, we will be back in the red.” (Laughter) 

We were in a ticklish time. It is significant that the 
following year we found ourselves working under the 
slogan of working it out for ourselves. That is the 
year things began to get better. After all is said and 
done, anyone who is a student of American history 
knows this Nation has been unique, not only in work- 
ing out its problems for itself, but it has been par- 
ticularly distinguished from the basis that as they 
worked the problem out, they always set a new high 
to reach for, and they went to that. 


A Good Slogan 


When I was thinking about this address in the 
first place, I thought of using this slogan, “Finding 
an Opening, but Not Getting Stuck in the Hole.” 
(Laughter.) That is the thing we have been contend- 
ing with economically for several years. We have been 
in the habit of rushing for openings, and then when 
we get in the opening, we are much in the same shape 
a fellow was in over there in Berlin goine through a 
revolving door. The man behind him pushed a little 
hard and hit this fellow in the back. He said. “What's 
the matter? Were you born in a stable?” And the guy 
said, “No,” and started to cry. The first fellow felt bad 
about being impolite and said, “I didn’t want to hurt 
your feelings.” The other fellow said. “You didn’t. but 
I was born in a stable, and every time I hear a jackass 
bray, I get homesick.” (Lauehter.) There is always 
that situation to contend with. 

But I think the slogan of the present moment should 
be one of thanksgiving, the fact that we came through 
with so few casualties, and that as we have come 
through, we have drawn closer together in an asso- 
ciation wav. That we are bound to admit to ourselves 
has been beneficial and helpful, and has helped to 
build the business up. 

I heard a conversation, or argument. or conference, 
or whatever you want to call it, abroad, for two and a 
half hours over there in a session when thev discussed 
whether the small stationer should keep records. Look- 
ine for kevholes, and goine over our history, I would 
have to take you back before the beginning of this 
association to reach the time when stationers ever 
had to discuss that matter. Because we learned a long 
time ago that we were going to have to take care of 
ourselves in that way before we could prescribe for the 
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atient. And yet in the Old Country, with all their 
undreds of years carrying on the traditions of the 
trade, they are coming now to the point where they 
are discussing seriously whether or not the small mer- 
chant should keep records of his business. I told 
a friend over there about the things we were doing 
now, that we had gotten away from the important sub- 
ject under discussion, as to whether they should keep 
records of their business, and he said, “I would like 
to have you tell that to the meeting.” I said, “You 
folks over here, if we tell you what we are doing in 
America, you are apt to consider we are bragging a 
bit, and I don’t want to get in wrong with you, because 
we still like to go back and forth.” He said, “We will 
have a resolution on the matter,” and they did. When 
I started to talk to our brethren there in reference to 
the subject, and told them we could take an empty 
room, and put carpets on the floor, and prescribe the 
furnishings, as well as replenish the office, I know 
they figured I was lying. Once you get the reputation 
of lying, you become interesting to an audience, be- 
cause they don’t know what is coming next, and it 
gives you a great deal of latitude. You can tell them 
some truths because they think you are lying. 


Just think of it! We look for keynotes and for 
inspirational things to lead us on, and perhaps the 
best keynote we could use for this convention is the 
fact that we don’t know how well off we are. And 
in knowing how well off we are, we ought to do some- 
thing about it. 

When you compare what is being done in this in- 
dustry, you find we have stepped materially ahead of 
most of the businesses that devote themselves to mer- 
chandising. We have achieved what is almost a scien- 
tific approach to equipping American business with 
the things that will enable American business to buy 
more from us in the long run. That may sound a little 
roundabout. 

I think we should take as the keynote of this meet- 
ing a note of rejoicing that we have come through, 
that the business is growing closer together and that 
we are going places. 

Some of the men have been active in the business 
for so many years, I feel this is the time to show 
them what kind of an organization we have. I want to 
show this map that has been prepared for us by one 
of our good friends. I would like to devote this meeting 
to a sort of a tribute to all of the men down through 
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the years, who have builded something so tremen- 
dously valuable and efficient that today, as we look 
at it, it seems unbelievable. 

As the keynote of this convention I give you a pic- 
ture of The National Stationers Association. I show 
you the separate membership, where the meetings 
have been held, and what the districts are. I show 
you on this map the names of the past presidents, 
back to the beginning, who dug the foundation and 
laid the first bricks of the structure, and carried on, 
until their associated effort towers in our business 
as an inspiration to men who believe that by sharing 
one with the other the best things they know and the 
best things they can develop, that good comes to all. 


Gentlemen, that is a startling picture. There are 
1500 tacks in that map. It was devised by one of our 
manufacturer members as a contribution to the suc- 
cess of this meeting. The job was done by the Moore 
Push-Pin Company. It is a picture of what can be 
done by setting up all over the country contacts and 
contact points, that when they are brought together 
develop a current of progressive action that resolves 
itself into real profits in a business. 

That is the reason the per capita sales of this 
business are three times what they used to be twenty 
years ago. That is the reason stationers know one 
another. That is the reason stationers work together, 
because there has been developed something that really 
is lasting. And as we go into this great exposition, 
which I am sure is going to astonish and amaze you— 
I might say it is colossal, spectacular, educational, 
wonderful—there are a lot of things you could say 
about it—I want you to carry the picture that with- 
out friends there could be no such exposition, that 
many friendships existent in this room today would 
not have been made, and that many men who are 
enjoying fine and high and productive and profitable 
places in the industry would never have gotten where 
they are today. So my slogan today is the good old 
NSA, and that is the slogan I give you right now. 
(Appause.) And, gentlemen, I give you beyond that, 
and above that, the men who carried it on and the 
men who made it possible. And I am going to ask 


our president, the latest addition to the wonderful 
roll of constructively-minded people who have car- 
ried on all through the years, to don a hat with me 
and lead the parade into this great exposition next 
(Applause) 


door. 





THE CHICAGO CONVENTION COMMITTEE.—In the lower center is Charles G. Consodine, chairman. 
R. Pinney, Charles P. Schoen, Fred P. Seymour, H, T. Griswold, Harry 


A. R. Skibbe, Harry Fellowes, Ralph V. Maneval, G. 0. 


Stevens, D. 


Left to right in the semi-circle: 


Balch, and Mrs. Karl E. Castle. 
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if... to the Consumer 





FAIR... to Everybody 
Pe Es: jj |. i 


CALIFORNIA AND OTHER WEST COAST DELEGATES WHO MADE INVALUABLE CONTRIBU- 
TIONS TO THE FAIR TRADE RALLY TUESDAY BY PROVIDING EXTENSIVE DATA ABOUT THE 
OPERATION OF STATE FAIR TRADE ACTS IN THEIR TERRITORIES. 


Seated, left to right: Owen G. Bayless, Lowman 
& Hanford Company, Seattle, Wash.; J. 8S. Ball, 
Kilham Stationery & Printing Company, Portland, 
Ore.; Charles P. Garvin, general manager, Na- 
tionai Stationers Association, Washington, D. C.; 
R. W. Graham, Stockwell & Binney, Inc., San 
Bernardino, Calif.; Joseph A. Savel, Savel Com- 
mercial Stationery Company, Los Angeles, Calif.; 
E. H. Wobber, Wobber’s, Inc., San Francisco, 
Calif., and E. E. Crandall, Schwabacher-Frey Com- 
pany, San Francisco. Banners brought by delegation. 


Standing, left to right: Clarence Larkin, The 
J. K. Gill Company, Portland, Ore.; Arthur Sta- 
bles, Jr., Add-A-Guide, Inc., Los Angeles, Calif.; 
Harry A. Morgan, Stationers Corporation, Los 
Angeles, Calif.; William Johnston, Schwabacher- 
Frey Company, Los Angeles, Calif.; F. E. Rising, 
Jr., Industrial Printing & Stationery Company, 
Huntington Park, Calif.; James A. Parsons, Smith 
Bros., Inc., Oakland, Calif.; and F. C. Rohrbach, 
Patrick & Moise-Klinkner Company, San Fran- 
cisco, California. 


THE FAIR TRADE RALLY 


California Stationers On The State Fair Trade Act 


Delegation Submits Platform of Eight Planks 
to Aid All States in Achieving Fair Prices 


By William F. Johnston, 
Schwabacher-Frey Company 
Los Angeles, Calif. 


W cn the thundering herd from California de- 
scended upon the convention at Kansas City two years 
ago their great objective—in fact almost obsession— 
was to sell the fair trade act to the industry and to 
the manufacturers—the results were most encouraging 
and today we come before you with the law now 
almost nation wide, and federally recognized. 

We realized that the road to full accomplishment 
was to be long and devious—we have now travelled a 
part of that road and our initial flush of enthusiasm 
has settled down to a calm and considered appraisal 
of progress and a planned program of forward action. 


Up to now the law has required business to operate 
on the premise that it should be free from all artificial 
control—free to reflect the ebb and flow of competitive 
conditions, regardless of the consequences—with the 
resulting orgies of price cutting, which over a long 
period of time have forced many small merchants to 
the wall—and all legitimate merchants to a despera- 
tion bordering on bankruptcy. 

Today for the first time in the history of American 
business there has been created and intrusted to us, an 
instrument calculated to enable us to maintain a fair 
profit ratio—a decent return for the hazards—the 
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investment—and the creative effort involved in our 
business. 

As we thrill at the thought of our new opportunity 
we should also soberly endeavor to realize our great 
responsibilty to use this new instrument effectively 
yet fairly—never foretting that in the end it is the 
consumer who will say how far we may go—we must 
guard against the enthusiasm of the profit-hungry 
dealer and manufacturer who may seek to establish 
uneconomic over-high price levels—thus arousing pub- 
lic resentment which may force repeal of the new 
laws and bring the whole fair trade structure down 
upon their own and their fellow dealers heads—in 
Short, to live and serve the new instrument, the fair 
trade law must be made just what its name implies— 
fair to manufacturer—fair to dealer—fair to employes 
—and last but by no means least, fair to the consumer. 

This new law is in a sense, an experiment—to be- 
come a permanent institution we must make it work. 
This new weapon in our hands must be sharpened to 
a fine edge and we must do righteous battle with it. 


Program Proposed by California Group 


We Pacific Coast dealers are here to submit to you 
a platform or ge of action on some of the things 
which we feel must be done if we are to win this 
battle with those who would seek to destroy the profit- 
factor in our business. 

Our platform consists of the following planks 
number one—we believe that the dealers in all of the 
states having fair trade laws should promptly ask for, 
and the manufacturers should promptly issue con- 
tracts for those states—we say to the dealers—you've 
tried everything else, and failed—why not try this 
new approach to the problem. To the manufacturers 
we say, why not give these dealers this chance to 
become better merchants—better credit risks, and 
better friends of yours by helping them to get a fair 
profit in the business which after all is very much 
your business? 

Plank number two—We believe that The National 
Association is the ideal instrument to assist and coun- 
sel the forty-two state organizations in establishing 
and operating on the fair trade basis, that through the 
National Office and General Manager a campaign pro- 
gram should be set up which would make possible a 
full interchange of information and assistance—so 
that each state might profit through the experience of 
the others and perhaps get the very answer to their 
problems that some other state has found effective. 


Put House in Order 


Plank number three—We dealers should get our 


The California Fair Trade Act 


Tells How the Dealers and 
Manufacturers Cooperate 


By Ed. Wobber, Wobber’s 


Inc. San Francisco, Calif. 


F nom the stay at home stationers of California I 
bring greetings and best wishes for the success of this 
splendid meeting. 

It becomes my privilege and my pleasure to tell you 
briefly of the efforts we stationers of California put 
forth to extricate ourselves from the intolerable com- 
petitive conditions which, at one time, threatened our 
very business existence. 

Three years ago, realizing the need for stabilization 
in our industry we sent a delegation to the Buifalo 
convention with the message that we were eager and 
ready to give our earnest support to manufacturers 
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houses in order—rigidly and honestly seeking to ob- 
serve the contracts and prices—this not only fairness 
to the manufacturer—but as a matter of good business 
for with a common standard of price, our experience 
has proven that we are drawn closer to each other and 
have the time to together consider the more con- 
structive problems, rather than wasting time trying 
to out-smart the other fellow. 

Plank number four—We must police our local situa- 
tions and do our utmost to convince each other of 
the great gain to all under the contracts. This may 
mean much time and effort, but it is well worth while. 

Plank number five—In justice to the manufacturer 
we must give the utmost preference in our buying— 
our displays and our selling to fair trade lines. This 
should be done in all cases on an individual basis and 
not by any agreement among dealers. 

Plank number six—We must do our part to help 
enforce the law—and after making every effort to 
dissuade the violator, we should then get real evidence 
to be used at law. 

Plank number seven—We must then insist that the 
manufacturer defend his contract rights and fulfill his 
obligation to the dealer—it is history in the drug 
trade that quick positive action begets respect—and 
this need not be expensive as has been proven in 
California in the drug trade. 

Plank number eight—We must organize and press 
forward for the passage of a National Fair Trade Law 
in order to fully combat out-of-state unfair competi- 
tion. Since such a movement takes time, we should 
not fail to get into operation on a state basis while 
striving for this larger plan. 

Plank number nine—We believe that there should be 
set up in the National Association a war chest, to be 
built up by nominal contributions by dealers and man- 
ufacturers, for educational, legislative and any other 
lawful purpose which would further the effort to 
achieve our objective fair prices ‘and fair profit. 

We are assembled here today to make a sober in- 
spection of this new economic machinery—to see how 
and why it was created—how it functions—what we 
stand to gain by its proper use—and how we may best 
make it the great constructive force for the advance- 
ment of good business that it was intended to be. 

The gentlemen who will speak to you today on the 
several phases of the subject, are men who by diligent 
study of its legal aspects—or by practical experience 
in its application—or by a broad interpretation of 
its real significance to our industry, are eminently 
qualified to address you. 
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who would stabilize the distribution of their products, 
and thus protect us from the ruthless tactics of the 
price cutter. 

At that time, certain dealers in our territory were 
selling trade marked brands of merchandise to any 
consumer, in any quantity, at dealers wholesale prices. 

We were in the position of either meeting this ec- 
centric competition or surrendering our customers. 

We chose to meet the competition and save the cus- 
tomers, but, we were fighting with our backs to the 
wall and hoping something might happen to save us. 

Just about that time the California Fair Trade Act 
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FIVE ADDRESSES ON FAIR 
TRADE ACTS IN THIS SECTION 


For enlightening information on the 
benefits and possibilities of operation 
under the State Fair Trade Acts, read 
the five addresses in this section which 
were presented at the Fair Trade Rally 
session on Tuesday afternoon of the 


N. S. A. convention. 





was demonstrating its strength and was successfully 
aiding retail trade in other lines. 

Encouraged particularly by the experience of the 
druggist trade (under the capable legal guidance of 
Stanley Weigel) we proceeded to strengthen our asso- 
ciations and to seek the assistance which we knew 
only the producers of our merchandise could provide. 

We wanted the manufacturer to establish definite 
selling prices upon his wares that would be fair to 
himself, to the dealer, and to the consuming public, 
and we wanted him to issue contracts for the distribu- 
tion of same in California under the provisions of the 
California Fair Trade Act. We fully realize consumer 
prices must be fair, lest sales be jeopardized. 


Desires Were Expressed 


By correspondence and through many personal con- 
ferences our desires were expressed—discussions and 
meetings followed and (I am happy to say) through 
all the negotiations, no coercion, no threat of boy- 
cott, no attempt at intimidation was ever indulged in. 

The basis upon which the issuance of contracts was 
sought was the common sense basis of ‘Reciprocity.’ 

“We simply offered to exchange our selling support 
for price protection.” 

It was soon apparent manufacturers realized their 
interests and ours were closely related. There were 
some misgivings of course, and some doubt, but as a 
rule manufacturers showed their generous spirit by 
their willingness to sit down “to talk it over” with us. 

Through those meetings we really got to know the 
inner natures of the men whom we had for years been 
dealing with, and I venture to say, in all the history 
of the stationery industry there is no more delightful 
chapter than that romantic period during which the 
California stationers succeeded in winning the confi- 
dence and the support of their manufacturers. 

Through it all, we learned, men in our industry are 
not without sentiment, nor are they without gratitude 
for the loyalty shown by their dealers throughout the 
years. 

I want to relate an incident which I think illus- 
trates the true spirit and sincere feeling of the manu- 
facturers whose codperation we were seeking, a tele- 
gram came to our association one day telling us a 
representative of a certain factory was coming to the 
coast to discuss the Fair Trade situation with our 
members. 

Upon his arrival a luncheon meeting was arranged, 
and the usual western welcome was accorded. After 
a bit we settled down to a peaceful and business like 
discussion of our aims. 

Our amiable guest was accorded the floor, and, in 
all earnestness, he went on to tell us of the feeling of 
great friendship his firm had always felt for their 
dealers (“out in California”) but, (he regretted to say) 
their attorneys had cautioned them against issuing 
contracts on the grounds it might create great legal 
embarrassment and therefore it would be best to avoid 
all risk—and, so, he had traveled all the way to tell 
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us frankly just why they could not go along with us. 

His explanation was disheartening—nevertheless, 
mutual verbal exchanges of friendliness continued— 
until presently some one oo up and said, “We've 
heard a lot here today about this thing called ‘Friend- 
ship.’ Under all the circumstances don’t you think 
your firm might “take a chance” for a friend? 

And the reply was, “Fellows, you got me—you got 
me with that one. I'll go back and lay it in the boss’ 
lap on that basis.” Well, a few days later another tele- 
gram came to our association office. It read: 

“I have taken the matter up with the boss— 
counsel still strongly advises against it—but Mr. 
Eberhard Faber says, ‘Yes. For a friend we will 
take a chance.’ Letter follows—signed H. B. Elmer.” 
“Friendship had come through in a big way.” (One 

of the finest characters that ever graced any industry 
had spoken, and once again had proved his right to 
= a esteem in which we have always held 

im. 

In those few words he had not only indicated his 
own feelings but he exemplified the spirit of most 
manufacturers in the industry. 


“Time Marched On” 


Time marched on. Two years ago we journeyed to 
Kansas City, and last year to the Chicago convention 
to further submit our case and to plead for coépera- 
tion from those manufacturers who had not already 
we their willingness to issue Fair Trade Con- 
tracts. 

Today we are here representing practically every 
stationery dealer in California. 

We have come to say thanks, and to express our 
appreciation of the magnificent manner in which you 
manufacturers responded. 

You have given us all we asked for, we hope you 
too are satisfied, and that you will find it to your 
advantage to extend to dealers throughout the na- 
tion that same consideration you extended to us. 

Our Roll of Honor is nigh complete. With your 
permission I should like to read the names that are 
graven in our records. 

In the blank book and loose leaf line we are pro- 
foundly happy to appreciate the following: The 
Boorum & Pease Company, Hall & McChesney, Na- 
tional Blank Book Company, Stationers Loose Leaf 
Company, Wilson-Jones Company, Standard Diary 
Company. 

That important group has given great strength to 
the foundation of our structure and has set the ex- 
ample for others to follow. 

The makers of pencils and kindred items have re- 
sponded nobly. These are the firms whom we are 
pleased to announce: Eberhard Faber Company, Joseph 
Dixon Pencil Company, American Lead Pencil Com- 
pany, Eagle Pencil Company, Wallace Pencil Company, 
Reliance Pencil Company, Blaisdell Pencil Company, 
Richard Best Pencil Company, Weldon Roberts Com- 
pany, Kohinoor Pencil Company, A. W. Faber Com- 
pany, Scripto Manufacturing Company and Universal 
Pencil Company. 

The ink manufacturers were quick to respond. They 
heard our story and soon contracts were flowing out 
of their factories like writing fluid. Here are the 
names: Sanford Manufacturing Company, Carter Ink 
Company, L. E. Waterman Company, Edwards Manu- 
facturing Company, Carter’s Ink Company, Sheaffer 
Ink Company, Chas. M. Higgins Ink Company. 

Among the makers of stapling machines we are dis- 
tributing under Fair Trade for—Neva Clog Products 
Company, Hotchkiss Sales Company, Ace Fastener 
Corporation, Parrot Speed Fastener Corporation, Bump 
Paper Fastener Company, Compo Mfg. & Sales Com- 
pany, and Star Paper Fastener oe 

The Calendar Pad firms who are working along with 
us are the following: Columbia Art Works, Ever Ready 
Calendar Mfg. Company, Defiance Sales Corporation, 
Bainbridge, Kimpton & Haupt Company, nk A. 
Weeks Mfg. Company. 

In the Index Tabs we have: Victor Safe & Equipment 
Co. (Makurown), Celludex Company (Celludex & Ac- 
cessories), Globe-Wernicke Company (Utility Index 
Tabs). 

In Stationery Products we have: The Globe-Wernicke 
Co., Cooke & Cobb Company, Yawman and Erbe 
Company, Weis Mfg. Company, Oxford Filing Supply 
Company. 
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In Line Daters and Office Stamp Outfits, we have: 
Superior Type Company, Wm. A. Force Company, Louis 
Melind Company, Fulton Specialty Company, Volger 
Mfg. Company. 

And in the miscellaneous group we have the fol- 
lowing: Eaton Paper Corporation, Art Steel Company, 
Denison Mfg. Company, Geo. B. Graff Company, Art 
Metal Company, Handy Roll Company, Acco Products, 
Incorporated, Bates Mfg. Company, Josephson Mfg. 
Company, Parrott Speed Fastener Company, Piltzer 
Bros., Sainberg & Co., Inc., Beach Publishing Company, 
The Scram Company, Oakville Company, C. R. Gibson 
Company, J. L. Hanson Company, Clarotype Company, 
Moore Push Pin Company, The Rosenthal Company. 

In Steel Pens we have: Esterbrook Steel Pen Com- 
pany, Spencerian Pen Company. 

In Fountain Pens we have: Waterman Pen Company, 
Parker Pen Company, Sheaffer Pen Company, Conklin 
Pen Company, Wahl Pen Company. 

In Postal Scales we have: Triner Scale & Mfg. Com- 
pany, Pelouze Mfg. Company, Marvel Scale Company, 
Hanson Scale Company. 

In Pencil Sharpeners we have: C. Howard Hunt Pen 
Company, Automatic Pencil Sharpener Company, The 
Marber Company. 

In Waste Paper Baskets we have: Erie Art Metal 
Company, Worcester Wire Novelty Company, Gatch 
Brush & Wire Goods Co. 

We hope, before this Convention ends, to announce 
the names of several other firms whose names we are 
anxious to add to that list. 
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“TIME STILL MARCHES ON” We shall not forget! 

We pledged our utmost support and we are keeping 
the Faith. 

Now, just a word in conclusion, a bit of well in- 
tended advice to the dealer. 

Realize this, if you will, any Fair Trade Act, in any 
State would be a meaningless thing to any industry 
not thoroughly organized to take advantage of the 
benefits the Act contemplates. 


Lucky to Have Act 


If you live in a state having a Fair Trade Act, you 
are fortunate, for your battle is half won. 

And permit me to say, “Do not collectively, or in- 
dividually try to high pressure your manufacturers 
into issuing contracts. Make it worth their while to 
issue contracts, and you will soon find competition 
between them for your favors will adequately and 
eventually cause them to offer contracts in exchange 
for your orders. 

Give the best that’s in you to your local association. 
The day of rugged individualism in business is past. 
Today the time you spend in association work is the 
most productive time you can give to your business. 

Snuggle close to your national association, and re- 
member well, that lovable rogue, Charley Garvin is 
devoting every thought and every act of his life to 
your welfare. 

Forward manufacturers, I predict, will soon adopt 
price protection as their national policy and, as 
rapidly as they do so, I beseech you retailers, rally to 
them, rally to them with your loyal and everlasting 
support. 


The Legal Aspects of Fair Trade Acts 


Their Purpose Is Not Price Fixing; 
Procedure for Operation Outlined 


By Stanley Weigel, Attorney, 
San Francisco, Calif. 


W wrx respect to my appearance here, it was some- 
thing that, frankly, I wanted and which presumably I 
went as far as legal ethics would permit in soliciting. 
About three weeks ago, when I was in Los Angeles 
on a business trip, I communicated with Harry Mor- 
gan. He made some rather thinly veiled suggestions 
that he would like to have me come to this conven- 
tion. I resisted very weakly, and we discussed the 
question of cost and fee. We did not reach any con- 
clusion, but he did pay for the lunch (Laughter). I 
returned to San Francisco, and thought the matter 
ended. Then I got a telephone call from Mr. Wobber, 
who said he had heard from Mr. Morgan, and he 
asked what my fee would be to come. I said I wanted 
to come, told Mr. Wobber I had had a delightful time 
at Kansas City, and would like to come back to face 
this group in the light of what had transpired in the 
last two years. He said, “Well, Stanley, if you had 
such a good time, you ought to pay to come” 
(Laughter). I managed not to hang up, but I will say 
my idea of a proper fee shrank, and so I am here. 

I am a little ashamed of sentimentality and of the 
expressions of friendship, which are so readily gen- 
erated by conventions, but I would be remiss to what 
I feel very deeply in my heart if I did not express my 
gratitude to the members of the Stationers Associa- 
tions of Northern and Southern California. Their 
faith has meant a tremendous lot to me, and I wish 
to those men who are here, and to those who could 
not come to this convention, I could effectively and 
publicly acknowledge my debt of gratitude for their 
friendship. 

Two years ago at Kansas City we discussed the 


Fair Trade Act. At that time the discussion was 
academic to most delegates, and was academic largely 
for two reasons: first, less than ten states had fair 
trade acts. Second, with the exception of California, 
whether those acts were worth the paper on which 
they were printed was, in the minds of most people, 
an open question, with all doubts resolved in favor of 
the view that they were unconstitutional. But today, 
as you all know, we have forty-two Fair Trade acts 
in forty-two of the forty-eight states. Today, over 
the protest, both before and after, of a president who 
is probably more popular—he certainly has been— 
than any president in the history of our country, a 
congress enacted a bill which eliminates many of the 
problems faced by manufacturers in distributing under 
Fair Trade acts. 

When you get the feel of the sweep of this move- 
ment, your faith in its inherent rightness, soundness 
and decency is constantly renewed. 

Since that day in Kansas City, the Supreme Court 
of California has spoken with respect to the constitu- 
tionality of the Fair Trade Act of the State of Cali- 
fornia, and it spoke by a verdict of four to two, one 
of the judges not participating. When that decision 
came down, the cry of those who in their hearts 
wished that the law should not be passed, was “Wait 
until the United States Supreme Court gets hold of 
it.” And from that moment, the powerful interest 
opposed to Fair Trade legislation showed their organ- 
ization, and from that moment the fight against Fair 
Trade went into the hands of the most able and the 
most expensive counsel obtainable. 

To nearly all of us it was a surprise that the 





et! 
ing 


in- 


iny 
try 
the 


jou 


in- 
ers 

to 
ion 
nd 
ige 


on. 
ist. 
the 
SS. 
re- 

is 


»pt 


to 
ing 


OCTOBER, 1937 


Supreme Court of the United States answered ques- 
tions concerning the constitutionality of the Illinois 
and California Fair Trade acts, not a divided vote, 
put by a unanimous affirmance of the constitutional- 
ity of the Fair Trade acts. 

That brings us down pretty much to date. Before 
discussing the Fair Trade acts, I would like to offer 
you some observation I have made about law and 
about lawyers, and I would like to give one of the 
reasons which made me guess right—and I was not 
alone in guessing right, by any means—on the con- 
stitutionality of the Fair Trade acts. That goes back 
a long way. ; ; 

This movement started with the retail druggists, 
it started with the independent small retail druggists. 
I have seen the inside of the business of the retail 
druggists, and what they do. I have as personal friends 
independent retail druggists, men who have gone to 
college, who have obtained a degree in pharmacy, 
men who have tried to look on their business as a 
profession, and one involved with an element of pub- 
lic interest in protecting and conserving public health 
in the vicinity of the operation of their stores. 

In one instance, two partners operate a drug store, 
sometimes taking an alternate Sunday off, the rest 
of the time working day and night as decent simple 
human beings to make their store a success. I have 
seen what they have faced. Items nationally adver- 
tised, easy to sell, for which advertising has created 
a market, were offered by the Macy’s, the Katz’s and 
the Weinstein’s and others, at cut prices which yielded 
no gross profit at all or which yielded no net. And 
the public, seeing well advertised commodities for 
which they were accustomed to pay a standard price, 
offered at a ridicuously cut price, removed their 
patronage from their regular dealers and went to 
those stores to buy those goods at attractive prices. 
They wrongly assumed that because, for example, a 
dollar Ingersoll watch was sold by the cut rate dealer 
at 69 cents, that everything bought in the store of 
such a dealer was similarly low priced. These con- 
cerns were using these nationally advertised articles 
as bait; they were not selling them at low prices out 
of consideration of public philanthropy, but to get 
business, to steal business from competitors. 

It seemed to me then, and it still seems to me, that 
a law effectively aimed at such self-evident abuses in 
the business world was a law consistent with the Con- 
stitution of the United States or of any state. I men- 
tion the Constitution with some feeling, because it 
has become altogether too smart and easy for certain 
people in public life, to decry lawyers and the law, 
and the principles of respect for promises. (Applause.) 

Do not confuse the Fair Trade acts with other legis- 
lation. The Robinson-Patman Act is a different thing 
altogether. In many states you have measures that 
sound something like Fair Trade acts, but many of 
them are unfair practice acts. These cover a different 
subject. 

In discussing Fair Trade acts our problem is to quite 
simple, for this reason: there is a diversity of terminol- 
ogy in the Fair Trade acts of the forty-two states. 
Some read word for word like others; some have 
clauses that do not appear in others. But this is true, 
and this is the reason you should not lose sight of the 
forest for the trees, that by and large the California 
Fair Trade Act has been adopted by all of the other 
states so far as any substantial provisions are con- 
cerned. By that I mean that the California Fair Trade 
Act, being the first, was not as well or as comprehen- 
Sively drawn as it might have been. Certain problems 
arising under Fair Trade acts are not expressly covered 
by the wording of the California Fair Trade Act. Other 
states, adopting model Fair Trade acts contain, in the 
light of the experience under our Act, specific pro- 
visions on which the California Act is silent, but those 
specific provisions are no more than the reasonable 
interpretation and statement of the meaning of 
the California Fair Trade Act, if any question in- 
volved in it, and covered by these express provisions 
in the laws of other states, were to arise. So we can 
forget altogether, for the purpose of this discussion, 
about differences in the individual wordings of the 
Fair Trade acts. You may take it on my authority 
that the Fair Trade acts are substantially—and I say 
substantially, for there are differences—substantially 
the same. 

What is the nature of the Fair Trade Act? It 


61 


is concerned with trade mark brands and names 
and its effort is to protect the owner of that trade 
mark, brand or name against a species of unfair com- 
petition. Its object is not to fix or establish prices. 
That is an incident, and only an incident, in these 
statutes. If we have a commodity which is identified 
or sold under a trade mark, brand or name, it is then 
qualified for protection under a Fair Trade Act. But 
it must have further qualifications. It must be a com- 
modity which is in fair and open competition with 
other commodities of the same general class. 

Thus we have the basic two requisites of protec- 
tion under a Fair Trade Act; first, the commodity 
must be identified by trade mark, brand or name; 
it may not be a commodity sold without identification. 
Second, it must be a commodity which is in fair and 
open competition with others of the same general 
class. So, if you have a monoply, you may not dis- 
tribute under the Fair Trade acts. 

Even though you have a commodity which is quali- 
fied, you may not include it under the terms of any 
Fair Trade Act simply by sitting back. You, as a 
manufacturer or distributor, if you have an interest 
in the trade mark, brand or name, must decide 
whether you want the protection offered by that 
Act. The choice is up to you. It is not with the 
dealer, or with a competitor; it is up to you. 

If you decide to distribute under a Fair Trade Act, 
what do you do? You prepare a contract, and offer 
that contract for signature to all the dealers who 
handle your line in the state. Ordinarily, you mail it 
out, with a return envelope, so the signed contract 
may be sent back to you. That contract simply in- 
volves a commitment on the part of the retail dealer 
that he will not sell your product at less than such 
prices as you stipulate in the contract. That is all 
there is to it. 

The Act safeguards the public and dealers against 
monopoly, because you as a manufacturer, under these 
laws, issue such a contract without violating the state 
or Federal anti-trust laws. But if you get together 
with other manufacturers, and agree with them as to 
price, or if the dealers get together and agree on 
prices, or the wholesalers and jobbers agree on prices, 
they do so without the protection of this law. The 
key of the whole law is the vertical protection of 
trade mark, brand or name against unfair competi- 
tion, and the only person that has anything to say 
about what the price shall be, or whether there shall 
be any price, is the individual manufacturer acting 
independently and alone, and without collusion or 
agreement with any one else. 


Many Problems 


Any manufacturer distributing under these acts 
has his competitors to reckon with; he has the eco- 
nomic law of supply and demand to reckon with, and 
therefore this statute is not an instrument of monop- 
oly, but it is just the opposite. As Justice Brandeis 
pointed out a long time ago, price-cutting is the in- 
strument of monopoly. Why does the price-cutter sell 
at prices below cost, or at prices which do not yield 
an adequate gross profit? Because he wants to “""- 
by that price, customers and business away from his 
competitors. And what does a large powerful oil com- 
pany do when it is embarrassed by the strength of 
an independent organization? It starts a price war, 
to get people into its station and away from the 
independent station, and thus forces the latter out. It 
is propaganda and there is no other word for it—that 
is appearing in the public prints, about this measure 
permitting monopoly and being price-fixing in nature. 
Upon analysis, you see that is without foundation. 

So much for the Fair Trade Act. It is an individual 
matter, up to the individual manufacturer, if he wants 
to protect his trade mark, brand or name. He must 
act alone, and not in concert with other manufac- 
turers, and he must act in the face of laws of supply 
and demand and honest competition. If he does so 
at all, he does so because he wants to. 

Mr. Wobber in his talk told you of a certain meeting 
in San Francisco, in which legal complications were 
discussed. With characteristic modesty, Mr. Wobber 
did not tell you of his part in that discussion, but, 
because it serves to clarify our next step, which is 
the Miller-Tydings Amendment to the Federal anti- 
trust laws, I will refer to it for a moment. 

The situation was that a large pencil manufacturer, 








1. Charles T. Boone, Boone Bros. Company, Louisville, Ky.; Bond 
Houser, Sr., and George W. Fraley, The Troy Sunshade Com- 


pany. 

2. Jack Kennedy, Trussell Manufacturing Company; Ben Weinberg, 
McCloy Company, Pittsburgh; Irving Levy, Art Steel Company; 
Henry Coleman, Nathan Coleman & Son, Inc., Savannah, Ga. 

3. Grenville Davis, manufacturers’ representative; Bill Durchslag, 
Stevens-Maloney & Company, Chicago; Jim Bradley, Conklin 
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5. Frank Palmer, Eaton Paper Corporation; P. T. Pearce, The 
Cargill Company, Houston; Jim Anderson, Wilson-Jones Com- 
pany; Clem W. Seely, Tisch-Hine Company, Grand Rapids. 

6. Fred Pitt, The Pitt Company, Kansas City, Mo.; Fred Schaefer, 
Sanford Manufacturing Company; 8S. D. Bradner, Columbus 
Blank Book Manufacturing Company; H. G. Shreiner, Polar 
Manufacturing Company. 
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pany: Frank R. Nichols, Charles H. Wallace, H. B. Holmes, 
A. G. Brookman. 

8. Jack Kennedy, Trussell Manufacturing Company; Sharon Roth, 
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Company; Loretta Harrington, Parker Pen Company; W. : 
Pierce, Midland Stationery Company, Minneapolis; Dorothy 
Brown, Parker Pen Company. 

9. A Yand E delegation, including three presidents: Ben McGinty, 
resident, Southern Travelers Club; R. B. Williams; Francis 

awman, president, Yawman and Erbe Manufacturing Com- 
pany; Harvey Rockwell; Stanley Griebel, president, Northwest 
Travelers Club; Roy Klein; Ike Cornish and Gene Donohue. 

10. L. J. Matthews and Norman Watts, Office Equipment Company, 
Louisville; George Litchfield and Louis Koerner, Jasper Chair 
Company: E. J. LeBlanc, Office Equipment Company; W. H. 
Brown, Jasper Chair Company. 


Eberhard Faber Company, was genuinely anxious to 
distribute under the provisions of the California Fair 
Trade Act in 1935. The California Law, and the law 
of any other state, is effective only within the ter- 
ritorial boundaries of that state as to interstate com- 
merce moving across state lines, it was thought at that 
time a prohibition existed against contracts of the 
type authorized by the state Fair Trade acts. A 
manufacturer in the East who wished to distribute 
under the protection of the California Fair Trade Act, 
in order to be perfectly sure that he was not in- 
volving himself under the Federal anti-trust laws or 
the Federal Trade Commission Act, found it wise to 
warehouse his product within the State of California, 
and to domesticate his corporation within that State, 
so as to eliminate any elements of interstate move- 
ment of goods in relation to the contracts establish- 
ing the price. That question, which is now academic, 
was at that time a very live one. Mr. Elmer at that 
meeting stated very well indeed the legal views, indi- 
cating the danger and chance involved if the Faber 
Company would issue contracts in California without 
domesticating its company. 

Mr. Elmer stated these views convincingly, and it is 
the only time Mr. Wobber has ever cut me out of a 
job. Mr. Wobber rose and he said, “Elmer, wouldn’t 
you take a chance for a friend?” Well, that ended it. 
The chance was taken, but today that is a chance no 
manufacturer need take, because the Miller-Tydings 
Amendment to the Anti-Trust laws amends those 
laws by in effect stating that where a Fair Trade Act 
or law, or public policy exists in any state of the 
United States, it is no violation of any Federal anti- 
trust legislation for a person to issue contracts con- 
sonant with a law of that state, and which covers a 
commodity in open competition, etc., providing that 
such a contract is not made among competitors. 

That is all there is to the Miller-Tydings Amend- 
ment. I think every stationer here who believes in 
fair trade owes a debt of gratitude to Senator Tydings, 
who risked political death and the wrath of a Presi- 
dent to stand for the enactment of that Amendment, 
and saw it through. And it was essentially right, 
and it should have been passed. President Roosevelt 
may have had his doubts as to the effect of the passage 
of this Act, but certainly it should not be the policy 
of the Federal Government to prevent that which is 
the business of the individual states from being done, 
for technical reasons. All the Miller-Tydings Bill does 
is to eliminate technical obstructions to compliance 
in good faith with state laws. 

What is the advantage to the retailer of the Fair 
Trade acts? The advantage is that if a commodity 
is distributed under their protection, he is relieved of 
the cut-rate unfair competition of the character which 
I have described. The retailer must always bear in 
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mind what I have tried to emphasize in these re- 
marks, that the object of these statutes is not price; 
the object is to protect the good will accruing to a 
trade mark, brand or name against a species of unfair 
competition, which happens to be price, and that is all 
there is to it. 

This is not a measure which either permits or con- 
templates the jacking up of prices to consumers. Such 
statistics as we have as to the effect on price levels on 
commodities covered by Fair Trade acts, items in the 
drug industry, is that they are for the consumer’s 
benefit. The only thing that he has lost is the oppor- 
tunity to buy bait, but in losing that oportunity, he 
has also lost the opportunity to take the hook, be- 
cause he had paid these cut-rate stores over and over 
again more than his savings on these advertised qual- 
ity brands. So we must bear in mind that this is not 
a price-fixing measure, and we must not attempt to 
make it so. When one does that, then he is giving 
ammunition to the Macy’s and the Katz’s and the 
Weinsteins. 

A trade association can do much. It was suggested 
last night that the California group would propose 
that The National Stationers Association take an inter- 
est in the Fair Trade movement and act as a clearing 
house for education and information. That is a splen- 
did thing. I think Mr. Garvin has the feel of these 
laws, and you would do well to lean upon him and 
your National Association for guidance with respect to 
Fair Trade matters. 


Manufacturer’s View 

From the standpoint of the manufacturer, if I were 
a manufacturer, I would not want to go to the ex- 
pense of issuing contracts to dealers in forty-two 
states, nor in one state, nor would I want the burden 
of going to court and asserting my rights against 
price-cutters, unless it would benefit me. I have said 
a great deal about decency and loyalty, and I be- 
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lieve in decency, but it is true, and not inconsistent, 
that we are all interested in ourselves, and as long 
as that self-interest is expressed in fair and decent 
conduct, it is not a bad thing. And the manufacturer 
has a self-interest, and there is no reason for him 
to distribute under a Fair Trade Act unless it will 
benefit him. It benefits him, if his product is ex- 
tremely well known, to have a standard price, be- 
cause the public has been accustomed to pay a cer- 
tain price for it, and it is presumably a fair price. If 
the article is sold for substantially less than that 
price, the product appears to be cheapened, and the 
public begins to wonder if it is the same article now 
that it is so cheap. 

The manufacturer also has an interest in the deal- 
ers’ good will. If he puts out a product, and that is 
sold by some of the trade at cut-rate prices, the bulk 
of dealers cannot meet that competition and stay in 
business, so they turn to something else. By and 
large, the well known manufacturer, whose goods are 
nationally advertised, on the ground of self-interest, 
has a stake in the Fair Trade acts, and if he does 
distribute under the Fair Trade Act, he should re- 
ceive, not your threats of what you will do if he 
doesn’t, but if he does, he should receive tangible 
sales support. As Mr. Wobber said, I think his phrase 
was “the common sense basis of reciprocity.” 

It will be a pleasure to answer any of your questions. 
That sometimes clarifies things. I will conclude with 
once again expressing my pleasure at being here, and 
hearing these Californians say all these nice things 
about me. There is something about people being 
away from home in a group that has the same busi- 
ness interests, that brings out their best nature. They 
are good natured at conventions, perhaps too much 
so (Laughter). And, finally, I say to you that I think 
the Fair Trade acts, in fact, in spirit, in substance, 
and in every way, are thoroughly consonant with the 
banners which appear above the speaker’s platform. 


The Fair Trade Act in Southern California 


Conditions in This Section Transformed 
Among the Smaller Stationery Dealers 


By Ralph Graham, Stockwell & 
Binney, Inc., San Bernardino, 
California 


Toe is my first convention, and I hope you will 
sympathize with me in being put on the spot. I came 
to learn and enjoy, and I have enjoyed everything 
up to now. How far I will get with this I don’t know 
(Laughter). 

San Bernadino is 63 miles east of Los Angeles. It 
is just outside the last Los Angeles city limits sign. 
We have a community of about fifty thousand people. 
We are quite a trading center for a wide area. We 
happen to be the county seat of the largest county 
in the United States. We are very closely allied to 
the counties south of us, Riverside and Orange. The 
three counties are known as the Inland Orange Em- 
pire. We have had serious problems in the stationery 
business. A little over three years ago we had a pre- 
ferred customer list as long as your arm. If any man 
in our community wasn’t entitled to some kind of a 
discount, he was a very poor man, indeed. Those 
preferred lists had to be revised every week, due to 
the fact we had competition, not among ourselves, but 
from every point on the Pacific Coast. Every time 
a Los Angeles salesman came out in our area, we had 
to revise that list (Laughter). When I tell you that 
list no longer exists, at least ninety per cent of it, 


you will understand what has been accomplished under 
the Fair Trade Act. We have stabilized prices, and 
we have, as one of the by-products of the California 
Fair Trade Act, learned to know our competitors. I 
am chairman of the local association, taking in the 
three counties. We have seventeen dealers. Before 
the Fair Trade Act came along, we wouldn’t walk on 
the same side of the street with a competitor. Today 
we sit at the same table and exchange anecdotes, and 
have a real good time. You can see how far we have 
come. 
At Common Table 

In addition to that, this so-called small stationer, 
who has been a forgotten man in the industry, has 
come to learn the business, not through his own 
store, but from the outside as well. He has become 
acquainted with the Fair Trade Act and the legis- 
lative measures we have had in the last few years, 
and it has been due to our Association, and he has 
become the most enthusiastic we have with us today. 
You large dealers, you men who in a measure are the 
fathers of the industry, take under your guidance 
the small stationer. Go out into your local areas, 
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Get him to see the things as you do, get him to meet 
at the common table. Acquaint him with the facts 
pertaining to the industry, and you will find in him a 
loyal supporter. He will become one of the ardent sup- 
porters of the California or any other Fair Trade 
Act, and will be one of the means of correcting evils 
and stabilizing prices, and I think will stand out 
among his fellow men in the industry to a much 


OFFICE APPLIANCES 


greater degree than ever before. And I say to the 
small dealer, you in turn seek out your larger brother, 
and acquaint him with the fact you are ready to 
become a part of his thought and activity. And I 
think, with a combination of the two, ladies and 
gentlemen, we will arrive at something such as we 
have in California in our local community, can stabil- 
ize prices, and will be able to do business at a profit. 


The Fair Trade Act in the Pacific Northwest 


By Charles Miller, Secretary, 
Pacific Northwest Stationers 
Association 


This is an impromptu speech. I never had quite so 
great a shock as when I heard the Chairman intro- 
auce me (Laughter). 

Briefly, we have followed in large measure the exam- 
ple set by California in the administration of the Act. 
Frankly, I have been working with the men in the 
industry, and the gentleman you just heard speak 
has been the inspiration of the administration of the 
Fair Trade Act in Oregon, Washington and the other 
states of the Pacific Northwest region. The region 
embraces five states, Oregon, Washington, Utah, 
Idaho, Montana and British Columbia, Utah being a 
sub-district of its own. Practically, we are speaking 
of Oregon and Washington, because the dealers who 
meet regularly are in those two states. 

Watching what California had done, we appointed 
a Fair Trade Committee of three dealers of the City 
of Portland, who would give their time and attention 
to the problem and tell us what to do. Then we wrote 
all the manufacturers who had signed in California, 
telling them the dealers in 
Oregon were prepared to 
sign contracts. We sent first 
to the loose-leaf and blank 
book manufacturers, then 
pencils and kindred sup- 
plies, then some of the inks 
and pen manufacturers, 
and others of that group. 
We are only about one- 
third done. But with the 
passage of the Miller-Tyd- 


1. James Constantine, Palace Of- 
fice Supply Company, Tulsa. 
Okla.; George E,. Fox, George 
E. Fox & Company. 

2. Jim Parsons, Smith Bros., 
Oakland, Calif.: William 
Clegg, retiring president. 

3. Two former presidents of 
NSA.—Arthur J. Walker and 
B. J. Bristoll. 

4. Albert Abrams, Modern Sta- 
tioner; Paul Fera, J. 8. 
Staedtler, Inc.; Mrs. Abrams. 

5. T. Carl Smith, Columbus 
Blank Book Manufacturing 

Company; W. 8. Bayly, Emer- 





son Price Company, Lima, 
Ohio. 

6. G. H. Kearney, Hotel Racine, 
Racine, Wis.; E. J. Huott, 


Frank A. Weeks Manufactur- 
ing Company. 

7. Mrs. Bob Overend and Ben 
Trautman, The Brooks Com- 
pany, Cleveland. 

8. Andy Maish, Dennison Manu- 
facturing Company; Ed. Wob- 
ber, Wobber’s, San Francisco. 
A coast to coast picture. 

9. H. A. Schifferli, H. C. Cook 
Company; John A. Burns, 
Frank A. Weeks Manufactur- 
ing Company. 

10. E. F. Perry, Trussell Manu- 
facturing Company; Albert 
Snyder, Stewart's, Inc., Indi- 
anapolis, Ind. 





ings Amendment, we are prepared to go back and 
sign up all the manufacturers. 

Some one must administer the things from a prac- 
tical standpoint. But the Fair Trade Act works, and 
that is the best tribute we can pay. I would like to 
ask Mr. Weigel how you enforce this thing—I don’t 
mean enforce it; I mean administer it. When some- 
thing comes up, who is going to act? You can’t wait 
six months to get results on it. It must be done by 
persuasion. A lawsuit wouldn’t work. In Washington 
they have gone the same way. So far as the dealers 
in Washington and Oregon are concerned, we have 
had little trouble in the majority of the items, with 
price-cutting in our territory. Our troubles in price- 
cutting are usually from outside. Our dealers there 


have been associating together for about twenty-five 
years, and have gotten results from good fellowship 
and the good will that goes with it. 
Fair Trade Act one hundred per cent. 
very much (Applause). 


We are for the 
I thank you 
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THE N.S. A. SALES INSTITUTE 


Salesmanship—lts Fundamentals— What it Means— 
Its Possibilities 


By H. P. Rockwell, Sales 
Manager, Yawman and Erbe 


Manufacturing Company, 
Rochester, N. Y. 


Wr ecoren defines “salesmanship” as selling com- 
modities as a business at a profit. 

In treating the subject assigned to me I am going 
to discuss salesmanship as it applies to the stationery 
and office equipment lines, and in whatever I may 
say to you today it is my hope that I may leave with 
you an idea or two of a beneficial nature. 

There are two essentials in a good salesman: first, 
know your line, and second, hard work. We might also 
say that in addition to knowing your own line, it is 
well to know competitive lines, not with the idea of 
discussing your competitor’s goods, but to enable you 
to bring out the selling points in your own line. You 
cannot make your prospect forget your competitor’s 
if you are constantly reminding him of them; but 
don’t forget your competitors are also pointing out 
selling arguments, so you must be prepared to meet 
them, through knowledge of your own line. 

There are several other requirements that make 
good salesmen stand out from the ordinary group, and 
among these are power of observation, tact and 
diplomacy, a good memory, personality, persistence 
and a very large degree of psychology. For a moment 
let us discuss briefly these few points. 

The intelligent salesman rides many hobbies—the 
different hobbies of his various customers. Interest in 
the other fellow’s interests pay well in increased busi- 
ness. Two properly observing eyes in many cases cor- 
rectly appraise a man’s character by what he has on 
and what he has about him. If you succeed in getting 
into a private office; note the pictures on the wall, and 
if you see hunting or fishing scenes, you will know he 
interested in that sport. If you see a golf ball on his 
desk, he is undoubtedly a golfer. You can also tell the 
character of his mind by the books he reads. So the 
observant salesman rides into the good graces of one 
customer on golf, another on hunting or fishing, an- 
other on stamp collecting, etc. Be sure to keep your 
own particular hobby in the closet with the family 
skeleton during working hours, unless it is one that is 
sympathetic with his. 

Tact is very important. It is easy to agree with your 
customer in order to get his mind in harmony with 
yours, and after this is done, you can tactfully bring 
out your selling points and lead him around to your 
way of thinking. Don’t argue with a prospect as there 
is no great achievement in winning an argument; suc- 
cess consists principally in winning sales. 


Good Memory Needed 


A good memory is a valuable asset. Let a man know 
that you remember his name and he is pleased. Let 
him see that you remember his personality, his likes 
and dislikes, and he is flattered. It is well to keep a 
record of these personal matters as well as hobbies 
and use them intelligently on future calls. 

Personality—Keep your clothing and your person 
neat. Wear a smile, as a smile will go a long ways in 
Selling. Be well posted on affairs of the day so that 


pn oem discuss timely topics if such a discussion is 
invited. 

Frequently questions will accomplish a great deal in 
making a sale and if you can get the pr t to talk, 
many times he will tell you how to sell him. Repay 
the time your prospect allows you by giving him some- 
thing of value to him, then he will be glad to see you 
return. It pays to render extra services, but never 
remind the customer of what you have done, as he 
will observe your thoughtfulness and compare you 
with other salesmen who call. 

The final qualification we will touch upon is per- 
sistence. No sale is made without a call. The more 
calls made—other things being equal—the more sales. 
Be persistent without being annoying. How you accept 
defeat may determine the standard of your success. 
You owe your profession to the fact that sales are 
made through overcoming difficulties—therefore, wel- 
come obstacles and turn them into a better job of 
selling. 

While congratulating yourself on the number of 
customers you have, don’t forget to ask yourself how 
many you have not and why. 

Study Classes.—I think it was Newton D. Baker who 
once said that “the man who graduated yesterday and 
stops studying today is ignorant tomorrow.” Glad- 
stone, the famous statesman of England, never stopped 
studying and took up the study of Greek language 
when he was seventy-eight years of age. 

When we were young and finished our schooling, we 
probably said “Thank goodness, that’s over! Now I 
won’t have to do any more studying.” But the world 
moves fast and Eddie Rickenbacker once said that “a 
man has to run like hell to keep from standing still” 
and those of you who will progress in life, who will 
become better salesmen, step into better positions and 
wear the crown of success, will find that constant 
study is necessary not only to keep ahead but to keep 
abreast of your competition. No man is more admired 
than he who is well informed, who has an easy man- 
ner of conversation, who can choose his words and can 
describe his products as well without photographs, 
diagrams, etc., as some people can with them. 

Surprising Visitor 

Not long ago one of our agents from a foreign land 
visited this country for the first time. He had never 
seen a member of our organization, and, so far as I 
know, no one from another similar organization had 
visited him. It was surprising to see how well informed 
he was, not only on our line, but on competitors’ lines. 
all of which he had gotten from catalogues, literature 
and from his ability to absorb and correlate informa- 
tion he had obtained through study courses. 

My recommendation to you salesmen would be to 
study a course in English. The English language, after 
all, is a collection of words and it is how we arrange 
them that enables us to build word = Learn 
the value of adjectives, the proper phrasing of sen- 
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tences and the correct word to use at the proper time. 

I would also recommend a course in public speaking, 
not that many of you may have ambitions to become 
great orators, but the study of public speaking teaches 
one timing, enunciation, proper use of the voice, poise 
and who knows but after all you may be called upon 
some day to address a committee, the board of direc- 
tors or a group of men. There is probably no more 
important organ in your body in selling than that of 
your voice. One does not need to wave one’s arms 
nor to use unnecessary gestures, as control of the 
‘voice, proper timing will create climaxes more con- 
vincing than acrobatics. 

Read simple books on psychology, as nothing is more 
important than fundamental psychology in selling. 
Some people say that salesmen are born not made. I 
do not believe this to be true. A child will learn what- 
ever it is taught. If a baby is taken to China at an 
age of less than one year and is allowed to grow up in 
that atmosphere, it will learn the Chinese language, 
customs and traditions, religion, etc. A salesman can 
be taught, and can be self-taught, providing, of course, 
he has the necessary qualifications, such as courage. 
persistence, ambition, a foundation of education and 
will cultivate those things that I mentioned before 
such as power of observation, good memory, etc. 

Quality Selling—As we recall, Webster says that 
salesmanship is selling goods at a profit, so always try 
to sell quality merchandise. Even though your cus- 
tomer may not want a better grade, show it to him, 
create a pride of ownership in his mind, and even 
though he buys a cheaper article on that call, he will 
never forget that you gave him credit for wanting 
better goods. 

When the buyer gets more than he hopes from a 
purchase, he is more likely to give you repeat business 
and he can never get more than he expects from 
cheap merchandise. The majority of business men will 
pay $1.50 extra to ride in a Pullman car for a four or 
five hour trip and those whose business takes them 
to Europe do not travel steerage. So why should a 
business man have day-coach or steerage furniture 
in his office? Why should he buy cheap merchandise? 
Why should he buy cheap stationery, carbon paper, 
ribbons, etc.? 


Quality Comes First 


When price is the main item that the salesman 
carries in his sales kit, the cost of selling is too high. 
Quality comes first—price last—and after you have 
convinced a man that the best merchandise is the 
cheapest in the end, the price can be written into the 
order without question. 

Remember there is a vast difference between mak- 
ing a sale and taking an order. 

I am going to give you one illustration of what I 
mean by selling quality merchandise and in making 
this illustration I will use chairs for the purpose, inas- 
much as the company I represent does not make 
chairs. Let me say that a customer comes into a store, 
points to a chair and inquires the price. Let us use 
an arbitrary figure of $40 for this chair. The customer 
objects and says that he would not pay $40 for a chair. 
That is too much money. 

How many salesmen would weaken right there and 
say “Here is a chair that looks somewhat like that 
one for only $20.” I believe the better way to sell the 
better grade of chair would be something like this: 
“Yes, we carry cheaper chairs for certain customers 
who may want chairs for temporary use, but the rea- 
son that this particular chair is $40 is because there 
are brains in that chair. An engineer, with the thought 
of comfort in mind, has used his brains to design a 
chair that will be restful, comfortable and lasting. He 
has designed the back and seat so that it will give 
greater satisfaction to the user. The material of which 
the chair is made is of the highest quality, rejected 
material being set aside for the cheaper chairs. The 
upholstery is of the finest quality and if you will ex- 
amine this chair carefully, you will note that the 
workmanship is of the highest order, that the chair is 
built to endure an average business life, the construc- 
tion is rigid and it represents a value beyond the price 
we are asking.” 

Then I would say that “the difference in price be- 
tween the chair that does not contain the same quality 
of material or workmanship and which is not as com- 
fortable, is only $20. The better grade chair will last, 
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conservatively for twenty years against a possible pe- 
riod of ten years for the other type. The difference 
between the good chair and the lower grade chair is 
only $20, which divided into ten years, would make an 
investment of $2 per year or only four cents a week. 
Surely no man can afford to be without an article 
giving greater comfort and endurance for the sake of 
a little more than the price of a newspaper a day.” 
Effective Method 

This method of salesmanship we call dividing the 
original cost over a period of usage, and is very effec- 
tive in selling and can be used to sell any quality 
merchandise. 

I see in the audience today not only men whom I 
recognize as salesmen but many I know to be proprie- 
tors, heads of departments, sales managers, etc. One 
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of the crying needs of today in our industry is for 
good salesmen. They are difficult to find and many 
men today who are outstanding salesmen were the 
clerks and errand boys of yesterday. Therefore, one 
of the surest ways of getting good salesmen, is to grow 
them yourself. While what I am about to say is di- 
rected to proprietors or executives, yet the salesmen 
can profit by checking up the points which I am going 
to describe. é 

If you are seeking new men and interviewing appli- 
cants, why not appraise them in a manner that will 
give you a definite rating on a man’s ability? This 
plan is not infallible and must be blended with com- 
mon sense, but at least you can rate certain qualifi- 
cations on the basis of a point system, and one which 
I have used for many years. 

I have a card upon which I have listed several quali- 
fications, rating each one with a certain number of 
points, the total of which makes up 100, the mark of 
a perfect salesman. I understand this talk is to be 
printed, and if so, you will find a copy of this table 
in it, but if not, I shall be very glad to send a copy to 
anyone who will write me for it. 

Office Experience 20 
Selling Experience 20 
Approach 10 
Voice 5 
Dress: 
Head 2 
Body 2 
Feet 1 
Physical Appearance 
Education 
Selling Demonstration 
References 
Miscellaneous: 
Thrift 
Acquaintance 
Married-Single 
Family 5 
Total 100 

There is no such thing as a perfect man or woman, 
but I grade them according to my impression, which 
may or may not be correct, but which is the basis I 
work upon. 

The first point that I investigate is office experience. 
I believe that a salesman, to sell office supplies and 
office equipment, should know something about the 
mechanics of an office, and if he has had office ex- 
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perience, he gets a much higher rating on that point 
than if he has had little or none. Out of a total of 
100 points, I figure 20 points should be credited to 
office experience, and when I learn a man’s experience, 
I grade him accordingly. If he has had none, he gets 
zero; if he has had excellent office experience, he gets 
15, 16, 17 or 18 points. 

The next item on the card is selling experience. I 
find out if a prospect has ever sold merchandise, and 
if so, what line he has sold. He is not graded neces- 
sarily upon the line that he has sold, as this does not 
always mean a great deal, but I grade him upon his 
ability to sell. Selling experience is another 20 points 
out of my total of 100 points, so he gets the proper 
ratio, whatever it may be. 

My next point on the card is approach. This may 
sound ridiculous to some, but first impressions are 
very important, and I like to see a man approach me 
as if he meant business, show that he is serious, and 
frequently a lot of personality is used in his approach. 
The proper approach should show energy, character, 
poise, and a great deal of initiative. My point system 
gives 10 on approach, as a maximum. 


Value of Voice 

The next item is voice and I have already discussed 
that to a very large extent; to show that I place a 
great deal of value upon voice, I have given 5 points 
out of the 100 to this qualification. Nothing is more 
disturbing than for a man to talk in a monotone, not 
to enunciate clearly or to talk or mumble under his 
breath. A man whose voice has color, who shades his 
words and who enunciates clearly, is a better sales- 
man and likely to get 5 points on my rating. 

The next point is dress, which has a total of 5 points, 
but I divide it into three parts—head 2 points, body 
2 and feet 1. It is obvious that I want to see a man 
clean shaven, with a good suit of clothes, at least neat 
and well pressed, and his shoes shined. 

I also have checked physical appearance for which 
I count 5 points. Physical appearance means health, 
stature, size, etc. 

Education is next, and you may be surprised that I 
only place a value of 5 points on this. Under the head 
of education, I mean what has been a man’s schooling. 
I have seen better prospects for salesmen in men who 
have finished only grammar school than in some who 
have had college education. I am not belittling college 
education as I am for it; in college they teach you 
how to learn, but a man who perhaps has not had the 
opportunity to attend college, and who has finished 
only the lower grades, should not be eliminated, pro- 
viding he is willing to study and take an interest in the 
line he is selling, improving himself thereby. So I 
put down 5 points for education. 

For his selling demonstration I mark 15 points out 
of the 100, if this is perfect, grading him according to 
his ability. To test his disposition, I will try to get 
him mad, to see how he stands up under adverse cir- 
custances. I will grade him according to the way he 
presents his products from the sta&dpoint of useful- 
ness, also from the standpoint of construction, ease of 
operation, etc. 

For references I give him 10 points, as I believe it is 
very important to know something about the man I 
am going to hire. Frequently we get a clean bill of 
health on a man we are negotiating with and some- 
times some of his references are shady. It is well for a 
business man to investigate references very carefully 
to avoid going through bitter experiences. 

Not only do I like to get business references, but also 
personal references, to know something about a man’s 
habits, his ability to get along with others and the 
kind of life he has led. 

The next subject on the list is miscellaneous, and 
this is broken down into four subdivisions: thrift, 
acquaintance, married or single and family, 5 points 
are awarded to this group and it is obvious that I 
like to find a man who is thrifty, who likes to save a 
little from his earnings, who has a wide circle of 
friends, and who may be happily married, and who 
has a good family foundation. 


Refresh Memory 
_ Rather than trust my memory a week after I have 
interviewed a man, I have this table before me to 
refresh my memory on the impression made, and I can 
assure you that it helps a great deal in appraising a 
man you are going to take into your organization to 
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represent you, and who will really be your company 
in the eyes of your customers. 

What I have described may also be used by the sales- 
man of today, as if he can conquer any weaknesses, 
he will become a better salesman, and we are all striv- 
ing to secure advancement and promotion. 

How many of you study salesmanship when you are 
buying your everyday needs? I like to study the 
methods employed by salesmen and saleswomen. One 
day I went into a department store to purchase a 
handkerchief as a gift. I had made up my mind to 
pay $1.50 and $2.00 for a real nice handkerchief, and 
one of those familiar gum-chewing clerks threw one 
out for me to examine. I said “How much?” She said 
“50c.” I said “Haven’t you something a little nicer?” 
She said, “Yes, it will cost you more money.” While I 
enjoyed the joke as much as anyone, it did not im- 
press me as good salesmanship, and I further decided 
that this girl’s sales were not particularly large and 
that her employer was losing money by keeping her, 
. - least in not trying to train her into a better sales 
clerk. 

Contrast this experience with another store I heard 
of recently. There were two clerks behind the same 
counter, and this likewise was a handkerchief counter. 
One clerk’s sales were double that of the other and 
when the management investigated, they found that 
the girl whose sales were larger, was quoting handker- 
chiefs in dozen lots or half dozen lots. If a customer 
asked for a $1.00 handkerchief, she would say “This 
handkerchief is only $12.00 a dozen.” In other words, 
she put the thought into the mind of the customer 
that perhaps she might need a half-dozen or quarter- 
dozen handkerchiefs. At any rate, she sold more 
quarter and half-dozen lots than the girl next to her 
was selling, who priced’ handkerchiefs at so much 
per unit. 

One more store along this line represents what I 
call multiple selling. I went into a store in Harrisburg, 
Pa. some years ago to buy two or three soft collars, 
expecting to spend not over $1.00. The man behind 
the counter in the store said “Have you a moment to 
spare?” When I said “Yes,” he said “I would like to 
show you some new shirts I have just purchased and 
get your opinion of them.” Speaking of psychology, 
here was a most excellent example—to get my opinion 
on shirts that he had just purchased, or rather, to 
have me approve his ability as a buyer, was not only 
good psychology, but flattery. 

Of course, I fell for it, and as we walked toward the 
back of the store he brought out some brand new 
shirts and selected three shirts with three colors of 
stripes. He said “What do you think of this shirt for 
$2.50?” This was the question method of selling. He 
had put me on the spot, so I said “I think it is a very 
good looking shirt.” He said, “Wait a minute, I want 
to show you some ties.” One of the shirts was lavender, 
so he brought out a lavender tie that harmonized. 
Another was blue, and across the face of it he folded 
a blue tie, and the third shirt he showed me of an- 
other color had a tie to match. He then said “Don’t 
you think these are nice combinations?” Of course 
I said “I do.” This is what we call the affirmative 
method of salesmanship—getting me to agree with 
him on each step, which is closing the sale as he 
gees along. 


Sale Was Made 


I am willing to confess that I bought three shirts, 
and three ties, plus the collars, as I really needed 
them, although the salesman did not know this. My 
expenditure in that store was considerably more than 
I intended, so when I was ready to leave, I asked him 
“Do you ever keep a record of how much merchandise 
you sell over and above what is asked for.” He said 
that he had tried this plan of selling for about eight 
months, and gave me figures that were rather astound- 
ing. Whether he was the proprietor or just a clerk, I 
do not know, but I do know that he was a valuable 
asset to the business because he practiced what is 
called “multiple selling,” using psychology and tact, and 
practising his power of observation at the same time. 


In closing, let me say that my subject was “Sales- 
manship, Its Fundamentals, What It Means and Its 
Possibilities.” I have tried to cover this briefly in the 
limited time that has been allotted, and let me con- 
clude by saying that the possibilities of salesmanship 
are unlimited. Anyone can build a factory or open a 
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store, but unless some one sells the merchandise, the 
business cannot succeed. 

Believe in the company that employs you and the 
line that you represent. Do not change from one job 
to another unless you have a good reason. Make your 
present job a better job. Somewhere I read that dia- 
monds are chunks of coal that stuck to their jobs. 

Don’t worry about the other fellow, for perhaps he 
is worrying about you more than you know. Try to 
improve yourself, try to help your fellow men and never 
give up trying. Some one asked Jim Corbett in his 


The Training of Salesmen By Means of 
a Sales School 


By C. A. Netzhammer, North- 


western Furniture Company, 


Milwaukee 


| is no such thing as a completely trained 
salesman, any more than there is such a thing as a 
fully educated man. Sales training, like woman’s work, 
is never done. 

Fear and laziness are two outstanding faults of 
salesmen. Proper training implants courage, where 
fear reigned, and pep and action where laziness ruled 
the bones. 

During the past three or four years, many salesmen 
have been pushed out into the field, to fight against 
more difficult conditions than they have ever had to 
face, with less training than men were given when 
business was easy to obtain. This is expensive and 
unfair. 

There are many methods of training, beginning 
with the old idea of merely talking at length with 
a salesman, loading him down with a lot of literature. 
then turning him loose to flounder for himself after 
a pep talk and good wishes—to a well planned sales 
school. 

In the fifty-six years of our business, and the 
twenty-nine years of my own experience in this capac- 
ity, no method produced the immediate and lasting 
results as did that of a sales school. 

Today’s markets are today’s problems. Many com- 
panies are now putting men back to work. Some of 
these men have been idle for several months up to 
several years. It is a splendid time to refresh their 
memories—to show them how conditions have changed 

-to prove to them that their oid methods will not 
produce results today. Give them the benefit of new 
sales facts, new arguments, new advantages of your 
product and your service. 

True, it requires time, patience, preparation, but 
when you have finished with the men they have 
that something that gives them confidence and en- 
thusiasm. 

The School Training 

This school is an intensive training course in which 
the men are given a vast amount of information. 
The men build their own sales manual. It embraces 
the history of the company, the personnel of the 
company, our policies, our products, house rules, a 
brief resume of the industry, names of competitors and 
the lines they carry, etc. 

This course of training divides itself into the fol- 
lowing heads: 

1. Salesmanship as a Profession. 

2. Preparation for the Selling Profession. 
3. Preparation for Selling Products. 

4. Preparation for Taking Over Territory. 

Pride of profession is the most consistent and effec- 
tive stimulus—but that pride must be well founded and 
justifiable. 
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later years what he considered the most important 
asset in a champion, and he said “The most impor- 
tant asset I believe a champion possesses is the ability 
to fight one more round.” He said that when a fighter 
is in the ring and the fight has been going on for 
many rounds, when his legs are heavy, his arms tired, 
his head aching and he is exhausted, if he can make 
up his mind to fight one more round, he might win, 
as the other fellow might be just as tired, his legs just 
as weary and his arms just as sore. And that is what 
makes a champion. 
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You've heard of the patient who said: “Well, Doc, 
you sure kept your promise when you said you’d have 
me walking again in a month.” “Well, well, that’s 
fine,” replied the doctor glowingly. “Yes,” said the 
patient, “I had to sell my car when I got your bill.” 

The first thing to do is to instill into the new man 
a respect and pride for his chosen work. So we start 
with 
Chart 1. 

Salesmanship as a Profession. 

A. Salesmanship defined. 

(The service the art of selling renders the 
Nation.) 

B. Salesmanship necessary to modern business. 
(Products of merit do not sell themselves. Wit- 
ness the electric light, the telephone, the steam- 
boat, the automobile, the radio, the airplane. 
The great demand for salesemen—literally 
pages of want ads in the metropolitan papers.) 


C. Knowledge of salesmanship necessary to human 
relations. 
The other day a man went into a shop to buy 
a fountain pen. The young saleswoman gave 
him one to try. He covered several sheets of 
paper with the words, “Tempus Fugit.” The 
saleswoman offered him another pen, saying, 
“Perhaps you'd like this one better, Mr. Fugit.” 
(The lawyer, the physician, the statesman, the 
teacher, with a knowledge of the fundamentals 
of selling, will all do a better job.) 
D. Other things being equal, most skillful sales- 
men succeed in biggest way. 
(Every human activity furnishes proof—even 
the bootblack.) 
E. Opportunity in salesmanship. 
(Earning power within the salesman’s own con- 
trol.) 
Chart 2. 
How far has this new man gone to prepare himself 
for this work? So the next subject is 
Preparation for the Selling Profession. 
A. Education. 
1. Scholastic training. 
(Has he attended grammar school, high 
school, college, night school, or taken cor- 
respondence courses.) 
Reading. 
(History, biography, good fiction, magazines 
devoted to salesmanship and business.) 
3. Observation. 
(Things of daily contact. People associated 
with and those not in daily work. Study 
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of qualities that make others successful.) 
4. Human nature. 
(Text books on psychology. Observation of 
people—what they do, and why.) 
B. Personal appearance. 
(Dress, health, exercise, diet, cleanliness.) 
C. Habits. 
(Right conduct, regular hours, cheerfulness, 
enthusiasm, friendliness, courtesy.) 


Chart 3. 


Then we come to the real work of the school. 


Preparation for Selling Products. 


A. Knowledge of the company. 
Knowledge Essential 
A knowledge of the company on the part of the 
employee is as essential as a knowledge of the 
employee by the employer. You heard or the Dad 
who asked his daughter: “Is that young man 
serious in his intentions?” and she replied: “Guess 
he must be, Dad. He asked me how much I make, 
what kind of meals we have, and how you and 
mother are to live with.” 
(When was the company established? What 
other companies are affiliated or associated with 
it? What other companies have been merged 
or taken over? Who is the president? Is he 
active in the business? What other interests 
has he? Follow with other officers. What is the 
status of the company financially? How many 
employees? What territory covered? Where 
are the branch offices (if any)? Are there 
any other phases of the company’s activities 
with which the salesman is not concerned, but 
may be asked about? How does the company 
stand in the industry? What is its size com- 
pared with leading competitors?) This infor- 
mation builds confidence in the house and the 
product and stirs the loyalty of the men. 

B. Knowledge of products. 

(We know that knowledge takes the drudgery 
out of work, that it creates self-confidence, that 
the more knowledge possessed, the easier it is to 
give information.) 

Among a group of women, one evening the conver- 

sation had turned to the subject of fraternal or- 

ganizations. This went on until one of the ladies 
who hadn’t been interested to start with, got bored 
with the whole thing. Suppressing a yawn she 
remarked: “Well, I don’t know anything about the 

Masons, but I think their fruit jars are very 

lovely.” 

C. Market for products. 

(Who can use the product? Professional men? 
Retailers? Manufacturers? Schools? State and 
civic buildings? Homes?) 

D. Knowledge of company’s advertising. 
(Teaching salesmen to make the most of adver- 
tising is a never-ending job, which must be 
done over and over again, in a hundred differ- 
ent ways. Advertising policies should always be 
“sold” to the men, either in meetings, personal 
contacts, by letters, bulletins, manuals or sales 
portfolios. Tell them its effects on the con- 
sumer, the company’s business, and above all 
how it will help them earn more money.) 

E. Knowledge of prices and profits. 

(The necessity for profits. The value of turn- 
over and the importance of selling all lines.) 

F. Sales helps. 

(Users’ lists, photographs of installations, bul- 
letins, displays, sales meetings and sales con- 
tests, etc.) 

G. How to sell quality. 

(What quality means to a salesman. The basis 
for quality sales. Making the buyer want qual- 
ity. We buy in the open market if necessary, 
troublesome competitive desks, desks and files, 
and ‘pe and analyze them in sales meet- 
ings. 

H. Woods. 

(Kinds of woods and finishes.) 

I. The desk catalogue. 

(Code numbers explained. Trip through the 
catalogue. Examine line on floor. Disassemble 
and assemble a desk.) 

Repeat with chairs, files and other lines. 


J. Visit installations in the field. 


(Talk with satisfied customers.) 
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K. Planning service. 
(Study plans produced for customers. Make 
plan of office layouts as outlined.) 
The first attempt of a new salesman at an office 
plan may not be unlike the first attempt at cook- 
ing of a newly-wed. When the husband came home 
he saw a very long pie on the table. “Whatever 
is that?” he asked. And she replied: “I couldn’t 
et any shorter rhubarb.” 
roper preparation for selling will forestall any 
such experiences. 
Chart 4 
Preparation for Taking Over Territory. 
A. Analysis of territory market. 
(Number of users and potential consumption. 
Company’s record.) 
B. —- of consumer’s place of business con- 
dition. 
(Number of employees. Condition of equipment. 
Ways for increasing efficiency with new equip- 
ment.) 
C. History cards. 
(Why history cards? How to prepare them. 
woe to file them. Their tie-up with call re- 
rts.) 
D. Keep your own sales record. 
(Check against your quota. Compare with last 
week, month, year, etc. Follow up deliveries.) 
E. Salesmen’s kit. 
(Check contents frequently. Keep material 
clean and renew when needed.) 
There are few salesmen who really make the most 
of their territories. Show the men where the busi- 
ness is. Or where it ought to be. Train them in 
the methods of unearthing new business, or get- 
ting more business from old customers, in spending 
less time in traveling, more time selling. The sur- 
est way to dodge trouble when rearranging terri- 
tories is to show salesmen that there is much more 
business in their territories than they suspected. 
Wrong Methods 
Many sales managers constantly hammer away at 
their men to open new accounts, without telling 
them whom they want sold. Other sales managers 
whose lines are more or less seasonal, are con- 
stantly nagging their men to begin the season 
early, or to extend it past traditional time limits. 
oo one never give their men an idea HOW to 
oO it. 
This is as confusing to a salesman as the remarks 
of a mother to her child when she reminded the 
youngster it was bedtime. “It isn’t fair,” said the 
child. “At night you tell me I’m too little to stay 
up, and in the morning you say I’m too big to 
remain in bed.” 
F. House rules. 
(Dealing with business hours, expense accounts, 
floor sales, daily call reports, order writing, etc.) 
G. After the sale. 
(One of the problems here is to get men to call 
back on old or former customers. To teach them 
how to utilize these old customers for new leads, 
sales for — additional business, etc. One 
of the chief reasons salesmen do not “use the 
user” is that they do not know how to make 
this type of call. They do not know what to 
say to the old user. There is a need of constant 
training of the men in the methods of “using 
the user.”) 


A little training like a little knowledge, may be a 
dangerous thing. And more dangerous, a little train- 
ing, haphazardly given without plan or program, may 
be worse than no training at all. 

The work in this school is followed up with a quiz 
at the end of each day. The papers are examined care- 
fully to determine whether or not the answers are 
correct and a rating placed upon them. At the end 
of the period of the school a written examination is 
conducted covering the entire period of the school last- 
ing from ten to twelve days, depending upon the abil- 
ity and alertness of the class. 

When a green salesman starts work, he usually does 
nearly everything he is told to do. He makes plenty of 
calls; he rounds up old customers; he finds new out- 
lets and new customers; he takes a great deal of inter- 
est in service work; he calls on old users; carries all 
samples. 

Then as he “catches on” he begins to contract bad 
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habits. He leaves some of his samples at home; he for- 
gets to make enough missionery calls; in other words 
he does only a part of his selling job. This is why a 
constant program of training is necessary, even to an 
experienced and well disciplined sales organization. 

A careful program in sales training results in de- 
creased turnover, enables the employer to hire a higher 
class of personnel. Well trained men earn more money. 
They do not wait so long before they begin to earn it. 

Out of fourteen well trained men employed by the 
American Radiator Company only one was lost in 
eighteen months, whereas previously a 25 per cent 
turnover would not have been unusual. A paper prod- 
ucts concern decreased their turnover of new salesmen 
from an average of 33 per cent to 18 per cent. Another 
company reports they have not lost a salesman in 
three years and that turnover is no longer one of their 
administrative problems. 


Another Result 


A better morale and less executive supervision is 
another result of training and development. Sales 
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campaigns are put on with greater assurance of suc- 
cess. 

Pressure for business and keen competition make 
increased selling efficiency an absolute necessity if a 
dealer and his salesmen expect to survive and make 
money. 

Successful salesmen are making their jobs live by 
becoming enthusiastic over them. Many times I’ve 
seen the traveling salesman, who on checking in at 
the hotel, would immediately start to kid the girl at 
the cigar counter. Next was the girl in the dining 
room. I pity that type of fellow. He has never known 
the satisfying joy of a home of his own. He has taken 
his thin pleasure where he found it. 

You and I have known many salesmen like this. They 
have carried on a harmless flirtation for years with 
one of the most important things in the world—their 
life’s work—reluctant to give their last full measure 
of devotion to their job. Unfortunately there is no 
warm light in the window for their future today. They 
will never know the infinite satisfaction which comes 
with the great adventure in enthusiasm for one’s job. 


Planning the Salesman's Day 


With an Eye to Efficiency of Time; 
Pointers on the Sales Conference 


By George M. Baxter, Mana- 

ger of Dealer Sales, The Die- 

bold Safe & Lock Company, 
Canton, Ohio 


Ten those precious working hours, is in the last 
analysis a salesman’s greatest asset. The measure of 
his success depends upon what use he makes of time 
and it is impossible to benefit to the utmost without a 
perfected plan of action, a plan used until it becomes 
a habit. 

Sales managers and salesmen’s supervisors should 
plan the individual interviews held with salesmen so 
they not only take place on scheduled time but are 
void of all waste effort. 

When the salesman’s working day starts with an 
early morning session in his supervisor’s presence, 
nothing should interfere with its termination by nine 
o’clock. If this is impossible arrange for the conference 
during the noon hour or after 4:30 in the afternoon. 

The sales conference should include the following 
subjects: (a) A review of the previous sales day’s 
activity; (b) Discuss and grade all new prospects ob- 
tained; (c) Learn if call or calls progressed to point 
of quotation; (d) Determine if salesman’s solution 
and recommendation was the best possible answer to 
prospect's problem; (e) If so, did the salesman really 
acquaint the prospect with all benefits that are to be 
derived from the proper use of products recommended? 
(f) Make certain that salesman’s interviews are 
“clinched” with a letter directed to all prospects; (g) 
Plan future procedure designed to close the sales; (h) 
This is the most important part of the session. Plan 
today’s (or next sales day’s) activity with the sales- 
man. 

First Considerations 

Number One items, items deserving of immediate 
attention are (a) inquiries; (b) pre-inquiry needs 
occasioned by emergency or changes not contemplated 
in ordinary course of events. 

Inquiries: Letters or phone calls requesting that a 
salesman call or that literature be sent. Usually the 
request is not restricted to one source of supply, there- 


fore, if the salesman’s method of selling gives him a 
distinct advantage by being first on the job, he should, 
by all means, call without delay. 

Inquiries are desirable items because usually the 
pre-selling job has been done—that first stage so nec- 
essary before sales can be made, of pointing out the 
need so thoroughly as to create a desire that can only 
be satisfied through possession and ownership. 

Pre-inquiry needs: Every day emergencies arise that 
change the course of events for many firms and indi- 
viduals forcing the urgent purchase of many things. 
The sales organization or salesman alert to these con- 
ditions who appear on the job before the item goes to 
inquiry has a marvelous opportunity of closing the 
deal before knowledge concerning the item becomes 
common property. 

Number Two Items: Calls that should be made at 
the peak of salesman’s efficiency; they consist of fol- 
low-up on at least two quotations previously made, 
that should be closed. 

We are told that a salesman is at his peak efficiency 
some place between the hours of 10 o’clock (in the 
morning) and 11:30 A. M. If this is true, he should by 
all means be face to face with good prospects during 
this period of his sales day. By the same standards 
of compilation the prospects should be at the height 
of their efficiency also when two highly efficient per- 
sons get together. Certainly business should result 
from their combined efforts. 


Convert “Suspects” 


Number Three Items in point of importance: Fol- 
low up at least two suspects in an effort to convert 
them into prospects. Unless salesmen build their pros- 
pect lists with the same eagerness they display in their 
attempts to close orders, they will soon be without 
orders (except for “windfalls” which happen infre- 
quently). Statistics prove that successful salesmen 
spend more time drumming up prospects than they do 
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A PORTION OF THE GREAT CROWD THAT ATTENDED THE N. 8. A. SALES INSTITUTE. 


Under the general direction of Conrad Netzhammer, the 
N. 8S. A. Sales Institute engaged the attentive interest of 
dealers throughout Wednesday. As the picture reveals, the 
tables were arranged in a fashion similar to the spokes of 
a wheel permitting those in attendance to make notes con- 
veniently as the sessions progressed. The various chart 


in closing business—the average ratio is approximately 
three to one. 

Number Four Items: After lunch deliver and explain 
any written proposals that have been carefully pre- 
pared. Don’t mail proposals that can be delivered. 
While delivering and explaining your written proposals 
you have an excellent opportunity to close the order. 

To illustrate: Let us suppose that I am delivering 
and explaining a proposal to Mr. Smith and Smith 
stated that my solution to his problem suited him but 
he wants to go into the matter thoroughly with his 
comptroller before rendering a definite decision. This 
is the turn of events I anticipated so I say, “Mr. Smith, 
let me go over this proposal with your comptroller. 
It isn’t fair for me to ask you to spend any more time 
on this matter than necessary. I am here and willing 
to do it.” 

In most instances my request will be granted and 
after going over the recommendation with the comp- 
troller, he admitting that the solution is satisfactory 
and practicable, it is a single step to take the comp- 
troller along back to Mr. Smith’s office, announcing 
the fact that the comptroller is in agreement with my 
recommendation and verify that he is in agreement. 
- most instances it is not necessary to ask him to 

O SO. 

This done the time for closing the order is at hand 
—there really is no point in delaying the matter 
further. 

How to Close 


The after lunch appointments should call for a 
closing attempt every time, because if your prospect 
does not count his calories, chances are nine in ten 
times he has eaten more than necessary. The nutrify- 
ing ingredients nestling nicely within the inner man 
are very gratifying to most people; they call for more 
indulgence or pleasure. The usual form is a large 
after dinner cigar. A person who enjoys life in this 
manner can usually buy and pay for what he needs. 
He has time to listen during that pause in his work 
while his lunch is settling. If your proposal is entitled 
to respect, he will listen and think with you because 


illustrations hung upon the balcony railings were used by 

the speakers to emphasize and clarify their points. The 

banner which is partially hidden by the balcony at the left 

carried the words ‘Selling is King.’’ As a slogan for the 

institute, these words received the enthusiastic approval of 
all who participated. 


he is in such a mood. Under those circumstances he 
seldom feels antagonistic toward any one. 


Call it high pressure or name it anything you will, 
when the advantages line up on your side—close. 

Number Five calls: “Breathers” closing an after 
lunch item usually call for exertion on the salesman’s 
part. He may have skipped a few calories in his count, 
but not enough to lose sight of his opportunity. Usu- 
ally he comes out of the ordeal well spent, but victori- 
ous. Some call it a dav but not the wise. The Number 
Five items are your friends, people who can exchange 
ideas with you. Also such people who create work and 
need for materials, architects, contractors, insurance 
brokers, real estate brokers, people who know what is 
going on. Who can tip you off to a hot item concerning 
important changes, such as bookkeeping machine 
salesmen; typewriter and calculating machine men; 
salesmen who specialize in printed forms, etc. 

Use your friends as breathing items. See them when 
you are catching your breath after a tough assignment. 
They will give you tips that will place you right in the 
saddle again and “rarin” to go. The more friends = 
have that will exchange good items with you, the less 
time you will have for canvassing. 

Item No. Six. They may be some of the tips you 
picked up from your friends. If so, they are the next 
order of business. You know, a good tip sometimes 
seems to attract salesmen in a most miraculous 
fashion. Don’t let good tips get mouldy in your pos- 
session. 

If satisfactory appointments cannot be made and 
these tips must be put off until tomorrow, use the 
balance of the afternoon in selective canvassing. These 
items may be selective because the prospect’s peak 
season is now current; because of changes in prospect’s 
organization involving new personnel; because of ex- 
pansion in prospect’s activities; new concerns in your 
territory. Many more can be named. 

Aimlessly pulling door knobs is a lot of foot work 
that can be avoided with a little brain work. 

We have heard that ten door to door calls usually 
stir up one person who is interested and that only one 
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sale is made for every three who show interest, there- 
fore, it generally takes thirty canvass calls to average 
one sale. 

Selective canvassing is certainteed as to quality and 
therefore conducive to better results. 

Your salesmen of course have some regular calls to 
make to regular customers. They should have a defi- 
nite place on his schedule. Often those calls can be 


Soliciting Furniture Business 


Demonstration of Making 
A Sales Presentation 


By L. E. Hooker, Commercial 
Furniture Company, Chicago 


AM going to make this quick and snappy for I know 
that you have a long program. Let me say in advance 
that anything I say in criticism is intended as con- 
structive criticism. 

In my humble opinion, the price complex which is 
worrying this industry and especially the furniture 
departments, can be overcome to a great extent by: 

First—more efficient sales education. 

Second—more intelligent cold canvass calls. 

Much has been said and will be said about sales 
education during this meeting and I endorse anything 
constructive, but, gentlemen, all the education in the 
world is useless unless the salesman is willing to spend 
his working hours in the presence of the prospect. 

The great trouble with most salesmen in this busi- 
ness is the “habit of the vicious circle.” 

By “the vicious circle” I mean the habit of going 
from regular customer to regular customer, expos- 
ing himself to an order—“I hope—I hope—hope,” 
depending on his personality and the standing of 
his firm, rather than on constructive salesmanship— 
offering few, if any suggestions on office improve- 
ment, systems, filing, etc. Going from door to door 
and gradually sinking to the low level of an order 
taker. 

A few months ago, a survey was made in the sta- 
tionery industry, among purchasing agents, to ascer- 
tain whether they were being “sold” or were “buying” 
the items presented by the stationer. Conclusive 
evidence proved that they were “buying” and that 
most men calling on them were only “order takers.” 

Let me give you an example: Here is a little de- 
vice made by Bates, which I purchased the first 
time I saw it. I had to buy it; for no salesman 
calling on me ever told me about it. When this came 
on the market, every salesman in the industry had a 
chance, if he had listed the names of the customers 
he was calling on each day. When he called on me, 
he set this at “H” and said, “Just press this little 
button,” and I had suddenly seen my name, the sale 
would have been half made, for as Dale Carnegie has 
well said, “A man’s name is the most important thing 
in the world to him—he likes to see it.” 

This is a simple illustration, but how effective. 
On a cold convass to center the prospect’s attention, 
for remember that business is ultimately an affair 
of minds. It starts from minds—it works through 
minds. It aims to serve minds. A human being cannot 
be influenced except through the mind, which is ap- 
proached by exactly five nerve routes that lead to the 
brain: Sense of sight; sense of hearing; sense of 
taste; sense of smell; sense of touch. 

Individuals differ in their reaction of receiving im- 
pressions through the eyes; some must see a thing 
before they can understand it. Others prefer to read 
your proposition. But the most important of the senses 
is that of touch. 
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sandwiched in during the day or taken care of during 
the time suggested for selective canvassing. 

In closing, it is assumed you are constantly in touch 
with your office. It is also assumed you never stopped 
studying your customers, always alert to changes and 
that you are constantly studying your technique, mak- 
ing advancements in manner of approach, etc., and 
always studying your product changes and the most 
effective means of presenting these improvements. 








—————— 
MR. HOOKER 


Most of the mental impressions and ideas are re- 
ceived in this manner—by personal contact with ob- 
jects. Get the object, or something that represents 
it, into the hands of the customer. Most people must 
touch the goods, work it themselves, and feel it, before 
they are one hundred per cent sold. 

Make your sales presentation a combination of ap- 
peals to all five senses, if possible. 

That is one of the problems of furniture selling 
when you are trying, on a cold convass call, to get a 
customer interested in the line you are selling. 

An office desk is a work bench; built in standard 
sizes, 42, 50, 55, 60, 66 and 72 inches. Now, how are 
you going to make the desk you sell so different to the 
customer that he will give you the business? 

You can only appeal to one of his senses—hearing 
—for your pictures look just like the other fellow’s. 
Just another desk. 

Let me illustrate this by making an approach to 
my good friend, Oscar Modene, who will act as the 
customer. We will assume that you have introduced 
yourself and your company and have given him some 
idea of the lines you handle and the service you give. 
(You know he is buying desks and want that business.) 

Salesman: “And now, Mr. Modene, let me show you 
our line of office desks. I am sure that your company 
is buying desks from time to time.” 

Modene: “Yes—we buy a few, but are very well 
satisfied with the desk we are using.” 

Salesman: “Satisfaction is the enemy of the best, 
Mr. Modene. Let me show you this very low priced 
line—here is a desk 60 x 34 inches in quartered oak, 
very well finished—very well selected veneers, for 
only $49.60. I feel sure it will pay you to see our 
furniture department.” 

Modene: “Send me a catalogue and I'll give you 
a ring when I am in the market.” 

Salesman: “Thanks. Good day, Mr. Modene.” 

Modene takes down his telephone and calls “State 
7294.” “Is Jones in? Hello, Jones. Some fellow was 
just in, trying to sell me a desk and it reminded me 
that we need two just like the last ones we ordered. 
Yes, with the typewriter on the ieft side. Send them 
over to plant No. 2 as soon as you can. Order No. 
10462.” 

How the Presentation Should Be Made 


Gentlemen, that was wasted effort. Now, let me 
show you my idea of how this presentation should 
have been made. Of course, I will have to use the 
selling features of Lincoln desks, but you can substi- 
tute the features of your own line. If you are selling 
a line which has no outstanding selling points—get 
one that has! 

Salesman: “Our furniture department handles the 
Lincoln line of office desks, made for forty years by 
the Commercial Furniture Company of Chicago. I 
know you are buying considerable office furniture, and 
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I would like to show you some of the features of this 
line, which I feel will interest you.” 

Modene: “We are well satisfied with the desks we 
are using and have standardized. We would not care 
to change.” 

Salesman: “I want to show you this late improve- 
ment—the protected leg. This protection layer of 
rubber. You know with wooden desks-the chairs bump 
them, and they splinter and the desk is injured, and 
the result of that splintering is torn clothing and 
hosiery. We have overcome that by setting into this 
leg a rubber bumper. You see this rubber has a fin 
on it, and the leg is routed out, and this fin sets 
deeply into the wood, so that it cannot come out. It 
can be tooled out and replaced, but it won’t be neces- 
sary because our rubber people tell us that rubber 
will last as long as the desk. It seems they have 
improved rubber a great deal in the last few years, 
and have made it so it is not affected by atmospheric 
conditions as it was formerly. So you can depend 
on it, it will last as long as the desk, or practically 
as long. 

Now I want to show you how a desk top is made. 
This is rather an interesting thing and while most 
people live with wood from the cradle to the grave, 
they do not know much about it. This top is made of 
sections not more than three and one-half inches wide. 
We use wormy chestnut, because it is the best gluing 
wood, and we tongue and groove those sections. Of 
course, the grain is broken. Wood is alive, and it 
is full of cells that give and take moisture all the time. 
There is a stress in wood, and we balance that by 
this particular method of construction. After we 
have glued those up under pressure, and they are 
dry, we then surface the top, and put on our cross- 
bands, which are birch. And now our construction 
differs a little from the construction of the company 
furnishing you this desk, inasmuch as we put a solid 
band of wood clear around this desk, so that any 
mars or cigarette burns that come to that top, we can 
take this top off, plane it down, refinish it and it 
is just as good as new. You would like to have a 
desk top of that kind, I’m sure. Of course, after 
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that is put on, we put on our finish veneer and back 
veneer, and the top is put on. We make a linoleum 
top, too. I believe it is the best linoleum top made. 
We put this heavy band on when we put the linoleum 
on, in place of the finish veneer. Have you considered 
a linoleum top on your desk?” 

Modene: “Not very much.” 


Other Improvements 


Salesman: “Here is another little improvement 
in our line. This hook on the back engages the drawer 
of your desk. When you pull it open and close it, 
it locks by engaging this hook. We don’t screw that 
on. We rivet it on, because if that hook comes off, 
then it is a nuisance. We put it on so it will never 
come off. A little improvement. 

“On our tables we tongue and groove this, and we 
think the table will never wobble. It is a nuisance 
when it wobbles. That is just another little improve- 
re course, we have a lag screw in there to 

old it. 

“The lower rail of the desk is improved. This rail 
that holds the pedestal, and we put the heaviest rail 
in the desk that is put in by any manufacturer, and 
we double-glue it and drive a screw in there two and 
a half inches on an angle of 45 degrees, to hold that 
pedestal together, and you can’t pull it apart. 

“I was in a store the other day. They ve moved 
quite often and their desks were coming apart at that 
point. No Lincoln desk will ever come apart at that 
point. All our desks are prepared for hey one wiring, 
and there is a diagram in each drawer that will show 
the telephone people how to wire them up, so the cord 
doesn’t run across the desk like this one here. These 
are some of the things we have. When can I take you 
to our office and give you some idea of the line?” 

Modene: “I have had quite an education. How 
about ten o’clock tomorrow morning?” 

Salesman: “That is fine. Good day. 

Modene: “Good-bye.” (Applause.) (On telephone: 
“State 7294? Is Jones there? Say, Jones, will you hold 
up that order for those two desks I gave you the other 
day? Our Order 10462. That’s right. Just hold them 
up. O. K.” (Applause.) 


The Traveling Salesman’s Part in the Selling Cycle 


How the Dealers Can Use Him 
In Training Their Salesmen 


By Ralph Maneval, A. W. 


Faber, Inc. 


Har the world doesn’t know how the other half 
lives. That is an old saying—but as the little boy said, 
“they sure as the dickens are trying to find out.” From 
Mrs. O’Reilly and Mrs. O’Toole over the back fence 
down in the old neighborhood to the most select and 
exclusive club in our largest metropolitan centers, peo- 
ple everywhere are interested in how other people do 
things. Our gathering here is ample evidence that we 
are all interested in this very thing—learning how the 
other fellow does things. 

The thirst and search for knowledge is as endless as 
time. Last month two large successful sales rallies 
were held sponsored by the dealers in Michigan and 
Illinois and by the Wis-Ill Club. Those in attendance 
fully agreed that the most important thing in the com- 
mercial stationery business today is training dealer 
salesmen. As matters stand now that is a big job 
requiring years of effort. 

There is no text book on this industry. A new man 
comes to work for you and he begins to study the stock 
and the catalogue file. From these he can get a de- 
Scription of the items, the cost and the catalogue 


numbers—but in most cases that is all. The rest of 
nis information he must get by word of mouth. 
The Usage Angle 

Ninety per cent of the merchandise carried by the 
average commercial stationer is made for some definite 
purpose, to do some particular job—and it must be sold 
from the usage angle. Mark you, we said sold. Of 
course, if some competitor’s salesman made the orig- 
inal sale on this item, your man perhaps can take the 
repeat orders by merely knowing the catalogue number 
and cutting the price. We believe you will agree with 
us that this is not selling. 

Demonstration Essential 


In order to sell, one must demonstrate, and in order 
to do this, one must fully know the use of the item. 
As there are in the average dealer’s stock between ten 
and 20,000 items, we prove our statement that it takes 
a long time to train a new man in this business, and 
right away we come back to the need of the industry 
for training dealer salesmen. This Sales Institute: is 
the biggest thing ever done in the industry to take care 
of this need. It is also interesting to note, too, at this 
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point that this is the only association of any trade 
group that we have ever heard of, wherein the same 
information is available to all—dealer, manufacturer 
and traveier. Here we get together and discuss our 
mutual problems. In this probiem of saies training it 
is our particular job to tell you where the traveler fits 
into the scheme of things and what he can do to help, 
also how his contacts with dealers’ salesmen may be 
made most productive. 

We started out by saying that half the world doesn’t 
know how the other half lives. That statement was 
more than true during the Gay Nineties when trans- 
portation and communication were stili somewnat um- 
ited. In those days in many towns the traveling man 
was the chief oracle of the news; the latest in men’s 
styles were brought to town by him along with the 
latest in snappy stories. With the turn of the century, 
many things changed. The traveler became in truth 
his firm’s traveling representative and storekeepers 
became merchants. 

The Traveler’s Job 

Last year we were attorded the opportunity to out- 
line to you the traveler’s place in our industry and we 
would like to repeat a thought or two aiong that line. 
Our travelers represent not only a line of mercnandise 
but, in most cases, the firm behind that merchandise— 
its policies and the factories and empioyes who pro- 
duce the merchandise. It is the traveler’s job to see 
that the merchandise is kept moving to the dealeis’ 
Shelves and off of them again so that production 
schedules can be maintained in the factory. In put- 
ting the merchandise on the dealers’ shelves, he must 
foltow the established policies of his firm and on many 
items policies govern resale prices when the merchan- 
dise is sold off the dealer’s shelf. It is largely the job 
of the traveler to see that these policies are respected. 


Moving Merchandise 

In this particular discussion we are especially inter- 
ested in how to get the merchandise off the dealers’ 
shelves. The arguments that put those items on your 
shelves are also the right arguments to use in seiling 
them to the consumer. But—do your salesmen know 
those arguments? Usually two or three weeks pass be- 
tween the time when you order merchandise from a 
traveler until you receive the shipment from the fac- 
tory. Many things have happened meanwhile and you 
have had many problems on your mind and, in fact, 
you may have almost forgotten the order until the 
shipment comes in. Then the old questions come up— 
Oh boy! now what did he tell me about this? How does 
it work? What type of people are going to buy it? If 
you can and do remember and tell your men about it 
at the next sales meeting, fine. You will probably do a 
good job on the item. But if you can’t remember, the 
item becomes a “cluck” on your shelves and after you 
have counted it in inventory several times you will 
probably cut the price and tell the boys to find a home 
for it. On the other hand, the chances are we have 
the answer here. 

We told you that after your salesman has learned 
descriptions and the catalogue numbers of the various 
items of merchandise, he would as a rule have to get 
his information on use by word of mouth and generally 
from the factory salesman or someone who got it pre- 
viously from that source. The factory salesman natu- 
rally should know more about the items in his line and 
their uses than anyone else the dealer or his salesmen 
can contact in person. How to get that information 
over to your salesmen so that it will be effective is the 
problem. 

Outstanding Points 

During the past year we have had the opportunity to 
talk over this last phase of our subject with many of 
the dealers in all parts of our territory. Summing up 
all of the answers that we received to our questions, 
we find the two things cited as outstanding that the 
traveler can do most effectively and in which his con- 
tacts with the dealers’ salesmen can be made most 
productive are: 

First—Sales meetings—Explaining the various uses 
of their products and how and to whom they are 
to be sold. 

Second—Special calls with dealers’ salesmen. 

Oh, I know some of you would rather that the trav- 
eler did not take up your salesmen’s time and perhaps 
you have had experiences that cause you to feel justi- 
fled in taking that attitude. But, gentlemen, there is a 
very definite place for the traveler in this job of train- 
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ing dealers’ salesmen. Stop and think—you all want 
and need the information and ideas the traveler can 
and does give you. During the past few weeks I have 
toid numerous dealers that if they would come to this 
convention and just get four new ideas, one a day, that 
they could use to make money the rest of their lives, 
those four ideas would more than repay the cost of the 
trip in dividends. 

Right now I want to sell you one of those ideas. En- 
courage your men to ask questions of the traveler 
regarding his line. We know of a large, successful 
dealer who has a blackboard up where the salesmen 
gather every morning. When the buyer receives an ad- 
vance card from a traveler he posts a notice on the 
board that the traveler will be in town on such and 
such a day and that the store’s salesmen should be 
ready to ask the traveler any questions that may have 
come up on that particular line. As a result this firm’s 
salesmen are well informed and doing a fine job. 

Have the traveler go out with your men on tough 
calls. Have the traveler take part in your sales meet- 
ings. Use the traveler. It will pay you real dividends. 

Now we told you that we want to sell you this idea, 
and so that you may be really 100% sold we want to 
give you a demonstration of just what you may expect. 

First I would like to give you a man who has done 
as much and perhaps more than any one man to pro- 
mote dealers’ sales meetings throughout this industry. 
He has watched the idea grow and develop and has 
been able to watch and check the results. I give you 
Fred Schaefer, fourth vice-president of The National 
Stationers Association. Fred, tell us something of the 
results a dealer may expect from properly conducted 
sales meetings using traveling salesmen. 


Schaefer Speaks 

Ralph has asked me to give you my opinion as to 
what beneficial results may be obtained from sponsor- 
ing and attending regularly conducted sales meetings 
with manufacturers’ representatives. Instead of an- 
swering the question directly I am going to speak 
briefly and try to outline to you in a few words the 
necessity and importance of these sales meetings. 

The commercial stationery and office equipment 
salesman must go into the field equipped with the 
fullest knowledge of the product which he attempts to 
sell. He must know as much about his own business 
as the prospect whom he is contacting knows about 
his. Having a vague idea or a more or less incomplete 
knowledge of the functions or the superior qualities of 
his product is not enough. Such limited information 
serves only to magnify the salesman’s commercial ig- 
norance and to some day place the salesman in a snot 
wherein he will “flop” completely in the middle of a 
sales talk to a prospective customer—especially if the 
customer insists upon his right to know before he buys. 

This particular factor is in itself a cardinal reason 
for sales meetings with manufacturers’ representatives. 
By virtue of his job this man MUST know all there is 
to know about his product. He wouldn’t last five min- 
utes in the field if he didn’t. His factory has gone out 
of its way to spend large sums of money and devote 
unlimited time to his education. And therefore if he 
is conscientious and sincere—and I believe most of 
them are—he goes on the road mentally equinved to 
answer any question that the shrewdest and most per- 
severing questioner may put to him. 

Our manufacturers’ representative stands ready to 
share this knowledge with your salesman and with 
you. It is to his advantage. If he helps you to make 
sales, he helps himself in turn to make sales to you. 
And naturally a sales meeting with him is the logical 
method to pass on the knowledge he possesses. 

It is one of the characteristics of practically every 
business man to expect and to demand an intelligent, 
constructive answer to any question he may ask. It is 
therefore easy to see what damage a salesman can 
do—be he ever so enthusiastic—when in discussing his 
product he replies to a prospect’s questioning with 
vague, slipshod and sometimes misleading replies. 

This condition need never be. If you as dealers and 
your emploves as salesmen are willing to hold sales 
meeting with the manufacturer’s representative. he is 
more than willing to hold them with you. Thus you 
can acquire all of the knowledge and information he 
possesses regarding the line which both you and he 
are trying to sell. Armed with this, you need never 
fear the most persistent questioner or the most shrewd 
buyer. Thank you 
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Thank you very much, Fred. While those thoughts 
are sinking home I want to present to you a man who 
has developed to a high degree the work of making 
productive and educational calls with dealer salesmen. 
Bob Pinney, director of dealer sales of the Acme Card 
System Company. Bob, tell us something of what a 
dealer and his salesmen can expect from the proper 
type of consumer calls, made with a traveler. 


Pinney Speaks 


The stationer buys merchandise for one reason and 
that is to sell at a profit. Repeat orders for established 
lines where the turnover is known the necessity for 
help from the manufacturer’s representative is not as 
great as when new lines are taken on where the pos- 
sible outlet is unknown. This is where the representa- 
tive can be of real value to the stationer. If there is 
anyone who knows where new items can be sold he is 
the one who should have that information in hand. 

There are two ways that the representative can be 
of definite help. First, in a sales meeting, and second, 
through missionary work to be done with each indi- 
vidual salesman. 

The functions of the sales meeting have already been 
very ably taken care of in another talk. Therefore it is 
my object to lay particular stress on the advantages 
to be derived through missionary work with each indi- 
vidual salesman. 

Stationery salesmen deal so much with items with 
an established market where a price book is the main 
factor that they do not realize the importance of a 
demonstration on new items. Several years ago while 
sales manager for a well-known stationer and printer 
on the West Coast, I was first impressed with this fact. 
I well remember a salesman stating that his average 
customer would not understand what he meant when 
he told them that the Liberty Storage Box was made 
from 275-lb. Jute & Jute. My contention is that it isn’t 
what you say, but how you say it. The average pros- 
pect does not want to display his ignorance but would 
rather be impressed with what the salesman says as 
being facts. Now, if the salesman properly emphasizes 
that the product is made from 275-lb. Jute & Jute, and 
even though the buyer is not familiar with the tech- 
nical term, he will accept the statement as a reference 
to top quality. A proper demonstration will always get 
attention and arouse interest. Therefore, when a sales- 
man goes out with a manufacturer’s representative 
and sees this favorable reaction from the prospect 
he soon learns to demonstrate the product along the 


same line. 
The Next Step 


The next step is to bring about desire and action on 
the part of the prospect and that can be accomplished 
by knowing the correct application. The factory man 
has that knowledge because he has made ita point to 
find out where and who can use his product. You may 
be selling the finest piece of merchandise made and 
yet if the prospect cannot think of any use for it he 
will not buy. One factory man I know called on a cer- 
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tain public utility, made a fine demonstration, and the 
office manager admitted that he had a wonderful 
proposition but could not think of any place where the 
product could be used. The salesman then suggested 
several things that other public utilities were using his 
product for and when he gat down to “Meter Applica- 
tion” the —* ears pricked up and he said, “That 
gives me an idea.” He immediately discovered that 
the item could be used for meter application and gave 
the salesman an order. 

There are many times when a salesman loses a sale 
because he does not get to the right department or to 
the proper man. The purchasing agent is a fine fellow 
and the stationery salesman does not want to go over 
his head, but after it is all said and done the purchas- 
ing agent has no authority to buy new items and tell 
the department heads that they must use them. As 
one purchasing agent told me when I suggested that 
he show an item to a department head, “I am not a 
salesman. You show it to Mr. so and so yourself.” 


Every manufacturer’s representative knows that 
when he is working with the stationery salesman he 
should not attempt to do any high pressure selling. 
His real job is to plant the seed in such a way that the 
dealer salesman can get the order either at the time 
of the first call or later on. 

Buyers do not like to feel that they are being sold 
anything. Therefore this procedure leaves a good taste 
in the mouth of the prospect and makes it easy for the 
salesman to bring another manufacturer’s representa- 
tive with him at some future date. In the large ma- 
jority of instances it is not advisable for the factory 
man to make initial calls alone. His real value to the 
stationer lies in his ability to show the salesman how 
and where to get new business and that can be accom- 
plished only when the salesman and the representative 
go together. 

Old Timer Disappearing 


Every manufacturer who is a member of The Na- 
tional Stationers Association knows that the day of the 
“old time traveling salesman” is past. We are now in 
the era of advanced ideas. He can’t send his men out 
any more merely for the purpose of getting merchan- 
dise on the dealer’s shelves, hoping that the stationer 
will find a way to get rid of it. No sir, he has found 
out that he is competing with 100 other manufacturers 
for the selling time of the dealer’s organization. You 
will find that the manufacturer’s representative can 
be a great help because he has been taught to help the 
stationer sell his merchandise at a profit. 

Thank you very much, Bob. Gentlemen, you have 
heard the demonstration. I have heard it said that 
the close of a perfect demonstration is marred only by 
the sound of the prospect’s pen signing on the dotted 
line. Our order book is open. Is there a dealer present 
who can’t make use of a gross or two of travelers of 
this type to help train your salesmen during the 
coming year? 

Thank you for your order. 


Educating the Public Through Salesmen— 


Service and Sales Planning 


By Kenneth L. Boyer, Newell 
B. Newton Company, Toledo 


Tae subject of educating the buying public can 
hardly be debated. It is the duty and should be the 
ambition of every progressive stationer, if we are to 
succeed in this business, and if this business is to keep 
pace with industry. 

By education we believe it is our duty and existence 
to enlighten the buying public, on modern improve- 
ments of our equipment and supplies, change in 
methods, short cuts and the betterment of working 
conditions through the use of new and modern 
equipment, supplies and methods. This can only be 
accomplished through service and sales planning. For 


illustration, let’s consider a few items: modern im- 
provements; new desks, files, chairs, etc. Changes in 
methods: visible systems over blind card filing. Short 
cuts: intercommunication systems. Better working 
conditions: posture or health chairs, proper desk 
lamps. 

My remarks on service and sales planning are ex- 
planatory of the methods adopted by us as the com- 
mon sense way of selling. They were derived from sev- 
eral sources, namely, sales talks and ideas from re- 
gional meetings and NSA conventions. The trade 
journals and books on salesmanship. Also from the 
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sales representatives of firms calling on us during the 
eleven years have been in this business. Our 
slogan is—Walk and Talk. 

Located in a city of three hundred thousand, hav- 
ing some ten stationers with retail stores in the busi- 
ness district, we choose to carry our ideas and products 
to the buyer and create sales. 

In order to make sales, we were required to secure 
merchandise that attracted attention when properly 
demonstrated. 

This requires careful study of the product by the 
salesman including the firm or customers to contact, 
and the proper party to whom to demonstrate. 

The selection of items to be offered is very important. 
1. Must be of quality, as a stationery salesman; must 
be a builder and not a one-time specialist. 2. The item 
must have value and be competitive. 3. Should have 
repeat possibilities. 4. The item should offer some pro- 
tection for the salesman in exchange for the time and 
effort extended. 

This sometimes causes me to wonder why some man- 
ufacturers with good products insist on selling ques- 
tionable mail order houses and nationally known price 
cutters. They never do any creative selling and some- 
times destroy the incentive of a good creative salesman 
who has given his time and study to the product and 
to contacting the proper parties. 

In order to succeed in educating the buying pub- 
lic through service and sales, your salesman must also 
have definite qualifications: 

“Walk and Talk” 

First: He should and must be willing to “walk and 
talk.” The average productive time of most salesmen 
is less than four hours per day. Few calls can be made 
before nine in the morning and few after four in the 
afternoon. With the lunch hour, time out between 
each call, plus the time lost in the waiting room, leaves 
little time for real selling. There is also a growing ten- 
dency, on the part of large firms, to regulate their in- 
terviewing hours and days. 

Second: Know your product and its limitations. 

Third: The salesman’s ability to win customers and 
get proper interviews. Now what have you contributed 
to this important requirement? Don’t let your sales- 
men run wild. Insist that each plan his calls and 
prepare his own proposals. Too many so-called sta- 
tionery salesmen are only order takers, existing on 
their firm’s prestige, or taking business at cut prices. 
Too few of us have devoted any time or study on 
salesmanship. 

Recently heard a speech by Branch Rickey of the 
St. Louis Cardinals, addressed to a class of banking 
students of the American Banking Institute, in which 
he compared baseball to banking. Which may sound 
ridiculous, but there is a comparison between baseball 
and banking or any other agressive business, in that 
a good ball player, to remain good must keep in per- 
2 condition, practice continually and be mentally 
alert. 

The same is true in any business; as stationers we 
must be in training, on our toes. Willing to adopt 
new methods, and with not only the knowledge of our 
product, but the knowledge of how to win customers. 

I cannot keep from mentioning a few good books on 
salesmanship which will help any sales force. 1. The 
Return of Religion by Dr. Henry Link. And don’t let 
the title frighten you. A real book on the development 
of personality. 2. How to Win Friends and Influence 
People, by Dale Carnegie. 3. How to Win an Argument, 
by Richard Borden and Alvin Busse of the New York 
University, who analyzed some fifteen thousand sales 
interviews. 

All of these books teach tact and personality. 

So let’s walk and talk. Know our product, plus some 
of Dale Carnegie’s ways of winning customers. 

1. Begin in a friendly way. 

2. Show respect for the other man’s opinions. Never 
tell him he is wrong. Why not say: “I think other- 
wise, but I may be wrong. I frequently am, and would 
like to be put right. So let’s examine the facts.” 

3. The only way to get the best of an argument is to 
avoid it. 

4. If you are wrong, admit it quickly. 

5. Let your customer do a great deal of the talking. 
Let him think the idea is his. 

6. Dramatize your ideas. 

These suggestions leave but one conclusion. Your 
sales force is the life of your business. Your firm’s 
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good name can only furnish the proper codperation 
and service necessary between buyer and seller. 
Explain Our Products 

So our job is not only to explain the merits of our 
products, to our salesmen, but to help teach our sales- 
men to develop themselves, in order that they may 
obtain better interviews and results. 

In addition, in order to get the most and best from 
your sales force, their productive time should be well 
planned. Each salesman should have for himself a 
customer card or record. 

Sales meetings are important, but don’t allow them 
to become gab meetings. New products and their pos- 
sibilities should be studied and discussed at these 
meetings. Encourage your salesmen to sell one an- 
other, to determine features and faults, if any, of the 
products discussed. 

Specialize. It is also a good plan to have certain 
salesmen, so inclined, to specialize on important items, 
requiring exceptional study and sales ability.. For ex- 
ample: systems, executive furniture, posture or health 
chairs and seating. This allows each salesman to se- 
cure the services of the other, when needed. 

New items. Many new accounts have been added 
to our ledgers due to the fact that one of our sales- 
men was ahead of our competitor with a new item, 
especially with accounts that we had not been success- 
ful in selling before. 

This helps to build a reputation for being progressive 
and an authority or a source of information on office 
equipment and supplies. 

Posture chairs: For example, to many firms the 
word “posture” or “health” is just a name for an office 
chair and will always remain so until the time, effort 
and ability to demonstrate otherwise is extended. 

Just look at the thousands of prospects. 

1. Use tact and contact the right persons. 

2. Have and make a good commonsense presentation. 

3. Carry the chair with you and demonstrate it. 

4. Secure trials. 

I might mention that when calling on large firms 
with this item, do so in the afternoon, when the office 
morale is at its lowest. You can then dramatize your 
presentation by calling the office manager’s attention 
to the number of vacant chairs about the office due to 
the fact that the typist is in the rest room smoking a 
cigarette or gabbing about the office. 

Cost of Lost Time 

Call his attention to the cost of time lost through 
improper seating and explain it in dollars and cents. 
Just question him as to how long he can sit in his chair 
at a stretch. Walk and talk for trials, and by trials I 
mean a whole department or at least six or twelve 
chairs, and not one or two as most salesmen do. With 
six to a dozen you can’t miss. 

The important thing after securing a trial is to see 
that each chair is properly adjusted to the individual, 
and to give a complete explanation of the reason for 
each adjustment. This service requires time, but is 
absolutely necessary. It also gives the salesman the 
opportunity of gaining the good will of the buyer. 

Don’t lose sight of the fact that if these persons are 
properly seated they will be your best boosters for this 
and other sales. 

It is rare that anyone will refuse to accept a new 
chair, especially if it does not cost them anything, and 
they will fight like hell to keep the management from 
taking it away from them once it is in use. 

Good will. Don’t overlook the fact that if you can 
satisfy the management with health or posture chairs, 
and also please the stenographer with a comfortable 
chair, you will most certainly get your opportunity on 
their other requirements and problems. 

Service man. On the sale of both commercial and 
executive health chairs, we have one man who devotes 
his entire time to the sale of this product. Not as a 
salesman but as a service man. 

He is furnished with business cards and letterheads 
titled “Seating Service.” He is able to get behind the 
scenes, so to speak, and gain good will through his 
ability to correct the ills of incorrect seating which the 
proper adjusted chair will accomplish. 

Makes repairs where necessary. Install new casters. 
Much to our surprise this type of service selling has 
met with approval by many firms to some of which 
we have never been able to sell before. 

After all, the present posture chair users are our 
best sales people and they produce many prospects. 
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Files. Consider the four-drawer letter file; an article 
you cannot put under your arm, carry to your trade 
and demonstrate. But you can ask for trials. In fact, 
we work hard for the opportunity to place our file 
alongside one of a prospect’s present files. 

This gives the salesman an opportunity to demon- 
strate to the filing clerk to gain her vote. 

Immediately we send a series of letters to the party 
who will make the final purchasing decision. They are 
brief letters of two or three short paragraphs, taking 
up only one feature of this file in each letter. Exam- 
ple: 1.Why our file reduces their initial cost. 2. Why 
our file will reduce filing floor space costs. 3. Why our 
file will reduce maintenance costs. 4. The features of 
construction, not available in other makes. Along with 
each letter is an illustration of this claim. 

This method has produced results for us in a field 
where we have three very strong competitors. Why 
sell or spend your time on a $9 or $16 file with little 
or no profit when a little time and planning can sell 
a $50 file with a profit? 


No Trials Given 


Visible equipment is offered in a similar manner ex- 
cept that trials are not in order. Here we use the idea 
of sales portfolios, with mounted illustrations and ar- 
ranged as to their uses. When calling on any firm, 
this portfolio affords the salesman an opportunity to 
make a complete presentation on most any record 
equipment. 

For example: sales records for sales departments; 
purchase and stock control records for the purchasing 
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department; credit and authorization records for the 
credit department. 

These and many more types of records, fully illus- 
trated, can be easily shown along with the proper 
cabinet, frames or book units. 

A complete picture of the particular record required 
is thoroughly discussed, eliminating the mystery of 
visible equipment. 

This method saves buyers time and confusion. The 
mounted illustrations furnish the salesman with 
proper subject matter and point out the features. 

Again the time given to presenting the proper spe- 
cial forms, covering prospect’s requirements, affords 
additional contacts and interviews. And produce splen- 
did results if properly presented. 

Stapling machines. Even this highly competitive 
item used in every office, can be dramatized. I'll never 
—— how it was dramatized and sold to us, Bill 
Weber. 

In closing, let me make these few last remarks: 

We all cannot have stores like Horder’s, we all can- 
not afford sales managers like Conrad Netzhammer 
and Hooker, we all cannot maintain furniture displays 
like GM & T. 

But let’s keep abreast of the other large industries 
by spending more time and thought on the education 
of our salesmen and on the art of winning customers 
and interviews through service and sales planning. 

If you don’t like my slogan, Walk and Talk; remem- 
ber, selling is the King. Then the profit must be the 
Queen and that’s where the Jack comes in. I thank 
you. 


Selling Management 


Stereopticon Talk Offers Ideas 
on Grounding Salesmen in Facts 


By Ernst H. Franke, H. H. West 
Company, Milwaukee 


ls THE Sales Department, all the factors of sales- 
manship—the salesman, the house, the goods, the ter- 
ritory, the customer, the sale—are all brought together. 
Frequently the road to lower selling prices lies in lower 
selling costs. Building, directing and maintaining an 
efficient sales force has been a serious problem. All 
built, new methods adapted, new standards set. 
over the country sales organizations have been re- 

Recently a salesman working for a good sized East- 
ern Dealer, was getting credit for very nice profitable 
orders. His superiors were liberal in their policies and 
wanted to encourage him in every way. A competitive 
house went after him and thought it was getting a 
real prize. His former employers had given him credit 
for the business he wrote, though they knew that in 
nearly every case, the more important orders had been 
talked over with them in Sales Meetings and Confer- 
ences, and that the suggestions there made, and the 
“underground wires they pulled,” directed his work. 

In his new position he was “the whole works.” Here 
there were no “Get-Together—Exchange-Ideas” meet- 
ings. No advertising to back up his work. No one with 
whom to talk over his sales problems. No sales helps. 
“He was the whole works.” He backed his own judg- 
ment with his company’s time and money. It wasn’t 
long before he had a feeling of disappointment. Then 
he had it brought to him that HIS efforts hadn’t really 
gotten results which the same efforts obtained in his 
former position. 

Then he realized that, in the first place, this posi- 
tion wasn’t all he had thought it to be, for he was 
now with a house that had a pretty hard row to hoe. 


He had been trained by a first rate organization. His 
new company was a second rater. On that account he 
was greatly handicapped. It was necessary to work 
harder for the business he got. 

Representing the leading house and having to take 
business away from second and third rate houses, is 
quite a different matter from representing a second 
or third rate house and having to take business away 
from the leader. 


Not Uncommon 


This is not an unusual occurrence. There are hun- 
dreds of similar cases each year—cases of “stolen 
salesmen’’—men enticed away by offers of a better 
position. It illustrates the fallacy of trying to get 
something for nothing for even if you “steal” a sales- 
man, you can not steal the thing which made him 
successful. 

Recently the Sales Manager for a large middle west 
stove manufacturing concern said: “We have used 
want ad. columns and display a in newspapers, 
furniture journals and other med , publishing this 
advertisement and yet out of hundreds of replies, we 
do not get in touch with a man who is an outstanding 
success as a salesman. A want ad will bring over two 
hundred replies out of which there will be answers 
from a few fair salesmen, a lot of chaff and no re- 
sponse from men who have a proven record of success- 
ful selling behind them. How can we find men who 
are real producers, who can establish new accounts, 
develop and hold them.” 

It is assumed that there is a supply of real produc- 
ers, “who can establish new accounts, develop and 
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hold them.” A supply that needs only to be tapped 
to result in securing the man sought for. “Where can 
I procure good salesmen,” is heard on every hand. 

Efficient salesmen can be procured by— 

1 Lg selection of raw material. 

2. Training and developing that material. 

These men should have 

1. The ability to talk convincingly on matters 
upon which they are informed. 

2. Attractiveness in appearance and manner. 

3. The power to persuide others to believe them, 
accept their viewpoints, agree with the propo- 
sitions, follow recommendations and act as 
they suggest. 

The use of carefully prepared application blanks 
saves much time and gives you at a glance much of 
the information you seek. Best candidates are men 
with at least a High School education, in selecting men 
for this field, there are several personal history items 
that will help you to decide upon the best man. Age, 
number of positions held, number of dependents, mari- 
tal state, schooling, experience, membership in organi- 
zations, officership in these organizations, home in- 
vestments, life insurance carried, are to be considered. 
If you study and analyze the replies, it will help you 
in hiring the proper men who will be most likely to 
remain with you if given the proper co-operation and 
training. 

Train men to sell at a profit. 

1. Sales people should be so generally informed 
as to act in an advisory capacity, to customers. 

2. Do not train people to insist upon customers 
purchasing merchandise. Regard over-insist- 
ance as you would indifference. 

3. Never depreciate competitors in order to en- 
courage the sake of your own goods. 

4. Refund money for any unsatisfactory transac- 
tion as freely as you accept it. 

The Sales Manager of a large corporation once said 
that every time a discharged salesman left his office 
he took with him $500 of the company’s money. He 
had reference to the training investment which must 
be made in a salesman before he “turns the corner.” 

To increase the efficiency of the sales force, hold 
regular sales meetings. Have a well defined program, 
in which you discuss prospects, recite experiences, 
analyze the lines, talk over new goods. Assign to the 
men a definite place in these programs. They will con- 
sider them THEIR meetings and they will serve to 
inform and enthuse the men. 

Let the man in charge of the meeting prepare and 
distribute a questionnaire one week in advance. The 
salesmen will have a chance to study the questions 
which are to be answered during the meeting. After 
the questionnaire has made the rounds of the men 
attending the meeting, proceed on a sales talk and 
demonstrate on the articles in reference. 


Salesman Demonstrates 


The salesman who has prepared the questionnaire, 
also prepares and gives the demonstration. This in- 
cludes the introduction of the manufacturing firm of 
the article, the age and history and other of its stand- 
ard lines carried, large installations sold, etc. 

After this sales talk and demonstration the meeting 
is thrown open for discussion—a sort of question pe- 
riod. This will bring out the thoughts and ideas of the 
rest of the salesmen. As each salesman must stand 
on his feet while talking, it not only puts confidence 
into him, lends dignity to the meeting, but makes him 
feel that he is an important part of it. 

Many salesmen carry binders of photos of installa- 
tions together with their complete catalogues. Photo- 
graphs carry a powerful sales message. Take particu- 
lar care to look into the contents of the salesman’s 
portfolios or brief cases. Make sure they carry the 
data they should. Permit no man to use soiled and 
dog-eared catalogues in the field. 

The making of good photographs of installations is 
an art. It requires practice and experience. We 
wanted a photograph of the interior of a bank in a 
nearby town. A local photographer was asked to make 
it. The result was a failure from the standpoint of an 
attractive layout. Another photographer traveled to 
this city and took the picture from a more difficult 
position. The result was quite different as you can see. 
It is not necessary always to photograph the actual 
furniture. The name of the user together with a pic- 
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ture of the exterior or interior are valuable sales helps. 

A photograph of a department does not always give 
an accurate idea of the size of the contract involved. 
But a picture of the building accompanying it, does 
leave an impression of the size of the organization you 
have served. 

Today, photographs are extensively used in sales 
work. Pictures of “before and after” showing the 
transformation created when entirely refitting an 
especially antiquated place, is good ammunition. This 
-~ — by some concerns as manifested by this store 
ront. 

The dealers that can give dependable advice are 
the dealers that will have the following in the future. 
Willingness to advise should never exist without ability 
to advise. If expert advice had been given to cus- 
tomers, many of the absurdities and misfit in color 
and design, seen in every office building, would not be 
in evidence. 

Perhaps no one sees all the important aspects of a 
piece of merchandise without having previously 
studied it, or without having them pointed out. Look- 
ing is not necessarily seeing. Usually it is not. The 
quality of chairs usually lies in the reinforcing of the 
joints and corners. Sizes and kind of stock used. Much 
of this reinforcing is done in concealed places, such as 
the fitting of dowels in wooden chairs. 


X-Rayed Chairs 

Here are two chairs—X-Rayed we call them. They 
are cut open around all places of reinforcement, to 
reveal the number of dowels used. The one chair has 
six in the seat, the other has none; one in the arm 
stump, the other has two; three in the back rail, vs. 
two. The seat of one chair is cut out of 1% inch stock 
against 1% stock for the other. 

The back spindles were poorly fitted into the holes at 
the top—observable only from the under side —as 
against square hand-fitted opening in the better chair. 
In one there were no corner blocks under the seat 
and there was only one bottom stretcher. The one 
chair weighed twenty pounds as against 23 pounds for 
the better one—a difference of more than seventeen 
per cent. 

Right-side up, the two chairs look very much alike. 
You hardly notice one has only one stretcher below 
while the other has two. Such comparisons and tests 
are a real help to salesmen. They present a compara- 
tive display picture and convince the salesman of the 
superiority of his product. 

When looking at desks in dozens of dealers’ estab- 

lishments, not one salesman pointed out the features 
mentioned by the mail order houses. Salesmen take 
it for granted that the customer will recognize the 
superior quality of a better desk. Why such wisdom 
should be imputed to the average customer is hard to 
see. 
But it is not only the hidden points about an article, 
the in-built quality about a desk or file the customer 
cannot see. It is just as true that the surface features 
often leave no tangible imvression on the customer’s 
mind. People do not SEE that the drawer or interior 
are of superior construction, until they are made ac- 
quainted with this fact. 

Even though they may be looking at these features. 
salesmen can never be certain the article they are at- 
tempting to sell is really seen as they want it to be 
seen, without working our descriptions that will call 
the customer’s attention to the things most desirable 
to be noticed. 

When should a customer be approached on a quality 
basis and when should the price appeal be put in the 
foreground? This is not always an easy question for 
the dealer to decide. It should be remembered that 
quality remains long after the price is forgotten. The 
sales built on quality are usually worth the extra sell- 
ing effort required. 

It is the general experience of most business men 
that to meet price competition with price arguments, 
is a mistake. A better plan is to meet them with qual- 
ity arguments. 

A demonstration of the many talking points of a 
certain steel desk, showed that the strength in the 
leg was instrumental in the sale of an order for forty- 
four desks. The manufacturer claimed in his catalog 
that the full weight of 470 pounds of the desk could 
be supported on one leg at an angle of 45 degrees. 
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That the drawers would operate freely under this 
strain. This is a splendid sales point. Demonstrating 
it resulted in several substantial orders and many 
splendid prospects. Such practical demonstrations 
worked out by dealers and their salesmen are well 
worth while. 

The general appearance of your institution should 
be a factor in creating an atmosphere for a quality 
product. In the same sense that prospective buyers 
receive an impression of quality from the setting up 
of an advertisement, so the buyer receives an impres- 
sion of quality from the appearance of your store and 
the appearance of your office. No dealer worthy of the 
name should have an antiquated office. Practice what 
you preach. 

Service and quality are prime factors and wiil go 
far towards combating price competition. To measure 
up a prospect’s office and prepare an intelligent lay- 
out is not a difficult undertaking as many think. A 
prospect will frequently spend hours with such a plan, 
arranging and re-arranging it. Many blunders of 
over-sized and under-sized equipment are thus avoided. 
The job is sold on an intelligent service basis. 

This planning service also makes it easier to sell 
in sets and sell complete. Altogether too much selling 
of bacon without the eggs, desks without chairs, cab- 
bage without corn-beef, files and no insides, prevail 
today. Public libraries have plenty material from 
which to learn how to make a floor to scale. Templets 
of pieces of colored card stock are then cut to scale 
to represent the furniture. These are held in place 
by routing tacks. They enable the prospect to move 
the pieces about at will. 

When you have selected the grade and numbers you 
propose to recommend, cut them out of the catalogue 
and mount them on cards prepared for that purpose. 
A file of cut-up catalogues and folders should be main- 
tained for this purpose. This method of presentation 
prevents prospects from paging around in your cata- 
logue and changing their selections from line to line. 
Catalogues are frequently the cause, at this stage of 
selling. for long delayed decisions, because of the 
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1. A. H. Krohne, Ham Kendrick. 
American Pencil Company. 

2. H. B. Elmer and Eberhard Fa- 
ber, Eberhard Faber Pencil 
Company. 

3. D. A. MacDougall, Stationers 
Loose Leaf Company; rge 
Ruck, Columbia Steel uip- 
ment Corporation; C. H. rl- 
son, Horder’s, Inc. 

4. Carl Kaufman, Jack Linsky. 
Parrot Speed Fastener Com- 
pear i Maurice Levine, Reliable 

encil Company. 

5. Marion Follin and R. N. 
Thomas, The B. L. Marble 
Chair Company separated by 
W. C. (Bill) Jacquin, Jacquin 
& Company, Peoria, Il. 

6. Dick Healy and Jo Eckert, 
Santa Fe Book & Stationery 
Company, Santa Fe, N. M.; 
Wa Jaques, Jaques & Com- 
pany, New York, Y. 

. Ed. Conlon, Rockwell - Barnes 
Company; Ed. Klebba, Royal 
Oak, Mich. 

8. Six Acco Men.—Jerry McEvoy. 
Pete Masterson, William Boyd. 
Bill Wintrich, Jim Cooper, and 
Charles Hyatt in the inset. 


variety of lines offered. In this manner you make 
your recommendations and stand by them. Sometimes 
it is advisable to offer alternate bids, in which case it 
is advisable to prepare both in like manner. 

When these jobs are sold, particularly when the cus- 
tomer is located on the ground floor in the downtown 
district, it pays to advertise the fact by suitable win- 
dow posters while the work of remodeling or redecorat- 
ing is going on. 

The use of Sales Contests to straighten out the val- 
leys in the sales curve is an important question. There 
is many an A-1 salesman lurking underneath the coat 
of an ordinary plugger. He needs the impetus that 
a store sales contest will give him. In plans desig- 
nated to reach the salesman, much depends upon giv- 
ing the contest a stage setting that at once appeals to 
the salesman’s imagination and at the same time 
keeps constantly before him the measure of his in- 
dividual accomplishment. 

No matter what stage setting is given the contest, 
some means must be provided for visualizing the score. 
To build a score board is not expensive and it will 
cause more interest, than is usually done, mere figures 
are chalked up. 

While “Selling Sails on Credit” office furniture sold 
on long terms, even with adequate service and inter- 
est charges, tax the dealer’s — This phase of 
merchandising should be carefully studied before ac- 
cepting too big a volume on this basis. Some people 
who buy on time, don’t know when time leaves off and 
eternity begins. 

Much can be gotten out of employes by a kind 
word or expression of appreciation. When a certain 
piece of work is well done or when an employe shows 
that his heart and head are in his work, encourage 
him by letting him know you appreciate his efforts. 

It is easy for the business man, with his daily cares 
and worries, to overlook any special effort of loyalty 
and skill on the part of his — es, to take it as 
a matter of course. But it pays dividends in increased 
efforts and loyalty on the part of the employes, if 
you will now and then give some token of apprecia- 
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tion. A little word of praise may be a high spot in 
the life of some hard-working, conscientious man who 
is always trying to do his best. 

Few of us are in the position of Louis Krupow who 
is flanked on either side by other furniture stores and 
competition was so keen that he put up a sign “Main 
Entrance” which he claimed made business much 
better. How many concerns are there that try to un- 
dersell you in price. They say their product is “just 
as good” as yours. They advance all kinds of imagi- 
nary reasons why they can undersell you, offering 
many plausible excuses for their lower prices. The fact 
remains that the combined sales of these price pirates 
is but a fraction of the business done by the quality 
houses. 
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The bulk of the business of the country is done by 
the quality houses, those who put out the best mer- 
chandise and who charge prices in accordance with 
quality. The quality house will be in business and 
prospering when the man who stakes his future on 
price alone, will long since have been forgotten. 

To sum it up—the answer is in you, your sales peo- 
ple and in your entire organization. Take time to 
ground your employes in the facts, so that they will 
be full of interesting information about your mer- 
chandise. Back them with good displays and strong 
advertising about your goods, not your competitors’ 
goods. Then the whole store from the office boy to 
the manager will be instilled with the enthusiasm to 
sell, and you’ll meet your competition. 


Conducting Sales Contests 


Among the Essentials — Give Every 
Man an Equal Chance of Winning 


By Arthur L. King, Manager, 
Ward's, Boston, Mass. 


= following remarks on the subject of conducting 
sales contests are actually a collection of events which 
proved successful in one commercial stationery busi- 
ness. It of course, does not follow that the same 
events would prove satisfactory in another business of 
the same kind. This fact is fully realized. Throughout 
the remarks, however, a number of points are brought 
out which we believe are fundamental to the success of 
any sales contest. 

Before I entered the stationery and office supply 
business, in my youth I sold a line of soaps which was 
made by one of the prominent Chicago packing houses. 
Every Saturday morning, the road men of this concern 
were called together in Boston for a weekly sales 
meeting. These meetings lasted several hours, and I 
shall never quite forget what was to me the monotony 
of these meetings. The sales manager was a man of 
the old school, who certainly knew how selling was 
done for his period. I was held in a trance, and I 
don’t recall that I ever opened my mouth once during 
fifty or more of these meetings. 

When I began to conduct sales meetings for our city 
salesmen, I immediately resolved that an informal 
atmosphere should prevail, so that the youngest cub 
salesman would be encouraged to register his views, 
the men would be comfortable and no one would suffer 
the nightmares which I had experienced in the soap 
business. 


Sales Contests 


Now my subject is sales contests, although possibly 
my hobby is sales meetings. The two are so closely 
related that one can hardly separate one from the 
other. Indeed, the sales contest must begin somewhere, 
and what place is more logical than at the weekly 
sales meeting. In our business we do not believe in 
ready made sales contests. Years ago we used to fall 
in line with sales contests organized for us by the 
manufacturers whom we represent. Some of these 
were successful, but more often they were not. 

We soon found that we knew more about fitting 
sales contests to our own conditions than anyone else. 
We are not above accepting suggestions and even 
financial help from some of the makers of the mer- 
chandise around which we have conducted sales con- 
tests, but we draw the line there. 

We conduct the sales contests in off seasons, for it 
is then that the store needs extra volume, and it is 
then when salesmen have the time to put extra selling 
efforts behind the merchandise around which the con- 


test was built. We believe that the sales contest should 
feature the promotion of a profitable line of goods, 
preferably one which is distributed exclusively by the 
store; but in any event, the profit must measure up to 
that required by the store, or better it. There is more 
than one reason for this, for we are great believers 
that for a contest to be successful, it must give the 
members of the sales force a bit better rate of com- 
mission, and of course, this cannot be done unless 
there is the gross profit there to permit it. To be com- 
pletely successful, the contest must be so arranged that 
the youngest cub salesman has a chance to win and 
we so organize our sales contests that while there can 
be only a few winners of the grand prizes, all mem- 
bers of the sales force will participate in the extra 
commissions paid during the length of the contest. 

It seems to me that the secret of our successes lies 
in the fact that every participant stands to win, in- 
cluding the store itself. I am sure that you men who 
have done road selling yourselves will appreciate the 
value of this point. It is probable that you can recall 
when a sales contest was outlined to you how you 
shrugged your shoulders and said: “This is in the bag 
for Bill Jones, etc.” We set out to get rid of such feel- 
ings, and that is just what we have done. 


Successful Annual Event 


Among our successful sales contests, and one which 
we repeat annually, is an event built around our own 
imprinted lead pencils. We are great believers in the 
value of the imprinted lead pencil to our business. 
The details of our sales plan around this pencil are 
something like this. The contest is run for three 
weeks. During that time we increase the commission 
rates on these pencils about twenty-five per cent. We 
pay the commission in cash when the order is written. 
We award certain prizes to the high man in numbers 
of gross sold each week of the contest. This contest 
usually moves for us about twelve hundred gross of 
these pencils. Have you ever stopped to consider the 
tremendous advertising value which can be given your 
store upon the distribution of one thousand gross of 
lead pencils? One thousand gross, gentlemen, is over 
144,000 pencils with the name of your store promi- 
nently embossed on each pencil. Why it is the custom 
in our business to spend good money for novelties 
which we give away and on the lead pencils you have 
a complete reversal of the picture, so far as the ex- 
pense goes, for your customers pay you for your 
imprinted lead pencils and pay you a good profit. 
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1, T. A. White, Horder’s, Inc.; Mrs. White; W. J. Dalton, Bankers 
Box Company and Noesting Pin Ticket Company; Folger Fel- 
lowes, Bankers Box Company. 

2. Ross Burman, Hotel Martin, Sioux City; M. D. Hasty, Seng- 
busch Self-Closing Inkstand Company; Dwight Steele, Verstegen 
Printing ne yy Sioux City. 

3. Dick Gingland, Esterbrook Steel Pen Manufacturing Company; 
E. Clifton Wilson, Wilson Printing & Stationery Company, 
Houston; Robert Wood, Esterbrook Steel Pen Manufacturing 
Company. 

4. J. Brent Hewey, Western Lithographing Company, Wichita, 
Kans.; Carl Leopold, The Leopold Company; W. J. Strachan, 
Fort William, Ont. 

5. W. H. Kurth, G. H. Herrmann, T. A, Heyer, The Heyer Cor- 
poration. 

6. B. F, Cannon, E. J. Kuch, Hotchkiss Sales Company; Carlyle 
Feldman, Feldco Loose Leaf Corporation; E. D. Levinsohn, Strat- 
ford Paper Products. 

% EE. ittstein, manufacturers’ representative; E. ¥. Horder, 
Horder’s, Inc.; George Ruck, Columbia Steel Equipment Cor- 
poration. 

8. C. W. Leonard, Detroit, secretary, Michigan Stationers Club; 
W. E. Eldredge, secretary, Louisiana Stationers Association; 
John J. Kerns, Stationers Loose Leaf Company, president, Penn- 
Mar-Va Club. 

9. R. M. Fleming, The Leopold Company; L. J. Block, Milwaukee 
Chair Company; S. Guy Norman, Hoosier Desk soy 

10. M. D. Southworth, The Southworth Company; Sam Plant, West- 
ern Bank Note Company; Paul Cheney, The Southworth Com- 
ane Alvin Johnson, Globe Furniture & Stationery Company, 

cago. 


Once a year we conduct a sales contest on manu- 
facturing jobs. These include all printing orders, book- 
binding, ruling, etc. It is our custom to run this event 
a month. This allows time for the salesmen to round 
up orders falling in this field, which sometimes take a 
little while to get started. We put up a sum of money 
which we distribute as follows: To the man turning 
in the largest number of printing orders; to the man 
who turns in the largest number of bookbinding or- 
ders; and to the man who maintains the highest 
average of bookbinding orders, etc. To show progress 
during this event, and also to get under the skin of 
the salesmen we maintain during this contest a rather 
elaborate board, which shows exactly how each sales- 
man stands in regard to the several phases of the 
contest. We keep this board displayed rather promi- 
nently where ail the salesmen can see it daily, and 
where it can be seen by their customers who drop in. 
This particular contest is one of our most successful. 
It usually swamps our printers and bookbinders for 
weeks. During the month of this contest our regular 
sales meetings feature subjects related to the contest. 


New Store Accounts 


Probably the biggest sales contest of each year is 
that which we build around the opening of new store 
accounts. The importance of new accounts to any 
business cannot be overestimated. We believe then an 
outside salesman must add a new account regularly, if 
only to take care of the natural losses which occur 
through mergers, bankruptcies, change of buyers, re- 
movals, etc. During the life of this contest, we pay a 
small sum on each account opened, with grand prizes 
for the leaders at the close of the contest. Occasionally 
we have tied into this contest certain store specialties, 
and have counted extra points when specialties have 
been sold to a new account. This double barreled shot 
was very successful last summer. We pay a great deal 
of attention to our specialties, and advise all our sales- 
men that it is through specialty selling that new ac- 
counts are gained most easily. Indeed, we are begin- 
ning to grow concerned over the fact that we are able 
to sell such specialties as typewriter ribbons and car- 
bon paper, printing and bookbinding, stapling ma- 
chines, etc., to many accounts and have not been able 
to sell these accounts the rest of the line. That is 
something we are working on right now, and as yet 
we do not know the answer, although it is our opinion 
that we should be able to sell additional items to an 
account that is already opened. 

Even in conservative New England, we are some- 
times known to take a flyer in buying. There is no 
tonic so good for a business or a buyer who feels that 
he is in a rut as to buy an unusually large quantity 
of a proven ifem, and then when the goods come in, 
scratch his head and say: “Well, now I have them, 
I must sell them.” Sometimes we have done this very 
thing and have always worked out of the dilemma. 
Once it happened that we bought 1200 desk lamps of 
a certain type. On the Monday following their ar- 
rival, we held a sales meeting in the stockroom gath- 
ered around these cases of desk lamps. We set selling 
quotas for each salesman. There was a lot of discus- 
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sion and some kidding. I don’t know to this day 
whether those men of ours took those sales quotas of 
lamps as a matter of personal pride or not, but in any 
event, in two weeks they were sold. 

Typewriter ribbons and carbon paper is a major 
line with us, and during the past few years we have 
been conducting two events a year built around these 
lines. The first we call “Better Ribbons Month.” For 
an entire month we promote our business on silk and 
the better grade cambric typewriter ribbons. The com- 
missions are again increased for the period of the 
contest, with an extra long commission on silk ribbons. 
During this contest last spring, we set as our goal one 
thousand silk typewriter ribbons. That was a lot of 
silk ribbons for us, but we came within one hundred 
of the mark. The second event in the carbon and 
ribbon line comes in the summer of each year when we 
feature for one month a sales drive on coupon books. 
Coupon books are an important part of our carbon and 
ribbon business. At all times, we have several thousand 
dollars outstanding in unredeemed coupon books. We 
like this type of business, and we believe that it is 
i“ business for our customers to buy on a coupon 

asis. 


Tried Many Plans 


I have cited from the contests conducted in our 
business, and naturally I have mentioned those which 
are most successful. In the past, we have tried some 
things that have not worked out so well, but we have 
come to know now just what a sales contest must have 


TWO PROMINENT GROUPS AT 
THE CONVENTION. — (Upper) 
Faculty of the Sales Institute, 
back row: Art. L. King, Ward's, 
Boston; H. P. Rockwell, Yaw- 
man and Erbe Manufacturing 
Company: Bob Latsch, Latsch 
Bros., Lincoln, Neb.; E. H. 
Franke, H. H. West Company, 
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to be successful, at least in our own business. We 
have found that the average sales contest should not 
run too long. It should not run any longer than to 
the point where it seems to hold the interest of the 
entire sales force. Too many contests are not good 
for any business. As mentioned earlier, we hold them 
only in the off seasons. You will never find a sales 
contest in operation at Ward’s after October 1 or 
before April 1. You must make up your mind that a 
sales contest built on any of the plans which I have 
suggested is going to cost the concern some extra 
money. The expenses, of course, should be returned 
many times over by the new business obtained and by 
the new users gained. Many times you can tie into 
your sales contests some popular or current fad or 
subject. Our most successful contest in 1936 was a 
contest based on the election. There is a value in con- 
ducting the same sales contest annually at about the 
same time in each year. It is probable that some of 
the business derived from the enthusiasm of sales 
contests would come into the store anyway, and, for 
that reason, it can readily be appreciated that much 
of the value of a sales contest is psychological. How- 
ever, the job of sales management is one of constant 
repetition. Older members of your sales force will 
remember having heard you relate the merits of your 
store’s merchandise and its service many, many times. 
Therefore, a new and fresh idea built into a sales con- 
test comes as a refresher, and puts the whole story into 
an entirely new setting. That, in my opinion, is the 
chief accomplishment of the sales contest. 


Milwaukee. Front row: Conrad 
Net*hammer. Northwestern Fur- 
niture Company, Mi'waukes; 
G. M. Baxter. The Diebold fafe 
& Tock Company. (Lower) Hor- 
der’s window dressing crew 
which vut on a demonstration: 
J. Dyson. L. Gross. H. Wi'son, 
R. Daudt and E. Cherest. 


Building Accounts Rather Than Taking Orders 


A Sound Answer to Price Selling; 
Six Factors in Account Building 


By H. J. Hampton, President, 
Indianapolis Office Supply Co., Indianapolis, Ind. 


8 unpmo accounts, rather than “Hit or Miss” sell- 
ing, requires a higher type of salesmanship, which can 
be developed only by thorough training. 

However you will be repaid many times over for the 
time and effort spent in acquiring this ability. 

“Hit and Miss” selling means a lot of time spent 
constantly hunting for new accounts, making special 
drives on special price items, and day to day worries 
in order to sell enough merchandise to pay you a 
sufficient income to live on. 

In the meantime, many of these accounts to whom 


you are selling one or two items, are buying much more 
in dollars and cents from competitors who have se- 
cured their confidence, and are handing them on a 
platter, a lot of business that will be handed to you, 
when you have developed yourself into a builder of 
accounts, instead of being known as just another 
stationery peddler. 

Accounts can be built only by studying each indi- 
vidual account, analyzing all of the needs, and listing 
all of the items in your line which the account buys 
either from you or some other source. 
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In other words, you must build a “case history” of 
everyone of your customers or prospects. This case 
history must be studied constantly, in order that you 
will have definite items to talk about, and definite 
ideas to offer your customer or prospect, each time 
you make a contact. 

Now I will admit frankly that this takes a lot more 
time than most salesmen, in this or any other industry, 
seem to care to take away from their other activities. 

But that fact just mentioned, is the answer to why 
there is such a difference in the net earnings of sales- 
men of seemingly equal ability in the same town, sell- 
ing the same items and calling on the same people. 

The result is not a matter of luck, as the salesman 
who fails to get results is often heard to say. 

Sales schools, “pep” talks, or anything that we can 
do, will not help in any way to increase the earnings 
of the salesman who looks upon his job as just so many 
hours each day, so many calls and the right to forget 
his business entirely when 5 P. M. rolls around. 

The work and time spent in meetings of this kind, 
are not intended for this type of salesman. 


Account Building Salesman Receives Help 


Everyone, however, who has the future of this indus- 
try at heart, is anxious to do everything possible to 
help that other type of ambitious salesman who is 
willing to put in the extra efforts necessary, just as 
the proprietor must do, in order that they can develop 
themseives into the best type of salesmen. 

Building accounts has proved profitable because it is 
positively the only answer to price competition. 

Look around this country and analyze the commer- 
cial stationers who seem to be making a profit, dis- 
counting their bills, and paying their employes good 
salaries and commissions. You will find taney are the 
ones who have and are building their business on 
accounts, on satisfied customers who are perfectly 
willing to pay them a fair profit for the service and 
ideas which they are supplying. 

You will find on the otner hand, another group of 
stationers, most of them in hot water financially speak- 
ing, who seem to prefer doing business with anybody 
and everybody on the price items. 

They are advertising and selling price only. You 
will also find that they have a different type of em- 
ployes as a rule, and certainly the average salary paid 
is much smaller, because this type of stationer, offer- 
ing price items to secure business, sees no necessity for 
hiring higher priced, trained employes. 

The differences in net results, usually obtained by 
these two different types of stationers, prove the point 
that I am trying to make. The successful stationer 
and the successful salesman are the ones who are 
interested in building accounts for the future, and not 
in “Hit or Miss” selling on price items. 

What are the fundamentals in account building? 

lst. The dealer must select his lines, on the cer- 
tainty that they will give satisfaction and insure re- 
orders for his men, rather than on the price basis. 

2nd. He must realize that while every item must 
carry sufficient mark-up to pay for the effort spent in 
selling, it is not always the item that carries a seem- 
ingly long profit that is the easiest to sell, or for 
which there is a real demand. 

3rd. His salesmen must be trained in the funda- 
mentals of the business, and trained to sell use of ali 
items offered and never price. 

4th. His salesmen must be taught to consider them- 
selves, and impress their customers that they are 
trained selectors of the type of merchandise their 
customer should use to give him most value in the 
long run. They must never be taught to sell the cus- 
tomer items that he doesn’t need, or to sell quantities 
in excess of what the customer should buy. 

5th. To do this we must come right back to what 
I have mentioned before; The Case History of each 
customer or prospect being called upon. 

6th and last I think the most important thing to 
be taught every salesman who is training himself to 
be an account builder, is to learn to be perfectly at 
ease, and entirely natural at all times. 


Value of “Opening Approach”? 


And right here I want to express my own opinion, 
that the biggest piece of bunk we have to listen to, in 
hearing sales talks and reading sales courses, is that 
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which tries to teach us the “Opening Approach” talk, 
and which tells us that we must study our customer’s 
hobbies and note all the facts about his family and 
clubs, etc., so that we can get in that personal touch 
when we sit at his desk. 

What a lot of bunk that is! I don’t want my men 
taking the time of any busy purchasing agent talking 
hobbies, asking about the family, and all that stuff 
that some of these sales schools tell us is necessary 
to be a successful salesman. Not unless the purchas- 
ing agent brings it up himself, and then I want my 
men to be good listeners, and not say the wrong thing. 

The salesman who is natural at all times, knows his 
merchandise, and who shows by his earnestness that 
he is trying to do a good job for his customer as well 
as for his house, is the one who is building accounts. 

And the old saying that “the customer is always 
right” must be kept in mind, until you some day dis- 
cover that possibly this is one customer you don’t want 
to build into an account. 

Some stationers and some stationer’s salesmen, just 
can’t realize that there are a certain number of ac- 
counts in every town that you are much better off 
without. 

We, in our own organization back at home, select 
carefully the type of manufacturer we buy from, the 
type that we can trust right down to the finish. 

And we also insist on the right to select the type of 
customer that we enjoy doing business with. Accounts 
can be built only upon mutual respect and confidence. 
I consider any man I send out on the street to sell 
merchandise the equal of any purchasing agent he 
calls upon. I insist that my men treat every customer 
with courtesy and also insist that they must be treated 
the same. My men must have the respect of those we 
want to build into accounts. 

There are a lot of accounts in our town that we 
figure we are making money and saving losses by not 
selling, for the following reasons: 

The customer who doesn’t appreciate quality or 
service can never be built into a profitable account. 


The Fault-Finding Customer 


And the customer who is constantly finding fault 
about nothing, and takes up too much of your time 
and that of your salesman considering the amount of 
merchandise they purchase, is a source of loss. 

Everytime you politely pass up this kind of cus- 
tomer, Keep your men away from them, and let the 
account drift over to one of your competitors, you are 
making money for yourself. 

You are passing part of your troubles over to one 
of your competitors and are giving his men just that 
much less time to spend going after some of your 
good accounts. 

By concentrating the efforts of yourself and sales- 
men upon building accounts only with the type of 
customer that is fair and appreciates intelligent serv- 
ice, you will find your returns much greater for the 
amount of time you are spending in your selling efforts. 

I like to consider the sales organization as a football 
team, the sales manager being the quarter back, who 
can carry the ball when necessary, and the outside 
salesmen as the other backs. 

And then again comes to mind these undesirable 
accounts which we have turned loose on the field in 
a with the salesmen from other organiza- 
tions. 

In other words, your opponents instead of being out 
in the open in full competition with you, are bottled 
up partly by these unprofitable accounts that you have 
left for them to worry about. 

Let’s Build Accounts. 

It is the only possible way in which we as heads 
of our organizations can complete the picture which 
we outlined for the young men whom we have brought 
into this industry. 

We painted the outlines of a bright future and the 
opportunity to make a good living, if they would take 
their jobs seriously, and be satisfied with small earn- 
ings to start with. hee can’t complete this picture 
themselves, unless we will guide them by showing them 
the right way to build accounts, and the pitfalls and 
the type of accounts they must avoid. 

Another important principle in building accounts, 
is the selection of the proper man in the organization 
to handle each account successfully. 
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The sales manager, regardless of his ability, cannot 
do this job alone. 

Just as each purchasing agent has his likes and dis- 
likes, founded often on snap judgment based on first 
impressions, so each salesman in our organizations 
have certain qualities and certain abilities which ap- 
peal to different purchasing agents. 

To find the proper man is your problem and mine. 

We must rotate the accounts that are not producing 
among the members of our organization until we find 
the proper man. 

Territory selling in the average sized town is all 
wrong for that reason. Even in the largest town, 
territories should be overlapping, so that a certain 
amount of rotating can be done. 

— more thought on account building before I 
close. 

One of the greatest values is the fact that it requires 


OFFICE APPLIANCES 


constant study on the part of the salesman, gives him 
a broader knowledge of his entire line, and enables 
him to stop the inroads of many specialty men upon 
his accounts. 

In every town we have many specialty men selling 
one or two items only, but making more as a rule than 
the commercial stationery salesmen with several thou- 
sand items in his line. 

Why? Simply because we have not spent the time 
and effort to learn to sell use of the many specialties 
which make up the profitable part of this commercial 
stationery business. 

We must know how to sell these items, if we are 
to be account builders. 

Building accounts means building for the future. 

“Hit and Miss” selling means “hand-to-mouth 
selling.” 

Let’s build accounts. 





Selling Through Store Display 


How This Dealer Has 
Arranged His Store 





By R. D. Latsch, Senior Part- 


ner, Latsch Bros., Lincoln, 


Nebraska 


Tm paper will not in any way go in to great detail 
as to store layout. My object is to tell you of some of 
the different systems we have worked out in our own 
store in sampling and displaying different lines of 
merchandise. 

Our membership in the National Association for the 
twenty-two years we have been in business has 
brought us in contact with so many new ideas that if 
I can in a small measure help promote the industry, 
I am only too glad to do so. 

As to store arrangement, the magazines have been 
full of a lot of fine articles on open display and as 
far as we are concerned, we are thoroughly sold on it. 
Just recently the trade papers have had some very 
fine articles going in to great detail along this line. 

I have had these folders prepared to show the exact 
measurements and sizes of the inexpensive fixtures 
so that you will not have the same work that we had 
in planning as to size, etc. These fixtures, of course, 
can only be used in a store which has open display. 

Quoted from Modern Retailing. “Good appearance 
and efficient layout, lighting and equipment are among 
the most effective tools in store operation. Reports 
disclose neglected opportunities in these respects 
which constitute a challenge to merchants wishing to 
profit from the experience of others who have been 
keeping in step with best merchandising practices. 
There are many examples in all kinds of business and 
in almost all localities where outstanding success is 
being achieved by store proprietors who recognize the 
benefits of clean, modern stores and modern manage- 
ment.” 

Half of the downtown stores are rated poor or indif- 
ferent in most of the above respects. 

Some stationers are storekeepers and some are not. 
Our business is so diversified that the strictly com- 
mercial stationer and printer does not feel justified 
in having a store on the main street. Hence, he be- 
comes lax in window display and store arrangement, 
since he feels that traffic does not warrant attention 
to these details. 


Stationer Not Storekeeper 
The average stationer, who has had his business 
grow out of the printing industry, is really a manu- 
facturer and not a storekeeper. I think printing asso- 
ciated with the stationery business is a draw back 
to the development and promotion of office supplies 
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and stationery because it demands so much detail and 
thus hinders the development of the stationery indus- 
try. 

In the stationery business, we have only two senses 
to which to appeal. That is, the sight and feeling. 
I am now speaking of store display. In store salesman- 
ship it would, of course, bring in the sense of hearing. 
Merchandise should be well displayed and easy to 
handle. 

By taking away counters from in front of a wall 
fixture extending from the entrance toward the rear 
of the store establishes a more friendly basis of mer- 
chandising, as well as allowing persons to make a 
closer examination of the goods. 

The stationery store does not get the same class of 
trade as the average five and dime store and there- 
fore, there is less inclination on the part of the cus- 
tomers to steal items. In fact, I believe that open 
display is the ideal arrangement for most articles in 
the stationery store. 

With this arrangement you have the store bays with 
the merchandise displayed so that it can be handled, 
with wide across aisles to encourage the traffic to 
mill from one side of the store to the other. This 
adds to the value of the cross aisle display. With 
this sort of display, the store salesman is on the same 
side of the counter as the customer, which aids the 
salesman very materially in explaining the use of the 
articles. The wrapping counter should be well back. 

The merchant’s job is to wait on the customer 
promptly, find the merchandise and state the price. 
This makes the customer happy and saves the sales- 
man’s time. 

The time element is a most important one in con- 
nection with open display merchandising. It is a 
known fact that the average stationery sale has a 
larger selling cost attached to it than any other line 
of small items, due to the fact that so much selling 
time must be spent with each buyer. Now that com- 
petition from every source is so keen, it behooves the 
stationer to reduce selling costs wherever possible. 
Open display is one way this may be done, because 
buyers participate in the selection of articles they 
need and thus reduce the clerk’s time spent in waiting 
on them. 

Too, the open display idea has been found a means 
of keeping buyers interested when all salespersons are 
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busy waiting on other customers. They will walk up 
and down in front of the displays, pulling out items 
and examining them, opening boxes, etc. Not only does 
this keep them interested, but often means an extra 
sale, the customer finding some item he desires, other 
than the one he entered to originally purchase. 

Open Display Necessary 

In addition to these factors, we consider the most 
important one to be the fact that open display estab- 
lishes a friendlier merchandising basis. People like 
to examine the merchandise; they like to feel sure 
they can go any place in the store without being shut 
out by counters. 

To affectuate open display selling, a ledge should 
run along the entire length of the wall fixture, beneath 
the open-faced shelving, so that customers may haul 
down items and place them here while examining 
them. 

It is an established fact that the large percentage 
of the customers turn to the right upon entering 
a store, which would warrant placing the best display 
or new items on the right side of the store. It is also 
well to have the display high—at least eye height— 
in the store. 

Items easily soiled, should always be kept under 
glass—shrinkage on these being too great when they 
are handled a good deal. You very frequently find 
such items as popular priced social stationery, greet- 
ing cards, etc., in show cases. When a show case is 
used for such items that need open display, it is merely 
another place for storage. What every retailer should 
be interested in is more display space. 

Two or three show cases are sufficient for practically 
every stationery store. Glass door wall cases, as well 
as show cases, can be used to display expensive, easily 
shopworn merchandise. In fact, the glass door wall 
case displays merchandise to better advantage than 
show cases because the merchandise is displayed at 
the eye level. But all possible articles should be in 
open display and in every case their sales increase 
thereby. ' ; 

When a customer asks for a certain item in the 
store and there is a hesitancy by the salesman as to 
where this item is, how the samples are going to be 
displayed to the customer, the accessibility of the 
price, the customer puts up a resistance and is con- 
fused. When we find any item in the store, that has 
a resistance of this kind, we set about to eliminate that 
resistance. 

I realize that much of this information that is being 
told you here may not be easily retained. I have there- 
fore, made up some mimeograph copies of store ar- 
rangements so that you will have something tangible 
to take along with you. 

Please turn to Figure 2. You all know that certain 
items are put in boxes and put on the shelves. For 
instance, you might take the columnar pads. The 
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normal way these have been handled is the customer 
might ask for a six-column pad, we will say. The 
clerk takes down the box marked six-column, takes 
out the pad and shows it to the customer. The cus- 
tomer then decides to look at the eight-column pad, 
and the clerk takes down that box, opens it and shows 
the pad to the customer. They would look at that and 
then perhaps would want to know about the different 
colored paper. This would, of course, necessitate tak- 
ing down three or four boxes, taking off the lids and 
showing the pads in question. 
Simplified Display 

In the arrangement we are showing you here, these 
pads are placed in their relative places on the shelves. 
The pigeon hole of each one is marked plainly with 
the column. The prices of these items are placed on 
wings near the section and the pads are easily taken 
down and put back. 

In Figure 3 you will find this worked out for the 
columnar sheets and ledger sheets. 

We also have a rack for fiber stock envelopes and 
materials of that kind. A good many stationers have 
these envelopes put out in samples with each one 
priced with the numbers, but these soon become dog- 
eared and soiled and are not so easily handled as they 
would be where you have the bins with a few of each 
item in these bins. In this way if the customer wants 
two or three, they are there for him. If they want a 
number of any one item, each bin has the price of the 
single dozen or quantities, and the number on the 
envelopes and where they are to be found in the stock 
room. 

Please refer to Figure 5. We have this same arrange- 
ment for our clasp envelopes, manuscript covers and 
photo mailing envelopes. 

On Figure 6 you have the sketch of a display for 
loose leaf ledgers and ring books we have recently 
devised, one of which I have here to show. This also 
conforms with the photo on the cover page. We worked 
for a long time on this display and have never found 
anything that has been so satisfactory as these. 

Please refer to Figure 7. Dennison’s crepe paper. 
This also does away with the taking down of boxes 
from the shelves as I have stated before. It makes the 
paper easily accessible and easily replaced. Also, in 
connection with Dennison’s labels, you will find that 
the open display permits the customer to view the 
labels on the ends of the boxes and thus does away 
with having these samples displayed on wings and it 
makes it easier to wait on customers as the boxes 
which contain the labels are there to hand the cus- 
tomer from the box from which they have made their 
selection. 

These units were made in our own shop and can 
easily be made by anyone. 

We use regular flat blue print drawers for cardboard 
and cover paper and you will find that in most cities 
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COMPLETED WINDOW DISPLAY.—This excellent window dressing job was done 

by a team of Horder’s, Inc., and was witnessed by hundreds of the delegates. 

Viewing the completed window are L. C. Good of the N.S.A. headquarters staff 
and C. H. Everly, of Office Appliances. 
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that the general public has a hard time finding ma- 
terial of this kind. We also use these drawers parti- 
tioned for all of our small items like pencils, pen- 
holders, erasers and in pulling out one of these 
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drawers, all the different grades of pencils are dis- 
played and the customer can be waited upon very 
promptly without taking down box after box to find 
out just what the customer wants. 


The Year Ahead— 


Slogan for 1938 — Fair Trade, 
Fair Dealing, Fair Conditions 


By Charles P. Garvin, General 
Manager, The National Sta- 
tioners Association 


M R. PRESIDENT and Gentlemen, I would like to 
get down to cases, and it is my own thought with 
reference to the year ahead. I can’t help but be con- 
cerned over not only the trends that aitect business 
men in our country, but the international aspect of 
public opinion in its relationship to business. 

Sitting at a banquet over in Berlin—I got many 
of my impressions from my experiences in Berlin on 
that trip—at a banquet one evening I sat next to the 
Danish Embassador, who had been stationed at Wash- 
ington some years ago, and who is an intelligent, 
abie gentleman. They were talking about things that 
business internationally should do. This man turned 
to me, almost with tears in his eyes, and said: “I 
have been brought up as a career man in the diplo- 
matic service, and the tragedy of all this is that the 
business men in Europe have so little influence and 
power.” 

That is the most dangerous thing that confronts 
the world, because the business men of the various 
countries are the men who have been able to develop 
themselves out of the crowd, and by their own effort, 
without any particular assistance, and generally 
against the greatest obstacles, they have gone on day 
in and day out developing things that are absolutely 
necessary to the success of the public interest. I hope 
we are not going to get into that shape in this coun- 
try, because under our particular type of civilization, 
which is very near that abroad, the business men of 
the nation, whether you believe it or not, have been 
the men and the minds that not only have developed 
the type of thinking in America that has carried 
this nation to heights never conceived of in any other 
nation of the world, but they have been the influence 
in this country that has kept out of the country the 
imperialistic idea and the thought of trying to crush 
smaller nations or to assimilate them in our own 
nation. 

This man was very earnest in his statement that it 
was a crime that the business man of Europe had so 
little influence. 

In Germany 

I said in a meeting the other day of the traveling 
men, that in Germany a meeting such as they were 
participating in would not be possible, without having 
present a representative of the government. Not only 
that, but they have certain situations, all of which 
may be necessary—the people have not objected to 
them much—they endeavor to promote what is known 
as a national type of thinking, and it works, because 
the German people like leadership and discipline. But 
the American doesn’t like discipline, and he is never 
contented with his leaders. He is a two-fisted guy 
that generally has had to stand on some one else’s 
neck to get where he is, and he doesn’t want to be 
a ag ny = and poured into a mould. As a general 
rule his folks came over here because they were the 
type of people that were looking for what we have 
always called free expression, the opportunity to do 
what you like to do. 


I believe that in the coming year to two years we 
must focus our attention a little less on the Admin- 
istration and a little more on those who would be 
minor dictators, who may be connected with one ad- 
ministration or another, and who generally attach 
themselves to whichever one they think will serve their 
purposes best. 

Tnere is another question in my mind, which is 
that of labor. And I call attention to this; that I 
believe Mr. Lewis honestly and sincerely believes that 
he can so control most of the basic industries and 
that, by the threat of strike, he can cripple the entire 
nation, if necessary, in order to get the results he 
wants. The strange thing is, I do not think that Lewis 
is a radical. I said that one night, and every one 
got sore. I don’t think he is a radical. I think he is 
an American right straight through. I don’t think he 
intends to do anything that would injure the country 
or that would bring disaster upon the nation, but he 
is of that type that believes the only way he can 
develop in American labor the type of participation 
in government they feel they are entitled to, is by 
setting up a situation where one man would have 
the control, the decision in his hands as to whether 
the country might operate or not operate, and so 
develop the organization that, sooner or later, they 
would come to the time when with the mere threat 
of a complete tie-up of transportation of all the basic 
industries, and even of the employes of the govern- 
ment itself, he would be in a position to say, “This 
is what we must have, and unless you do it we are 
going to close you up.” 

This is more important to the business men of the 
country than is a change of political party, or the 
introduction of new and unusual ideas, or the par- 
ticular position of any one man or group of men. 

The second angle is the vicious type of thing that 
is growing along the line of governmentally subsidized 
business. There are in the United States 1,750,000 
merchants; there are 275,000 manufacturers; there 
are 600,000 wholesalers, and when we begin to con- 
template the tremendous size of this enormous de- 
mocracy, probably the most perfect democracy that 
exists in the world, we realize that this democracy 
exists in the ranks of American business. The Amer- 
ican business man is the man who goes in with no 
particular advantages, grows up through the years 
to become a great and useful leader in his com- 
munity; and there has been no bar to the best men 
we have had, who have done the greatest jobs, and 
they have been those men who found the road to 
fame and accomplishment through the ranks of busi- 
ness itself. 


Humble Starts 


We have men here who started out as salesmen 
under almost impossible circumstances, and they have 
become great business men, not only in our business, 
but also as great industrial and civic leaders in their 
communities, who have made enormous contributions 
to the national good. I am proud to say we have 
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men of that type in our own organization. It never 
would have worked if those men had not had the 
very opportunity that exists in a nation dedicated to 
the eternal principle, which I do not believe will ever 
be overturned, of allowing flexibility and the highest 
type of ceiling for those men who had the guts and 
the stuff to carry them on through. 

I am not afraid of these two trends because the 
American people as a rule always react against any- 
thing that is not in line with what we consider the 
precepts of the Republic. But the trouble lies in the 
amount of time it takes to realize the danger that 
confronts them. I do not say to you, go into politics. 
God forbid that any one in our business should, be- 
cause you can make a greater contribution to the 
national interest in business, if you interest yourselves 
locally in your own communities. But I say we must 
become jealous of the things business men have done; 
we must learn to get our message over—as Pyke John- 
son told you—to the people. We have the opportunity 
to influence in the line of national problems those 
people associated with our business. If there is any 
great and unused method of propaganda that exists 
anywhere, it lies in the hands of the salesmen. The 
people who know how to sell merchandise also know 
how to sell ideas. In our own little organization here 
there is a great job we can do, but we can’t do it 
if we waste our time quarreling with one another. 
I was interested when Harold said in his report that 
a great number of the complaints had been settled 
without bringing them to the attention of the Asso- 
ciation. They had been settled at home. Who would 
think of taking a small difference that occurred in 
Salt Lake City, politically, to the United States Senate 
for adjudication? 

We have a national job to do, and that is to jealously 
guard the progress we have made, and to work with 
our own people in the industry, and be careful of the 
fellow who would like to injure the trade. We should 
refuse to endanger our movement by taking in those 
with whom we cannot be on the proper social and 
business level. 

It is wonderful to think that here is a great repre- 
sentation of business men in this room, that we can 
all sit down at business or at lunch, and that we are 
all pretty much the same kind of people. I don’t 
mean racially, politically or religiously, but that dur- 
ing the years we have been able to build into this 
business something that moulds us into the type of 
people who find within one another not only the 
desire to codperate, but to be friendly and be the type 
of people who can be friends. I think if we each in 
our individual community would interest ourselves in 
those less fortunate businesses, which are not organ- 
ized and do not attempt to do something of the 
things we are trying to do in a small way, we will 
be able to build up in America an expression from 
American business that would be heard far from the 
confines of any local community, would resound in 
the halls of Congress, and would be welcome to the 
men who head our Government. No matter how fair 
you want to be, you listen to the people who talk 
to you most and do the best sales job. If Lewis is 
going to have a free road, without competition at all, 
to get the ear of the Administration, and continually 
sell the Administration on his ideas the Administra- 
tion cannot be blamed if they listen to him, and find 
him the type of man sufficiently good in the way of 
salesman to put his arguments over. If business lies 
down, and won’t do a simple job in placing before 
the Administration and local governments, and before 
the public itself, we have only ourselves to blame for 
not having done a good job. 

Power and force and progress go along with any 
movement that is allied with public opinion. Public 
opinion is simply the producer and the business man 
on a vacation. Today he is the producer, and tonight 
when he comes home and pays the gas bill, and buys 
his merchandise, he is the consumer. And yet we 
are allowing a lot of nit-wits to take the ball away 
from us, and describe themselves as the representa- 
tives of the consumers of this country. And they are 
coming to the point of asking the Government to 
finance so-called consumers in a way no business 
man would expect to be financed or assisted, to com- 
pete with these people who have proven their right 
to conduct the businesses of this country. 

What shall we do about it? Use the natural intel- 
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ligence, resource and genius we have within ourselves 
and within our organizations to build up in the pub- 
lic eye an appreciation and understanding of the im- 
portant things that are being done for the country 
by the men of business. Who is it that belongs to 
our service clubs, to our chambers of commerce, who 
is it that is called upon whenever there is a job 
to be done? 

In Atlanta—I see Ivan Allen out there, and I can’t 
help thinking about this—Some years ago Atlanta 
thought they needed more business. Did they go to 
John Lewis’ group of professional consumer? No. 
They went to a business man, and he planned out 
what they should have in Atlanta. He didn’t go ahead 
on some wild campaign to get a mass of people there. 
He decided that what Atlanta needed was not in- 
dustry so much as it was that finer type of income 
class which was connected with the executive staffs 
and similar activities. This business man planned for 
his community not only to get more pas to work, 
but more people to work in a type of endeavor that 
would make that community more prosperous; that 
type of people more easily assimilated, and who by 
reason of their quality would make more money every 
week, and be able to pour into his City the kind of 
expenditure that would resolve itself into better schools 
—_ better institutions, more satisfaction for every- 

y. 

We cannot afford to allow that type of composition 
of our body politic and our citizenry to be constantly 
placed before the great mass of the people of the 
country as being the type of people simply living on 
the rest. You can reverse the thing. You have all 
heard the story about two per cent of the “ye con- 
trolling ninety per cent of the wealth of the country. 
I recently saw an issue by one of our members, John 
P. Martin, give a refutation of that idea. It showed 
the great masses of people controlled the wealth of 
the country. The homes, the savings banks, the in- 
surance companies, and all those things were taken 
care of and built up and financed and made success- 
ful by the average man, generally in business and 
in the professions. 

As I look to the year ahead, I commend to you that 
the man who wants to have fine public relations, who 
wants to build up the prestige of the American busi- 
ness man—and as fast as we build that we build a 
better opportunity for us to do business on a better 
basis—he is the man who earns public respect for 
himself and his business. And the man who does 
that, and who uses his influence to encourage other 
business men to so conduct their businesses, will see 
a better type of public relationship developed. That 
is something we can all do. We can do it individually, 
and we will then have justified the thought in the 
minds of the founders of this organization that this 
organization was founded for the development of 
more good will and codperation among our members. 
And the men of that type were not selfish. They had 
the greater idea that by associating themselves to- 
gether this group could make a greater and better 
and finer contribution to the public interest. 


Our Biggest Convention 


We have met here in our biggest convention, we 
have the good will, we have the codperation, we have 
a certain amount of definite results to point to. We 
are entering into a new field of endeavor, and this 
coming year we are going to see if we cannot make 
fair trade work, and see if we cannot build up better 
ethical relationships. Not only among ourselves, but 
also in that wider field, which means a better and 
more ethical relationship with the man who buys 
from us, because he is going to get a fair price. Amon 
us we will develop for him a type of service that wil 
be worth so much more to him than any small differ- 
ence in price that might have existed in the past. 
Then the price idea will fade out and enable us to 
do the kind of job we are hoping to do. 

I think the slogan for the year to come, and along 
with the other things, is very properly allied with 
the development of a better relationship between our- 
selves and the public, would be to center on fair 
trade, fair dealing, fair conditions. I believe that is 
the job we have to do. 

I like the whole idea of this fair trade movement. 
Some one said to me, “It looks as though you steam- 
rollered this thing through.” I don’t know what he 





88 OFFICE APPLIANCES 


I commend to you in the year ahead that fair trade, 
fair trading, fair dealing, fair conditions slogan idea, 
and public relations. Let us get together and develop 
those, so that we can say to the world, “We have within 
our ranks a service that is worth more to you than 
any possible little chiseling that may have been done 
in the past in the matter of price. We have the ability 
to give you highest value for your money, and will 
serve you in a way no one else can serve you. We 
are willing to give you something that no one else 
but our crowd can give you, and that is the result of 
many years of experience, the finest trained group of 
men that exist in any business in this country, backed 
by a fair and open price, a fair and open method of 
doing business.” And if we can do that in 1938, we 
will come back here next year and we will be able 
to point to accomplishment. And I am sure we will 
find our California bunch here, and their success will 
be duplicated in many other states, and we will be 
able to say to ourselves, this has indeed been a year 
worth while. Thank you. 


means. If we have a steam roller that will flatten 
out some of those people whose only interest in the 
business has been to tear it down, then I say, “Oil it 
up and let her go. Flatten them out as flat as we can. 
I don’t care if the chiseler is flattened so low an ant 
couldn’t stumble over him. 
Lauds California 

But this thing wasn’t steam-rollered through. The 
men from California came here, and left their busi- 
nesses. They had to spend twice as much time away 
from home as the men from nearby places, and they 
came to share with the other people in this business 
the joy and results they have obtained from this move- 
ment, which I believe was a definite contribution to 
the public interest. I think the fair trade idea will 
increase the quality of our people in this business, 
and it is going to enhance the way we do business. 
It is not a force proposition. It is not something you 
have to do. It goes along with the American idea of 
doing business voluntarily and actuated by an honest 
belief that it is in the public interest. 
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Ohio. 

Hunn, August, H West Com- 
pany, Milwaukee, MWine 

Hunter, George, McMillan Print- 
ing ee Monroe, Mich. 

Huntley, Sturgis Posture 
Chair Company, Sturgis, Mich. 

Huott, E. J., Frank A. Weeks 
Manufacturing Company, New 
York, ¥. 

Hurst, Frank, Sengbusch Self- 
Closing Inkstand Company, M_I- 
waukee, Wisc. 

Hurtig, Sol, Wicker Park Station- 
ers, Chicago, III. 

Hyatt, Charles H., manufacturers’ 
representative, Beverly Hills, 
Calif. 

Hyde, G. P., Parr Office Special- 
ties Co., Mankato, Minn. 


I 


Illium, H. C., The Wahl Com- 
pany, Chicago, III. 

Irving, C. B., Wilson-Jones Com- 
pany, Chicago, IIl. 


J 


Jacobs, S., Norma Pencil Com- 
pany, New York, 

James, Fred W.., James & Weaver, 
Inc., Youngstown, Ohio. 

Jaques, Ww. .. Jaques & Com- 
pany, Inc., New York, 

Jerue, Sterley, McClain & Hed- 
man Company, St. Paul, Minn. 

Johnson, EF F. Johnson-Stack 
Company, Chicago, IIl. 

Johnson, Evan, Office Appliances, 
Chicago, Ill. 

Johnson, Frank J., Bismarck Trib- 
une ey Bismarck, N. D. 

Johnson, F, Johnson Chair 
— = Chicago, Ill. 

Johnston, William, Schwabacher- 
Frey Company, Los Angeles, 
Calif. 

Johnstone, C. H., Neva-Clog Prod- 
ucts, Inc., Bridgeport, Conn. 
Jonas, R. A., Jr., Oxford Filing 
Supply Company, Brooklyn, 


Jones, Charles E., C. L. Barkley 
——- Chicago, Ill. 

Jones, F. , Horder’s, Inc., Chi- 
cago, in” 

Jones, Harold, Columbia Office 
Supply Company, Columbia, 


Jordan, Edgar, Standard Printing 
Company, Alexandria, La. 

Josephson, Benjamin, Josephson 
Manufacturing Company, New 
York, N. Y. 

J, Eldon, Just & Son, Chicago, 


K 


Kahn, Julius M., David Kahn, 
Inc., North Bergen, m5, 

Kastner, = L. E. ee 
Company, New York, N. 

Keeling, E. A., Art factal” Con- 
ae Company, Jamestown, 


Keller, Walton A., Walton A. Kel- 
ler Company, Cedar Rapids, 
Iowa. 

Kelly, W. P., Office Equipment 
Company, Inc., Louisville, Ky. 

Kemp, Jack, Jr., Ever Ready Cal- 
endar Manufacturing Company, 
Jersey City, N. J. 

Kemski, R. R., R. R. Kemski 
Printing Company, New Ulm, 
Minn. 

Kendrick, Hamilton M., American 
Lead Pencil Company, Hobo- 


ken, N. J. 

Kennedy, J. F., Trussell Manufac- 
cartes ompany, Poughkeepsie, 
ss We 
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Kennedy, William J., William J. 
Kennedy Stationery Company, 
St. Louis, Mo. 

Keon, T. Harris, Mohican Pencil 
Company, Philadelphia, Penna. 

n 


Kerns, Jo J. Stationers Loose 
— Company, Milwaukee, 
isc. 


Ketman, R. E., L. W. Holley & 
Sons Company, Des Moines, 
Iowa. 

Kickels, Gordon J., The Globe- 
Wernicke Co., Chicago, Ill. 

Kilpatrick, A. K., Standard Office 
Supply Company, Monroe, La. 

Kinch, P. L., Markwell Manufac- 
turing Company, New York, 


King, a Ward's, Boston, 


Mass. 

King, Karl G., Office Engineers, 
Inc., South Bend, Ind. 

Klebba, D. J., Klebba’s, Royal 
Oak, Mich. 

Klein, L. R., Yawman and Erbe 
Manufacturing Company, Dallas, 


ex. 

Knapp, C. J., Matt Parrott & Sons 
Company, Waterloo, Iowa. 

Koch, William, Koch Brothers, 
Des Moines, Towa. 

Kochheiser, E. R., The Charles 
Ritter Company, Mansfield, 
Ohio. 

Koerner, Louis T., Jasper Chair 
Company, gnsret nd. 

Kolb, John G., C. Howard Hunt 
Pen ho a Camden, N. J. 
Konerman, Miami Systems 
Corporation, Cincinnati, hio. 
Kongsvik, Floyd, Curtis 1000, 

Inc., St. Paul, Minn. 

Kral, J. S., Buckeye ¢ Pe, Supply 
Company, Cleve 

Kretchmer, Otto, Peete. Key- 
Imperial Manufacturing Com- 
pany, Newark, N. J. 

Krohne, A. H., American Lead 
> 9am Company, Kansas City, 

o. 

Krueger, Jattie W., Missourian 
Printing & Stationery Company, 
Cape Girardeau, Mo. 

Krueger, John C., F. S. Webster 
Company, Chicago, I Ill. 

Krumwiede, Elmer, G. J. Aigner 
Company, —— Til. 

Kuch, Edw. a: otchkiss Sales 
Company, Norwalk, Conn. 

Kuresman, dick, Pounsford Sta- 
Meoety ompany, Cincinnati, 

io. 


L 


Landes, Josep D., Schooley 
Printing & Stationery, Kansas 
City, Mo. 

Landes, M. R., Polar Manufac- 
turing Company, Philadelphia, 
Penna. 

Lang, Carl, gianey & Smith, New 
York, N. 

Lang, RAS J., McManus-Troup 
Company, Toledo, Ohio. 

Larkin, Clarence, The J. K. Gill 
Company, Portland, 

Larsen, Dr. R. hea. , 
Corporation Chicago, Til. 

Latimer, G., Eberhard Faber ag 
cil Company, Brookl : 

Latsch, R. D., Latsc a 
Lincoln, Nebr. 

Laurence, Gordon, Allen Calcula- 
tors, Inc., New York, 

ea E., Arkansas Print- 
ing it ogra in ompany, 
Little Rock, Ark. “ . 

Lennartson, Walter S., Office Ap- 
pliances, Chicago, Til. 

Leonard, C. W., Leonard & Com- 
pany, or Mich. 

Leopold, C "The Leopold Com- 
pany, Ne Iowa. 

Lessard, E. J., Lessard Printing & 
Stationery Company, St. Louis, 


Levy, Irving M., Art Steel Com- 
pany, Chicago, I 

Lewis, Alex, Lewis & Parsons, 
Louisville, K 

Linden, Hy, Keo Fastener Cor- 
poration, | eg Ill. 

Lindhorst, L., Gibson & Perin 
oon Tig Cincinnati, Ohio. 

Link, Charles H., Weldon Roberts 
Rubber Company, Newark, N. J. 

Linn, R. E., S. C. Toof & Com- 
pany, Memphis, Tenn. 

Linsky, ack Parrot Speed Fast- 
coer orporation, ew York, 


Lipman, Charles W., George B. 
Graff Company, Cambridge, 
Mass. 

Lipner, W. G., Koh-I-Noor Pencil 
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me New York, N. Y. 


Lips H. Kistler Station- 
ery Company, Denver, Colo. 
Lippin, S. K., The Marathon 


ress, Wausau, Wisc. 
Litchfield, George A., Jasper Chair 
Company, Jasper, Ind. 
Little, Edward L., Wabash Cabi- 
net Company, Wabash, Ind. 
Locke, W. H., Will A. Beach 
Printing Company, Sioux City, 


Lofgren, Cc. W.. Sanford Ink Com 
pany, Chicago, III. 


Long, E. E., Horder’s, Inc., Chi 
cago, Ill 
Lowe, C. G., The Office Supply 


Company, Jackson, Miss. 
Luccock, a D., The P. F. Vol 
land Company, Joliet, Ill. 
Lund, E . Englewood Blue 
Print Shop, Chicago, Il. 
Lundeen, Victor G., Victor Lun 
deen & Company, Fergus Falls 
Minn 


M 


Maas, Walter, Rockwell-Barnes 
Company, Chicago, II. 
MacAdam, G. H., Peerless Print 
ing Company, Marion, Ind 
McAdam, J. H., Peerless Print- 
ing Company, Marion, Ind. 
MacDougall, D. A., Stationers 
Loose Leaf Company, Milwau 
kee, Wisc. 
MacIntyre, E. T., Defiance Sales 
Corporation, New York, N. Y. 
Mackey, W. Irving, Cooke & 
Cobb a ag mates, Ill. 
MacMorris, J. C. Howard 
Hunt Pen biaien Camden, 


N. J. 
MacNeill, H. J., Binney & Smith 


Company, New York, N. 
Magee, Frank A., Hobbs & War- 
ren, Inc., Boston, Mass. 


Mahila, Howard P., George H 
Alexander & Company, Inc., 
Pittsburgh, Penna. 


Maish, R. A., Dennison Manufac 
turing Company, Framingham, 
Mass 

Maneval, Ralph, A. W. Faber, 


Inc., Chicago, Ill. 


Mann, F. A., Dennison Manufac 
turing Company, Cleveland, 
Ohio. 

Mann, O. D., manufacturers’ rep- 


resentat.ve, Houston, Tex. 
Mannhardt, E. A., American Pen- 
cil Company, Hoboken, N. J. 


Manning, E R., Stein Bros. 
Manufacturing Company, Inc., 
Chicago, Il. 

Manning, Gerry, Joplin Printing 


Company, Joplin, Mo. 

Marquis, C. M., Ankeney Com 
pany, Cumberland, Md. 

Martin, A American Auto 
matic Company, Chi- 
cago, . 

Mashek, Frank, Frank Mashek & 
Company, Chicago, Il 


Electric 


Mason, Elda Gail, Mason's, Gal 
lup, N. 

Masterson, B. C., Acco Products, 
nce., Long Island C.ty, N. Y 
Matthews, A. S.. Hall Vithograph 

Company, Topeka, Kas. 
Maxwell, J. N., Findlay Printing 
Findlay, 


& Supply Company, 
Ohio 


1 
Mayo, Floyd, Bixby Office Supply 
Cqneene, — » Rapids, Mich 
McCain, Wilson- -Jones 
| lly Chicago, Ill. 


McClure, A. W., McClure Office 
Equipment Company, Macon, 
Ga. 


McConnaughey, D., Roth Station 
ery Company, Springfield, Ohio 
I 


McDaniel, L Wilson- Jones 
Company, Fort Worth, Tex 
McDowell, Boyd, Pelouze Manu 


facturing Company, Ch.cago, Ill 
McEvoy, Jerry. Acco Products, 
Inc., Long Island City, N. Y. 
McFarland, H. L., Esterbrook 
Steel Pen Manufacturing Com- 


pany. 
McGinty, B. F., Yawman and 
Erbe Manufacturing Company, 
Birmingham, Ala. 
McGowan, R. H., Shaw-Walker 
Company, Muskegon, Mich 
McGuire, F. J., McMillan Print 
ing Company, Monroe, Mich. 
McIntosh, Harris. The Conklin 
Pen Company, Toledo, Ohio. 
McKay. L. D., Cel-U-Dex Cor- 
poration, Brooklyn, N. Y. 
McKee, S. C., Terry Pen Filler 
Company, Janesville, Wisc. 


McKeever, J]. H., Searle Bros 


Printing Company, Aberdeen, 

McKibben, Jim, Security Station- 
ery Company, Kansas City, Mo. 

McPike, H. C., Weis Manufactur- 
ing Company, Monroe, Mich. 


Meadows, S., Dennison Manufac- 
turing Company, Framingham, 
Mass. 

Meason, Harry E.. Office Appli- 


ances, Chicago, ~ 

Mendenhall, E. Mc Millan 
Book Company, Fa N. Y. 

Merrill, Frank J., George D. Bar 
nard Stationery Company, St. 
Louis, Mo. 

Metz, E. M., Quality Park Envel- 
ope Company, Fargo, N. D. 
Meyer, Edwin, Edmever Manufac- 
turing Company, Chicago, IIl. 
Miller, Charles H., Pacific North- 
west Stationers Association, 

Portland, Oreg. 

Miller, Donald C., Office Appli- 
ances, Chicago, III. 

Miller, Edw. O., Comfort Printing 
& Stationery Company, St. 
Louis, Mo. 

Miller, é: H., Whiting-Plover Pa- 

ompany, Stevens Point, 
Wisc. 


Miroff, Max M., Gregg Publishing 
Company, Chicago, fu. 

Mitchell, E. J., Trussell Manufac- 
carts Company, Poughkeepsie, 


Mitchell, R. J.. Dennison Manu- 


facturing Company, Omaha, 
Nebr. 
Modene, O. F., Marshall-Jackson 


Company, Chicago, I 
Mohn, W. M.. Holden & Kahler 


Company, Cedar Rapids, Iowa. 
Montgomery, James W., Charles 
. Higgins & Company, Los 
Angeles, Calif. 
Moody, E. B., The Steck Com- 
pany, Austin, Tex. 
Moore, G. H., Pound & Moore 


Company, Charlotte, N. C. 
Moore, Joe. Blaisdell Pencil Com- 
pany, Philadelrhia, Penna. 
Moore, R. C., Columbia Ribbon & 
Carbon Manufacturing Company. 
Kansas City, Mo. 


Morgan, H. S., Associated Sta- 
tioners Supply Co., Minneapolis, 
Minn. 


Morgan, Harry A., Stationers Cor- 
poration, Los Angeles, Calif. 

Morley, William, Bramwood Press, 
Indianapolis, Ind. 


Morris, Bert M., Los Angeles, 
Calif. 

Morris, L. M, L. M. Morris, Mo- 
desto, Calif. 

Morton, Harry E., Indianapolis 
Office Supply Company, Indian- 
apolis, Ind 

Moulton, R. J.. Victor Safe & 
Equipment Company, North 
T-nawanda. ve 


Mueller, C. P., Joseoh Dixon Cru 
cible Company, Chicago, Il. 
Murdock, Harrv L.. The Dorsey 
Company. Dallas, Tex. 

Mur~hy, Zaiser’s, Des 
Moines, Iowa. 

Musgrave, J. R., Muserave Pencil 
Company, Shelbyville, Tenn 


N 


Navlor, Jesse, Naylor Gift & Sta- 
tionery Company, Casper, Wyo. 

Neary, James E., Andrew Geyer, 
Inc., New York, N. Y. 

Netzhammer, C. A., Northwestern 
Furniture Company, Milwaukee, 
Wisc. 

Nichols. Frark R., Catembia Pith. 
bon & Carbon Manufacturing 
Company, Glen Cove, L. L., 


Nichols, Harry L., Weis Manufac 
turing Company, Columbus, 
Ohio. 

Nichols, R. C., The Daniels Com- 
pany, Muskegon. Mich. 

Nichols, Walter P.. Weis Manu- 
f-etnring Company, Monroe, 
Mich. 

Nickel, W. ]., Bankers Box Com- 


pany, Chicago, III. 

Niles, George, Niles & Jones, 
Moines, Iowa. 

Nitschke, G. A., Automatic Pencil 
i. me Company, New York, 


Noel, J. T.. Carpenter Paper Com- 
pany, Oklahoma City, Okla. 

Nolan, M. J., Vail Manufacturing 
Company, Chicago. 

Norman, George D., Jr., Hoosier 
Desk Company, Jasper, Ind. 

Norman, S. Guy, Hoosier Desk 
Company, Jasper, Ind 


Des 


Norris, James R., National Blank 
Book Company, Orlando, Fila. 
Nugent, Edward L., Security Steel 
Equipment Corporation, Avenel, 


Nyland, Raymond H., Twin City 
Typewriter & Supply Company, 
Marinette, Wisc. 


Oo 


Ober, M. L., Stationers, Inc., In- 
dianapolis, Ind. 

Obstfeld, Sol, Markwell Manufac- 
turing Company, New York, 
N. Y 


Oliver, W. G., Eaton Paper Com- 
pany, Pittsfield, Mass. 

Orozco, Juan I., Havana, Cuba, 
Ortega, G. L.. Blaisdell Pencil 
Company, Philadelphia, Penna. 
Overend, R. B., Eagle Pencil Com- 

pany, Chicago, Ill. 


P 


Page, Clarence E., Clarence E. 
Page Company, Oklahoma City, 
Okla. 

Palmer, Frank, Eaton Paper Com- 
pany, P.ttsfieli, Mass. 

Palmer, Willis, Jr.. Boorum & 
Pease om Brooklyn, N. Y. 

Parkin, H Parkin Printing & 
Stationery Company, Little 
Rock, Ark. 

Parkin, W. L., Parkin Printing & 
Stationery Company, Little 
Rock, Ark. 

Parrott, J. M., Matt Parrott & 
Sons Company, Waterloo, Iowa. 

Parrott, J. S., Matt Parrott & 
Sons Company, Waterloo, Iowa. 

Parrott, R. W., Matt Parrott & 
Sons Company, Waterloo, Iowa. 

Parsons, J. A., Smith Brothers, 
Inc., Oakland, Calif. 

Patterson, W. H Johnstown 
Office Supply Company, Inc., 
Johnstown, Penna. 


Paul, Herbert M., Bethlehem, 
Penna. 
Pearce, P. T., The Cargill Com- 


pany, Houston, Tex. 

Pearson, Adams Book & 
Art Shop, Rochester, Minn. 

Peck, Frank E., Peterson Printing 
& Lithograph Company, Omaha, 
Nebr. 

Peckman, R'chard S., Denver Sta- 
tionery Company, ‘Denver, Colo. 


Pembroke, A. B., Pembroke Sta- 
tionery Company, Salt Lake 
City, Utah. 


Perry, A. S., Jr., Nashville Sta 
tioners Club, Nashville, Tenn. 
Perry, E. F., Trussell Manufactur- 
ing Company, Poughkeepsie, 


Peterson, M. E., Terry Penfiller 
Company, Janesville, Wisc. 

Pfleeger, Ralph B., Pfleeger Busi- 
= Equipment, Inc., Utica, 


Phillips, G. W., Gregg So 
Company, New York, N. 

Pierce, Walter V., Midland ies 
& Stat onery Company, Minne- 
apolis, Minn. 

Pinney, D. R., Acme Card Sys- 
tem Company, Chicago, III. 
Plant, W. S., Western Bank & 
Office Supply Company, Okla 

homa City, Okla. 
Pomerantz, Richard, A. Pomerantz 


Company, Philadelphia, 
Penna. 

Popple, J. O., W. H. Zaiser Spe- 
cialty Company, Des Moines, 
lowa. 

Pounsford, Harry G., Pounsford 
Stationery Company, Cincinnati, 
Ohio 

Powell, Ben J., A. W. Faber, 


Inc., Chicago, Il. 


Powell, W. E., The B. F. Good- 
rich Rubber Company, Akron, 
Oh‘o. 

Praetorious, H. O., John P. Mor- 
ton & Company. Inc., Louis- 
ville, Ky. 


Pratt, H. C., Emery Pratt & Com- 
pany, Lansing, Mich. 

Price, Herman, Eagle Pencil Com- 
pany, New York. 

Priesing, C. W., The “Wahl Com- 
pany, Chicago, III. 

Pritchard, J. W., Pritchard Sta- 
tionery Corporation, Chicago, 


Purvis, Walter S., Walter S. Pur- 
vis Company, Utica, N. 

Pydiek, John, Blaisdell Pencil 
Company, Philadelphia, Penna. 


Q 


Quickel, Tom, Postindex Division, 
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Art Metal Construction Com- 
pany, Jamestown, N. 


R 


Raggio, M. H., Clemco Desk 
Manufacturing Company, Chi- 
cago, Ill. 

Railey, J. E. H., Railey Printing 


Company, Inc., Wichita Falls, 
Tex. 
Ramma, J. J., Automatic Pencil 
Sharpener Company, Chicago, 


Ramsey, C. H., Ever Ready Cal- 
endar Manufacturing Company, 
Jersey City, N. J. 

Randolph, E. D., Downs-Randolph 
Company, Tulsa, Okla. 

Redman, C. W., The Texas Com- 
pany, Houston, Tex. 

Reichard, T., manufacturers’ rep- 
resentative, New York, N. Y. 
Reinhardt, G. W., Finch & Mc- 

Cullouch, Aurora, Ill. 

Reitzel, Pete, Boorum & Pease 
Company, New York, N. Y. 
Reynell, C. E., Oxford Filing Sup- 
ply Company, Brooklyn, N. Y. 
Richmond, Fred A., Richmond & 
Backus Company, Detroit, Mich. 
Ridley, W. G., Jr., American Pad 
& Paper Company, Chicago, III. 


Riggs, E. L. W. Holley & 
ons Company, Des Moines, 
Iowa. 


Riley, H. S., Out West Printing 
& Stationery Company, Colo- 
rado Springs, Colo. 

Rising, F. E., Sr., Cel-U-Dex Cor- 
poration, Brooklyn, N. Y. 

Rising, F. E., Jr., Industrial 
Printing & Stationery Company, 
Huntington Park, Calif. 

Rivera, H. E., Dameron-Pierson 
Company, New Orleans, La. 


Robbins, W. G., Carolina Office 
Equipment Company, Rocky 
Mount, : 

Rockwell, H. P.. Yawman and 
Erbe Manufacturing Company, 


Rochester, N. Y. 

Roddy, Joe, L. A. Barnes Com- 
pany, Fort Worth, Tex. 

Rogers, Ebenezer H., Koh-I-Noor 
—— Company, New York, 


Rohrbach, F. C., Patrick & Moise- 
Klinkner Company, San Fran- 
cisco, Calif. 

Rohrs, Edw. C., Eaton Paper Cor- 
poration, Chicago, III. 


Rollosson, George W., Rollesson 
Stationery Company, Lake 
Charles, La. 

Rosendorf, S. S., Jr., Southern 


Stamp & Stationery Company, 
Richmond, Va. 

Ross, H. O., Ross-Gould 
pany, St. Louis, Mo. 

Roth, C. W., Roth Office Equip- 
ment Company, Dayton, Ohio. 

Rowan, R. C., Musgrave Pencil 
Company, Shelbyville, Tenn. 

Ruck, George, Columbia Steel 
Equipment Company, Philadel- 
phia, Penna. 

Rushmore, J. B., The Reyburn 
Manufacturing Company, Phil- 
adelphia, Penna. 


Com- 


Ryan, Frank M., Sanford Ink 
Company, Chicago, Il. 
Ss 


Sahm, William H., Eagle * ro 
Company, New York. N. 

Sainberg, Robert B., WB, 
Company. Inc., New York, Fe i f 

Samsom, F. W., Moore Push Pin 
Company, Philadelphia, Penna. 

Sauter, Robert, A. W. Faber, Inc., 
Newark, . 

Savel, Joseph A., Savel Commer- 
cial Stationery Company, Los 
Angeles, Calif. 

Schaefer, F. C., Sanford Ink Com- 
pany, Chicago, Ill 

Scheer, Tom, Andrew Geyer, Inc., 
New York, N. 

Schermerhorn, H 'F., Keuffel & 
Esser Company, New York, 


De Be 

Schifferli, A. J.. The H. C. Cook 
Company, Ansonia, Conn. 

Schiller, A., Schiller & Schmidt, 
Chicago, Il. 

Schmiederer, William, Buxton & 
Skinner Printing & Stationery 
Company, St. Louis, Mo. 

Schmidt, A. E., Schiller & 
Schmidt, Ch‘cago, Ill. 

Schneider, F. B., Diebold Safe & 
Lock Company. Canton, Ohio. 

Schoen, C. P., The Wahl Com- 
pany, Chicago, IIl. 

Schooley, Arthur, Schooley Print- 
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ing & Stationery Company, Kan- 
sas City, Mo. 

Schreiber, Nels, Messenger Print- 
ing Company, Fort Dodge, lowa. 

Schubert, Larry, The Globe-Wer- 
nicke Co., Cincinnati, Ohio. 

Schulhof, William, The Office, 
New York, N. Y. 

Schumacher, Ray V., National 
Blank Book Company, Colum- 
bus, Ohio. 

Schuster, W. L., National Blank 
Book ee Chicago, Ill. 
Schutz, Car Eagle Pencil 

Company, New York, N. 

Seaborg, B., Nagel- Chase Man- 
ufacturing Company, Chicago, 
Ill 


Seely, Clem W., The Tisch-Hine 
Company, Grand Rapids, Mich. 

Sengbusch, C. W., Sengbusch 
Self-Closing Inkstand Company, 
Milwaukee, Wisc. 

Sengbusch, G. J., Sengbusch Self- 
Closing Inkstand Company, Mil- 
waukee, Wisc. 

Seymour, F. P., Horder’s, Inc., 
Ch cago, IIl. 

Shapiro, E., Horder’s, Inc., Chi- 
cago, IIl. 

Shaw, George W., Shaw-Walker 
Company, Muskegon, Mich. 
Sheaffer, Craig R., W. A. Sheaffer 
Pen Company, Fort Madison, 

lowa. 

Shelp, R. G., F. S. Webster Com- 
pany, Boston, Mass. 

Short, Harry L., Columbian Art 
Works, Milwaukee, Wisc. 

Shreiner, H. G., Polar Manufac- 
turing Company, Philadelphia, 
Penna. 

Shuster, Milton, Charles M. Hig- 
gins & Company, Philadelphia, 
Penna. 

Sibert, Ross, The Clegg Company, 
San Antonio, Tex. 

Sick, Elmer L., W. B. Gregory & 
Son, Detroit, Mich. 

Siekert, Stafford, Siekert & Baum 
Stationery Company, Milwaukee, 
Wisc. 

Sillman, Ward H., Sengbusch Self- 
Closing Inkstand Company, Mil- 
waukee, Wisc. 

Simpson, C. W., Art Metal Con- 
struction Company Jamestown, 


Simpson, J. H., National Fiber- 
stoK Envelope Company, Phil- 
adelphia, Penna. 

Skibbe, A. R., Associated Station- 
- Supply Company, Chicago, 
1 


Skinner, E. u., Buxton & Skinner 
Company, St. Louis, Mo. 

Skinner, W. H., W. H. Skinner 
Company, Washington, D. C. 

Small, Charles, Fulton Specialty 
Company, Elizabeth, N. J. 

Smith, C. C., T. H. Payne Com- 
pany, Chattanooga, Tenn. 

Smith, Dan, Jr., The Smith Print- 
ing Company, Inc., Williams- 
port, Penna. 

Smith, T. Carl, Columbus Blank 
Book Manufacturing Co., Co- 
lumbus, Ohio. 

Smith, W. E., Ace Fastener Cor- 
poration, Chicago, IIl. 

Smith, Zac, Zac Smith Stationery 
Company, Birmingham, Ala. 

Smythe, John, Andrew Geyer, Inc., 
New York, » # 

Snelling, W. L., Horder’s, Inc., 
Chicago, III. 

Snyder, Albert B., Stewart's, Inc., 
Indianapolis, Ind. 

Solinger, Leo, Eagle Pencil Com- 
pany, New York, N. Y. 

Somerville, W. F., Dennison Man- 
epetaring Company, Chicago 


Sp nner, Philip V., Plastic Bind- 
ing Corporation, Chicago, Ill. 
Spitzfadden, Carl, Carl L. Spitz- 
fadden, Inc., Cincinnati, Ohio. 
Sprott, J. S., The Globe-Wernicke 

Co., Cincinnati, Ohio. 


Stack, P. J., Johnson-Stack Com- 
pany, Chicago, 

Stafford. W. S., S. S. Stafford, 
Inc., New R he N. 

Starck, Joe W., boorum & Pease 
Company, Chicago, III. 

Starr, W. Stationers Loose 
Leaf Company, Milwaukee, 
Wisc. 

Steele, Dwight, Verstegen Print- 
ing Company, Sioux City, Iowa. 

Stein, Leo, Stein Bros. Manufac- 
turing Company, Cieage Ill. 

Steinbeck, E. W., K. Smith 
Company, Chicago ‘TH. 

Steinhilber, Fred, Andrew Geyer, 
Inc., New York. — - 

Steitz, Al, Field : “Sepemmaed Com- 
pany, Tulsa, Otla. 

Stevens, C. A., Stevens, Stevens- 
Maloney & Company, Chicago, 

Stevens, G. O., Stevens Maloney 
Company, Chicago, Ill. 

Stewart, john W., L. E. Water- 
man Company, New York, N. Y. 

Stewart, W. Neill, Stewart Office 
Supply Company, Dallas, Tex. 

Storr, H. S., Storr Engraving 
Company, Raleigh, N. C. 

Stott, C. A., Charles G. Stott & 
Company, ‘Washington, D. C. 
Strachan, W. #3, Business Supply 
Company, Fort William, Can- 


ada. 

Strafford, Robert C., Jr., National 
FiberstoK Envelope Company, 
Philedelphia, Penna. 

Strauss, J. C., Automatic Pencil 
7 cred Company, New York, 


Sturdevant, H. A., Ace Fastener 
Corporation, Chicago, IIl. 

Sylvester, Harry, ylvester & 
Nielsen, Inc., Appleton, Wisc. 


T 


Tacke, Charles, Texas Company, 
New York, N. Y. 

Tallman, S. M., 
Company, Buffalo, 

Tamany, John W., Boorum & 
Pease Compary, Brooklyn, N. Y. 

Tavernier, L. H., Fulton Specialty 
Company, Elizabeth, ie 

Tehan Harry, Charles M. " Higgins 
& Company, Brooklyn, N. Y. 

Ten Hoor, Henry, Office Supplies, 
Inc., Muskegon, Mich. 

Thompson, C. S., Standard Furni- 
ture Company, Herkimer, N. Y. 

Thompson, George, W. H. Kistler 
Stationery Company, Denver, 
Colo. 

Thempson, Russ, Decker Bros., 
Inc., Lafayette, Ind. 

Thomsen, E. J., L. W. Holley & 
Sons Company, Des Moines, 
Iowa. 

Thornton, George H., McGregor 
Company, Athens, Ga. 

Thorp, Hareld S., Hall & Mc- 
Chesney, Inc., cyseenes, N. Y. 

Tompkins, Allen D., Hampden 
Manufacturing Company, New 
York, N. Y. 

Tope, Ronald E., Tope Book & 
Ofiice Supply Company, New 
Philadelphia, Ohiv. 

Toth, H., Eberhard Faber Pencil 
Company, Brooklyn, N. Y. 
Towne, Richard P., National 
Blank Book Company, Holyoke, 

Mass. 

Trachan, Gus, General Office Sup- 
rly Company, Lafayette, La. 
Tracht, Fred H., University of 
Chicago Bookstore, Chicago, Ill. 
Trautman, . - The Brooks 

Company, Cleveland, Ohio. 

Treanor, James A., Peerless Key- 
Imper:al Manufacturing Com- 
pany, Newark, N. 

Trussell. E. A., Trussell Manu- 
facturing Company, Poughkeep- 
sie, N. 

Tynan, George R., F. S. Webster 
Company, Cambridge, Mass. 


Eaton Supply 
% A 


Tynan, W. J., S. S. Stafford, Inc., 
New York, N. Y. 


U 
Uden, John £ Boorum & Pease 
Company, Brooklyn, N. Y 


Underwood, Charles, Fulton Spe- 
cialty Company, Elizabeth, N. J. 

Urmston, R. Staedtler, 
Inc., New York, N. 


Vv 


Vail, R. B., Vail Manufacturing 
Company, Chicago, III. 

Van Dorn, H. B., Joseph Dixon 
woman Company, Jersey City, 


a 
Van Horne, A. C., Eberhard Fa- 
oy oo Company, Brooklyn, 


Venet, H. P., Reyburn Manufac- 
turing Company, Chicago, III. 
Vernon, Murray, S. E. & M. Ver- 
non, Inc., New York, N. Y. 
Voda, I. Wallace Pencil Company, 

St. Louis, Mo. 
Volger, B. G., B. G. Volger Man- 
ufacturing Company, Passaic, 


Volzer, Paul W., Baers’, Canton, 
Ohio. 

Von Ritter, F. M., Stationers 
Loose Leaf Company, Milwau- 
kee, Wisc. 

Vreeland, J. F., Royal Typewriter 
Company, Inc., New York, N. Y. 


Ww 


Waddy, Woodson P., Everett 
— Company, Richmond, 


a. 
Wadsworth, Charles, American 
ae Company, New York, 


Walker, A. J., Farnham Station- 
ery & School Supply Company, 
Minneapolis, Minn. 

Walker, Clark. Farnham Station- 
ery & School Supply Company, 
Minneapolis, Minn. 

Walker, S. E., The B. F. Good- 
rich Rubber Company, Akron, 
Ohio. 

Wallace, Charles H., Columb‘a 
Ribbon & Carbon Company, 
Kansas City. Mo. 

Wallace, Ernest, Los Angeles, 
Calif. 

Wallace, W. H., Bainbridge, 
Kimpton & Haupt, Inc., New 
York, N. Y. 

W-lth Herbert 1... Southworth 
Company. Chicago, IIl. 

Walter, R. B., Skagseth Stationery 
Company, Miami, Fla. 

Ward, James P., Jr., Shipman- 
Ward Manufacturing Company, 
Chicago, II. 

Ward, James P., Sr., Shipman- 
Ward Manufacturing Company, 
Chicago, IIl. 

Warkentin, T. R., Southwestern 
Printing & Stationery Company, 
Lawton, Okla. 

Warnock, H. J., The Globe-Wer- 
n'cke Co., Cincinnati, Ohio. 

Waterman, C. H., L. E. Water- 
man Company, New York, N. Y. 

Watts, Norman, Stationers As<o- 
gone of Louisville, Louisville, 

y- 

Wax, D. C., D. C. Wax Office 

Equipment House, Portland, 


re. 
Weaver, Charles R.. James & 
Weaver, Inc., Youngstown, 


Weber, Homer, Richard Best Pen- 
cil Company, New York, N. Y. 

Weber, W. F.. Ace Fastener Cor- 
poration, Chicago, II. 

Weinberg, Ben, McCloy Company, 
Pittsburgh, Penna. 

Weingaertner, M. T., Egyptian 
eeeanry Company, Belleville, 
ll. 


Here Endeth the Complete Report of the 
Thirty - second Annual Convention of the 
National Stationers Association, Held 


Chicago, September 27-30, 1937 
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Weis, Gilbert, Weis Manufactur- 
ing Com company: Monroe, Mich. 
Weisman, L. Bath h Com- 

pany, Ltd., Shreveport, La. 

Weissenborn, R. A., General Pen- 
cil Company, Jersey, City, N. J. 

Welch, A. W., Dennison Manu- 
facturing Company, Chicago, III. 

Wells, Roy E., Art Metal Con- 
struction Company, Denver, 
Colo. 

White, Woods, Office Equipment 
Company, C ie a, Tenn. 
Whitman, H. bp itman’s, 

Fargo, N. D. 

Wilcox, Leonard B., Roberts 
Printing & Stationery Company, 
Hutchinson, Kas. 

Wiking, H. C., BCD Office 
~~ rm Company, Detroit, 


ch. 

Willenborg, Frank G., Willenborg 
Stationery & Printing Company, 
Cincinnati, Ohio. 

Williams, A. W., Stationers Guild 
of America, Philadelphia, Penna. 

Williams, H. B., DoMore Chair 
Company, Elkhart, Ind. 

Williams, J. F., Markwell Manu- 
fostering Company, New York, 


Williams, R. B., Yawman and 
Erbe anufacturing Company, 
Rochester, N. Y. 

Wilson, E. Clifton, Wilson Sta- 
tionery & Printing Company, 
Houston, Tex. 

Wilson, P. E., Zaiser’s, Des 
Moines, Iowa. 

Wingert, L. P., General Pencil 
Company and Defiance Sales, 
Clayton, Mo. 

Wintrich, William E., Acco Prod- 
fo Inc., Long Island City, 


Wittgen, Leo H., Smith & Butter- 
field Company, Evansville, Ind. 

Wittstein, H. H., Cincinnati, Ohio. 

Wobber, E. H., Wobber’s, Inc., 
San Francisco, Calif. 

Wolcott, George, Wilson-Jones 
Company, Chicago, III. 

Wonder, D., The Carter’s Ink 
Company, Cambridge, Mass. 

Wood, Edward S&., Esterbrook 
Steel Pen Manufacturing Com- 
pany, Camden, N. J. 

Wood, R. N., Esterbrook Steel 
Pen Manufacturing Company, 
Camden, N 

Woodmansee, J., Woodmansee 
Stationery, Bismarck, N. D. 

Woodruff, S. M., Weis Manufac- 
turing Company, Monroe, Mich. 

Wottrich, Herb, Wilson Stationery 
& Printing Company, Houston, 
ex. 


x 


¥ogee Harry, David Kahn, Inc., 

orth Bergen, N. 

Yawman, Francis J.. Yawman and 
Erbe Manufacturing Company, 
Rochester, N. Y 


Z 


Zeller, Frank, Koch Bros., Des 
Moines, Iowa. 

Zuck, R., Rite-Rite Manufacturing 
Company, Chicago, III. 


LADIES' REGISTRATION 
A 


Adams, Mrs. Francis K., S. G. 
Adams Company, St. Louis, Mo. 

Agronick, Mrs. Benjamin, Bene & 
Company, Providence, R. I. 

Aigner, Mrs. G. J., Aigner & 

ompany, Chicago, Ill. 

Allen, Mrs. Ivan, Jr., Atlanta, Ga. 

Allen, Mrs. Ivan, Sr., Ivan Allen- 
Marshall Company, Atlanta, Ga. 


(turn to page 178, please) 








EDITORIAL 


The Convention in Retrospect 
© The story of the National Stationers Asso- 
ciation convention is told in complete detail in 
the pages of this issue—with all the addresses 
and reports published in full. Now that the con- 
vention is over and we stand offside for a mo- 
ment, some remarkable things may be observed. 

The record attendance and excellent program 
were outstanding. The attendance of the deal- 
ers, which was larger than the number present 
at any other N. S. A. convention, was indicative 
of their increased appreciation of the value of 
the national convention sessions. Moreover, the 
total registrations of 1,111 stationers, suppliers, 
and their representatives was significant of the 
progress and growing prestige of the commer- 
cial stationery business. 

The comprehensive and fruitful program gave 
ample consideration to the legislative and taxa- 
tion problems. But, however, the dominant 
characteristic of the convention—that which 
gave it enthusiasm, snap, and go—was the em- 
phasis upon the positive, rather than the nega- 
tive. The greater portion of time was devoted to 
ideas on the development of the business; little 
time was spent before the “wailing wall.” 

Sometimes organization conclaves are ex- 
pected to serve as requiems for the despairing 
hopes of a few members. But a trade association 
does not resolve the difficulties of the field it 
serves. (Difficulties are concomitants of prog- 
gress.) It cannot evolve panaceas. It can only 
offer a means of codperation—serve as a clear- 
ing house of ideas which suggest the methods 
and offer the stimulant for individual adjust- 
ment and progress. 

Here was emphasis not so much upon the 
troubles of the past and present, but on chal- 
lenging objectives presented for future achieve- 
ments. This put a sparkle into the convention, 
and it became dynamic. 

“For instance,” the enthusiasm of the Pacific 
Coast delegates over the fair trade results proved 
a beneficent contagion that spread through the 
assemblage, and served to unit the representa- 
tives from other states in a national movement 
under fair trade banners of the several states. 

The curriculum of the Sales Institute was in- 
terestingly varied in both of the sessions. The 
staff of speakers, from the different branches of 
the industry, instructively laid before the mem- 
bers practical methods of achieving best results 
in sales management, salesmanship, and store 
arrangement. The educational value of this 
Sales Institute was enthusiastically regarded as 
immeasurable, providing a stimulus to many 
who thereby will enhance the effectiveness of 


their present sales promotional operations. 

The cooperative spirit of sharing methods and 
views in this convention was matched only by 
the constructive attitude which took form in a 


general eagerness to push ahead! 
——<-9-_ 





Air Conditioning"and Sound Control 

#¢ Twenty-nine years ago OrFICE APPLIANCES 
set out on a campaign to direct distribution of 
office furniture through commercial stationery 
stores. The effect of that campaign is a matter 
of trade history duly recorded. About the same 
time the journal began its insistence that com- 
mercial stationers were the logical distributors 
for the majority of office machines and office 
systems. By furniture, systems, and machines 
has come most of the expansion of the station- 
ery business in the past quarter century. 

The journal now suggests two other additions: 
air conditioning units and sound control ma- 
terials. Installing air conditioning units for sin- 
gle room service calls for no engineering tech- 
nology. Some units require only plugging into 
the electric line. Several models attractively de- 
signed for office use are now on the market. 

The value of sound control to the business 
office is being demonstrated in many places. Al- 
though the instrumentalities by which sound 
control is achieved cannot be handled as other 
units of office equipment, arrangements can be 
made with manufacturers for codperation with 
those who handle the material. 

Commercial stationery field men know the 
conditions of the offices of the customers upon 
whom they call. Out of their recommendations 
for sound control considerable business could 
probably be developed. 


Where Is the Wise Man ? 

© All persons of good intent are in hearty 
accord with the idea of bringing about better 
conditions for those industrious citizens who 
through no fault of their own have not fared 
well under the economic order. But no plan can 
be formulated that will make all persons com- 
fortable and happy. 

And always in every community have been 
and ever will be those who go through life with 
the least possible effort; content with little, they 
shirk the labor enjoyed by the industrious; 
bringing no joy to the day’s work they find none 
there. Everyone knows such persons. In every 
village, town and city, they are to be found. 
Hitherto dependent upon their own resources, 
they have exerted themselves from time to time 
to earn the small amount required for their 
subsistence. Never having had, nor never desir- 
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ing regular employment, they now, under the 
benevolence of government, attach themselves 
to the group of the worthy unemployed and live 
at the expense of the industrious. When forced 
to make a show of work for benefits received, 
they minimize their effort and rely upon pre- 
tense to get by. To burden the industrious with 
the care of these shiftless is a great injustice. 
But how to separate these from the worthy 
folk entitled to first and full consideration is a 
problem. Perhaps some wise man will reveal a 


way to accomplish the desired result. 
neseniilia 


Selling Under the Fair Trade Acts 
#@ Under the Fair Trade Acts, competition 
will be shifted to a considerable extent from a 
price basis to that of brands and services, calling 
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for emphasis upon quality and merit of per- 
formance. 

Then follows necessity of constructive sales- 
manship, based upon goods and services. This 
increases the importance of sales training, espe- 
cially among dealers. And both dealers and 
manufacturers of advertised brands will have 
the problem of “selling” the consumer on the 
fact that the prices on these products have not 
been placed above their real value; which is not 
likely to be done because of limitations imposed 
by competition and consumer acceptance. 

But it must not be forgotten that a vast num- 
ber of untrademarked commodities offer full 
values at fair prices, and about these a consid- 
erable portion of every distributor’s business is 
built. 


McMAHON SERVES AS COLUMN 
GUEST CONDUCTOR 


Thomas J. McMahon, a typewriter 
old timer with forty-four years ex- 
perience in the industry, thirty-three 
with the Underwood Elliott Fisher 
Company and its predecessors, dur- 
ing the last several years of which 
he has managed the U. E. F. branch 
at Albany, N. Y., acted as guest col- 
umnist of "The Melting Pot,” daily 





T. J. McMAHON 


column in the Albany Knickerbocker 
News of August 26. 

Distinguished Capital District per- 
sonalities were invited to act as daily 
conductors of the column during the 
vacation of its regular conductor, 
C. R. Roseberry. Mr. McMahon more 
than measured up to the compli- 
ment, with a series of pithy para- 
graphs interspersed with witticisms 
that would qualify him with the “‘old- 
timers" at that game—as well as in 
the typewriter business. 

Mr. McMahon, in closing, cau- 
tioned Charlie McCarthy and his 
friend Mr. Bergen "'not to crib any- 


Here and There 


thing’ from his column. In support of 
Tom McMahon, if we hear Charlie 
McCarthy pulling any of Tom's stuff, 
we'll get after W. C. Fields to carry 
out his threat to "whittle him down 
to a toothpick." 





MEETS DAUGHTER OF OHIO 
CUSTOMER ON PERU CRUISE 


One of the pleasant experiences 
of Mr. and Mrs. John A. Riedell, 
during a recent vacation trip on the 
Grace Line to Lima, Peru, proved 
a reminder that "this is a small 
world after all."" Mr. Riedell is the 
popular sales manager of the 
Weldon Roberts Rubber Company, 
Newark, N. J., manufacturers of 
Weldon Roberts erasers. 

It is always an enjoyable coinci- 
dence when travelers meet others 
from the homeland, especially when 
they find they have connections in 
common. Such a happenstance was 
enjoyed by the Reidells and Miss 
Pauline Nitschke daughter of J. F. 
Nitschke of Nitschke Brothers, sta- 
tioners of Columbus, Ohio. Nitschke 
Brothers have been Weldon Roberts 
dealers for many years. The accom- 
panying photo is of Miss Nitschke 
and Mr. Riedell on shipboard. 

Mr. Riedell reports a delightful 
vacation in this beautiful South 
American country, which has esta- 
blished a remarkable record in 
recent years for its prosperous 
economic condition shared by their 
enterprising stationers and the man- 
ufacturers of the United States who 
supply them: 

The Riedells, however, refer to an 
exceptional experience at Salavery, 


Peru, where they were lowered to a 
tender in a very rough sea. They 





pan A. RIEDELL AND MISS PAULINE 
NITSCHKE, WHO MET MR. AND MRS. 
RIEDELL DURING A TRIP TO PERU. 


declare that no one who disem- 
barked there wili forget the event, 
adding, “Ask Miss Nitschke!"’ 





MR. PETERS PROTESTS A PHRASE 

In a letter to the editor, Cortez 
W. Peters, head of the Cortez W. 
Peters Business School, Inc., !308 
You street, Washington, D. C., ob- 
jects to the phrase, ‘sacrificed ac- 
curacy for speed” used in Office 
Appliances in referring to his work 
in the professional typewriting 
speed contest held at the Canadian 
National Exposition in Toronto, Au- 
gust 28. 

Mr. Peters maintains that the ac- 
curacy of what he actually wrote 
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was not affected by his untortunate 


omission of a phrase entailing penal 
ties which materially reduced his net 
result. As these penalties were not 
for typographical errors, we incline 
to the opinion that Mr. Peters ot 
ection to our phrase is sound. But 
the object of these contests + 


promote ‘speed with accuracy ir 
the practical use 
mission of a word or phrase is a 
eriou mpertection which might 
r affect the 
egality of an important document 
Mr. Peter: 


onal speed typist who, in the agri 


.£ the typewriter 


ontuse the meaning 
not the only prote 


ng hours work at the keys ha 
missed a word or line. . 
Missing a phrase or a line is ger 
rally caused by the repetition of 
nq words. Repetition of words, of 
urse, appears in all writing and in 


the even run +f words of certair 


ength in the copy, the eyes, mind 
nd tingers ot these remarkable typ 
sts work in perfect coordination. 


When writing at the remarkable 
one hundred twenty 
ute, over two words for 


peed T ver 

eds a min 
ch second, the eyes are always on 
the copy, the fingers hovering or 
The eyes transmitting to 
the mind ahead of the movement 
t the fingers, see the repeated 
ong word. Say, for example, "in 
accuracy, or ‘‘additional’ or ‘'pro 
tessional.’ And the mind may in the 
nstant pick up the phrase at the 
econd instead of the first print of 
the word. The remarkabale thing 
about such speed writing is that the 
error of omission does not happen 


more trequently 








McMILLAN—CIVIC LEADER— 
PROPOSES HOTEL CUSTER 

Motivated by an enthusiastic civic 
spirit and community pride, Johr 
Stewart McMillan, head of the Mc 
Millan Printing Company, Monroe 
Michigan, is promoting the erectior 
>f a memorial to Monroe's own illu 
trious son, General George Arm 
strong Custer, in the form of a maa 
nificent hostelry to be known as the 
Hotel General Custer. Although 
Custer was not born there, he ma 
tured in historic old Monroe, and 
Mr. McMillan is devoting much of 
his energies toward converting intc 
reality his vision of a practical trib 
ute to the heroic soldier. 

Mr. McMillan has printed a folder 
on the project, containing the archi 
tects’ sketch of the proposed hote 
and a presentation of the proposition 
to the citizens of Monroe. A repro 
Juction of the imposing sketch, with 
an inset portrait of General Custer 


rh 


wn nm the r 1 ture 


is = 
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TWO “KNIGHTS OF THE ROAD’ TAKE 
TIME OUT FOR A DIP IN THE BRINY 
DEEP.—When Ralph D. Buckley, (left) 
Oakland, Calif., Western representative for 
the Automatic Pencil Sharpener Company. 
and Fred C. Schaefer, St. Paul, Minn., of 
Sanford Manufacturing Company, got to- 
gether on a blistering hot day in August 
at Salt Lake City, they decided—in the 
words of Brigham Young, founder of the 
city—that ‘“‘this is the place’’. Only these 
gentlemen, accompanied by Mrs. Buckley, 
were thinking of a much briefer stay in 
this delightful community. At the moment 
this snapshot was taken they were on the 
shores of Great Salt Lake, eighteen miles 
from Salt Lake City, just before a swim 
in the lake where life savers are never 
needed. 


The Hotel General Custer as de 
signed for its first stage of construc 
tion provides |20 quest rooms. Sto 
ries may be added later to accom 
modate a growing business expected 
to follow Monroe's harbor develop 
ment. 

Among the special features 

anned is a large room just off the 














Millan Printing Company, of Monroe. 
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obby for the display of Custer me 
mentos. This “Custer Shrine” wil 
be open to the public a limited num- 
ber of hours each day, and is to be 
in charge of an attendant equipped 
to discuss the life of General Custer. 
A Custer Memorial Association of 
even active members is proposed 
to accept and preserve all of the 
mementos offered for the shrine. The 
members of that body, according te 
the plan, are to be: the Chief of the 
United States Army, the Governor 
»— Montana, the Governor of Mich 
gan, Mayor of Monroe, President of 
the Hotel Company, and two other 
representing patriotic societies 


* * * 


Although the Custer hotel enter 
prise is just in its formative stage 
Mr. McMillan has seen the courage 
of his convictions meet with success 
in other civic and industrial projects 
for the enhancement of the prestige 
and development of Monroe in past 
years. Among the civic improve 
ments for which he has been given 
much credit are two bridges, a filtra 
tion plant, and the widening of Mon 
roe Street. 

Mr. McMillan’ is also chairman ot 
the Monroe Port Commission, which 
s in charge of the development of 
the Monroe harbor and considerable 
hore property involved in plans for 
industrial expansion, including pro 
vision for a public park. 

At a recent meeting of Monroe 
business men, before which Mr. Mc 
Millan talked on Port Commission 
activities, the tribute that the chair 
man paid this dynamic civic leader 
were in substance an echo of the 
words of Richard II: ‘right noble i 


thy merit. 


IN MEMORY OF GENERAL CUSTER.—This proposed beautiful memoria) to General Custer 
promoted among the civic-minded people of Monroe, Mich., by John 8S. McMillan 
(Inset) Portrait of the famous soldier 
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How Do You Buy Carbon Paper and Ribbons? 


Note.—Mr. Wilson is head of 
Wilson’s Carbon Company, Ltd., 
Los Angeles, Calif. Under his di- 
rection a substantial business in 
ribbons and carbons has been 
built. That he is a keen student 
of his merchandise is revealed by 
his article. He couples a long er- 
perience with an established pro- 
cedure of making careful, accurate 
analyses of ribbons and carbons 
in various applications. Although 
directed to purchasers rather than 
sellers, the accompanying article 
is replete with the kind of infor- 
mation that is invaluable to sales- 
men. 


x IS no longer necessary to ex- 
cuse ignorance by claiming that 
these commodities are “Blind 
Articles” — they are now looked 
upon as tools of the typist’s trade 
and should be chosen with the 
same care and consideration that 
one gives to his own wearing 
apparel. 

Tattered tramps are not em- 
ployed as salesmen—typed letters 
make more calls on prospects and 
customers than your personal 
representatives do and, if it is pos- 
sible to improve the appearance 
of your correspondence, the im- 
pressions of the recipient will be 
favorable. 


It is no longer necessary for 
letters to be blurred and blotched 
when a ribbon is new, then faint 
and anemic as it becomes worn. 
The period of continued perfec- 
tion of impression is the only 
measure of value in a typewriter 
ribbon. 


The buyer who is interested in 
obtaining the greatest number of 
impressions per unit of cost with- 
out consideration of the appear- 
ance of the work done, can find 
information that will aid him in 
his objective by perusing Govern- 
mental Agency and Board of Edu- 
cation bids or merchandise re- 
jected by governmental agencies 
that failed to meet their specifi- 
cations. 


The buyer who takes pride in 
the appearance of his company’s 
correspondence and is familiar 
with the various factors that go 
to make up the costs of producing 
the best work will be interested 
in the improvements and develop- 


Reprint of an article written 


by Arthur G. Wilson for 

the August, 1937, issue of 

the Southwestern Purchasing 
Agent 














ARTHUR G. WILSON 


ments that have been recently 
made in typewriter ribbons. 


Ribbons were first made of cot- 
ton cloth saturated with copying 
stamp ink. Now ribbon ink has 
been refined and improved until 
today any moderate or good rib- 
bon will improve with age and 
the ink will stay in the cloth for 
years yet upon contact with the 
paper dry immediately. The cloth, 
too, has gone through a process 
of evolution. 


For years we sent our cotton 
to Europe to be returned to us 
woven into ribbon fabric—we 
then inked it and sold it back 
to them in the form of typewriter 
ribbons. Now we weave and ink 
a much better article than they 
have been able to make. Visible 
writing would not have been pos- 
sible had not the ribbon manu- 
facturer made it so. Narrow woven 
edge cloth was considered neces- 
sary twenty-five years ago, but a 
Satisfactory edging was developed 
so that cloth now is cut into strips, 
the edges gummed and the tape 
inked. 

About twenty-five years ago the 
silk ribbon appeared as a patented 


article. Its thinness and sharp 
writing appealed to the lovers of 
beautiful typing and it enjoyed a 
limited amount of business. But 
silk has no absorption qualities; 
consequently the ink was soon ex- 
hausted. And so the first writing 
of a silk ribbon bears no resem- 
blance to the work after the sur- 
face ink is used—the impressions 
are sharp and clear but with little 
coverage. 


During recent years the thin 
cotton fabric appeared for Noise- 
less machines but was practical 
for these machines only. The 
hammer blow machines chop the 
thin fabric and so wear out the 
cloth before the ink is exhausted. 
The thinness of the fabric permits 
more yardage on the spool (18 
yards), makes sharper and more 
carbon copies possible, and greatly 
increases the efficiency of the 
noiseless machines, in fact it has 
increased the sale of the ma- 
chines! 


The most recent development 
in typewriter ribbons is a com- 
bination of silk and cotton so 
woven that the silk is on one side 
and cotton on the other. The cot- 
ton holds the ink and the silk 
governs the flow. The cotton re- 
tains and the silk retards the ink. 
The result is a uniform series of 
impressions of sharp delineation 
and perfect coverage. 


Carbon ribbons are made for 
photographic work and are with- 
out doubt the sharpest member 
known, but they have no wear- 
ing qualities for the dry carbon 
ink is removed wherever the type 
Strikes. They cannot be con- 
sidered for general work. 


The construction of the cloth 
—the thinness of the cloth—the 
ink and the age all contribute to 
the quality of the work of the 
ribbon and the ribbon governs the 
appearance of the work. No mat- 
ter how perfect the machine— 
how competent the typist — how 
beautiful the letterhead—the rib- 
bon makes or mars the work done. 
Beautiful, permanent impressions 
can only be produced by the use 
of a good ribbon, on a good ma- 
chine, with a proper platen and 
an expert typist; yet all of these 
four essentials must be right. 


(Turn to page 169, please) 
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Humanized Technique in Selling Furniture 


I; IS said that the great business 
man, whether he is the principal 
salesman or highest executive is, 
first of all, human and humane. 
In other words, he has considera- 
tion for those whom he directs, 
the proper respect for his supe- 
riors, and a kindly compassion for 
all. This is due to the fact that he 
studies and tries to understand 
persons as individuals. He prac- 
tices humanized thinking. In 
helping others, he helps himself. 

If one thinks first of the human 
side of selling, it naturally places 
the salesman and the customer on 
a more common basis of under- 
standing. The customer is in a 
more receptive frame of mind, 
which leads to a greater common 
understanding and, as a conse- 
quence, effects a higher percent- 
age of sales. 

J. Kuresman, vice-president of 
the Pounsford Stationery of Cin- 
cinneti, Ohio, and manager of the 
office furniture department, who 
has served several years in the 
printing business and as manager 
of his department, studies human 
nature to learn how to promote 
the selling methods of his own 
business. In addition to this, he 
has the faculty of keen observa- 
tion as to the selling methods of 
others whom he contacts. 


Putting the Buyer at Ease 
He says: “First, it is well to gain 
a common ground of understand- 
ing by putting the buyer in a good 
frame of mind; by permitting him 


to feel at ease.” 
There is a volume expressed in 


Procedure Followed by J. 


Kuresman, Vice-president of 
The Pounsford Stationery 
Company, Cincinnati, Ohio 


By CATHERINE MAURINE HAAFF 
e 


this bit of advice and it reveals a 
great deal about the principles of 
Mr. Kuresman himself. When you 
put the other person at ease, you 
give him a fair chance. If one 
does not feel at ease, one cannot 
think clearly; it arouses skepti- 
cism and puts one on the defen- 
sive. The buyer feels he must be 
on guard lest the salesman put 
something over on him. But if he 
is allowed to feel at ease, he re- 
laxes. His mind is receptive. He 
becomes confident and confiden- 
tial. He feels he has nothing to 
fear and is free to be himself. A 
person in this state of mind is at 
his best and when he feels his own 
self-assurance, he is more capable 
of clear thinking, and has a more 
pleasant disposition. 

The salesman who puts the 
buyer at ease in the beginning is 
not only using tact and under- 
standing, as he would in trying to 
make a personal friend; he reveals 
that he is confident of himself; 
that his own mind is at ease be- 
cause he is ethical, truthful, and 
has no reason to confuse the mind 


of the customer. He is sold on his 
own merchandise. 

Mr. Kuresman is secretary of 
the Stationer’s Club of Cincinnati 
and president of the Business Fur- 
niture Group. He has had the op- 
portunity of putting his own the- 
ories to work and his principles 
are carried out in his own busi- 
ness ‘practice and are conveyed to 
those who have the privilege of 
working with him and benefiting 
by his experience and knowledge. 


Study the Prospect’s Personality 


“In selling office furniture,” says 
Mr. Kuresman, “it is wise to study 
the individual to know how to ap- 
peal to him. The greater percent- 
age of merchandise is sold by the 
salesman who first sells himself. 
If you can sell yourself, you can 
sell your goods. A knowledge of 
practical psychology is always of 
help to the salesman. This helps 
you to arrange your talk to suit 
the buyer.” 

Selling to suit the buyer is hu- 
manized selling. It is said that 
some of the most clever salesmen 
learn to analyze and understand 
certain types of individuals so 
thoroughly that sales can be ef- 
fected while the buyer does not 
realize that he has been sold. He 
feels that the salesman has been 
merely the medium through which 
the purchase was made. He has 
been conscious of a change in his 
own attitude toward the merchan- 
dise, but he is under the impres- 
sion that it was all produced in 
his own mind and through his 
own thinking. This raises the cus- 
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tomer’s own estimation of himself. 
He likes to feel that no one can 
sell him anything he does not wish 
to buy and he knows that he is 
perfectly capable of making his 
own decisions. If he has been sold, 
he does not realize it or resent it. 

Webster defines psychology: 
“The science of mind; systemic 
knowledge and investigation of 
the genesis, powers, and functions 
of mind.” “Psychology investi- 
gates the history of individual 
consciousness, and this coincides 
with the history of the process 
through which the world comes to 
be presented in consciousness.” 
Naturally, practical psychology as 
applied to salesmanship is that 
which is not only theoretical, but 
useful; that which can be put to 
immediate use or action. The psy- 
chology of appealing to the indi- 
vidual buyer is practiced by study- 
ing human nature and putting 
theories to work. 


Specific and Original 


Specific ideas and original plans 
in presenting arrangements seem 
to get good results in selling office 
desks and chairs. Mr. Kuresman 
points out one particular instance 
in which such a plan was effec- 
tive; he says: 

“A layout on paper clenched a 
sale within twenty-four hours. A 
large sheet of cardboard formed 
the background for the illustra- 
tions of desks and chairs which 
were clipped from the catalog and 
pasted thereon in an artistic and 
realistic way. This formed an ex- 
act picture of the way the ar- 
rangement would appear in reality 
and this put over the sale.” 

People like to see things in their 
mind’s eye. Sometimes arrange- 
ments can be presented effectively 
with word pictures; other times, a 
blue print might serve the pur- 
pose. Again, the ingenious sales- 
man will originate his own plan to 
suit the individual, as in the above 
instance. Professional ad writers 
observe the theory of allowing the 
customer to visualize himself in 
the picture that is drawn, whether 
it is a word picture, a photograph, 
or a sketch. An executive who 
plans a newly furnished office not 
only wants to see the exact plan 
or layout in his mind, but he 
wants to visualize himself work- 


FURNITURE DISPLAY FLOOR OF THE 
POUNSFORD STATIONERY COMPANY, 
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ing and practicing the general 
routine amidst these furnishings. 
Advertisers assume that no per- 
son is as interested in anything or 
anyone as he is in himself. Adver- 
tisingly speaking, this may be 
true, but as far as human nature 
is concerned, it applies more to 
primitive instincts and primitive 
living. AS a person grows men- 
tally, he can literally live outside 
himself, because he has supplied 
the fundamental needs for com- 
fortable living. He has passed the 
primitive stage and is in a position 
to devote himself to the service 
and interests of others. But even 
the most unselfconscious individ- 
ual may be approached through 
the selfish viewpoint, from a mer- 
chandising or advertising angle. 


Comfort and Efficiency Related 


Mr. Kuresman believes that 
physical comfort in relation to 
greater efficiency is always a good 
point to emphasize in selling desks 
and chairs. One might say that a 
chair should be like a shoe that 
really fits: so comfortable that one 
should not be conscious of it. 

It may be pointed out that a 
good chair is something to be ap- 
preciated as promoting efficiency 
and making work a pleasure. It 
lifts the spirits and, naturally, 
contributes to better general 
health. It pays the employer, not 
only from his own sense of pride 
in providing the proper furnish- 
ings, but also in dollars and cents, 
through the time that is saved by 
steadier work and greater effi- 
ciency. Each and every employe 
should have a good comfortable 
chair and not have to “graduate” 
to one, through years of good 
service. 

It is natural to assume that 
every buyer is interested in getting 
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the most for his money and if he 
is convinced that the expense of 
refurnishing his office or adding a 
new piece of furniture here and 
there will increase the efficiency 
of the workers and allow them to 
do more work in jess time, he usu- 
ally is sold. He reasons that if 
time is money, then a saving of 
time will result in a saving of 
money. 

Many furniture salesmen affirm 
that a better reaction is produced 
by appealing to the buyer from 
the angle of the office workers’ in- 
terest in better office furnishings. 
Also, it is said that it is possible to 
learn to know the buyer by “see- 
ing” through the eyes of his em- 
ployes. 

This may be done by tactful 
questioning or through casual 
conversation. It has been said “He 
that questioneth much shall learn 
much.” It may provide the key to 
unlock the door to the signature 
on an order from many a good 
prospect who might otherwise ask 
to be “counted out” when it comes 
to buying new furniture. This is 
approaching the buyer from the 
human angle. It is what we may 
term “humanized technique.” 
Interest Develops from Inquiries 

Polite questioning is generally 
flattering to the individual be- 
cause it turns the spotlight on the 
subject himself. Even the most 
modest are not immune to talking 
about themselves and discussing 
their business interests while they 
have good listeners. Flattery is 
sometimes referred to as insincere 
praise, but it is now often used in 
the broader sense that no praise 
need be insincere. There is some- 
thing to praise about each indi- 
vidual if one trains himself to a 
true appreciation of human quali- 
ties. Shakespeare’s lines reveal 
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much about those who say they do 

not like flattery: 

“When I tell him he hates flat- 
terers, 

He says he does, being then most 
flattered. 

Others he flattered by asking 

their advice.—Prescott.” 

The salesman who goes “behind 
the scenes” to get the reaction of 
the workers has a better founda- 
tion upon which to base his sales 
talk. Cultivating the acquaintance 
of the office workers will place the 
salesman “on the inside,” so to 
speak, and, through them, he will 
learn more about the disposition 
of the buyer and how to cope with 
him. He will be able to record the 
reaction of these workers to the 
stimulus of good tools with which 
to work. 

Working from this angle, he will 
be able to show enthusiasm that 
will distinguish him in the minds 
of the customers, as more than 
just a salesman: he will be classed 
as a personality whose words and 
opinions count for more than 
mere salesmanship. He will be a 
person that the executive will wel- 
come into his private office and 
one whom the workers will make 
every effort to accommodate 


Written Reports on Equipment 
Needed 


Some salesmen even go so far as 
to have the employes make a 
written report about their ideas as 
to what the office needs in new 
furnishings. Also, they recount 
their ideas of how it affects them 
and adds to their working effi- 
ciency. These reports are some- 
times duplicated and used as a 
stimulant to promote sales. The 
employer is often surprised to 
learn the real thoughts of his 
workers and, in many instances, is 
grateful. Some executives fail to 








TRIPLE-DUTY SHAW-WALKER COUNTER 
WHICH SAVED THE RENTING OF AN- 
OTHER OFFICE FOR THE SECURITY FI- 
NANCE CORPORATION, WASHINGTON, D. C. 
—Compact filing equipment and stock utility 
sections made the economy of space possible 
Above is a part view: at right a back view. 


supply the best in equipment 
merely because of negligence. 

It is human nature to take 
things for granted. If the worker 
never complains, the broken-down 
furniture may be employed long 
after its best years of usefulness 
are past. 

Again, the salesman has a good 
talking point, where such a condi- 
tion exists, as he can point out the 
poor psychology of this seeming 
favoritism. If all the workers are 
provided with the best, no one has 
a chance to feel that favoritism is 
being shown. Then, there is al- 
ways a talking point in the psy- 
chological effect of pleasant sur- 
roundings as it affects both em- 
ployer and employee. 

Salesmen often point out that 
many employers allow the workers 
to help select the furnishings as it 
helps them to feel their responsi- 
bility in the firm’s success. In this 
way, a greater interest is created 
in the welfare of the business as a 
whole and no one is likely to take 
advantage of his position in his 
demands for new equipment. 


Emphasize New Equipment 


“Talk streamlined furniture,” 
says Mr. Kuresman. “Every mod- 
ern person wants the newest de- 
signs available and one can never 
go wrong by boosting something 
that is new and up-to-the-minute. 
Present your merchandise as you 
wish it to appear in the customer’s 
mind. Dramatize it. 

“Durability is an important 
point to feature as the customer 
must be made to feel certain in 
his own mind that the furniture 
he is buying is of good quality and 
will last.” 

Many bring up the point that 
people sometimes go to distant 
markets to buy office furniture 
when it can be bought in their 
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own town. Mr. Kuresman offers 
some good suggestions as to how 
to prevent this, “although,” he 
says, “they are merely opinions 
and suggestions and not supposed 
to be representative of what we 
do”: 


1. Better display of business 
furniture 

2. Larger displays in advertis- 
ing. 

3. More effective show-room 
arrangements. 

4. More direct newspaper ad- 
vertising. 


5. Better and more elaborate 
window displays. 

6. More instruction to the sales- 
people themselves. 

“In selling office furniture, the 
first thing we try to find out about 
the prospect is the line of business 
in which he is engaged. If, for in- 
stance, the man is an attorney, we 
appeal to him through the idea of 
adding prestige to his business by 
buying the best in office furnish- 
ings. Attorneys, as a class, are 
vain in this respect and if the 
proper sales talk is used, they gen- 
erally buy the best. They realize 
the psychology of good furnish- 
ings as it affects their own minds 
and those who come to their 
offices. 

Talk Quality First 

“If the customer’s mind seems 
set on something cheap, it some- 
times antagonizes him to insist 
upon selling him the higher priced 
merchandise. But it is well to talk 
quality first as it is flattering to 
most people to try this technique 
because you raise them to a higher 
level in their own estimation and 
thus appeal to their better na- 
tures. 

“Naturally, it is easier to sell to 
a customer whom you know per- 
sonally, but you cannot know 
them all. If you know a person, 
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you can talk his language. You 
have a more common ground of 
understanding. With a new cus- 
tomer, you have to study him as 
an individual by skillful question- 
ing and observing his reactions. 

“Even if you do not know peo- 
ple personally, it is possible to 
analyze them upon first acquaint- 
ance by their physical character- 
istics, their manner and their line 
of conversation. 


“One consciously or uncon- 
sciously groups people as to ten- 
dencies, dispositions, and person- 
alities; for example: 

“1. Persons with a flair for 
showmanship. 2. Those who see 
things from the practical view- 
point. 3. Those who care more for 
comfort than appearance. 4. Those 
with a superior complex. 5. Those 
with an inferiority complex. 6. 
Introverts. 7. Extraverts. 8. Those 
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described as intro-extraverts.” 

It is not meant that one should 
“type” customers so that one may 
become prejudiced against certain 
types as we are so often wrong in 
our first impressions. Mr. Kures- 
man believes simply that one is 
wise to study human nature in 
order to be able to understand 
why people do the things they do 
and to be able to use the right 
appeal in selling. 


Promoting the “Model Office’ As a 
Cooperative Project 


>) of how a “model 
office” was promoted in Spokane, 
Wash., was presented in the Sep- 
tember issue of OFFICE APPLIANCES, 
under the title, “Promoting the 
‘Model Office’.” The article de- 
scribed the manner in which the 
suite of rooms in the Old National 
Bank Building were furnished for 
the “model office” display. 

Additional suggestions may be 
found in the means by which this 
display became a successful pro- 
motional project. It was through 
the cooperative efforts of office 
equipment sources of supply, to- 
gether with the manager of the 
Old National Bank Building, who 
offered the rooms with the thought 
that such a display would prob- 
ably interest some prospective ten- 
ants. 

Various rooms or parts of rooms 
in this office building, considered 
the finest in Spokane, were fur- 
nished by the following firms: 
Shaw & Borden Company, John 
W. Graham & Company, Spokane 
Office Supply Company, L. C. 
Smith and Royal Typewriter Com- 
panies, Burroughs Adding Ma- 
chine Company, and others. 

To make the displays complete, 
some of the furniture dealers sup- 
plied rugs, Venetian blinds, and 
Similar furnishings. In addition 
to these, the Spokane Florists sup- 
plied fresh flowers every day dur- 
ing the period the display re- 
mained open. A competent girl 
from the Kinman Business Uni- 
versity acted as hostess. 

The room exhibited as the “ex- 
ecutive office” was furnished by 
John W. Graham & Company. 
They featured the new Airline Art 


Metal desks, B. L. Marble chairs, 
Art Metal filing equipment, and a 
Sight Light lamp. 

The participation of the Shaw 
& Borden Company was described 
in last month’s article. These 
examples serve to illustrate the 
nature of the exhibits in the 
“model office” suite. 

While the display was on, the 
dealers inserted advertisements in 
the newspapers, calling attention 


to the “model offices,” and the 
lines which they had on display. 
The ads also extended an invita- 
tion to visit the complete displays 
in the furniture departments of 
the stores. 

The codperative idea behind this 
“model office” display offers a 
suggestion which may be of inter- 
est to dealers in other cities. It 
has achieved success wherever it 
has been tried in the past. 
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VISIT THE MODEL OFFICES 
SUITE 1206 OLD NATIONAL BANK BUILDING 
Note the Position Art Metal Steel Fur- 
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office surroundings, it is Daily 
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You are also invited to visit the “planned 
offices’’ installed in our store—Furniture 
Dept. Third floor 


(ohn W Graham & Co 


708-716 First Ave. 
Main 1221 Spokane, Washington. 


niture Plays in 
the modern Busi- 
ness World. 


You will be agreeably 
impressed with the new 
trend in office equipment 
approved by business and 
professional men and 
women. 


Display Open 











REDUCED REPRODUCTION OF AN ADVERTISEMENT USED BY THE 
JOHN W. GRAHAM COMPANY TO PUBLICIZE ITS PARTICIPATION 
IN THE COOPERATIVE MODEL OFFICE DISPLAY 
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NEW MACHINES AND DEVICES 





“Y AND E” DIRECT VISION SORTER 

The Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., has just announced a Direct Vision 
sorter, designed to reduce the time required for sorting 
papers into their proper order preparatory to filing 
and to facilitate the work of the filing clerk. 

A number of features have been incorporated in the 
“YandE” sorter to increase efficiency and reduce 
filing time. Direct Vision triangle tabs on the dividers 
make every guide constantly visible. The sorter ex- 
pands as its contents increase. By using triangle tabs 
with changeable labels, it is possible to arrange the 
tab notations to correspond with any file desired 
alphabetic, numeric, geographic, or subject. Additional 
guides may be added for handling especially active 
names. 

Each set of guides is provided with auxiliary steel 
guides or dividers to support the guides and papers in 
an upright position, and automatically to close the 
guides after insertion of the papers. In order to in- 
crease the speed of the sorter, the first guide for each 
letter of the alphabet is distinguished by a yellow tab, 
excepting the vowels, which have green tabs. With this 
arrangement of the index the individual subdivisions 
can be found quickly. 

The guides are made of black pressboard, which is 
exceptionally tough to withstand the hard service ex- 
pected of a sorter. These guides are all die-stamped 
to fit over the creeper tracks, permitting them to 
expand as the volume of papers in the sorter increases. 
The space between adjacent guides opens without 
effort, and after handling they return to the uniform 
finding angle. The danger of leaving small papers in 
the sorter by oversight is eliminated by the “all clear” 
holes in the guides. 

The tray occupies an area of 10 x9 inches, and has a 
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NEW YAWMAN AND ERBE SORTER 


capacity of approximately 1500 to 2000 papers. Caster 
bases are available to support the tray if desired. The 
sorters are made in two sizes; one for letter size and 
other larger or smaller papers, and the other for 
checks or cards. 


GREIST’S DRAWING TABLE LAMP 

The latest Greist White Knight “Corrected Light” 
unit announced by the Greist Manufacturing Com- 
pany, New Haven, Conn., is a model intended for the 
architect’s table or drawing board, or similar expansive 
surfaces. 

The lamp is held firmly in any position by set screws 
at both arm breaks. Intense white light may be ob- 
tained over the working point and in a wide area by 
means of a double swinging arm which extends to 
twenty-four inches. The Celestialite luminaire under 





GREIST DRAWING TABLE LAMP 


the metal shade provides a white, diffuse light claimed 
to increase color contrasts, minimize glare, and thus 
produce a high degree of visual acuity. 
eesiecinmietilies 
NEW WREN SHOWBLOTT 

An improved display cabinet called the Wren Show- 
blott, for the colorful Wren line of embossed desk blot- 
ters, has been introduced for stationers by The Wren 
Paper Company, Middletown, Ohio. 

The new display case was designed and built to pro- 
vide more protection, extra storage space, and added 
attention value—to increase and permit easy handling 
of Wren blotter sales. 

It is a sturdy all-metal cabinet richly finished in 
either olive green or mahogany. There are ten display 
shelves spaced far enough apart to hold fifty desk 
blotters in each. Below is a spacious storage compart- 
ment, opening only in the rear, which permits ample 
stocks to be maintained at all times. The inside of the 
cabinet is finished in white. 

Provision has been made for inserting a glass front 
to reveal the display shelves of colored blotters. A 
plate glass is furnished for the slanted top of the 
cabinet, under which is displayed an attractive swatch 
of Wren’s embossed desk blotters. There are double 
doors in the rear to completely enclose the cabinet. 

e: —— 
SWINGLINE SPEED FASTENER 

The Parrot Speed Fastener Corporation, Long Island 
City, N. Y., has recently placed on the market a new 
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stapler, using standard size staples, that combines a 
series of simple mechanical features which are said 
to obviate service troubles caused by jammed staples 
in the process of stapling. 

Chief among its features is complete inside accessi- 





PARROTT’S SWINGLINE SPEED FASTENER 


bility. The upper section of the head may be swung 
back so that the entire staple channel is wide open. 
Any staple that will not feed properly can be instantly 
removed, simply by opening up and dumping it out. 

In addition, the head may be swung free for tacking 
purposes and the movable anvil may be instantly set 
for temporary pinning. 

Rubber base pads on the stapler protect furniture, 
and a soft rubber cap eases the hand while pressing 
or pounding. 

—— 


HANSON INTRODUCES NEW PERSONAL SCALE 


Designed for the modern home, a new personal scale 
in two models has been added to the Hanson line by 
the Hanson Scale Company, 525 North Ada street, 





NEW HANSON SCALE 


Chicago. This scale has all of the well-known Han- 
son qualities for accurate weighing, in addition to 
other new patented features. 


Dimensions of the scale, which has a capacity of 
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250 pounds, are as follows: 1234 by 8 1/16 by 35g inches; 
the dome is 6% inches high. 

Model No. 777, illustrated here, has a chrome dome, 
chrome trimmed platform, and chrome bead around 
the base of the case. It is available in green, white, 
ivory, and black. Retail price, $7.50. 

Model No. 775 has an all enamel finish, with chrome 
trimmed platform. The standard colors are green, 
white, ivory, and blue. Retail price, $6.00. Both models 
are equipped with a genuine rubber black tiled mat. 

GLOBE-WERNICKE INTRODUCES THREE 
NEW DESKS 

The Globe-Wernicke Co., Cincinnati, has recently 
added three new desks to its line of “Advance” steel 
desks and tables. Two are typists’ desks with fixed 
typewriter platforms. 

The single pedestal typist’s desk, with fixed type- 
writer platform, at the left end, affords a large working 





THREE NEW GLOBE-WERNICKE DESKS 


surface at the right. It is attractively finished in wal- 
nut brown, mahogany red or medium dark green “Duro- 
Velv,” with hard-tempered Masonite top stained to 
match. The pedestal at the right contains three box 
drawers, or it may be had with one box drawer and 
one large storage or filing drawer if desired. The cen- 
ter drawer is fitted with a convenience tray for smaller 
accessories. 

Appealing in its simplicity, the main features of the 
clerical type desk are its four legs and full side and 
back panels. It is substantially made of steel, with 
“Duro-Velv” finish and hard tempered Masonite top. 
Pedestal at the right contains a large storage or filing 
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drawer, while two small box drawers are in the left 
pedestal. The center drawer is fitted with a conveni- 
ence tray. This desk is designed for use by large cor- 
porations as well as by teachers, clerks, commercial 
artists, and business men. 

The double pedestal typist’s desk has a fixed type- 
writer platform in the center. Its finish and top are 
similar to the above. The right pedestal has one large 
drawer, while the left contains three box drawers, 
which are interchangeable. This desk is regularly fur- 
nished with narrow back apron, but full closed back 
panel is also obtainable. 


— ——- 





NEW ELECTRO-CALL INTER-COMMUNICATING 
SYSTEMS 


A new line of Electro-Call inter-communicating sys- 
tems, said to be entirely different from previous 





ELECTRO-CALL SYSTEM 


models, is announced by the United Scientific Labora- 
tories, 510 Sixth avenue, New York City. The dis- 
tinguishing characteristic of this new line is the fea- 
ture that every Electro-Call is two-way, selective and 
inter-communicating. Three separate and distinct 
systems are available—two-way, five-way, and six- 
way. One of the features of the multi-station models 
is the fact that no selector switch is necessary. 

David Wald, president of the concern, states that 
Electro-Calls are in use in hospitals, factories, garages, 
schools, theaters, offices, and homes. 

Model 302 consists of single master and outlying 
stations where only two-way conversation is necessary. 
This master can handle outlying stations where selec- 
tivity of station is not required. 

Model 300-5 features a five-station selective master, 


NEW DESK OFFERED BY AUTOMATIC FILE & 
INDEX COMPANY, CHICAGO.—This desk was illus- 
trated in the September issue on page 191 but was 
accompanied by a description of a desk made by an- 
other manufacturer. It is presented here to correct 
the misimpression created in September. The desk 
was designed to be in harmony with the modern trend. 
It is equipped with full length drawers, one of which 
has the feature of automatic expansion and c mpres- 
sion. The full length drawers all operate on suspen- 
sion slides. The desk has a rigid steel typewriter 
support. It is heavily reinforced and is equipped with 
a linoleum top. 
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equipped to handle selective communication to five 
outlying stations. With this model the person talks 
directly to the station required, with no selector switch 
necessary. 

Model 305 introduces a completely self-contained 
inter-communicating system permitting simultaneous 
conversation between any pair of stations. This is 
available in four, five, and six masters. 


—_- 
MERCURY ROTARY DUPLICATOR INTRODUCED 


The Mercury Duplicator Company, 3300 Third 
avenue, south, Minneapolis, Minn., announces a rotary 





MERCURY ROTARY DUPLICATOR 


stencil duplicator to be known to the trade as the 
Mercury. 

One of the major features of this duplicating ma- 
chine, shown in the accompanying illustration, is a 
front paper stop for dependable -register. It has a 
ream capacity raising feed tray, so that five hundred 
copies of duplicated matter can be run without re- 
filling. The Mercury is equipped with automatic feed- 
ing and inking mechanisms for cleanliness and speed. 
The machine is available in hand operated models, as 
pictured, and a portable electric model with self con- 
tained motor. 

Further details may be obtained by writing to the 
Mercury Duplicating Company’s home office. 


8 
NEW MARKWELL PLIER STAPLER 
A new plier stapler, designated as the Markwell 


“RX46A,” which can be used for both temporary and 
permanent attaching, is announced by the Markwell 
Manufacturing Company, Inc., 200 Hudson street, New 
York City. This new model has been developed in 
response to requests by Markwell dealers throughout 
the country for a pocket size stapler of this character. 

The “RX46A” is similar in construction to the Mark- 
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well “RX46” plier stapler, shown in the accompanying 
illustration. The new model incorporates a special 





MARKWELL PLIER STAPLER 


movable clinching anvil which changes the device 
quickly from a permanent stapler to one driving a 
temporary staple 
*—-> 
PARK SHERMAN INTRODUCES CLOCK IN CALEN- 
DAR PAD AND A DESK LAMP 

Two new products have recently been placed on the 

market by the Park Sherman Company, of Spring- 








NEW PARK SHERMAN LAMP 


field, Ill. These are the Indirecto desk lamp and the 
“Time-Secretary,” the latter of which is a calendar 
pad with a clock mounted in its center. 

The Indirecto desk lamp is a modern, scientifically 
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A MEMBER OF THE LORRAINE GROUP OF THE 
DESKS MADE BY THE EVANSVILLE DESK COM- 
PAN«, EVANS+ILL , INwIANA.—Tuis desk was 
illustrated in the September issue on page 19) but was 
accompanied by a description of a desk made by an 
other manufacturer. The picture is the No. flat 
t-p dosk finished in combination walnut wit’ lower 
drawors in butt walnut, center matched. The br 4 
pedestal drawers are faced with the stripe wa‘nut wit 
vertical grain. The center drawer has reversed V- 
matched walnut. All the drawers have oak interiors 
and are fittei with pen travs, vertical letter files and 
have three-ply dustproof bottoms. Solid extruded brass 
drawer pulls are finished in modern gold. 


COMBINATION CLOCK AND DESK PAD 


designed lamp. Developed on the principle of indirect 
lighting, it eliminates glare in the line of vision. The 
lamp stands eleven inches high, with a five-inch base 
and a reflector eight and one-half inches in diameter. 
It comes in all metal, of brown luster-tone with pol- 
ished brass trimmings, and retails for $1.95. 

The “Time-Secretary” has a New Haven clock set 
in the center of the calendar pad. Printed on the 
paper are rules radiating from the clock and spaced 
in accordance with the hours, to allow notations for 
appointments. The “Time-Secretary” retails at from 
$5.00 to $25.00, and is offered complete with two six- 
months pads in various metals and tooled leather. 

——o= —____ 
NEW WOOD-CRAFT DESK LINE ANNOUNCED 


A new wooden desk line, under the trade mark of 
‘“Wood-Craft,” has just recently been introduced by 








“WOOD-CRAFT”’ DESK 


Office Furniture Wholesalers, Inc., 147 West 22nd 
street, New York City. This line of desks consists of 


(Turn to page 223, please) 














IN 


OFFICE APPLIANCES 








LANDS 


Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 1601 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 
Mr. Jackson’s association with the trade and his contacts with its organiza- 
tions afford him information valuable to those desiring to cultivate the British 


market. 


In subscription matters, O. Viborg-Larsen, Dalforet 16, Copenhagen, 


Denmark, is the authorized representative of Office Appliances in the British 
Isles. 


London, September 2, 1937. 

The usual writer of your London Notes and News 
being at the moment on your side of the water, he has 
requested that I cover the page for him this month. 

Mr. Vincent Jackson was in happy mood in contem- 
plation of this his first trip to the States, when he left 
on the S. S. Lafayette, sailing from Southampton on 
August 20. I understand his primary objective was a 
visit to the Packard branch in Chicago and afterwards 
a tour of various towns for his company—Kenrick & 
Jefferson Ltd.—not forgetting New York and a sight 
of the Statue of Liberty, which even to a Britisher 
spells “thrill.” Personally I am green with envy. 


« . + 


August and September being mainly holiday months 
over here, things are fairly quiet. There is nothing 
startling happening in either politics or business. The 
Premier is on holiday as are the majority of business 
executives. The main topic of conversation for the 
last month has been the Japanese and Chinese crisis 
and its effect on industry—not overlooking the Farr 
and Louis fight, which kept all the country awake at 
3:00 a. m. If they were not personally listening in on 
the radio, their neighbor was, so sleep was out of the 
question—punches are indeed a rude awakening. 

My spare time for the last month has been spent 
in Brighton—London-by-the-Sea—where I have been 
forced to listen to all sorts of discussions, from crowd 
psychology to the number of unemployed. One partici- 
pant in the discussion very forcefully stating that the 
only unemployed were the unemployables—at least 
75 per cent of them—they having become essentially 


doletakers and they either couldn’t or didn’t have the 
wish to work. That gave us all food for thought. 
- *« * 

While in Brighton I journeyed through to Worthing 
to visit the sick wife of the genial immediate Past 
President of the Stationers’ Association of Great Brit- 
ain and Ireland—Mrs. J. Adams Keene—who had un- 
dergone a serious operation in a Nursing Home there 
and I was delighted to hear she was making splendid 
progress. Mr. Keene’s many friends in the industry will 
wish his wife a speedy recovery. Together they ac- 
complish so much benevolent work—done without pub- 
licising the fact—that many will miss Mrs. Keene’s 
cheery greeting while she is ill. 

+ > > 
The office appliance industry is booming and the 
Office Appliance Trades Association is on tiptoes for 
the Business Efficiency Exhibition being held at Earls 
Court and to be opened by Sir Harold Bellman of the 
Abbey Road Building Society. More of this next month. 
* +. . 

I read in a booklet that until the beginning of the 
nineteenth century there was no such thing as ma- 
chine production of wealth and that power, in the 
form of steam and electricity, led us into a new world 
described as the uncarnate to distinguish it from the 
incarnate. The uncarnate world creates new problems 
in banking, manufacturing, selling. Some solution of 
these problems is offered by the marvellous machines 
and appliances on show at the exhibition, truly they 
are uncarnate. 


o * * 


The great event in October for the O. A. T. A. will 
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be the election of chairman and officers for the ensu- 
ing year. We welcome the new, but to me there is 
always a tinge of regret in the passing of the old and 
the installing of the new. The present chairman— 


Mr. Harry E. Stiles—has just returned from a holiday 
at Parame, France, 
exhibition —SSE 


refreshed for the work of the 





GJESSING ALSO DISPLAYED.—tThis is the booth of 

G. A. Gjessing & Company, A'S, Oslo, Norway. The 

display consisted of A.D.K. staplers, Arrow staplers, 
Olympia typewriters and Multiprint duplicators. 


OSLO BUSINESS SHOW 

From August 27 to September 5, 1937, there was 
held at Oslo, Norway, an exposition of office machines 
and equipment, as part of the celebration of the tenth 
anniversary of the founding of the city’s Association 
of Office Machines Dealers. A 32-page booklet issued 
by the association in connection with the exposition 
not only lists the exhibits but also contains consider- 
able material of a historic nature concerning the asso- 
ciation. There is likewise a brief historic sketch of 
each of the exhibitors, and every exhibitor is a mem- 
ber of the association. 

It is from the exposition handbook that the material 
given in this article was translated. 

The Association of Office Machine Dealers was 
founded in Oslo ten years ago. Chief credit for which 
being given to Nic. Freuchen of Kardex A/S. In the 
fall of 1927 Mr. Freuchen sent to the office machines 
dealers of Oslo invitations to attend a meeting to ex- 
plore the possibilities of forming an association. Later 
M. Nissen-Lie, Nic. Freuchen, and Ivar Eide formed a 
committee whose function it was to draft the consti- 
tution and by-laws of the association which were 
adopted at the first formal meeting held on December 
20, 1927. 

The first president of the association was M. Nissen- 
Lie. Mr. Freuchen consented to become secretary and 
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held that same position for seven years. Three other 
men were also on the first governing board of the 
association: Alf G. Johnsen, Ivar Eide, and Th. Bjercke 
Griiner. 

Of the many important functions performed by the 
association on behalf of the office equipment trade 
of Oslo and of the whole of Norway, space limitations 
permit our publishing here only a list of some of the 


EXHIBIT OF THE M. 

OSLO BUSINESS SHOW.—Standing at left of the 

center group is Norwegian Minister of Works Sophus 

Noreger, while on the right of the group (standing) 
is M. Nissen-Lie. 


NISSEN-LIE COMPANY AT 





questions and problems with which the association has 
dealt during the past ten years: Establishing a school 
for salesmen; compiling of the association's “black- 
list’; (something illegal on this side) setting of uni- 
form fixed prices for the trading in of old machines, 
for cleaning and repairing the more important office 
machines, and for ribbons, etc.; a prohibition against 
seeking an agency which has already been taken up 
by some other person or firm; joining the Norwegian 
Chamber of Commerce as member association for the 
office machines trade; improvement of commercial 
laws; defining commercial laws applying to the sale of 
articles in the office equipment field; working out uni- 
form and fixed agency contracts; the settlement of 
claims concerning the payment of duties applying to 
articles in the field; working out uniform contracts for 
agents, dealers, repair shops, and for the payment of 
instalment contracts; restricting the transport of cer- 
tain office machines so as to protect the rights of 
the seller. 

In all matters affecting the office equipment trade 
the association codperates with the legal committee 
of the Norwegian Chamber of Commerce, and with 
other associations of employers in matters concerning 
bargaining with employes. 

During its ten years the association has had four 
presidents: M. Nissen-Lie, from 1928 to 1930, inclusive; 
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Alf G. Johnsen, during 1931 and 1932 and also in 1934; 
Ivar Eide in 1933; and, from 1935 on, the present in- 
cumbent, Sophus Noreger. Other members of the 
present governing board are: C. H. Blauenfeldt, who is 
also vice-president; Rolf Simonsen; Dag Bentzen; and 
Anton Busch, secretary. Mr. Busch is a lawyer licensed 
to practice in the Supreme Court of Norway and was 
chosen as permanent secretary two years ago when 
such a step was made advisable by the ever-increasing 
work in connection with the secretaryship and with 
legal matters in which the association is interested. 

Perhaps the best evidence of the strength and well- 
being of the Oslo Association of Office Machines Deal- 
ers is the fact that it has been able to conduct a 
successful exposition at which only members of the 
association were exhibitors. The exposition was held 
in the Forum of the Odd Fellows Buildings, at the cor- 
ner of Roald Amundsen street and Storting street, in 
the capital of Norway. 

The following are descriptions of the exhibits at the 


Oslo Business Show: 


A/S ABECO; sole agent for Norway for Ideal and Erika type 
writers; displayed typewriters, calculating machines, duplicators, fast- 
ening machines, wood and steel office furniture. and various office sup- 
plies. The firm also makes letter-openers and filing devices and has its 
own repair shop for office machines. 

A/S AMERICAN TYPEWRITERS; L 
writers; Dictaphone and Telecord dictating machines and 
municating systems. 

S. GARMANN CLAUSEN A/S; Corona and Barrett adding and cal- 
culating machines; Precisa calculating machines; Niagara, Pyron, and 
Ideal duplicating machines and a display of American Aluminum furni- 
ture, the first to be shown in Norway 

HAAKON ENDSJO;; sole agent for Norway for Shaw-Walker steel 
filing equipment; wood office furniture manufactured by the firm; 
Helsa steel office chairs made in Norway; rebuilt typewriters; office 
supplies. 

G. A. GJESSING & CO. A/S; general arent for Norway for Olym- 
pia typewriters; also agent for northern Europe, with swb-offices in 
Sweden, Firland, and Belgium, for the products of The Cartcr’s Ink 
Company, Joseph Dixon Crucible Company, David Kahn, Inc., and the 
Wilson-Jones Manufactur ng Company. 

HARALD HENRIKSEN (Den norske Frankeringsmaskin) ; 
Norwegian-made, mailing machines and postal franking machines. 

A/S HOLLERITH;; Hollerith tabulating machines and Electromatic 
typewriters 

ALF G. JOHNSEN A/S; Addo adding machines; Adrema address 
ing machines, Continental typewriters and bookkeeping machines, the 
Edison-Dick Mimeograph, Bostitch fasteners. 

KARDEX & SYSTEM KONTORORGANISASJON; Kardex filing 
equipment; Safe-Cabinets; System filing cabinets; Gestetner duplicators 

KONTROLLMASKINER A/S; sole agent for Norway for Todd 
Protectographs. 

M. NISSEN-LIE & CO; general agent for Royal typewriters and 
Comptometer calculating machines. 

NORSK TEKNISK MUSEUM; a collection of typewriters, calcu 
lating machines, and other office machines which gave an excellent idea 
of the development of these machines during the past fifty years. 

ORGA NORSK AKSJESELKAP; general agent for Rheinmetall 
typewriters, adding machines, calculating machines, billing machines; 
office supplies. 


C. Smith and Corona type- 
intercom- 


Krag, 
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the Original Odhner calculating ma 
chine. The Odhner factory was established in Len ngrad (then St. 
Petersburg), Russia, in 1886 as a Swedich enterprise. The factory was 
moved to Gothenburg in 1917. Both adding and calculating machines 
were exhibited. 

A/S R™GNFMASKIN'™R; Ccrrona adding machines 
combired calculating machine and cash register. 

REMINGTON TYPEWRITER CO. A/S; a full Ine of standard 
Remington typewriters and bookkeeping machines; copyholders, fast- 
eners; office supplies; also the oldest Remington typewriter, loaned by 
an American museum. 

UNDERWOOD NORSK AKSJESELKAP,; a full line of Underwood 
typewriters. 

WITTUSEN & JENSEN A/S; 
Wito bookkeeping systems. 


ORIGINAL-ODHNER A/S; 


and Corona 


Kalamazoo loose leaf systems and 


ae —___ 


THE GUEST BOOK 


George Wolcott, vice-president of the Wilson-Jones 
Company, topped a new page in the Guest Book on 
September 9. Back a few days from a week’s stay in 
Maine by way of recreation from a ten weeks’ trip 
abroad. On which he was accompanied by Harry 
Kulp, nephew of the president of the W-J Company. 
A cruise on the Roma around the rim of the Medi- 
terranean. Through Palestine with stops at all of the 
familiar places. Through parts of Greece. Reception 
and a private party at Athens by the Italian ambas- 
sador there. Up through the Dardanelles and across 
the Black Sea to the edge of Russia. On the way back 
a few days in Bukarest. Back to the Mediterranean, 
up the Adriatic with a stop at Sarajevo, thence to 
Venice and around the peninsula to Naples. There 
our two friends left the Roma for a trip through part 
of Italy, then by airplane to Paris. Thence by air to 
London and return down to the edge of the Mediter- 
ranean to join the ship at Marseilles, whence they 
sailed for home. 


Joe Hildreth, manager emeritus of the Chicago 
branch of the Esterbrook Steel Pen Manufacturing 
Company, now resident of floating combinations of 
hotel and country club, recently in from South Ameri- 
can trip for the great Chicago convention, came aboard 
September 16 with some leaves from his log book. Gala 
times aboard ship. Interesting experiences in Rio 
and Buenos Aires on the east coast, and Santiago, 
Valparaiso, Antofagasta, Lima and other cities on the 
west. Across the Andes by plane. E ght countries and 
twenty-two cities visited. Pleasant company aboard 
and ashore. Almost as pleasant as a trip around the 
west in the old days with sample case and order book. 
John and Sebastian Cabot, Magellan, Diaz, et al, had 


usuNn LHvais] WANWAR 


THE MOJDARA TYPEWRITFR COMPANY 
MO’FS —This o*ce equipment firm. of 
which Mark Mojdara is the proprietor, moved 
recently from a former location at Windmill 
and New Road, Banckok, Siam, to the new 
quarters shown in the picture at Pisatien 
Bridge. The firm is exclusive agent in Siam 
for the Rheinmetall-Borsig A. G., Geha 
A. G., Aktiebolaget Facit, Lanston Monotype 
Machine Company, Barrett Division; Nippon 
Cash Register Company and several others. 
Mr. and Mrs. Mojdara are shown third and 
fourth from the left in front row. together 
with their staff 
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nothing on Joe. They may have heard the winds 
whistle in the rigging and have seen the wind belly 
the mainsail, but they never heard the electric fans 
hum in the cocktail bar nor saw the sylphs at play in 
the swimming pool. Anyways, Joe’s chest is packed 
in readiness to shove off soon. 


Herman H. Cast, Wichita, Kas., looked in upon us on 
September 16. In Chicago for conference with manu- 
facturers whose lines will be of the group around which 
he will establish his new business. There was, of course, 
some conversation about his long connection with the 
Western Lithograph Company and his regrets over 
bringing them to end. Some pleasant references also 
to our old friend, the late Ralph Millison, with whom 
Mr. Cast started his career in the stationery field. 
Later in the month Mr. Cast made a hurried trip to 
Chicago and had part of one day at the NSA con- 
vention. 


Bert M. Morris of Los Angeles, California, was a vis- 
itor at the offices of this journal on September 22. In 
Chicago for the stationers convention, he arrived a 
week preceding and put in his time to good advantage 
contacting Chicago stationery manufacturers. He was 
enthusiastic about the opportunities for business in 
his territory, which extends from Denver west. 


George Smith and H. G. Wickham of Smith-Wick- 
ham Typewriters, Michigan City, Ind., signed the Guest 
Book September 21. They were in Chicago for the pur- 
pose of completing arrangements for a new venture. 
Both are experienced typewriter men. Mr. Smith has 
had most of his career in the North while Mr. Wickham 
has been active in the South. They expected before 
the end of the month to have their new business in 
actual operation in Michigan City. 


Charles W. H’Doubler, Springfield, Mo., signed the 
Guest Book September 23. He brought with him his 
new folding keyboard typewriter known as the Elite, 
which was described in the June number of this jour- 
nal and illustrated in the July number. The keyboard 
in operating position, the unique copyholder which is 
part of the machine, an unusual system of carriage 
control and other features made Mr. H’Doubler’s dem- 
onstration most interesting. 


Juan I. Orozco of Havana, Cuban agent for “South- 
worth,” “American Lead Pencil,” “Wilson-Jones,” “Rus- 
sia Cement” and several other companies in the field, 
for each of which he does a flourishing business, gave 
us the pleasure of a visit on September 24. Born and 
reared in Cuba, receiving part of his education in 
Boston, traveling on business throughout Central and 
South American countries and making frequent trips 
here, Mr. Orozco has accumulated a fund of informa- 
tion about trading customs in North and Latin Amer- 
ica. His two or three months’ visit to the north was 
timed to attend The National Stationers Association 
convention in Chicago, where he met a number of old 
friends and made a number of new ones. Still young, 
Mr. Orozco applies to selling the enthusiasm and en- 
ergy which made him a star basket ball player in his 
younger years. Starting his business career with the 
Sale of paper, Mr. Orozco logically extended his opera- 
tions with stationery lines with which he has built a 
thriving business in Cuba. Although now concerned 
considerably with management, he devotes most of his 
time to his favorite avocation of selling. Instinctively 
a salesman, he is an intensive cultivator who gets 
results. 

Paul Cheney, Springfield, Mass., sales manager of 
the Southworth Company, accompanied Mr. Orozco 
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and affixed his signature to the Guest Book on Sep- 
tember 24. And was kind enough to encourage us to 
reminisce a bit about our business visits to the 
Massachusetts paper mills back in the gay ‘90s. We 
still hold the opinion formed at that time that its 
uses and its processes of manufacture make paper the 
world’s most interesting commodity. Paul Cheney is 
one of those sales managers who minimizes time spent 
in what an old friend used to term the “mahogany 
box stall.” He gets the distributor’s point of view 
at first hand in his travels about. He knows the con- 
ditions and the problems and is always sure of a 
welcome. 

Leland S. Graff and Charles W. Lipman of George 
B. Graff Company, Cambridge, Mass., looked in upon 
us on September 25. Here to attend the NSA conven- 
tion. We have the pleasure of seeing Charlie occa- 
sionally, but it was several years since we had met 
Leland face to face. He manifests the same en- 
thusiasm he had when he first took up work for his 
father. And has helped to advance the business 
through its fine position. 


G. J. Brown and W. M. Collett of Brown & Col- 
lett, Ld., Toronto, in Chicago over the week-end 
complimented us with a call in the early morning of 
September 27, leaving to view the exhibits at the 
NSA convention in the few hours before starting the 
drive home. The exhibits were the particular reason 
for their coming. Although not all of the displays 
had been given their final arrangements, we venture 
the belief that the visitors found much to interest 
them. They had left Toronto at noon the Saturday 
before and had a look about Chicago on Sunday. The 
Brown & Collett enterprise was started in 1930 with 
a limited stock of stationery items and a printing, 
engraving and embossing plant. Mr. Brown taking 
the work “inside” and Mr. Collett, the field. The 
business has grown steadily. The lines have been 
greatly increased and the printing operations ex- 
panded. Out of their long experience in the field, the 
partners have built a successful business. 

Mrs. M. A. Gregory of the Gregory Ink Company, 
Los Angeles, Calif., honored us with a call on Octo- 
ber 4, brought us a message from our old friend, 
Martin J. Bacon, sales manager of the company, and 
spoke interestingly of how the business which has 
made such great progress was started. Mr. Gregory, 
engaged elsewhere, could not be present. Both had 
come to attend the stationers’ convention, where the 
company had an exhibit. They proceeded to New York, 
where they will be in attendance at the business 
show. Fount-O-Ink was created out of experience 
in the fountain pen business in which the Gregorys 
had been for many years engaged. The expansion of 
the business has been remarkable. It has already 
found substantial place in many market centers 
abroad. The first simple model has been developed 
into many attractive modernly designed units. Mrs. 
Gregory not only has a thorough understanding of the 
factors in the Gregory’s own enterprise, but has a fine 
philosophy of business, which is also a very practical 
philosophy of life. 


L. M. Bickett, of L. M. Bickett Company, Watertown, 
Wis., signed the Guest Book on the fifth of October. 
He had driven into Chicago during the day for a 
hurry-up business trip. In a brief visit he told of a 
remarkable increase in volume which necessitated in- 
creased equipment for production. He mentioned some 
particularly attractive business from abroad and new 
fields being developed in the domestic market. 
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SANDS ELECTED PRESIDENT OF DICTAPHONE 


Marking another step in his enviable career in the 
business world which began with his graduation from 
Yale in 1906, Merrill B. Sands last month was elected 
president of the Dictaphone Sales Corporation, New 
York, N. Y. He succeeds J. L. McIntosh who, upon 
his recovery from a major operation performed re- 





MERRILL B. SANDS 


cently, will continue to serve the corporation as vice- 
president in charge of financial affairs. 

Coincident with the report of Mr. Sand’s promotion 
the board of directors of the company announced 
the appointment of Charles E. Hallenborg, general 
sales manager, as vice-president to succeed the newly- 
elected president, who was also elected a director of 
the board and a member of the company’s executive 
committee. 

At the same time it was reported that H. F. Jopp 
will continue to serve as treasurer of the organization. 

Mr. Sands has had wide experience in the field of 
advertising, merchandising and sales and has been 
connected with the Dictaphone Sales Corporation since 
1927. Prior to that he was for many years with the 
Erickson Company, advertising agents. 

After graduating from college Mr. Sands spent sev- 
eral months as a traveling salesman and then joined 
the Frank Presbrey Company, advertising agents. Sub- 
sequently he was with the Street Railway Advertising 
Company at Minneapolis and still later established in 
that city the local offices of the Charles H. Fuller 
Company, a Chicago advertising firm. He also served 
in executive capacities with the Dunlap-Ward Adver- 


tising Company of Chicago and with the H. E. Lesan 
Advertising Company, New York. 

After joining Dictaphone he rapidly established him- 
self as a member of a fast-moving sales organization 
and was appointed general sales manager. In Feb- 
ruary, 1928, he was elected vice-president to succeed 
L. C. Stowell who was made president of the organ- 
ization. 

Like his promotion to vice-president, the election 
of Mr. Sands to the presidency is a tribute to his 
ability as a sales manager and executive of the highest 
order. Despite the fact that he was not directly con- 
nected with the office equipment industry until 1927 
he has disclosed a capacity for leadership in the field 
combined with an ability to marshal and keep organ- 
ized a huge sales organization. 

For a number of years Mr. Sands was president of 
the Architectural Review Company of New York, pub- 
lishers of The Architectural Review. 

———— ak 

GEORGE FOXCROFT WINS HIGH PROMOTION 

George A. Foxcroft, for some time manager of the 
Detroit branch of L. C. Smith & Corona Typewriters 


Inc., last month was appointed manager of the organ- 
ization’s British company with headquarters in Lon- 





G. A. FOXCROFT 


don, England, according to a statement issued recently. 

At the same time it was announced that L. G. Buch- 
holz was promoted to fill the vacancy at the Detroit 
branch. Mr. Foxcroft entered the employ of L. C. 
Smith & Corona Typewriters Inc. in September, 1929, 


‘ 
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and at that time was sent to the Chicago branch. His 
ability was recognized early and he received successive 
promotions at the branch until July, 1934, when he was 
sent to Indianapolis as manager of the branch there. 
In January, 1936, he was appointed manager of the 
Detroit office and under his direction that branch has 
made rapid progress in both sales volume and profits. 

Mr. Buchholz’ first connection with the companv 
was made fourteen years ago in the capacity of an 
L. C. Smith dealer operating under the Minneapolis 
branch. In 1929 he was appointed wholesale repre- 
sentative for the Milwaukee branch and, subsequently, 
was promoted to a similar position working out of the 
Chicago office. 

In 1934 he won still another promotion when he be- 
came associated with the home office staff as a field 
representative in a territory comprising several of the 
Smith-Corona most important midwestern branches. 

Officials of the company declared that Mr. Buchholz’ 
transfer to Detroit comes in recognition of his well 
rounded experience and the successful accomplish- 
ment of the duties placed in his hands as evidenced 
by the remarkable growth of the company’s whole- 
sale business in the area under his supervision. 

*—- 


DALLDORF JOINS SHEAFFER ORGANIZATION 


Announcement is made by the W. A. Sheaffer Pen 
Company of Elmer H. Dalldorf’s appointment to the 
office of sales manager of the wholesale division of 
the company. Mr. Dalldorf’s headquarters will be in 
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Fort Madison, Iowa, and he brings to the W. A. 
Sheaffer Pen Company a vast knowledge of the trade 
and a large acquaintanceship. 

His business career started with the John Leslie 
Paper Company of Minneapolis, and for ten years he 
traveled for that organization building a wide ac- 
quaintance among members of the stationery industry. 

He then became manager of the stationery depart- 
ment of the John Leslie Paper Company. Mr. Dall- 
dorf was a member of the Leslie organization for nine- 
teen and a half years. 

sensi i 

REMINGTON RAND APPOINTS MOSS OFFICIAL 

OF SHAVER DIVISION 

William Moss, who has spent his entire lifetime in 
the export business, last month was appointed man- 
ager of the export department of the General Shaver 
Corporation, Division of Remington Rand, Inc., Buf- 
falo, N. Y. In his new capacity Mr. Moss will direct 
the sales of the Remington Rand Electric Close-Shaver 
abroad. 

A recognized authority on foreign trade, Mr. Moss 
has command of eight languages, and has visited prac- 
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tically every country on the globe, including many 
out-of-the-way places off the beaten track. 

Educated at the College of the City of New York, he 
has since the age of eighteen been associated with 
Remington products. His first position was with the 
foreign department of the old Remington Typewriter 
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Company. He remained there for thirteen years, leav- 
ing in 1919 to become foreign manager of the Dalton 
Adding Machine Company. When this concern merged 
with Remington Rand Mr. Moss returned to his orig- 
inal field. 

Mr. Moss lists his legion of friends in every country 
of the world and OFFIcE APPLIANCES joins with them 
in wishing him the best of luck in his new work. 

Mr. Moss’ address will be The General Shaver Cor- 
poration, Remington Rand building, 315 Fourth ave- 
nue, New York City, U. S. A. 








EXCUSE US, HEEB TE 


“OLIVER” LOOKED LIKE “OHMER” 

On Page 50 of the September issue appeared a story 
of a number of executive staff changes of the Wood- 
stock Typewriter Company, Chicago, Il., in which it 
was asserted that J. E. Thrasher, assistant to the presi- 
dent, was once connected with the Ohmer Cash Regis- 
ter Company. This was an error due to a peculiarity 
in handwriting in which the word “Oliver” was mis- 
taken for “Ohmer,” leading to the assumption that the 
Ohmer Cash Register Company was intended whereas 
the writer referred to the Oliver Typewriter Company. 

ee ed 
WE MISSPELL THE NAME OF A FRIEND 

On page ninety-one of the September issue a news 
item concerning additional members of the Wis-Ill 
Club reported one of these as being Walter W. Morse 
of the Rockwell-Barnes Company. The name should 
have been Walter W. Maas. We regret this error, 
which was caused by a slip in penmanship. 

: outiene 
WE MISPLACE GERMAN SHORTHAND CONTEST 

In the July issue of Office Appliances appeared an 
account of a series of typing and shorthand contests 
held in the city of Charlottenburg, Germany. This 
statement was in error, the event having been staged 
at Bayreuth and not in Charlottenburg. We apologize. 

_———. =e --_____ 


RIGHT ADDRESS BUT THE WRONG TOWN 
On page 39 of the September issue appeared a brief 
item concerning a new store opened by Ernest Gruner 
at 305 Madison street, Janesville, Wis. This was in 
error in that the store is located in Watertown, Wis., 
and not in Janesville. We regret the mistake. 
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INVINCIBLE DEALERS VIEW SHIP LAUNCHING AND 
PRE-VIEW “MODERNAIRE” DESK LINE 

Many Invincible dealers had the pleasure of seeing 
the new tanker “Red Crown” slide off its berth at 
Manitowoc, Wisconsin, on Saturday, September 18, and 
send up a huge spray-filled wave as its 6500 tons hit 
the water 

Amid the tooting of factory and boat whistles the 
465 foot leviathan of the lakes was the first ship ever 








LAUNCHING OF A TANKER AT MANITOWOC WHICH 

WAS VIEWED BY DEALERS OF THE INVINCIBLE METAL 

FURNITURE COMPANY WHO WERE ABOARD A YACHT 
AS GUESTS OF THE COMPANY. 


to be mechanically launched at the local shipyards 
Instead of men cutting hawsers with razoredge broad 
axes to release the ship, eight compressed air driven 
knives simultaneously severed eight hawsers, to send 
the tanker into the water. 

The party of Invincible dealers witnessed the launch- 
ing from the water, where aboard a yacht as the guests 
of the Invincible Metal Furniture Company, all hands 
enjoyed a more commanding view of the proceedings 
than the thousands of spectators who lined the docks. 
There were many “ahs” and “ohs” as the great steel 
vessel slid down the ways and into the water in a per- 
fect side launching—a real feat of engineering in itself. 

During the dealers’ stay in Manitowoc they also had 
the pleasure of pre-viewing the complete néw line of 
“Modernaire” desks developed by Invincible as com- 
panion pieces to the streamlined desk which was an- 
nounced a few months ago. Its popularity impelled 
Invincible to start work promptly on the completion of 
a full line of Modernaire desks. As the various new 
items were presented to the visiting dealers there were 
as many “ahs” and “ohs” as at the ship launching- 
which is a good indication that the new Modernaire 
desks have “that certain something” which dealers 
like—sales appeal 

Following the preview of the new line, the party en- 
joyed a trip out on Lake Michigan and the dealers 
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proved to be excellent sailors. Arrangements for this 
trip, as well as for seeing the launching of the tanker, 
were in capable hands as H. E. Parliament, Invincible’s 
Chicago district manager, and J. R. Bate, Central 
States manager, assisted President John Schuette in 
carrying out all the details of what proved to be a 
most enjoyable experience. 


—-< 


REMINGTON RAND MOVES PORTABLE DEPART- 
MENT TO BUFFALO 


As a means of facilitating the handling of portable 
typewriter sales nationally as well as speed up han- 
dling of specialized materials for Remington dealers, 
Remington Rand, Inc., last month announced the re- 
moval of its portable typewriter department from 315 
Fourth avenue, New York City, to the general execu- 
tive headquarters of the company at 465 Washington 
street, Buffalo, N. Y. 

Announcement of the new move was made by F. M. 
Echoff, general sales manager of the typewriter divi- 
sion, who at the same time announced that M. S. 
Stevenson, sales manager of the portable department, 
will maintain his office at Buffalo and will be re- 
sponsible for all portable typewriter sales, while L. P. 
Naylor will continue in charge of portable typewriter 
distribution in New York City. 


— 


MOULTON RECEIVES VICTOR PROMOTION 

The Victor Safe & Equipment Company, Inc., last 
month announced the appointment of Ralph J. Moul- 
ton as assistant sales manager. He will be located at 
the company’s home offices, North Tonawanda, New 
York. 

Mr. Moulton was formerly district sales manager in 
the Metropolitan New York area for Victor and has a 
background of many years experience in the office 
equipment industry. Recently Mr. Moulton has been 
largely responsible for the development and introduc- 
tion of Victor’s new lines of steel filing equipment. 
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desks and insulated files. In his new position he will 
have the opportunity to apply his sales knowledge and 
ability in a broader scope to the Victor equipment and 
supply lines. 

aE 


CINCINNATI STATIONERS PLAN NOVEL PROGRAM 

A series of Fall meetings in which each member will 
conduct a discussion of matters pertinent to the indus- 
try has been arranged by the Stationers Club of Cin- 
cinnati, according to Harry C. Dick, president of the 
organization. 
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ZUNDEL CHAIRS IN ABUNDANCE.—Parts 
of two large installations of the Zundel 
folding chair No. 404 and No. 403 are shown 
in this illustration. The larger picture dem- 
onstrates some of the 10) No. 404 installed 
in the Motion Picture Makeup Artists’ Asso- 
ciation, Hollywood, Calif. (Inset) Part of 
an installation of 200 No. 4°3 chairs Domes- 
tic Science auditorium, Los Angeles Gas & 
Electric Company. Hollywood, Calif. 


MODERN STATIONERY COMPANY OPENS 
NEW STORE 


Consisting of three floors and a basement with a 
total floor space of 5,000 square feet, a new store was 
recently opened by the Modern Stationery & Printing 
Company at 17 South Charles street, Baltimore, Md. 

The first floor, which is shown in the accompanying 
photograph, is a retail sales department and is de- 
voted principally to merchandise for which there is 
a constant turnover each day. Through an ingenious 
arrangement each item on display is so piaced that 
prospective customers can make a 
thorough examination and them- 
selves select their purchases from 
the stock. On the right-hand side 
of the store, which is illuminated 
throughout with the latest modern- 


A SECTION OF THE R*CENTLY OPENED 
STORE OF THE MOVERN STATIONERY 
COMPANY AT BALTIMORE, MD. 














THIS IS THE STORE THAT OWEN BUILT. 
—In other words, this splendid office out- 
fitting business and fleet of handsome deliv- 
ery cars indicate the prosperity which came 
to R. T. Owen since he opened the business 
in Minneapolis. Mr. Owen, who may be seen 
under the awning of his store, won fame 
recently when he won the Minneapolis quota 
trophy twice, made the Legion of Honor for 
May and made his ‘‘Machine-A-Day"’ for 
August, all for the Royal Typewriter Com- 
pany. His salesmen shown in the picture 
from left to right are D. L. French, J. F. 
Wagner and W. K. Griest. 


istic lighting, is the telephone order department and 
station of the store salesmen. 

The second floor is used mainly for furniture dis- 
play, while the basement and third floor are used for 
warehousing bulk merchandise. 

Among the many manufacturers whose products are 
featured in the new store are the Weis Manufacturing 
Company, The Harter Corporation, F. S. Webster Com- 
pany, Dennison Manufacturing Company, A. W. Faber, 
Inc., Carter’s Ink Company, American Pencil Company 
and the Sengbusch Self-Closing Inkstand Company. 
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FEATURING WEBSTER PRODUCTS.—Ex- 
terior view of the store windows of 8S. T. 
Wyrick & Company, distributor of F. 5. 
Webster products at Greensboro, N. C. The 
store and business are the property of 8. T. 
Wyrick who was associated with the J. J. 
Stone Company at Greensboro for twenty-five 
years before launching his own organization. 
The simplicity and beauty of the two win- 
dows speak volumes for the manner in which 
Mr. Wyrick displayed the products of the 
F. S. Webster Company on the left and the 
Globe-Wernicke Co., on the right. 


CURRENT FINANCIAL STATEMENTS 

Report of L. C. Smith & Corona Typewriters Inc. 
for fiscal year ended June 30, 1937, shows net profit of 
$1,096,297 after depreciation, interest and federal in- 
come and surtax on undistributed profits. This is equiv- 
alent after deducting $153,777 dividends on preferred 
stock, to $3.90 a share on 241,217 shares of common 
stock outstanding on June 30 last. This compares with 
$709,279, or $3.25 a share on 165,442 shares of common 
stock in preceding year, after preferred dividend re- 
quirements. (New York Wall Street Journal, Septem- 
ber 10.) 

. > * 

W. A. Sheaffer Pen Company yesterday reported net 
profit for the six months ended August 31 was $227,775, 
equal to $1.37 a common share, compared with $208,575, 
or $1.25 a share, in the corresponding period a year 
ago. Profit for the twelve months ended August 31 
was $670,248, or $4.08 a common share, against $586,048, 
or $3.57 a share, in the preceding year. No allowance 
was made this year for surtax on undistributed profits. 
(Chicago Tribune, September 20.) 

> aa . 

Remington Rand., Inc., for the five months ended 
August 31 had sales of $20,015,000, an increase of 24 
per cent over the corresponding period of 1936 when 
the total was $16,147,000, the company reported. Au- 
gust sales were $3,057,000 against $2,838,000 in August, 
1936, a gain of 7.7 per cent. General Shavers Corpo- 
ration, a new subsidiary of the company, announced 
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production schedules for October would be trebled in 
anticipation of the peak selling season of its product, 
electric razors. (Chicago Tribune, September 17.) 

. * * 

Directors of Horder’s, Inc., stationery and office sup- 
plies distributor, last month declared an extra dividend 
of 30 cents a share on common stock and the usual 
quarterly disbursement of 25 cents. 

SSS ae 
BOOKLET MEMORIAL TO GEORGE S. PARKER 
PUBLISHED 

A dignified and lasting memorial to the life of the late 
George S. Parker, founder of the Parker Pen Company, 
Janesville, Wis., is a booklet recently published by the 
company which bears his name. The book, which con- 
tains a page-size portrait of Mr. Parker and depicts a 
great many incidents in the life and career of its 
subject, is a splendid and beautiful tribute to the man 
whose death on July 19 of this year plunged thousands 


of friends the world over in grief and mourning. 
oe 


MONTGOMERY GOES TO GENERAL SHAVER 
CORPORATION 


Frank S. Montgomery has been named advertising 
manager of the General Shaver Corporation, a divi- 
sion of Remington Rand, Inc., according to announce- 
ment made recently by E. R. Gray, acting manager of 
domestic sales for that company. 

Mr. Montgomery formerly was advertising manager 
of the Bryant Electric Company. 





NEW LOWMAN & HANFORD BRANCH.— 
This well-known company of Seattle, Wash., 
recently opened a splendid branch store, il- 
lustrated here, at Olympia, Wash. In the 
large picture is shown the counters, wall 
shelving and tables all done in light jade 
green with black feet or bases. The floor is 
a dark green and a skylighted ceiling gives 
a bright. cheerful appearance. The exterior 
of the store matches the interior for beauty, 
being of black glass and jade green tile with 
trimming to match the latter. The store is 
located at 116 Fourth avenue East where a 
fine Neon sign advertises the business far 
and wide. 
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FORSHAY CELEBRATES QUARTER CENTURY 
WITH ROYAL 

It was back in September, 1912, when a modest 
young fellow, armed only with a knowledge of book- 
keeping and a determination to get ahead, joined the 
old field department of the Royal Typewriter Com- 
pany as a bookkeeper. 

Today the same man, modest as ever and still 
imbued with the “get ahead” idea, is head of Royal’s 
largest branch office—that of metropolitan New York. 

All of which is merely another way of introducing 
John Forshay, who on September 23 celebrated twenty- 
five years of continuous service with the Royal Type- 
writer Company and entered his second quarter cen- 
tury without making much fuss about it. 

As a bookkeeper Mr. Forshay applied himself with 
the enthusiasm which characterizes all his efforts and 
gained early recognition as a man of ability, with the 
result that four years after joining the company he 
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was appointed collection manager of the field depart- 
ment. He held this position until 1918, when he re- 
signed to enter the United States army, returning to 
Royal in August, 1919, and being appointed to the 
general auditor’s department. In the same year he 
was made chief clerk in the old sub-office department. 

In 1925 Mr. Forshay became the logical choice for 
the position of credit manager due to his outstanding 
knowledge of bookkeeping and auditing work, and one 
year later was appointed assistant secretary in the 
sales department. In 1931 his loyalty and excellent 
work again won recognition from officials of the Royal 
Typewriter Company and he was appointed to the 
important position of sales manager of the metro- 
politan New York branch. 

During his years with Royal Mr. Forshay has 
married, establishing a home and attracted to him- 
self a host of loyal friends. He is interested in all 
forms of sports, but favors baseball, having been an 


amateur player of ability up to a few years ago. 
- —_-) 


SECURITY STEEL ISSUES CATALOGUE 


The Security Steel Equipment Corporation, Avenel, 
N. J., last month announced the publication of a new 
fifty-two page catalogue and a twenty-four page book- 
let fully describing the company’s two new lines of 
desks. Copies of the two booklets may be obtained 
by writing to the company’s home offices. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


© as authority recently took a partial census to 
discover where the American people want to live. 
About 25 per cent, it developed, want to live in Cali- 
fornia—a rather high percentage considering the fact 
that there are 47 other states and two territories, plus 
—for the present—the Philippines, where the traveling 
Yankees are still welcome and one may enjoy the 
delights and endure the annoyances of the tropics. 

Many people who come here to remain permanently 
for a few months are surprised to see a rain cloud and 
a big thunder head pass over without a drop of rain 
or a single flash of lightning. Somewhere in the moun- 
tains to the east the cloud will encounter air around 
a snowy mountain top, when the usual boreal dis- 
turbances that easterners are used to will occur. But 
in the late fall and winter months it rains! And like 
the celebrated salt, “When it rains, it pours.” Twenty- 
one inches is not an unusual record for a winter's 
precipitation. 

Most of the summer’s vacationers have returned to 
their jobs, all nicely tanned up and some with sore 
backs. “’Ware the kiss of Old Sol, that it be not too 
long, nor too fervent. Sunshine, like good liquor, suh, 
should be taken with judgment.” 

Reports from dealers indicate that business condi- 
tions are normal and the outlook satisfactory, strike 
threats notwithstanding. 

Los Angeles and environs are adding manufacturing 
establishments in this and other fields, for the Pacific 
Coast is good territory in which to become established. 
A manufacturer of a small but well-made line of 
office tables told the writer that he remained in this 
field partly because he met such fine people in it. 

Ribbon and Carboners Meet in L. A.—The initial fall 
meeting of the Ribbon and Carbon Dealers Associa- 
tion of Southern California took place at the Clark 
hotel on Thursday noon, September 9. Luncheon was 
served in the grill room. The following persons were 
present: 

W. E. Sibertson, American Ribbon and Carbon Com- 
pany, president; H. O. Ecclestone, Remington Rand, 
Inc., secretary; W. V. Bohn, Pacific Carbon & Ribbon 
Manufacturing Company; H. A. Andre, Mittag & Vol- 
ger, Inc.; C. K. Bland, Western Carbon Paper Manu- 
facturing Company; C. D. Waltner, Grimes-Stassforth 
Stationery & Printing Company; Robert C. Adler, 
Underwood Elliott Fisher Company; Alfred B. Neely, 
Industrial Printing & Stationery Company; Robert B. 
Picou, California Carbon Paper Company; A. M. Heck, 
Columbia Carbon Company; R. A. Grosvenor, Schwa- 
bacher,-Frey Company; Arthur G. Wilson, Wilson’s 
Carbon Paper Company, Ltd., and H. W. Martin, Office 
Appliances. 

President Sibertson described the interesting meet- 
ing in June, when, under the guidance of C. K. Bland, 
president of the Western Carbon Paper Manufacturing 
Company, members of the association were conducted 
through the new plant now in operation on West 
Pico and Olive streets. He first took the members 
present on that occasion to lunch at the Balboa Inn. 

(Turn to page 252, please) 





MEETINGS — CONVENTIONS — DINNERS 


CHICAGO OFFICE OF UNDERWOOD ELLIOTT 
FISHER HOLDS OUTING 


The sales force of the Chicago branch of the Under- 
wood Elliott Fisher Company held an all-day outing 
September 24 at St. Andrews Golf Course near West 
Chicago, Ill. All salesmen from the typewriter, adding 
machine, accounting machine and supply divisions, 
including some from nearby towns under Chicago 
jurisdiction, participated 

The program started with preliminaries of a horse- 
Shoe pitching contest at nine o'clock. It was followed 
by a ball game which lasted until noon. Each side had 
as many replacements as a college football team so as 
to give everyone who wanted an opportunity to play 
The crowd was particularly enthusiastic in its rooting 
when Chicago Manager McBrien was pitching against 
District Manager Snow. Prizes were awarded for the 
greatest number of two-base hits. 

The afternoon was given over to golf and the finals 
of the horse-shoe contest. Rain fell lightly when the 
foursome teed off and continued throughout the after- 
noon. It did not dampen the ardor of the players 

After dinner in the St. Andrews Club House Mr. 
McBrien called upon Mr. Snow who made a short talk. 
He also introduced several visitors and then called 
upon Phil Sea who announced the winners of the 
prizes. This was not a prosaic announcement such as 
anyone might read from a slip of paper. With Phil’s 
embellishments, including an accent recently acquired 
abroad, it was an important part of the entertainment 
a traveling bag, was won by 
R. I. Reilly. Second low net, one dozen golf balls, was 
won by B. B. Browne who was tied with Phil Sea. 
Third low net went to W. G. Bergmann. The prize for 
the longest drive was won by K. K. Rives. Blind bogey 
prizes went to D. D. Patterson and C. Y. Grayston from 
headquarters in New York. The Reds were victors in 


The prize for low net, 


ON OPPOSITE PAGE —Some snaphots taken at the recent out- 
ing of the Globe Furniture & Stationery Company, Chicago, out- 
ing at the Medinah Country Club. 

1. H. W. Lawrence, Globe Furniture & Stationery Company; George 
V. Rountree, George V. Rountree & Company; John Gilbert. 
Office Appliances; Adrian A. Davis, Globe Furniture & Stationery 
Company; Ernest Huehner, Carnegie Illinois Steel Company. 

2. Ray Holmberg, Globe Furniture & Stationery Company. 

3. Herbert Walsh, Southworth Company; Ed. Wonn, Parker-Wonn 
Company; Jack Karr, Globe Furniture & Stationery C»mnany: 
Harry Montague, The Harter Corporation; Alfred Normann, 
Central Desk Manufacturing Company. 

4. Paul H. Bolten, Globe Furniture & Stationery Company; Alf. 
Normann, Central Desk Manufacturing Company. 

5. Heads of companies attending the outing Fvan Harter. The 
Harter Corporation; Paul Bolten, Globe Furniture & Stationery 
Company; A. D. Pettibone, The B. L. Marble Chair C_mpany; 
J. &. Sprott, The Globe-Wernicke Co.; Alfrei Normann, Centra! 
Desk Manufacturing Company. 

6. J. 8. Sprott, Globe-Wernicke Co.; Al Kaul, Mandel Brothers. 

7. William Schuster, National Blank Book Company; Graham Orr, 
W. A. Sheaffer Pen Company. 

8. The rail birds in repose: Rountree, Zimmer, Haines, Montague. 
Warnock, Davis, Freeman, Lackland, Calvin and Wann. 

9. Gordon Kickels, Globe-Wernicke Co.; William H. Zimmer, Globe 
Furniture & Stationery Comnany. 

10. Joseph Wrobcll and Robert C. Brown, Globe Furniture & Sta 
tionery Company. 

ll. Marion V. Follin, manufacturer's representative; Willard Brown 
Bolten Realty Company; W. Zimmer. and Joseph Masessa. 
Globe Furniture & Stationery Company: Ham. Warnock, Globe- 
Wernicke Co.; Ray Sherman, Bradner Smith & Company; J. 8S. 
Sprott, The Globe-Wernicke Co. 

12. H. W. Lackland, Globe Furniture & Staticnery Company; Harry 
Calvin, Wilson-Jones Company. 

13. Evan Harter, The Harter Corporation; J. Alvin Johnson, Globe 
Furniture & Stationery Company. 

14. Winners of trip to Cincinnati: W. Lee Fergus, C. M. Jorgeson, 
Walter Haines and Joseph Masessa. 

15. Chester Normann, Central Desk Manufacturing Company; J. 8. 
Kracke, Davis & Kracke. 

16. Charles Mueller, Joseph Dixon 
Harter, The Harter Corporation. 

17. Seated David Stokes, W. Lee Fergus,-Richarid Karze. S:and- 
ing: C. M. Jorgeson, Joseph M. Berg, Art Waigren, Bill Whe:- 
ham, Winn Schacht. 

18. J. K. Martin, Globe Furniture & Stationery Company; 
Larsson, Security Steel Equipment Corporation. 


Crucible Company; Evan C. 


Bert 


the baseball game. Prizes for the most two-base hits 
were won by Minford and Browne. Winners in the 
horseshoe contest were E. C. Beardslee and R. G. Youn- 
gren. Other prizes went to W. C. Kumpfer, P. N. Sea, 
E. A. Gross, K. J. Klank, R. L. Schramm, H. C. Fehr 
and W. F. Arnat. 





THE UNDERWOOD ELLIOTT FISHER COMPANY OUTING AT CHICAGO 


Van Haverton, F. C. Snow, George Crossom, H. G. McBrien, Fred 


Top: General view of the group at the golf club. Lower left 
Lower right: Action in the ball game. 


Scheulke and James P. Ward. Sr 
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GLOBE COMPANY CELEBRATES FOURTH 
BIRTHDAY 
The annual anniversary party of the Globe Furni- 
ture & Stationery Company, Chicago, celebrating its 
fourth birthday, was held September 13 at Medinah 
Country Club. Practically the entire organization par- 
ticipated, as well as representatives of many of the 
companies from which it buys merchandise. The pro- 





gram started with a luncheon foliowed by an after- 
noon of golf, dinner, a few brief talks and the award- 
ing of numerous prizes. 

The golf was played on the famous No. 3 champion- 
ship course at Medinah which is noted for its narrow 
and crooked tree-lined fairways. Low net for the day 
was won by J. S. Kracke of Davis & Kracke, who also 
turned in the low gross. Second and third low net 
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went to William Schuster of National Blank Book 
Company and J. S. Sprott of The Globe-Wernicke Co. 
respectively. 

After the dinner Paul Bolten, president of the Globe 
company, called the group to order and then turned 
the meeting over to J. Alvin Johnson, vice-president, 
who served as toastmaster. Mr. Johnson called upon 
Mr. Sprott,president of The Globe-Wernicke Co., Evan 
Harter, president of the Harter Corporation, Alfred 
Normann, president of Central Desk Manufacturing 
Company, and A. D. Pettibone, president of the B. L 
Marble Chair Company, for brief remarks. Mr. Sprott 
told of his experience in meeting Mr. Bolten as a com- 
petitor when the two were salesmen on the streets of 
Chicago as young men. He always found Bolten’s com- 
petition to be clean cut but, as he expressed it, tough. 
He congratulated Mr. Bolten and his associates on 
their accomplishments and the spirit of the anniver- 
Sary party. 

Mr. Harter told of temporary difficulties in produc- 
tion caused by circumstances which he could not con- 
trol and which were solved a week or so before the 
outing occurred. In less serious moments before the 
speaking Mr. Harter doubled as song leader. 

Mr. Pettibone paid tribute to the rapid progress of 
the Globe organization and predicted further excellent 
achievements. 

J. K. Martin, treasurer and sales manager for Globe 
Furniture & Stationery Company, told his listeners 
that the policy of the company was to specialize on 
quality merchandise. It gave the customer value for 
his money and was excellent for all concerned. 

Mr. Johnson told of a sales contest recently com- 
pleted which was to result in trips to Cincinnati for 
those making a certain percentage of quota. The win- 
ners announced were W. Lee Fergus, Joe Masessa, C. M. 
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Jorgeson and Walter Haines. They are to be guests of 
The Globe-Wernicke Co. for several days and with 
salesmen from elsewhere will be given sales instruc- 
tions on Globe-Wernicke products. 

The awarding of prizes was handled by Ray Free- 
man of Bradner Smith & Company. Golf prizes were 
divided among those having the lowest and the high- 
est scores. There were other prize-winning events in 
which a number who did not play golf participated. 

This annual party is an important event anticipated 
eagerly by members of the Globe staff as well as the 
manufacturers’ representatives, and is one of the fac- 
tors that has built up the remarkable esprit de corps 
in the organization. 


_— 


WIS-ILL CLUB HOLDS ANNUAL PICNIC 

With its attendance held down somewhat by a chilly 
wind which persisted all day, the annual picnic and 
outing of the Wis-Ill Club was held Sunday, September 
19 at Marvel Inn Grove, Niles, Ill. 

Despite the inclement weather which was, in part, 
routed by a number of big bonfires the picnickers 
built and kept going throughout the day, the men, 
women and children succeeded in having a splendid 
day of fun and entertainment which did not come to 
an end before dusk. 

The visitors began arriving at 10 o’clock, the official 
starting hour of the picnic and were greeted by Ben 
Powell, A. W. Faber, Inc., in the double role of chair- 
man of the entertainment committee and ticket col- 
lector at the gate. After passing the gate the arrivals 
were taken in tow by Jim Bradley, Conklin Pen Com- 
pany, a member of the committee and Charles Con- 
sodine, president of the Wis-Ill Club. In these capable 
hands the visitors were steered to the various stands 





WHEN THE WIS-ILL CLUB OF CHICAGO PICKNICKED AT NILES, ILL. 


The outdoor fire which proved popular because of the chilly 


~ 


weather. 

2. The softball game which for a while looked hopeless for the 
Wis-Ill'ers 

3. Elmer Krumwiede, 3. J. Aigner Company, and son, Bob. 


4. Outing Committeemen Jim Bradl»y, Conklin Pen Company, and 
Benny Powell, A. W. Faber, Inc. 


. Charles Consodine, Wallace Pencil Company, and president of the 
Wis-Ill Club, with Mrs. Consodine. 
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THE KENDRICK FURNITURE 
COMPANY STEPS OUT. — This 
happy throng made up the total 
attendance at tte annual picnic 
and outing of the Kendrick Furni- 
ture Company, Chicago, held at 
Edgebrook, Ill., on September 132. 
Mr. Bud Kendrick is seen standing 
in the center, coatless and ready 
for a strenuous part of a horse- 
shoe-pitching contest. 


where free refreshments and souvenirs were passed 
out. 

One of the most popular of these stands at which 
Gordon Kickels, Globe-Wernicke Co., presided when he 
was not busy doing a hundred other things, was that 
turned over to boxes of toys and souvenirs for the 
children. Here every child present (and a large num- 
ber of the grownups, too) was given an armful of 
balloons, horns, rubber balls, top automobiles and dolls 
The balls, miniature autos and the dolls were cleverly 
constructed solely of rubber and were donated for the 
occasion by Fred Coggin of the Sun Rubber Company 

As the day progressed and the fires grew bigger 
various sporting events were held the feature of which 
was a softball game between the stationers and mem 








bers of the Wis-Ill Club. This was a spirited contest 
in which the latter team staged a last-minute rally 
that necessitated an extra inning to win by a score 
of 18 to 15. At the end of the eighth the Stationers 
were ahead 18 to 11, a score which the Wis-Ill’ers tied 
in the ninth and conquered in the tenth. 

Another hilarious event was the egg-catching con- 
test in which a number of careless catchers who might 
have done all right with a baseball found out the dif- 
ference when eggs fly through the air. The players— 


most of them—were considerably mussed when the 


game ended 
Horseshoe pitching, volley ball, Badminton, races 
*nd a bridge game for the ladies completed the day. 


uv. ©. F. MEN HOLD BIG PICNIC AT PASA- 
DENA.—Members of the Los Angeles branch of 
the Underwood Elliott Fisher Company, with their 
families, on August 7 held a picnic in celebration 
of the winning of second prize of $250 in the ‘‘Q”’ 
division of the Field Day Contest. The event took 
place at Brookside park, Pasadena. Two hundred 
employes and their families enjoyed the many in- 
teresting features of the day. Guests from other 
cities included Branch Manager J. L. Hoyt of San 
iego, and Salesman J. Voorhies and Mrs. Voor- 
hies of the same city. Activities commenced at 8:0) 
a. m., when the golfers started out. An hour later 
the picnickers began to arrive. The ball game 
took piace at 10:00 a. m., and at 12:30 p. m. a 
barbecued lunch was served. After lunch came the 
foot races for the elderly, middle aged and young 
of all shapes and conditions. The tennis courts 
were popular places, and the swimming pool was 
crowded. ‘‘The best picnic ever held by this 
branch.’ was the unanimous verdict. 
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It isn’t unconstitutional ... but 


it does seem to be unusual for Court Reporters 


to use any typewriter except the LC SMITH! 


ALMOST SIX TO ONE! 


More L C Smiths are used by Court 
Reportersin New York and Chicago thar 
all other typewriter makes combined 







MORE EVIDENCE 


‘Typewriters used by Court Re- 
porters listed in Chicago Classified 
lelephone Directory : 

LC SMITHS used . at, a 
All other makes San ork 34 
282 
















Total 









ln New Vork ou may recall, Court Keporters also pre- 
fer |. © SMITTHS. by a score of 194 wm 42. All figures 
1937 


from actual count. June 





The ® 


COURT REPORTERS are from Missouri. They buy their own typewriters, 





pay forall repairs, use them Aard/...and /omg...and are paid solely by piece-work. 
We simply can’t imagine more competent testimony on typewriters. ..and look at 
L.C SMITH’S record with them! Now... couldn’t your ofhice profit, too, by this 
same speed and economy? Ask our nearest branch or dealer to demonstrate the sen- 


sational new ‘“‘Super-speed.’’ L. C Smith & Corona Typewriters Inc Syracuse N Y 


CORONA cd “THE FIRST PORTABLE’ —New 1938 “Pacemaker” Speed Models now available at all dealers 











FAREWELL 


FRIENDS GIVE BEN GOLDBERG 
PARTY 

A touching testimonial to an old and valued friend 
who is obliged to move to California to regain lost 
health was made last month when a group of friends 
gathered to attend a farewell dinner in honor of 
Ben Goldberg, A. I. Goldberg & Bro., 59 Walker street, 
New York City. 

Surrounded by men with whom he had been on the 
most intimate friendship for years, Mr. Goldberg was 
visibly moved when the gathering opened at the Hotel 
Piccadilly on the evening of September 22. The pangs 
of disappointment in losing an old friend—felt by 
everyone present—were disguised under a determina- 
tion to make the dinner one of the pleasantest of 
memories for Mr. Goldberg to take with him to his 
new home “out West.” 

What speeches were held were brief. The speakers 
carefully avoided anything that might lean toward 
the gloomy side and tried strenuously to make the 
party appear to be one in which everybody was bent 
solely upon having a good time. 

The committee which staged the farewell dinner 
was composed of the following: Lou Tavernier, Ben 
Sandner, Lou Wachtel, Ben Josephson, Sid Diamond 
and Al Jacobson. 

—- © 

SUCCESS MARKS MONROE SALES CONVENTION 

A week of fishing, golf, tennis and other sports ac- 
tivities combined with business meetings and sales dis- 
cussions was concluded September 12 at Sea Island, 
Ga., by the sales organization of the Monroe Calculat- 
ing Machine Company, Inc., of Orange, N. J. The occa- 
sion was the annual convention of the Monroe High 
Point Club, honorary sales organization composed of 
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THEY WISH HIM GODSPEED.—tThis gath- 

ering was held to bid goodbye to Ben Gold- 

berg when he left New York for California 

to take up residence there in an effort to 
regain lost health. 


the company’s leading sales representatives, who won 
their invitations to the convention by bettering sales 
quota for the past year. 

W. G. Zaenglein, president in charge of sales, was 
chairman of the convention, and H. W. Ryan, assistant 
sales manager, directed the sports program. E. F. Brit- 
ten Jr., president in charge of manufacturing, talked 
to the sales personnel on processes of manufacture at 
the plant. 

W. R. Cummings, vice-president, gave an address at 
the closing banquet paying tribute to the late Jay 
Randolph Monroe, founder of the company and presi- 
dent until his death last May. G. J. Schmucki, Euro- 
pean sales director, recently arrived from London to 
attend the convention, spending a few weeks at the 
plant here, also spoke. Other officials attending in- 
cluded C. R. Britten, newly elected secretary of the 
company, to succeed the late Franklin A. Wagner, and 
D. D. Richardson, new Monroe treasurer. 

One of the features of the week’s program at Sea 
Island was the unveiling of a bronze tablet in memory 
of Mr. Monroe. At the same time, Malcolm Monroe, 
son of the founder, was presented with a memorial 
to his father in the form of a bound volume contain- 
ing the signature of every Monroe employe both in the 
field and at the plant. It comprised more than 2,000 
names. 

Election of officers of the High Point Club was held 
during the week and the successful candidates were 
inducted into office at the banquet Saturday evening, 
September 11. The candidates were nominated from 
among the five men in each of the five sales divisions 
who secured the highest percentage of their sales 
quota for the year. The following were elected: Presi- 
dent, W. H. Macauley, district manager, Salt Lake City; 





MONROE CALCULATING MACHINE COMPANY CONVENTION 
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TO MODERNIZE THE BUSINESS a // 
w osz@ 
CPCNANIZECL Vang 


HAD TO COME 


@ Filing chaos and excessive filing costs in 







pulling, tugging and wrestling to find and 
to file correspondence is becoming more 
and more objectionable in offices where the 
desire to be modern prevails. 


The story of the GF Super Filer—the mech- 





anized file—gives to GF representatives the 
something new that is News in office filing. 


Eight seconds to file the Super Filer way 





















against seventeen seconds the old way—25% 


to 50% savings in operating costs—18% sav- 
ings in floor space—four inches more filing 
capacity per drawer—panoramic visibility, 
unhampered accessibility and mechanized 
compression, all revolutionary contributions 
to modern business and in 
keeping with mechanized 
operations in other routine 
office procedure, give to 
GF dealers indisputable 
advantage. The wide angle 
spread of the Super Filer 
with its swing front drawer, 
removes entirely the hard 
work connected with filing. 























THE GENERAL HREPROOFING CO., Youngstown, Ohio 


METAL BUSINESS EQUIPMENT ALUMINUM CHAIRS + STEEL DESKS +- TABLES + FILING EQUIPMENT 
SUPPLIES + SAFES + STORAGE CABINETS + STEEL SHELVING «+ SPECIAL BUILT TO ORDER EQUIPMENT 











Fading leaves ARE sad, but they can't hurt you. 
And they'll be replaced next Spring. 

Save your sympathy for fading CARBON 
COPIES. Once illegible, they can NEVER be 
replaced. And that does hurt. 

You can duck the whole sad, expensive subject, 
for all time, by using 





FADELESS 





NON-ANILINE 


CRYSTAL 


ACCOUNTING 
CARBON PAPER 


@ for copies that won't forget @ 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER 
188 THIRD AVENUE * 





BROOKLYN, N. Y 
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first vice-president, R. B. Brady, district manager, Den- 
ver: second vice-president, H. A. Dankel, district man- 
ager. Youngstown, Ohio; secretary-treasurer, T. N. 
Pinkerton, salesman, downtown New York City. 

The banquet also was the scene of the presentation 
of awards to the winners of the sports tournaments. 
Champicnship trophies and other prizes were as fol- 
lows: High Point Club Golf Champion, G. F. Hauck. 
Toledo; runner-up, J. T. Gerstenberg, district mana- 
ger, Wilmington: third, C. J. Barnes, district mana- 
ger, Lancaster, Pa. Tennis Champion, J. C. Schou. 
downtown New York; runner-up, J. D. West, district 
manager, Boston. Swimming Champion, G. B. Larsen, 
district manager, Portland, Ore.; runner-up, A. T. 
Schmidt, Elgin, Ill. Bridge Champion, M. A. Giorni, 
assistant district manager, Los Angeles; runner-up. 
G. F. Hauck, Toledo.—NJNS 


—- 


ADKINS TO BE HOST TO CONNECTICUT VALLEY 
STATIONERS 

A record turnout is expected when the Connecticut 
Valley Stationers Association holds its next meeting 
on October 19 at the Hotel Burritt in New Britain, 
Conn 

A special feature of the evening will be a visit to 
the plant of the Adkins Printing Company, where the 
members and officers of the association will be the 
guests of Thure Bengston and Elmer Pape, both of the 
Adkins organization. After inspecting the plant the 
association members will return to the hotel where 
a dinner will be held at seven o’clock,, according to 
President Sid Challenger. 


—« 


CHAPMAN NAMED HEAD OF NO. CALIF. DEALERS 

L. Hay Chapman, manager of the carbon and ribbon 
department of A. Carlisle, Upham & Rutledge Com- 
pany, Inc., last month was elected president of the 
Carbon & Ribbon Dealers Association of Northern Cali- 
fornia. He has been treasurer of the organization 
since 1934. 

With his election Mr. Chapman takes over the duties 














L. HAY CHAPMAN 


of W. G. (Bill) Huston, Pacific Coast manager of Mit- 
tag & Volger, Inc., who, in August rounded out his 
second term as president of the association. Mr. Hus- 
ton was one of the founders of the organization, in- 
augurated the “Northern California Association Bulle- 
tin,” and, prior to being elected to the presidency 
served one term as vice-president. 

Other officers elected with Mr. Chapman at the meet- 
ing, which was held in the Elks Club, San Francisco, 
on September 10, were: 

Vice-president, R. S. Clark, carbon paper manager 
for Neal, Stratford & Kerr; Secretary-treasurer, John 
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COMPLETE 
DEALER 
SERVICE 
| 4 VERTICAL LINES 8 STEEL DESKS 
2 WIDE SECTIONS 9 SPECIAL PURPOSE DESKS 
3 HALF SECTIONS 10 STEEL CHAIRS 
4 SHORT LINE 11 FIREPROOF SAFES 
5 CARD INDEX CABINETS 12 SUPERB CONSTRUCTION 
6 BANK EQUIPMENT 13 WIDE VARIETY 
7 SPECIAL BUILT TO ORDER WORK 14 UNEQUALED SERVICE 
and Sold exclusively through the dealer. 
a ee 
COLUMBIA STEEL EQUIPMENT CO. 
PHILADELPHIA, PA. 
LINCOLN-LIBERTY sunEte, BROAN hae CHESTNUT STREETS 
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Satisfaction is the keynote in 
describing Jasper Chair Co. 
Leather Upholstered Chairs 


with which you can meet the many and 


———— j varied demands made by business people in 


.* + ep 
. % = = 
“= BS <~ - 


the market for executive office furniture. 
Design, quality of materials, construction, 
craftsmanship and cost are all moot points 
at one time or another. In satisfying each of 
these requirements, the Jasper Chair Co. has 


wp ym 
=e 


developed its line to serve many style prefer- 
ences, holding always to the grade of quality 
that assures long service and_ satisfaction 
at moderate price. 

While we make many styles of leather 
upholstered chairs, you need only a few for 
display, to demonstrate the high character 
of design, the fine quality, rigid construction 
and durable finish. Show these chairs with 
your finest office furniture. Built of genuine 
American walnut and upholstered in Eagle 
Ottawa leathers of various colors and grades, 
they give a lifetime of service and satisfaction. 


















Prices and further details on request. 


We distribute through authorized dealers only 














No. 881 





Company 


Represeniatives : 


Geo. A. Litchfield, Sales Mer 


JASPER 
INDIANA 


R. J. Freeman, (Eastern 
505 Fifth Ave., New York, N. ¥ 


E. W. Thomas, (Southwest 
Daytona Beach, Fla 
James 8S. Fowls, (Southern 
3414 Euclid Heights Blvd 
Cleveland, Ohio 


S. H. MacDonald, (West 
Orpheum Bldg., Seattle, Wash. 


W. H. Brown, (Chicago- Midwest 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 
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H. Griffith, who has been executive secretary of the 
organization for the past five years. The new direc- 
tors are: W. G. Huston, Charles Johnson, Walter 
Funck, R. S. Clark, John Francis O’Connor, William 
Taylor and F. A. Hammergren. 

President-Elect Chapman is an ardent sportsman 
and occupies a prominent place on the Athens Athle- 
tic Club polo team. He is part owner of a dude ranch 


in Sonoma County, Calif., and lives at Ross, Calif., | 


with his wife and two children. 

The installation of officers will be held at the Santa 
Rosa ranch of Mr. O’Connor when special cars will be 
hired to transport the fifty or more members of the 
association expected to attend the ceremonies. 

—- 


WEBSTER HOLDS TWO IMPORTANT SALES 
MEETINGS 
On August 23, 24 and 25, a splendid and enthusias- 
tic sales meeting at which practically the entire 
traveler group was in attendance was held by the F. S. 





THOSE WHO ATTENDED THE F. 8. WEBSTER COMPANY 
SALES MEETING OF WHOLESALE REPRESENTATIVES.— 


(Upper) L to R: J. W. Quartz, factory manager; W. E. 
Thomas, northern New England territory; W. A. Wentworth, 
Eastern sales manager; R. C. Robbins, New York state terri- 
tory, 0. E. Hug, Iowa and Nebraska; O. H. Richards, north- 
ern states; J. H. Ellis, Central West; J. D. Finn, Northwest; 

V. A. Johnson, home office manager; G. P. Anderson, Con- 

necticut territory; F. H. Caswell, general sales manager; 

K. G. Kirk, middle Southern states; J. B. Peatling, Texas. 

(Lower) Five stars of the sales staff who cover between them 
nearly all the western half of the United States—Messrs. 
Ellis, Hug, Richards, Finn and Peatling. 

Webster Company, Cambridge, Mass. A meeting of 

branch managers was held a few days later. 

Group discussions were led by F. H. Caswell, general 
Sales manager, and W. A. Wentworth, Eastern sales 
manager. James A. Quartz, production manager, also 
gave an interesting talk in which he outlined many 
of the fundamentals from a manufacturing angle 
which affect sales. 

During a lengthy discussion of dealers’ helps the 
delegates were introduced to a new blotter and a new 
window display recently produced by the company. 
They also inspected several other items with which the 
Webster organization will aid stationers boost sales, 
including sample packages and erasing shields. The 
visitors also learned that no price changes are con- 
templated for the Fall season. 

Prior to the annual meeting of the branch managers 


Another Source of Profit... 





Ue 


LIBERTY PERMANENT BINDERS 


WITH LIBERTY SELF LOCKING POST 


Binder Business 


Is Good! 


Sales experience of dealers since the in- 
troduction of LIBERTY Permanent 
Binders a few years ago has shown a 
consistent and steady increase. Features 
found only in the LIBERTY Binder can 
account for this. Below is shown a graph 
indicating the year by year increase in 
sales: 

1 new source of profil for the dealer which 
formerly went to the direct selling manu- 
facturer. This additional profit can be 

| yours if you will promote sale of 

LIBERTY Binders, both in stock and 
special sizes. Clean sales, steady repeat 


business. 
ie All 1934 





im! 1935 






Se ea 
SPECIAL BINDERS 


ON SPECIAL SIZE BINDERS 
LIBERTY OFFERS a service not 
available from any other source. Special 
size binders may be had in any quantity 
from 1 to 1000. They are furnished in 
any size, any punching and any quantity. 
In your own interest write for details. 





Ks Casy! 


LIBERTY Binders are easy 
to sell—LIBERTY Binders 


are easy to use. 


















“ALL AMERICAN!” 


It takes outstanding performarce on the 
gridiron to rate All American. And ii is the 
same qcalities that result in outstanding per- 
formance which give “All American” horors 


to the Premier Noiseless. 





Premier Noiseless 
Factory Rebuilt 


Rugged stamina, the ability to “take it” 
consistent, sparkling performance day after 
day without taking “time out”, a ever) 
job done without fuss or commotion— 
quietly —, these are the All American qua’i- 
ties built into the Premier Noiseless at the 
factory where it was originally made. Il is 
a public favorite—an All American type- 
writer. And with all its atvantages. the 
sume low cost prevails. Better stock up for 


the bie fall ard winter demand. 


TWO NEW CANDIDATES 
FOR ALL AMERICAN 





Impervious to stencil oil 


1 IMPERVOIL PLATENS 








2 AWMCO IMPROVED STEEL TABLE 











AMERICAN WRITING MACHINE CO. 
115 Worth St. New York, N. ¥. 


Kat. 1880 16 Convenient Branches 


SEND FOR THE FACTS TODAY 


American Writing Machine Co 


11S Worth St 
New York, N. Y. 


Without obligation, send me all the ‘dope’ on Impervoil Platens and 
the new Stee! Table. 


Name 
Street 


City and State 
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each of the group was a guest of G. F. Malcolm, vice- 
president and general manager, at his summer lodge 
on Long Lake, Bridgton, Me. 

After an interesting automobile trip along the Maine 
coast to the lodge a three-day stay offered welcome 
opportunity for the group to display or improve talent 
in swimming, sailing, archery and other sports. 

In attendance at the manager’s meeting, which 
opened on August 30, were W. P. Funck, San Francisco: 
J. C. Krueger, Chicago wholesale manager; H. C. Craig, 
Chicago retail manager; A. Putnam, New York; A. 
Crandall, Philadelphia; J. McCarthy, Pittsburgh. Of 
the home office officials present were Messrs. Malcolm, 
Quartz, Caswell and Wentworth. 

Many of the problems presented at the salesman 
conference during the previous week were settled dur- 
ing the managers’ meeting. It was agreed that the 
sales policies of the company so successful in creating 
good will for many years will be continued in main- 
taining Webster standards. 

—-- 
PLANS COMPLETED FOR NORTHWEST BUSINESS 
SHOW 

With last minute plans and preparations completed 
and indications pointing to a record-breaking event, 
dealers and manufacturers everywhere are awaiting 
the opening of the Greater Northwest Business Show 
to be held in the Minneapolis Auditorium, Minneapolis, 
from October 6 to 9. 

Under the leadership of H. H. Cory, manager of 
the show, committees have been at work for many 
weeks operating in unison to assure success of the 
exhibition at which practically every manufacturer 
in the industry will maintain a display booth. 

It is expected that a full report of the exhibition will 
be received for the November issue. 


—- 


N. ¥. STATIONERS READY FOR ANNUAL 
TOURNAMENT 

With everyone tuned up and determined to give fine 
examples of their best putting and driving, members 
and officers alike are all ready for the annual meeting 
and tournament of the New York Stationers Golf 
Association. The gathering will be held at the Rich- 
mond County Country Club, Doungan Hills, Staten 

Island, on October 14, with Fred Huber the host. 
The eleventh tournament of the season was held at 
the Englewood Golf Club, Englewood, N. J., where 
James E. Neary, host for the day, greeted a record 
turnout of players all anxious to get in every possible 
minute of golf before the final tournament day looms 


°— 


CAHILL TO ADDRESS SALES MANAGERS MEETING 
C. N. Cahill, general manager and director of sales 
of the Autopoint Company, Chicago, was to be one of 
the principal speakers when the Sales Manager’s Bu- 
reau, Chamber of Commerce of St. Louis, holds its 
opening meeting in the Hotel Statler on October 1. 
Mr. Cahill was scheduled to speak on “Managing 
Salesmen for Better Sales.” 
——— 
LOUISIANA STATIONERS ENDORSE FAIR 
TRADE ACT 


At a meeting held recently a resolution endorsing 
the Louisiana Fair Trade Act was passed by the 
Louisiana Stationers and Office Equipment Association 
and approved by the New Orleans Stationers and Office 
Equipment Association. 

At the same meeting, which was presided over by 
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Moperx in appearance and design 
priced for general office use . . . built to give 
long service . . . no wonder that office mana- 
gers are buying Airline Desks in quantity lots 
for the thousands of offices now being enlarged 
and modernized. 

Selling these modern desks in installations 


of all sizes, Art Metal Dealers are cashing in 


on the current period of business expansion. 


Airline Desks are available in a variety of 
models suitable for all general office needs 
and many special operations. And beneath 
their modern beauty is the same high quality 
and steel construction that characterizes every 


Art Metal product. 


Write for information. A few territories 


are open. 








@ AGENCY DIVISION @ 
ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, NEW YORK 


Art Natal 


Jamestown, New York 
U.S.A. 
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There are only 2 kinds 
of addressing machines 
in the ENTIRE 
WORLD 


| and 




























are 
the only 
ones that 
do not require 
costly metal ad- 
dress plates and 
costly address embossing 
machines. 
























Simply snap our $1.00 card holding clamp over 
platen of any typewriter—throw ribbon to stencil 
position and any typist will make 125 complete Elliott 
Address Cards per hour. 





Many thousands of concerns have traded their metal 
address plates for Elliott typewriteable address cards 
and will tell you that it was the best investment they 
ever made. 


And here are 10 things that Elliott Addressing Machines 
do which competing addressing machines cannot do: 


1. Both address and print post-cards. 

2. Simultaneously transcribe both Address and Statistics. 

3. Automatically feed forms without air suction or running 
tapes. 

4. List any size pay sheet without folding it. 

5. Automatically feed and margin address publications of any 
size or thickness. 

6. Simultaneously sea/ and address circulars. 

7. Print duplicate sets of forms without carbon paper. 

8. List pay sheets face up (visibly), then automatically eject 
them. 

9. Print, address, spot carbon and fasten together multiple bill 
forms. 

10. Address forms five times faster than any machines in their 

price class. 


ELLIOTT ADDRESSING MACHINE Co. 
144 ALBANY STREET, CAMBRIDGE, MASS. 
In Canada, 640 Craig Street West, Montreal 





Office equipment dealers who know of prospects for addressing ma- 


applying to our nearest branch office or by writing us direct. 


chine equipment will receive a proposition to their advantage by 
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President H. C. Parker, the organization also took 
S.milar action on the Tydings-Miller Bill which also 
received the enthusiastic endorsement of the New 
Orleans organization. Following the passing of the 
resolution it was ordered that copies be sent to The 
National Stationers Association and its officers, the 
district governors of The National Stationers Associa- 
tion, the Louisiana Stationers and Office Equipment 
Association and all state associations. 

Among the companies represented at the meeting 
and who gave their unqualified approval of the reso- 
lution were the following: Baudean, Inc.; Dameron- 
Pierson Company, Ltd., The Globe Company; A. W. 
Hyatt Stationery Manufacturing Company, Ltd.; The 
New Orleans News Company; O’Donnell Brothers, Inc.; 
Palfrey-Rodd-Pursell Company, Ltd.; H. C. Parker, 
Inc.; Perry & Buckley Company, Ltd.; Remington 
Rand, Inc.; Henri Petetin, Inc.; Stationers & Traders, 
Inc.; H. A. Thiberge Printing Company and F. F. 
Hansell & Bro., Ltd. 

a 
UDEN MADE ASSISTANT MANAGER OF BOORUM & 
PEASE CHICAGO BRANCH 

J. A. Uden, formerly with Burnap-Meyer, Inc., has 
been appointed assistant manager of the Chicago 
branch of Boorum & Pease Company. 

Mr. Uden brings to his new position a diversified 
knowledge of conditions in the stationery field. His 
connection with the industry began in 1910, in his 
brother’s store in Sapulpa, Okla. Two years later he 
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JOHN UDEN 


cecepted a position with the Schooley Printing & Sta- 
tionery Company, Kansas City, leaving there the 
following year to go with Brush Stationery Company, 
Denver. He later returned to Kansas City as buyer 
for Brown-Pruess Stationery Company. From 1923 
until recently he was connected with Burnap-Meyer, 
Inc., as manager of their office supply division. 

Mr. Uden talks the dealer’s language and has 
intimate knowledge of the problems that confront 
the stationery dealer. His broad experience in the 
industry enables him to give the man in the store 
the right answer to his most perplexing questions. 

— 

BIRMINGHAM PAPER COMPANY EXPANDING 

Work has been started on a three-story addition to 
the Birmingham Paper Company, 2101 Fifth avenue 
South, Birmingham, Ala. Company officials estimate 
the cost at $150,000. T. M. McClellan is president of 
the company. 

The new building will contain offices, a corrugating 
plant and warehouse space. It will cover an entire 
half block when completed. 

Foundations have been completed, and work on the 










































KEEP YOUR EYES ON THE 
“AURORA” LINE 


the fast selling, popular priced 


@ The A-S-E Aurora line is going 
places. And because of that fact it 
offers almost limitless possibilities 
to aggressive dealers. Hundreds of 
dealers who have been watching its 
rapid strides are now capitalizing 
on its SALABILITY. 


eyes on the A-S-E 


Keep your 
Aurora line if 
you're interested in sales and profit 
opportunities. 

Most consumers are quick to 


recognize the outstanding values in 


grades. The appearance of A-S-E 
files, their superior workmanship 
and high quality will be recognizable 
assets on your floor. 

Let A-S-E products increase your 
profits instead of those of your 
competitors. Ask to have a salesman 
call or write for catalog and com- 
plete information, now. There is no 


obligation. 
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STEEL FILING EQUIPMENT—LOCKERS—CABINETS—SHELVING 





ILLINOIS 


AURORA, 


604 JOHN ST. 
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Speed up your Sales of 


Graffco 


SIGNALS and 
MAPTACKS 


with this new Dealer Aid 








This smart counter display stand is a 
point-of-sale reminder to every customer. 
it definitely stimulates sales, speeds turn- 
over, increases profits. Provides display 
and storage space for 2400 Signals and 
2700 Maptacks. Ask us to tell you more 
about it. 


VISE SIGNALS keep card and ver- 
tieal files alive. Of corrosicn-re- 
sistant spring steel, brilliantly en- 
ameled in 12 plain colors and many 
color combinations; and printed 
with days, months, letters, ete. 


MAPTACKS lead in quality and de- 
pendability. tnbreakable uniform 
aspherical heads; keen tool steel 
Practically limitless combi- 
colors and color 


points. 
nations of sizes, 
combinations, 


CELLUGRAF SIGNALS are “teps” 
in signal construction, and = the 
ONLY celluloid signal for use on 
nll types of visible records, Easy to 
apply and adjust, but remain firmly 
in position, Transparent models for 
full visibility: epaque models for 
pen or pencil notations. Three 
widths; 6 transparent colors; 4 
opaque colors. 





Write us for samples and detailed information. 


GEORGE B. GRAFF COMPANY 


64 WASHBURN AVE. CAMBRIDGE, MASS. 
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steel frame begun. The exterior of the building will be 


brick. C. H. McCauley, Birmingham, is architect.— 
GHW ainsi Nita 
MILLER TO HEAD GENERAL FIREPROOFING 
SCHOOLS 


W. S. Miller, until recently a district sales manager 
of The General Fireproofing Company, Youngstown, 
Ohio, last month was promoted to one of the organi- 
zation’s most important positions when he was named 








W. 8S. MILLER 


to head the GF sales schools. He will also be in charge 
of all sales promotion activities. 

Mr. Miller is well known throughout the General 
Fireproofing dealer organization, having been for a 
number of years in charge of safe sales and more 
recently a district sales manager. This long experience 
in selling the GF lines and in training salesmen has 
fitted him exceptionally well for his new duties. 

Mr. Miller’s office will be maintained at the General] 
Fireproofing Company’s home offices. 

sicpeseeeesacenltiana cities 

PARKER'S DICTIONARY DEAL BRINGS RESULTS 

The free dictionary deal on Parker Quink inaugu- 
rated recently has resulted in a marked influence on 
sales, according to reports received by the Parker Pen 
Company, Janesville, Wis., from retailers throughout 
the country. 

The deal consists of a special display carton contain- 


| ing one dozen two-ounce Parker Quink and one dozen 
| Abbott’s Webster’s vest-pocket dictionaries. With each 
| bottle of Quink sold the dealer gives away a diction- 


ary, the expense being met by the Parker organization 


| because the dictionaries are distributed to dealers free 


of charge. 

According to C. L. Frederick, vice-president of the 
Parker Pen Company, the dictionary, although vest- 
pocket size, contains 192 pages and 20,000 words. This 
sales campaign was launched to coincide with the 
opening of schools and colleges and was further boost- 
ed by an advertising drive in a large list of national 


magazines, local newspapers and college papers. 
napus . 


NEW YORK DEALERS HOLD SPLENDID MEETING 

The regular monthly meeting of the Office Machine 
Dealers Association of New York was held Thursday, 
September 16, at the Hotel New Yorker. One of the 
largest gatherings on record was present to hear 
details of and air their views upon the Miller-Tydings 


| Bill and its effect upon their business. 


The members were particularly gratified to hear re- 
ports of representatives of the manufacturers who 
were present and in brief addresses told their listeners 
that manufacturers in general are giving the new bill 
deep and thorough study and will probably have 


Sm | something definite to say on the subject shortly. 


OCTOBER, 1937 


N. S. A. EXHIBITS 
(Continued from page 30) 


clerical models that have proven popular in the past. Particular interest 
was expressed in the executive chairs with spring tension backs. 
Artility’s Super-Softex upholstery was featured on a number of models. 
AUTOMATIC PENCIL SHARPENER COMPANY, Chicago, IlL— 
This display was in charge of Sidney E. Collins, president and general 
manager. He was assisted by Frank W. Hughes, Charles A. Hofstetter, 
Joseph C. Strauss, Charles E. Davis and John Ramma. The company 
displayed its entire line of pencil sharpeners, paper clips, binder clips 
and other items. The new duplicator pencil sharpener was on display 
and a complete set of charts were shown illustrating the care and the 
precision used in the manufacture of pencil sharpeners. 

AUTOPOINT COMPANY, Chicago, Ill—The new background dis- 
play with showcase facilities contained the many types of Autopoint 
pencils, made of Bakelite molded and Pyralin, “‘styled for every pur- 
pose”; lead refills in the new transparent containers, lead and erasers 
in handy “cartridges,” desk pads of Bakelite molded and Plaskon; 
“One-Hand” knives and files (blades by Gits); leather secretaries, bill- 
folds and key-cases; the pocket ‘‘Post-a-lett’” scale, and gift sets com- 
bining pencils, knives and Post-a-letts, in fancy boxes. The exhibit was 
in charge of District Manager T. K. Bledsoe and H. E. Dressel, man- 
ager of retail sales. 

BANKERS BOX COMPANY, Chicago, Ill.—This display, in charge 
of H. L. Fellowes, president; W. J. Nickel, secretary; William J. Dal- 
ton, sales manager; Jim W. Cooper, Jr., Southeastern representative; 
Horace T. Hamilton, Southern representative, J. L. Abbott, Western 
representative, H. F. Fellowes, Eastern representative, and F. S. Soren- 
son consisted of samples of the various products manufactured by the 
Bankers Box Company—Liberty storage boxes, Staxonsteel collapsible 
storage drawers, Liberty permanent storage binders and Liberty string 
tie binders. Advertising and promotional material, for the coming fall 
and winter seasons was shown. 

THE BATES MANUFACTURING COMPANY, Orange, N. J.—This 
display was in charge of S. M. Babson, vice-president and sales man- 
ager, assisted by Parle Cooley, Middle Western representative of the 
company, and Hendrix Lyles, one of the Bates missionary men. All of 
the Bates products, consisting of numbering machines, staplers, index- 
ers, list finders, eyeleters, file fasteners, perforators, Mun-Kee pads, etc., 
were on display as well as the accessories and supplies which go with 
these items. A complete display of all Bates literature was also fea- 
tured, as well as the giant numbering machine and giant stapler models 
which have just been returned to this country from the British exposi- 
tion. 

BOORUM & PEASE COMPANY, Brooklyn, N. Y.—The display was 
in charge of Ed T. Battey, manager of Chicago branch, assisted by 
Ed Cooper, Courtney Wall, Willis Palmer, Jr., Pete Reitzell, Elgin 
Burke, Ted Barthel, John Uden, Joe Starck and Duncan Conklin. On 
display were a number of new items, the majority of which are ex- 
clusive. These items consisted of visible equipment—binders and forms, 
visible forms with the Notear brass reinforcements, social security rec- 
ords, both loose leaf and bound form, Bing! speed binder, Ziplock ring 
books and Ziplock portfolios, Notear price book sheets and indexes, and 
flexible hinge ring books and Bulldog toplock post binders. In addition 
to these items B. & P. had on display the latest developments in price 
books, memorandum books, post binders, accounting forms, minute 
books, etc. 

THE CARTER’S INK COMPANY, Boston, Mass.—This was a very 
attractive working demonstration of Carter’s Velvet Tempera colors 
together with an exhibition of the extensive Carter line. The display 
was prepared by Clement Watson of the J. Walter Thompson Company. 
S. D. Wonders, general manager of the Carter’s Ink Company was in 
charge, assisted by Karl Kiesel, William Cox, Don Chadduck, Al 
Baugher, J. L. Donahue, and F. F. Harris. 

CEL-U-DEX CORPORATION, Brooklyn, N. Y.—The Cel-U-Dex dis- 
play was modern in design and simple in theme. A complete line of 
Cel-U-Dex products was presented in a condensed manner, thus permit- 
ting of greater space for the visiting stationers. In attendance were 
L. D. McKay, dircctor of sales; Franklin E. Rising, Sr., California rep- 
resentative; Alfred E. Besser, Eastern representative; Horace T. Hamil- 
ton and L. H. McDaniel, of the Southwest; Raynes Davis, of the 
Rocky Mountain states, and others. C. R. Chamberlin, president, was 
in charge. An interesting feature was the distribution of cardboard 
cut-out figures of “Yippie” (the bow-legged guy), each of which was 
accompanied by a key. On Thursday afternoon, a little girl named 
Miss Jane McCoy of Battle Creek, Mich., was found to be the holder of 
the key that opened the lock and won her a prize. 

COLUMBIA RIBBON AND CARBON MANUFACTURING COM- 
PANY, Glen Cove, L. I., N. ¥.—A display revealing the company’s 
thirty-two years of experience in the development of Columbia type- 
writer ribbons and carbon papers. Experts at the booth explained how 
Columbia carbon is uniformly coated with a very finely controlled film 
of ink and the very important part it plays in performance and econ- 
omy. Other Columbia features were also explained by the staff in 
attendance—headed by F. R. Nichols, sales manager, assisted by H. B. 
Holmes, R. C. Moore, R. R. Hengge, C. H. Wallace and W. W. Epps. 
THE CONKLIN PEN COMPANY, Toledo, Ohio.—The display was 
in charge of Tom Emerson, vice-president in charge of sales, who was 
assisted by E. J. Bradley and Leslie Shaw. The new Conklin V-Line 
now being widely advertised was on display, together with new Conklin 
pens, pencils and desk sets. A number of new items in attractive, mod- 
ern colors were displayed for the first time. 

CORRY-JAMESTOWN MANUFACTURING CORPORATION, 
Corry, Penna.—This display was in charge of W. Bruce Ellsworth, 
sales manager, assisted by Roy A. Edgren, Chicago manager. The com- 
pany exhibited its five grades of “Steel Age” filing cabinets all of which 
bear the label of the Steel Office Furniture Institute. In addition to 
other miscellaneous items, a new line of sectional plan drawer equip- 
ment was shown for the first time. Special interest was evinced in 





THE 
COMPLETE 
DEALER LINE... 


MIAMI 





Built from an 





entirely 


new patent 


Miami Desk Registers are manufactured in all 
sizes for all length and width forms, supplied in 
either refold or manifold models. 

We manufacture both flat pac or roll forms for 


most all makes of autographic registers. 


The most complete line of aligning devices in 
America. Sold through dealers. Let us tell you 


our story. 


Forms for 
all makes of 
Typewriter 


Billers 





The MIAMI SYSTEMS Corporation 
2735 Colerain Ave., Cincinnati, Ohio 
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WASTE BASKET 


An attractively designed inexpensive re- 
ceptacle that produces quick, profitable 
sales. Walnut and Mahogany Finishes. 








Size 12” x 18” 
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ARISTOCRAT LETTER TRAY 


Artistically designed for the executive 
desk. Genuine Walnut and Mahogany. 
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Size 1242” x 104,” x 2), 


Write for our latest price list 


IMPERIAL 


METHODS COMPANY 


Forest Park Ilinois 
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construction features and sales possibilities of this new line which is 
priced in a considerably lower bracket. 

DENNISON MANUFACTURING COMPANY, Framingham, Mass.— 
The exhibit consisted of a model display of Dennison merchandise dem- 
onstrating how this merchandise may be shown in a most attractive 


manner. R. A. Maish was in charge. 
DIEBOLD SAFE AND LOCK COMPANY, Canton, Ohio.—The 
products featured in this exhibit were electrically operated Rekordesk 


Junior Rekordesk safes; 
Underwriters’ Laboratories tested, ap- 
the first showing of the new Diebold 
Company executives were at the 


safes; revolving sliding tray ledges safes; 
receding sliding door safes; 
proved, labeled money chests; 


visible files and reference panels. 


booth to welcome dealers, explain Diebold dealer helps and display 
products. 
JOSEPH DIXON CRUCIBLE COMPANY, Jersey City, N. J.—In 


attendance were H. B. Van Dorn, sales manager: C. P. Mueller, Chi- 
cago sales representative, and W. B. Allen who is celebrating his 
fiftieth year with Dixon. On display were Ticonderoga pencils; El- 
dorado pencils for draftsmen, architects and artists; Anadel, which is 
water soluble and achieves special effects; Thinex and Best, colored 
pencils; and crayons and erasers in all sizes and shapes, for every pos- 
sible use. 

DO-MORE CHAIR COMPANY, Elkhart, Ind.—Fred L. Turner, edu- 
cational director of the company, was in charge of this exhibit. Other 
executives from the home office were also there to greet dealers during 
the course of the convention. Do-More showed many new developments 
in executive and clerical seating, featuring their exclusive design and 
FormFlex upholstery. 

THE Cc. L. DOWNEY COMPANY, Cincinnati, Ohio.—The staple 
products marketed under the title of “Steel-Strong”’ applying to devices 
used in counting, wrapping, storing and transporting coins and cur- 
rency were shown, with all the improvements made during the year. A 
feature of the exhibit was a magical table on which loose coins may be 
laid and, without contact by anyone, these coins will instantly appear 
in counted and wrapped form. The “Steel-Strong” line displayed in- 
cluded new items featuring cartridge wrappers in all sizes and denomi- 
nations, which will be ready for distribution about December Ist. The 
“Steel-Strong”’ line consists of coin wrappers in all styles and sizes, 
bill straps in various types and denominations, a large variety of coin 
bags, numerous products in sheet metal for coin storage and coin han- 
dling, as well as manual counting devices.. A staff of several factory 
representatives headed by C. Lee Downey, president, was in attendance. 
EAGLE PENCIL COMPANY, New York, N. Y.—On display was an 
extensive line of Eagle products of interest to commercial stationers. 
The display included commercial types of black, colored and copying 
pencils, fountain pens, mechanical pencils, thin, leads, erasers, penhold- 
ers, compasses, school companion boxes, etc. New packages which won 
the bronze award in the 1936 All American Packaging Exposition were 
a special feature of the display. 

EATON PAPER CORPORATION, Pittsfield, Mass.—This display 
featured the Berkshire typewriter paper line, showing the various grades 
and accessory items of which the line is composed, including thirteen 
weights; six finishes; seven grades—also duplicator papers, manifold; 
duplicate copy papers; manuscript covers; tablets; packets; executive 
stationery. Eaton’s Corrasable bond and a selected group of Eaton's 
social stationery boxes for the holiday season were also on display. In 
charge of the booths was Paul E. Burbank, vice-president of the com- 
pany; Frank H. Palmer and William G. Oliver, in charge of sales and 
merchandising of Berkshire typewriter papers, Edward C. Rohrs, Chi- 
cago manager of the company. 

ESTERBROOK STEEL PEN MANUFACTURING COMPANY, 
Camden, N. J.—The Esterbrook display featured pens of every descrip- 
tion: steel pens for commercial and school use, which this company has 
been manufacturing for more than seventy-eight years; Drawlet and 
lettering pens; art and drafting pens; the well known Esterbrook Re- 
New-Point fountain pen and “Push” pencil, in addition to all ink writ- 
ing equipment of a general or specific nature. The Esterbrook display 
was in charge of R. N. Wood, sales manager of the company. 

A. W. FABER, INCORPORATED, Newark, N. J.—The A. W. Faber 
display of drawing material, pencils, erasers, rubber bands and leads 
was in charge of R. V. Maneval, Chicago manager, and B. J. Powell, 
assistant. Prominent in the display was Castell drawing, copying and 
Polychromos pencils. As accompanying features there were prominent 
displays of the Columbus, Commodore, Winner and Columbus colored 
crayon pencils, Janus rubber bands, Castell rubber erasers and Castell 
thin leads. Some valuable and interesting historical records were on 
display telling about the A. W. Faber history in the pencil industry 
since 1761. 

EBERHARD FABER PENCIL COMPANY, Brooklyn, N. Y.—Those 
in attendance included John Eberhard Faber, general manager, U. B. 
Elmer, sales manager, Louis Brown, assistant sales manager, and A. C. 
Van Horn, Chicago manager. An attractive and extensive exhibit of 
the Eberhard Faber line was presented. A feature that stopped all ex- 
position visitors was a puppet show presented as “E. Faber Frivolities,” 
a 4-Act Sketch, written and produced in all Good Fun, with the idea of 
Revealing the Way of a Maid with a Mogul and a Mongol (pencil).” 
The characters were Sally Steno, Her Boss, Her Girl Friend, and the 
Stationer. It was an interesting, clever and humorous presentation. 
FINCH & McCULLOUCH, Aurora, Ill.—Memory Masterpieces of 
F & M’s line of perpetual calendars for office and home use were on 
display. The line includes individual perpetual calendars in fabricated 
leather and in solid walnut; similar models fitted with pen, pencil, clip, 
and pin trays mounted on solid walnut base; solid walnut perpetual 
desk calendars combined with weekly memo calendars covered with em- 
bossed fabricated leather; solid walnut perpetual desk calendars with 
memo pads of varying size mounted on solid walnut base; solid walnut 
perpetual desk calendars with ash tray and cigarette holder in chro- 
mium; solid walnut perpetual desk calendar with alphabetical list 
finder; solid walnut wall calendars with washable month, day and date 
cards; novelty ash tray, ash receiver, and memo pad mounted on solid 
walnut base; daily memo desk calendars with half-hour appointment 
rulings and a daily memo book for a year’s permanent recording. W. L. 
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i EVERY PACKAGE WILL 
PROMOTE TAPE SALES FOR YOU! 


Because Scotch Cellulose Tape has so many uses 
in office, school, library and home, each package 
your clerks seal is a sales demonstration before a 
prospective buyer. Customers become interested 


in the tape and in many cases a quick sale results. 


Scotch Cellulose Tape seals instantly without 
water—a touch of the finger and you have a 
strong, positive seal that makes possible neat, 
attractive packages in faster time. Fully trans- 
parent—blends perfectly with any color w rapper. 


Send coupon today for Scotch Cellulose Tape in 
the Heavy Duty Dispenser. You get a faster, 
cleaner, easier seal at low cost, and at the same 
time you're bringing an item to every customer’s 


attention that every customer can use! 


fot PACKAGE 


SEALING - 











Made and Patented in U.S. A. by 

MINNESOTA MINING & MFG. CO. 
SAINT PAUL MINNESOTA 
the following U. S. Patent Nos. 


1856986, 1895978, 1954805, 
Re. No. 19128. 


Patented under one or more of 
1357020, 1779588, 1814132, 
1959413, Re. No. 18742, 


ORDER BLANK 











Gentlemen: 
Please ship the Order I have checked: 


2 Rolls 14" x 2592” Scotch Cellulose Tape (trans) @$1.15 $2.30 


| Heavy Duty | MST er ee eee ee 1.40 
$3.70 
Signed —a 
Address 
City ‘tate 


Wholesaler’s Name 
O.A. 1037 
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Have A Hearr, Boss 

se Ue Latte isl «Basch | 
...» EVERY TYPIST WILL HELP YOU SELL 
THIS SMASHING, PEERLESS PROFIT-HIT! 


. 
So sensational, so beneficial, so profitable is the new 


.. 
4% , 
a — ke . ‘ 
Peerless Taper Top No. 25 black key, that work-ridden typists ; 
everywhere will immediately become your most enthusiastic allies! | | | | 
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THE OLD WAY: KEYS '/4” APART 











Kivery stenographer will immediately appreciate the tremendous 
advantage of this new key in cushioning the shock to fatigued 
fingertips that are apt to slip, in relieving the strain on tired 
nerves and jagged eyes. A mere look at the key will convince her. 
\ mere look at the keyboard diagrams illustrated herewith should 
convince you that Peerless has something! — 3 > ic 3" 

















Follow this suggestion to prove to yourself, at no risk, the tre- 
mendously powerful sales appeal that the new Peerless No. 25 
“Taper Top” Key possesses. Have your outside salesmen see 


how easy it is to find ready takers among all of their typist 
































customers for the new key on a free-trial, time-offer basis. Once THE NEW WAY: KEYS 2” APART 
a set of keys is on a machine, the typist will insist upon keeping 
them there. The boss immediately spots the improvement in , 

2 » i 2 a I eerless, creator of dozens of other improvements 
typing, the speedier work, the more accurate typing which the in key design, has evolved the sensationally new 
kevs create. The sale is made! rAPER TOP BLACK KEY. It is a vast im 

. provement over all the rubber keys which have 

Write for Sample been sold in the past, because the flop is much 

‘ smaller. This gives a far greater space between 

PEERLESS KEY-IMPERIAL MFG. CO., Inc. ee Says Cageiees, 75s spe Se oe 

. Sates Rite tennch deal conventional keys is 144 of an inch. With the 

Manufacturers of the only complete line of rubber keys sold through dealers new Peerless Keys it is 3 of an inch! This 

GENERAL OFFICE & FACTORY greater space eliminates typing errors due to 

401 Mulberry St., Newark, N. J. striking two keys at once, as well as speeding 

NEW YORK: 321 Broadway CHICAGO: 19 So. Wells St up work and giving the typist real comfort in 
typing. 












The Key is smart, modern, black—with a beau- 
tiful block letter, crisp white in contrast. The 
material is the same springy and comfortable 
rubber that has created an enthusiastic accep- 
tance for PEERLESS KEYS among typists 
everywhere. Its advantages are obvious even 
to the beginner in typing. 
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RUBBER TYPEWRITER KEYS 
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McCullouch, H. E. McCullouch, G. W. Reinhardt and E. Grennan were 
in attendance. 

FULTON SPECIALTY COMPANY, Elizabeth, N. J.—In this display 
there were Dri-Kwik and Fulton stamp pads, Dri-Kwik and Fulton 
stamp pad inks, sign markers, business outfits and chart markers, new 
Ful-Kleen daters, rubber type outfits for making stamps quickly, Ful- 
ton and service daters and numberers. Also shown was the Fulton 
juvenile line of Artistamp crayon and stamping sets. C. F. Underwood 
was in charge. 

GENERAL FIREPROOFING COMPANY, Youngstown, Ohio.—This 
exhibit occupied several spaces in the northwest corner of the exhibit 


hall and was in charge of William Hoge, assisted by C. W. Allen, 
H. H. Suender, Glen Grindle and Ralph Gildart. An illuminated sil- 
houette of the GF plant formed an ornamental frieze for the back- 

Included 


ground on which were illustrated interesting plant operations. 
in the exhibit of GF metal office equipment were executive and general 
office “‘duty-matched” metal desks, Goodform aluminum chairs, filing 
cabinets of both the rigid front and Super-Filer types, bookcases and 
filing systems and supplies. 

GLOBE-WERNICKE CO., Cincinnati, Ohio.—President J. S. Sprott 
headed the Globe-Wernicke delegation at the Convention which in- 
cluded H. C. Anderson, general sales manager; C. W. Hamilton, sales 
promotion manager; A. R. Frey and L. J. Schubert, together with 
H. J. Warnock and Gordon Kickels of the company’s Chicago whole- 
sale branch. The G/W exhibit featured a number of the company’s 
many products, including Tri-Guard files (steel and wood cabinets), the 
Safeguard filing plan, steel desks and tables, visible record equipment, 
steel shelving, filing supplies and stationers’ goods, viz.: Steel waste- 
baskets, desk trays, Everyday files, clip boards, arch files, card index 
cases, storage and transfer cases, box files and perforators. An out- 
standing feature of the G/W exhibit was the first vertical file made by 
Globe-Wernicke for the inventor, Edwin G. Seibels, of New York City, 
over forty years ago and which has remained in constant use until it 
was loaned for this exhibition. 

GEORGE B. GRAFF COMPANY, Cambridge, Mass.—This display 
was in charge of Leland S. Graff, treasurer and sales manager, and 
Charles W. Lipman, secretary and assistant sales manager. All Graffco 


devices were on exhibition including vise signals, Viz signals, Cellu- 
graf signals, vise clips, vise index tabs, Cellu-Vise index tabs, cloth 
gummed index tabs, maptacks, marking tacks, flathead tacks, patch 


placers and refill patches, and Hi-Speed rulers. New display material 
and the uniform, attractive packaging of these items was emphasized. 
THE GREGG PUBLISHING COMPANY, New York, N. Y.—This 
display was in charge of W. Gregg Fry and George W. Phillips. Shown 
was a complete line of analysis pads and columnar sheets in the origi- 
nal Spiral binding, and also an entirely new line of loose leaf Spiral 
binders and memo books. In addition a full assortment of standard 
Spiral stenographic notebooks, a special line of reporter’s notebooks, 
and a large assortment of memo and composition books, sketch pads 
and other Spiral bound merchandise were displayed. 

GREGORY INK COMPANY, Los Angeles, Calif.—The display was in 
charge of Arthur L. Jones, Chicago distributor of Fount-O-Ink writing 
sets, assisted by G. L. Robbins, Milwaukee distributor, also C. G. 
Gregory, president of Gregory Ink Company, and Mrs. M. A. Gregory. 
Besides the regular line of Fount-O-Ink writing sets, there were shown 
new numbers in clock and lamp sets and a number made of clear 
Lucite, which simulates glass in an intricate molded design. Fount-O- 
Ink is described as the only writing set that functions automatically, 
in that the main supply bottle of ink feeds ink to the well and the 
writing pen fills itself by capillary attraction. The main supply bottle 
of ink is sealed by hydrostatic pressure against evaporation, dust, dirt 
and oxidation. 

THE HARTER CORPORATION, Sturgis, Mich.—This display was in 
charge of David G. Hopkins, assisted by Evan C. Harter, president; 
Harry Montague, Adrian A. Davis, and E. Stanton Harter. Exhibited 
was a comprehensive line of Harter steel posture chairs and distinctive 
designs in conventional steel chairs to cover every seating requirement. 
THE HEYER CORPORATION, Chicago, Ill.—This attractive Heyer 
display presented a quick survey of the complete Heyer line of dupli- 
cators and supplies. On display were Heyer’s six Lettergraph stencil 
duplicators including the new, fast-selling post card printer, supplies 
for all stencil duplicators such as stencils, inks, correction fluids, styli, 
lettering guides, etc.; all Heyer gelatin duplicators which include the 
Super-Efficiency, Efficiency, Junior-Efficiency, Ideals, Hektographs; and 
supplies for all gelatin duplicators such as gelatin rolls, films, refill 
composition, Hektograph inks, pencils, ribbons, carbon papers, etc. 
Heyer representatives in attendance at one time or another were T. A. 
Heyer, W. H. Kurth, G. H. Herrmann, T. R. Heyer, A. J. Heyer, 
S. E. Gregory, and A. C. Burton. 

CHAS. M. HIGGINS & CO., INC., Brooklyn, N. Y.—This display 
was in charge of President and General Manager Tracy Higgins. Harry 
Tehan, sales manager, and Milton Shuster, traveling representative, 
were also present. The exhibit included Higgins American drawing 
inks, writing inks, pastes, mucilage, vegetable glue and sealing wax in 
a distinctive black and gold setting. All of the many packages which 
have been restyled displayed the distinctive Higgins design of a circle 
on a square. There was also an exhibition of prize winners in the 
Higgins Scholastic Awards Contests. 

C. HOWARD HUNT PEN COMPANY, Camden, N. J.—A new mer- 
chandising display for Boston pencil sharpeners was the keynote of this 
exhibit. The full line of Bostons was demonstrated. Articles displayed 
included Speedball pens, books, inks, Speedball linoleum cutters, inks, 
brayer assortments, and the new Speedball block printing press, Model 
B, Hunt pens and the “Principles of Pen Drawing,’”’ an interesting 
advertising feature. 

JASPER CHAIR COMPANY, Jasper, Ind.—The display was in 
charge of Louis T. Koerner, general manager and secretary, assisted 
by George A. Litchfield and Wm. H. Brown. The upholstered and 
wood chairs manufactured by the company were displayed, illustrating 
the many distinctive designs and sturdy construction of Jasper chairs. 
DAVID KAHN, INCORPORATED, North Bergen, N. J.—This dis- 
play was in charge of Harry Yager and Julius Kahn, assisted by L. T. 
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SELL the Chair that’s 


YEARS AHEAD! 


The four new STURGIS Spring back models illustrated here are the last word in 
Posture Chairs—years ahead in STYLE, COMFORT, ECONOMY and DEALER 
PROFIT AND PRESTIGE. Ali four combine the STURGIS a three’’ COMFORT, 
NEATNESS, DURABILITY with the most approved posture seating principles. 

Four more progressive steps by STURGIS that open the way for bigger dealer 
profits... the STURGIS coreg Soe Metal Posture Chair—designed for those who 
prefer a spring back te a rigid back ——t 

Ne. 935—The last werd in Spring Back Metal Stenographic Chairs. Neat and 
trim in design . . . with plaited form fitting back, shaped seat, 
upholstered in genuine leather or frieze fabric over a thick rubberized 
seat. . . cool, resilient and exceptionally comfortable. The aristocrat 
of Stenographic Posture Chairs . . . the faverite of Dealers inter- 


ested in quick, easy sales. 


No. 910—Here is neatness, comfort, durabili in an 
inexpensive posture chair. Contains all the sales get- 
ting STURGIS features . . form fitting back, easy, 
quick adjustments, Spring Back, shaped seat... . Style, 
Comfort, ECONOMY. A fire practical piece of office 
equipment that will be weleomed by Dealers seeking 
volume. 










No. 915—Another Sturgis achievement—has 
form fitting plaited back, upholstered in imi- 
tation leather, genuine leather or frieze over 
a thick, rubberized curled hair pad. The seat 
pad cool, resilient. adds a new comfort to 
posture seating equipment. A _ chair that 
can't help being popular in the modern office 
—one Dealers every- 
where will find another 
STURGIS sales getter. 



















Ne. 920—A finely styled. exceedingly 
comfortable posture chair with form fi- 
ting back, shaped seat, easily adjusted 
by turning rubber-tired hand wheels. 
Can be had upholstered in genuine leath- 
er or frieze fabric. Another in the long 
line of STURGIS superior Posture Chairs 
that are bringing prosperity to DEAL- 
ERS EVERYWHERE. 





NOTE: Just Off the Press! New 
Catalog. Write for Your Copy. 


Sold Through Dealers Only 
































THE NEW YondE” STEEL DES 


(ALL CLEAR BENEATH) 


The superbly new, startlingly different “Y and E” Steel Su 
pension Desk is the easiest desk to sell that has ever bee 
designed. Modern suspension construction makes it mor 
rigid .. . leaves more room, inside and out. . . adds to i 
appearance. That's half the story ... the story that se//s th 


desk. 


In addition it is “System Planned.” Large, roomier drawer 
are designed for maximum efficiency in filing referenc 
material. Thus every ““Y and E” Steel Suspension Desk sol 
creates a prospect fora “Y and E” Record System. It's a sale 
story that adds to your profit on each desk sale—anothe 
proof of the value of the “Y and E” Franchise. 





THE NEW“Y and E” Vwoct Uris FILE 


Proof of the sales value of the NEW 


“yY and E’’ Direct Vision System is in 
its ease of selling. Featuring ‘Skyline 
Visibility’’ that makes speedy and 
accurate filing and finding an easy-to- 
prove fact, it sells itself on a single 


demonstration. 





Dealers everywhere are ringing up 








extra sales on the strength of these = 


features—Direct Vision Tri-Angle Tabs hi oe List ’ 





—Straight Line Filing and Finding : 





ale 
* 


Color Coordination —- Logical left-to- 





right arrangement—-Numeric Check 
—Maximum flexibility—Unlimited ex- 


pansion. 


Write for full information and for your 
FREE copy of the “Y and E”’ Filing 
Control Folder. Available for distribu- 
tion to your prospects, this popular 
folder contains many practical and prof- 
itable suggestions for the improvement 
of filing procedure. Yawman and Erbe 


Mfg. Co., 1055 Jay St., Rochester, N. Y. 








THE “‘Y and E’’ DIRECT VISION EXPANDING INDEX 


The ‘‘Y and E”’ Direct Vision Expanding Index for cards opens up even more 


sales outlets. Can be expanded at any point, without waste or sacrifice of 


simplicity. Most flexible and readily adaptable system ever created. 


STRAIGHT LINE FILING AND FINDING 
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GUARDSMAN 
Jr. 


Model 2242 
List $11.00 


Faries Guardsman lamps protect sight . . . avoid 
eye-strain and conserve energy. Due to their 
patented design, these efficient, modern lamps elimi- 
nate glare and reduce shadows to the minimum. They 
shed a bright yet restful light, having the texture of 
daylight, with proper distribution to all points on 
the lighted area. Faries lamps retain their original 
beauty for they are made of brass with electroplated 
finishes which dignify and harmonize with other 
furnishings. They come in a variety of styles, as: 
desk top, clamp-on desk, and floor models . . . they 
must be seen to be appreciated. 

Advertising, now being placed in publications read 
by business executives, features these lamps. Stock 


them now and make vour share of these sales! 


_FARIE 


3 
s 


and S.RobertSchwartzDiv.OA ILLINOIS 








FARIES MANUFACTURING CO., DIV. OA, DECATUR, ILLINOIS 
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MANUFACTURING CO. DECATUR | 
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Goldberg. Shown was the company’s complete line of fountain pens 
and mechanical pencils, erasers, leads and sets. The main feature was 
the new Wearever DeLuxe dollar pen which is being nationally adver- 
tised. 

KOH-I-NOOR PENCIL COMPANY, New York, N. Y¥Y.—The display 
was in charge of Irving P. Favor, president; Gerald M. Favor and 
W. C. Lipner. That portion of the L. & C. Hardmuth line of interest 
to stationers was displayed. 

LEOPOLD COMPANY, Burlington, Iowa.—This exhibit was in 
charge of Carl S. Leopold, president and general manager, assisted by 
Robert Fleming, O. D. Mann, and R. B. Valleau. Here was shown an 
innovation in the office furniture industry—a new streamlined suite, 
beautifully patterned. Excellence of design, quality in workmanship, 
care in wood selection, and Leopold’s new gray walnut finish were em- 
phasized. Of especial interest were the new ideas incorporated into 
the functional operation of Leopold's latest design 

McMILLAN BOOK COMPANY, Syracuse, N. Y.—This display was 
in charge of Guy E. Hamlin, vice-president and general manager, 
assisted by Fred Adams, Don Grant, and Ed Mendenhall. In addition 
to showing samples of a wide variety of current ledger binders, sectional 
post and flexible post binders, county record books and indexes, minute 
books, catalogue covers, price, ring and memo books; the company also 
showed a complete line of visible record equipment, both prong binder 
and ring binder style. Samples of all forms were attractively displayed. 
Particular attention was directed to the distinctive designs, sturdy con- 
struction, and smooth mechanical operation of McM devices. 
MARKWELL MANUFACTURING COMPANY, INC., New York, 
N. Y.—The company displayed its complete line of office type stapling 
machines and improved patented staples. Of particular interest was the 
new pocket size “RX46"" plier stapler and new pocket size “RX46A” 
plier stapler which can be used for both temporary and permanent 
stapling. Deep throat, heavy duty, foot power end other Markwell 
“special purpose” staplers were displayed. On exhibition were various 
counter and window displays, new and attractive envelope enclosures 
and other promotional helps. The display was handled by Sol Obstfeld, 
P. L. Kinch and J. F. Williams. 

FRANK MASHEK & COMPANY, Chicago, I!].—Displayed were brief 
cases, Zip binders with and without loose leaf rings, underarm and dis- 
appearing handle Zip cases, catalogue and travel cases, and many other 
items of leather fitted for the student salesman, professional or business 
person. Special interest was expressed by visitors in the new ‘“‘Weld- 
edge” finish on the lined cases together with many new improvements 
and accessories in the Mashek line. In attendance were R. J. Vojta 
and Joe Holmes. 

THE MIAMI SYSTEMS CORPORATION, Cincinnati, Ohio.—The 
Miami display was in charge of L. R. Hanna, sales manager, assisted 
by W. A. Konerman, president of the company. The display consisted 
of the first showing of an entire new line of autographic registers in all 
sizes and models. Many samples of continuous form printing for auto- 
graphic registers and typewriter billing machines were shown. Special 
emphasis was given the Miami carbon paper shifter or typewriter at- 
tachment. This device can be attached to ‘most any standard type- 
writer and permits use of continuous multiple forms through the 
mechanical shifting of the carbons. 

MITTAG & VOLGER, INCORPORATED, Park Ridge, N. J.—In 
addition to a display of M & V ribbons and carbons, the company fea- 
tured the contest plan devised for M & V dealers. Promotional and 
display material developed for the benefit of dealers was emphasized. 
Ira Cole, vice-president and sales manager, was in charge, assisted by 
W. H. Baldwin and A. B. Boxrud. 

MOORE PUSH-PIN COMPANY, Philadelphia, Penna.—This display 
was in charge of H. C. Hooks, sales manager, and H. D. Clark, Mid- 
west representative. The display featured a United States map showing 
the complete history of the membership of the National Stationers 
Association and the traveis of its officers during the past year. The 
booth also included displays of Moore maptacks, push-pins, picture 
hangers, thumbtacks and marking tacks. Dealers were specially in- 
terested in our methods of display as well as the features for merchan- 
dising the products. 

THE NAGEL-CHASE MANUFACTURING COMPANY, Chicago, 
Ill.—This display, featuring the “Ash-away” smoker line, was in charge 
of Bert M. Morris, Pacific Coast sales representative, and E. B. Sea- 
borg of the main office. The exhibit consisted of about forty different 
styles of “Ash-away” smokers, all having the patented ‘“‘Ash-away”’ 
feature for disposal of refuse, including four very new and attractive 
models, which have just come on the market for fall 1937 demands. 
NATIONAL BLANK BOOK COMPANY, Holyoke, Mass.—Here was 
exhibited such new feature merchandise as National ‘‘Eye-Ease’’ busi- 
ness records, columnar sheets, ledger sheets, analysis pads, end-bound 
blank books, Bi-Lock post binders, steel hinge ring books and binders, 
ringfolios, social security outfits, visible record equipment and machine 
accounting equipment. In addition to new merchandise innovations, 
National also had on display unique and effective sales promotion 
material for dealers’ use. A. E. Farr, merchandising manager was in 
charge, assisted by James Hawker, Robert Bauer, W. L. Schuster, Tom 
Hanson, J. R. Norris, R. V. Schumacher, and R. L. Hammond. R. P 
Towne, assistant treasurer was also in attendance 

NATIONAL FIBERSTOK ENVELOPE COMPANY, Philadelphia, 
Penna.—This display was in charge of R. C. Strafford, Jr., regional 
sales manager in the Southern district, assisted by his associate regional 
sales manager, J. H. Simpson. FiberstoK showed the distinctive styles 
and sturdy construction which goes into their varied line of red rope 
paper products. A display of all products shown in the FiberstoK 
catalogue was made, and special attention given to their line of flat and 
expanding envelopes, partition, label holder, and one-piece envelopes 
together with their full line of FiberstoK file pockets, file jackets, file 
folders and pressboard folders. They also displayed their complete line 
of brief covers, expanding files, shipping tags and several specialties. 
NEVA-CLOG PRODUCTS, INCORPORATED, Bridgeport, Conn.— 
This display was in charge of Frank R. Curtiss, general manager, 
assisted by Jack Johnstone and Jim Cooper, Jr. A modern background 
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ALREADY bigger and better YELLOW BOX LINE 
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By the acquisition of these two lines, Oakville is more than ever in a 
position to offer the trade the advantages of a complete line. It will pay 
you to standardize on the Oakville Yellow Box Line—it’s geared for bigger 
Volume, Turnover and Profits. The Yellow Box Line saves you time and 
money. One order covers all your requirements. Do not accept substitutes 
—look for the Oakville name on the yellow box. 


OAKVILLE COMPANY 


DIVISION SCOVILL MFG. CO. oanwipiviss sion, 
WATERBURY, CONNECTICUT 
Pins, Clips, Fasteners, Thumb-tacks, Staples, Tak-a-pins, etc. 


NEW YORK CHICAGO SAN FRANCISCO 
In Canada, Brown Brothers, Ltd., Toronto, Ontario 
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Insist on OAKVILLE YELLOW BOX LINE — your customers do 
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50 YEARS AGO when the name VICTOR first made its bow on the scene of American busi- 
ness, office efficiency was little more than a dim hope . . . For this was the heyday of high stools 
and gas lights... of tedious longhand records and correspondence ... of armlets and alpaca 
coats. The “horizontal” filing methods of that day buried information in sheaves of unrelated 
material—then adequate record protection was practically unheard of .. . To office conditions 
like those, Victor Safes in 1887 brought a bright note of progress—reliable protection against 
fire and theft. This was Victor’s first step—but an important one—toward today’s complete 


line of equipment and supplies for efficient business control. 





Ss 


* an . = 7 
Mak-ur-own Index Tabs Victor Certified Safes ... qual- Victor Visible Record Equip- Victor Military Line of Steel 
Linen or Transparent Skirts— ity-buile models and sizes for ment... Compact ... Efficient Filing Cabinets. Insulated and 
7 Colors—3 Sizes. every protection need .. Many sizes and capacities Non-Insulated 





Victor Stencils and Inks ...a Victor Check, Sales Slip and Rand Ticket File & Binder... Victor Recordex . . . visible 
complete quality line for all Letter Sorters for swifter post- space saving filing for sales index organizer in low-cost 
kinds of ‘‘stencilizing”’. ing and filing. slips, checks, etc. folder form 


THE VICTOR LINE 
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TODAY ’S complete Victor lines represent the culmination of a half century of steady growth... 
growth which has been marked by a keen understanding of business conditions and business 
needs. Fifty years of experience in producing quality merchandise and appliances geared to 
modern business requirements—plus practical selling helps furnished—makes Victor a real and 
profitable sales ally for stationers! Be sure to get the complete Victor story—including details 
of Victor Visible Record Equipment, the new Victor Insulated Filing Cabinets and the Military 
Lines of Steel Office Equipment. Many valuable territories for these profitable exclusive lines 


are still available. The Victor Safe & Equipment Company, Inc., North Tonawanda, N. Y. 





— | 


Victor Aluminum Desk Guards Victor Steel Portable File... Rand Desk Systematizer .. . Victor Unit Filer—Letter and 
- « pouaeat hose against worn the convenient, compact per- Every desk is a logical pros- Legal Sizes — office efficiency 
desk edges. sonal file. pect for this item. for personal records. 











iJ one J 
Victor Guides, Folders and Rand In-and-Out Indicator... Victor Treasure Chest . . . one Victor Tube Index Panel... 
Systems for ALL filing simple, efficient directory for hour certified fire protection instant references on one or 
requirements offices, hospitals, etc. for private valuables. two line listings. 


| a... 50 YEARS OF PROGRESS 
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The years of pioneering effort by Domore in estab- 
lishing the advantages of Posture Seating have 
brought steadily increasing business to dealers. 
With major improvements in chair design plus 
untiring educational effort--Domore sets the pace. 





But that’s not all. Domore has backed its pioneer 
development and educational work with consistent 
national advertising and with carefully planned 
merchandising effort. 


The resulta constantly increasing demand for 
Do More chairs for all types of Posture Seating 
from correctly designed chairs for executives, down 
through junior executive chairs, stenographic and 
clerical chairs. 

Very definitely ‘‘the swing is to Posture Seating’”’ 
and many alert dealers are building their sales and 
profits by cashing in on the prestige which Domore 
has earned. 

Some desirable territories are still open for well- 
rated and aggressive dealers. Write for facts about 
a Domore franchise. 





DOMORE CHAIR COMPANY, Inc. 
) 801 Monger Building, Elkhart, Ind. 


DO/MORE 


Licensed by Posture Research Corporation 


POSTURE CHAIRS FOR EVERY SEATED OCCUPATION—EXECUTIVE, CLERICAL, FACTORY 
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with indented illuminated compartments showed Neva-Clog stapling 


machines and staples. 
NIAGARA DUPLICATOR COMPANY, San Francisco, Calif.—The 


booth was in charge of the Niagara divisional sales managers who 
greeted dealers and prospective dealers and demonstrated the three 
models on display. The machines on exhibition were the Niagara K2, es 
the AF4, and the C2-R. Available space did not permit the showing 


of the other six Niagara models. Those in attendance were L. John 
Himes, president; Earl M. Pierce, office sales manager; and the fol- 


lowing division sales managers: Earl A. Froning, A. D. Luke, R. B. i “ ml 

Klinger, and L. L. Springer. ewriter l ons 
NORMA PENCIL COMPANY, New York, N. Y.—In this booth the yp 

company displayed its line of automatic four-color pencils, ranging in 


price from $3.50 to $12.00. Sam Jacobs, sales manager, was in charge, 
assisted by L. E. Johnson, Chicago representative. r r 
OXFORD FILING SUPPLY COMPANY, Brooklyn, N. Y.—This Nn fn 


display was in charge of Richard A. Jonas, Jr., sales manager, assisted 
by L. C. Goodhand and C. M. Flight of the Chicago office of the com- 


pany. Oxford showed its full line of filing supplies—filing folders, ° . : : 
filing guides, index cards, and red fiber filing envelopes, also the Oxford Since the birth of True Mark brand typewriter 
corrugated board files, which includes three distinct designs: Standard ribbons and carbon paper and Mercury Silk 
file made entirely of corrugated board, the Heavy Duty file, reinforced * S ss ait a 
with steel columns, and the Semi-Steel file, with steel columns, steel Ribbons with their gratifying 


drawer front, and roller bearing drawer operation. . 
THE PARKER PEN COMPANY, Janesville, Wisc.—New Super . success, many competitors have 
attributed that success to the ar- 


Parker Vacumatic Pens in Speedline style, embodying the latest devel- 
opments in pen progress were shown. Also the 1937 desk set line. aoe 

tistic appeal of our black and 
white package. 


New numbers with the Parker Sealomatic sockets said to end ink 
seepage and pen drying were displayed. Also shown were the new 

Many imitations of our package 
design have, therefore, made 


laminated Vacumatic desk pens, now supplied with matching laminated 
tapers. The company’s newest display case in natural finish maple 
their appearance on the market 


attracted the favorable attention of visitors. 

PARROT SPEED FASTENER CORPORATION, Long Island City, 
N. Y¥.—On display was the Parrot line of staplers, file fasteners, 
vacuum cup finger tips, Speedo transparent index tabs, etc. Jack 





Linsky, owner of the business, was in charge, assisted by C. L. Kauf- . . 

oak, Whliiin sememmninetian in an attempt to lure the unsuspecting. Anyone 
PELOUZE MANUFACTURING COMPANY, Chicago, Ill.—Showed can duplicate the general appearance of our 
a full line of improved postal scales in the new finishes. Boyd Mc- ates . 

Dowell was in charge. Col. W. N. Pelouze attended Thursday aft- container, but it is quite another matter to re- 
ernoon. . 

PLASTIC BINDING CORPORATION, Chicago, Ill.—Exhibited was produce the most important part of the package, 
a complete line of plastic binding for booklets, magazines, etc. Philip namely, its CONTENTS. 


A. Spinner was in charge. 
POLAR MANUFACTURING COMPANY, Philadelphia, Penn.—The 
company displayed an assortment of samples of the 100 different office 


accessories which they manufacture and sell exclusively through dealers. 
Various styles and colors of leather desk sets, linoleum desk pads, 
cushions, chair mats, waste baskets, ash trays, folders, etc., were 


attractively shown on the new style space saving display racks. The 
display was in charge of M. R. Landes, owner of the business, assisted 
by H. M. Getty, production superintendent, and some of their field 


salesmen from various territories. 14 ° 
REYBURN MANUFACTURING COMPANY, Philadelphia, Penn.— l ewrliter 
This display, in charge of John B. Rushmore, western manager, 

assisted by H. P. Venet, C. O. Apgar, and D. W. Sharpe, showed a 


portion of Reyburn’s utilities, consisting of shipping tags, merchandise e 
tags, gummed labels and seals, reinforcements, index tabs, paper nap- l Nn 
kins, crepe paper, etc. The display was a practical demonstration of 


the new packaging of tags, labels and seals. 





RITE-RITE MANUFACTURING COMPANY, Chicago, Ill.—The sili " 

display was in charge of Joe D. Hale, vice-president, assisted by Similar in appeal and CON- 

R. Zuck and C. B. Hoard. They featured a gift set line, including . 

bridge sets, pen and pencil sets, pencil and knife sets, and pencil sets, TENTS to True-Mark Ribbons 

also the new No. 3% pencil, which has a reservoir with extra leads. and Carbon Paper are Mercury 

In addition, some of the items in their staple line, such as X-Ray, } i 

Exeter, Ritegrip, Fingerfit and photo album pencils, also their Micro- brand silk Typewriter Ribbons 

metric leads. . 
ROCKWELL-BARNES COMPANY, Chicago, Ill.—Displayed their for folks who need or prefer this 

leading Rockwell-Barnes stationery items. Spotseald adding machine fabric. 

rolls shared honors with Non-Skid easel notebooks. Other paper prod- 

ucts featured included Dictator boxed typewriter papers, the boxed 

Silkweight manifold, and Mimeograph papers in a variety of grades, . ss 

weights and finishes to meet every Mimeograph requirement. In Your inquiries and orders for these 
charge were J. E. Conlon and Walter Maas. Also in attendance were d d ] . 

T. W. Gillice and Mrs, E. Fitzgerald. ependable supplies are welcomed 


ROYAL TYPEWRITER COMPANY, New York, N. Y.—This display 
was in charge of J. L. McDonough, western supervisor, portable divi- 


sion. He was assisted by G. C. Morley of the portable department, and Have you our latest rib- 


W. A. L’Neil, portable department. J. F. Vreeland, manager, Roytype 
Division, represented Royal. The complete line of portable typewriters . 
demonstrated sturdiness of construction and the ome and ease of bon and carbon prices? 
operation. Three models were shown, the Royal junior portable, espe- 
cially designed for the younger student, the Royal standard portable, 
and the Royal DeLuxe portable. A complete line of typewriter supplies 

was also demonstrated—Royal’s Vulcan, Vertex, Vogue and Value, AMES SUPPLY COMPANY 
carbon papers, and everything for the typewriter. 

SAINBERG & COMPANY, INC., New York.—This display was in 
charge of Robert B. Sainberg, assisted by Leon Banov. It showed a Teloph 
line of desk accessories, including blotter pads and linoleum pads for 5 / St.. C “AG o one 
commercial use and styles for decorative purposes. Also commercial, poe Woes Randolph Se., CHIC AGO, ILL Franklin 1946 


Manufacturers and distributors of typewriter and adding 
machine platens—part tool ibbons—carbons and supplies 








executive and home desk sets in a complete range of prices. While the 37 Murray Street . 583 Market Street 
complete line was not displayed, the firm introduced the important ae eae 7-219 SAN FRANCISCO 
items in the line, and all new styled merchandise for holiday sale. paras . 687 Gouinedid Beco 
SANFORD MANUFACTURING COMPANY, Chicago.—To enable 206 Lane Strest pene ‘ 
. ° ‘ P ‘ DALLAS NEW ORLEANS 

all dealers interested in merchandise display to inspect personally the : as . 
ink merchandiser which Sanford has offered all stationers, an actual Atlanta Clevelan Pittsburgh 

; 5 tteliat h ith shelvi - « t See ld Boston Denver Seattle 
unit was installed together with shelving and counter as it wou Seeciee Leo Angeles Washington, D. C. 
actually be built in any stationery store. It was, in fact, a section of Philadelphia 


what a stationery store would look like if it has an ink and adhesive 
merchandising unit. Those in attendance were W. S. Carpenter, presi- 
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GENCO 


STENCIL DUPLICATOR 





Make a list of the features a rotary duplicator 
ought to have to meet your market. You will 
find it checks point by point with the features 
of the GENCO Stencil Duplicator—and you will 
be surprised to find these high priced features 
on a duplicator selling for $44.00. 


1. Sensational new drum_ 5. Printing Range adjust- 
design. ¥/2 lb. ink at one ment-lowering or raising 
inking. of position. 

2. Inside mechanical ink 


6. Absolute accurate reg- 
istration. Positive paper 
stop 


distribution-leak proof. 

3. Printing surface 8 
inches by 14 inches. 

4. Speed 2,000 copies per 
hour. 


7. Feed board takes 100- 
200 sheets at one time. 
Carefully and completely machined to close 
tolerances, the GENCO with its minimum serv- 
icing is just the machine for dealers. That's 
why so many of them are concentrating on 
GENCO. Get the whole story today. 


GENERAL DUPLICATOR CORP. 
22-14 40th Ave. Long Island City, N. Y. 





The new GENCOSCOPE is another sure fire winner. An innovation in 
design, light is distributed evenly over the entire working surface. 
Many unique, original features 15.00 complete with light and cord, 
celluloid writing plate and 2 styli. 














OFFICE APPLIANCES 


dent, H. T. Griswold, vice-president, R. P. Carpenter, Fred Schaefer 
and Chuck Lofgren. 

SCRIPTO MANUFACTURING COMPANY, Atlanta, Ga.—New in- 
troductions occupied the spotlight in the display of the Scripto line. 
Three new long lead magazine pencils that hold 4-inch leads—one made 
of pyralin and tenite in a variety of patterns and colorings to retail 
for 25 cents; one with giant size eraser for 25 cents; and a distinct 
new style note—classic beauty in pearl, gold and jet black—to retail 
for only 50 cents; a special value Christmas set to retail for 39 cents; 
a new bridge pencil for 25 cents, and a bridge set for $1.00. These new 
items, along with the standard model Scripto pencils, composed the 
exhibition of merchandise offered by Scripto. Van Holt Hall, assistant 
sales manager was in charge, assisted by Herbert L. Hewson of Cleve- 
land, Walter H. Doerr of St. Louis and Glen Chambers of Chicago. 
SENGBUSCH SELF-CLOSING INKSTAND COMPANY, Milwau- 
kee.—The display was in charge of Merrill D. Hasty, assisted by 
Frank B. Hurst, Chicago representative, and Ward H. Silliman, South- 
ern representative. In addition, A. G. Schaefer, as well as President 
Gustav J. Sengbusch, and Assistant Secretary C. W. Sengbusch, were 
on hand to greet the dealers. Sengbusch products were exhibited and 
explained including the line of Handi-pen desk sets. 

W. A. SHEAFFER PEN COMPANY, Fort Madison, Ia.—In attend- 
ance at various times were C. R. Sheaffer, vice-president and treasurer; 
G. F. Olson, advertising manager; Elmer H. Dalldorf, wholesale sales 
manager; J. Graham Orr, Chicago manager; and W. W. Garrison, 
president W. W. Harrison & Co., advertising agency for Sheaffer. 
The Sheaffer Pen Company displayed all of the new merchandise for 
the 1937 holiday trade in Lifetime feathcrtouch fountain pens, Dry- 
Proof desk sets, and the Wasp clipper line manufactured by their 
subsidiary, the WASP Pen Company, Inc. Also, on display was a new 
fountain pen showcase design. 

SOUTHWORTH COMPANY, West Springfield, Mass.—This booth 
was in charge of Herbert J. Walsh, manager of the Chicago office. The 
products displayed were the Southworth visible watermarked paper 
and the Southworth typewriter paper. 

SPENCERIAN PEN COMPANY, New York City.—The Spencerian 
exhibit was a “triple feature” showing all three of the Spencerian lines 
—steel pens, fountain pens, and typewriter carbons and ribbons. The 
exhibit was in charge of E. G. Stacy, sales promotion manager. Harold 
Blum, sales representative for the Chicago territory, was also in 
attendance. The distinctive Spencerian buff and blue were the pre- 
dominating colors in all displays and packages. 

S. S. STAFFORD, INCORPORATED, New York City.—The Stafford 
display was in charge of William J. Tynan, manager of the Chicago 
branch, who was assisted by Fred Deutsch, Mr. McKee and W. S. 
Stafford. Exhibit consisted of complete line of inks, adhesives, stamp 
pads, carbon papers, typewriter ribbons, duplicator inks, stencils, furni- 
ture polish, etc. 

STATIONERS LOOSE LEAF COMPANY, Milwaukee.—This display 
consisted of Flexi-Post binders, distinctive styles of sectional post 
binders, Faultless visible equipment and “S-O”’ slide-operating ring 
binders. Display was in charge of H. E. Hawkins, vice-president, and 
Richard J. Conell, general sales manager, assisted by Frank Von Ritter, 
George C. Pohnke, John Kerns, D. A. MacDougall and W. H. Starr. 
STEIN BROTHERS MANUFACTURING COMPANY, Chicago.— 
Leo Stein, president, and E. R. Manning, vice-president and sales 
manager, exhibited the new Stebco line and many new things in zipper 
envelopes, ring binders, portfolios and brief cases. 

STURGIS POSTURE CHAIR COMPANY, Sturgis, Mich.—This dis- 
play was in charge of R. C. Huntley, president. Sturgis showed a 
few of its fast selling designs both in spring back and rigid back type 
metal posture chairs. Dealers were especially interested in a demon- 
strator designed to illustrate the easy, quick adjustment which is a 
feature of Sturgis posture chairs. 

SUPERIOR TYPE COMPANY, Chicago.—This display was in charge 
of Arthur C. Dent, assisted by the Misses G. J. Palmer and L. G. 
Kolfenbach. The Superior Type Company showed their brands of 
marking devices with many improved and expanded lines. The display 
included Crown line daters and numbers, self-inking line daters, rubber 
stamp racks, office printing outfits and date sets (rubber type) printing 
presses for rubber type, merchants’ sign and school chart printers, and 
adjustable stencils. There was also shown a complete line of com- 
mercial ink pads and marking inks in Superior, StamperKraft, Volger, 
and Excelsior brands. 

TERRY PENFILLER COMPANY, Janesville, Wis.—The display ex- 
hibited the various models of Terry pen fillers demonstrating how 
effectively they fill fountain pens and the exceptional features of the 
pen filler as an efficient inkwell. Complete promotional and resale 
material was featured. A. E. Gundelach, sales manager, was in charge. 
THE TROY SUNSHADE COMPANY, Troy, Ohio.—This display was 
in charge of George Fraley, Chicago district sales manager. Troy's 
new line of modern chrome office desks and tables was shown in posi- 
tion to present complete grouping and ensembles for general offices, 
private offices, vestibules, lobbies and lounges. 

TRUSSELL MANUFACTURING COMPANY, Poughkeepsie, N. Y. 
—This booth was in charge of Claude M. Conger, vice-president and 
general manager, assisted by Jack Kennedy, Gene Mitchell, Ed Perry, 
Emory Trussell and L. H. McDaniel, Trussell representatives. Trussell 
ring books in a variety of bindings showing original design and out- 
standing quality were seen here, also various products embodying 
Wire-O, the new mechanical binding that has become so popular. 
UNDERWOOD ELLIOTT FISHER COMPANY, New York City.—- 
This display was under the supervision of Gene Franke, in charge of 
special sales promotion, portable typewriter division. Mr. Franke 
explained to interested stationers how hundreds of other stationers 
have increased their profits through the promotion and selling of Under- 
wood portable typewriters. “A special sales promotion, designed to 
enable stationers to attract portable typewriter prospects to their store 
and to get a larger percentage of portable profits during the fall and 
Christmas season, was a special feature of this exhibit. Five Under- 
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Mark of Distinction BALANCED ACTION 
Chairs equipped with the Col- CK) CH A ! R | RO N $ 


lier-Keyworth rubber cush- 



















ioned-ball bearing chair irons 
are the only chairs bearing 
this red and gold quality tag 


Rubber Cushion 
Office Chair Iron 


A most pleasing and satisfactory fixture 





: : . with perfect balance which guarantees 
Simple in prin- 
ciple and free 


smooth action and recovery. Equipped 
, with tempered rubber cushions and ball 
from compli- ; a 
bearings. Lubrication unnecessary. Noise- 

cated mechan- : oid 7 aoe we 
2 7 ess, as sque are impossible. We claim 

ical details. : 

that in this iron we have perfected a bal- 


anced action rubber cushion iron that is 














the finest made. 





NEARLY TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER, MASS, U S A 
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ELLI 


G POINTS 


and the... 
SUPERIOR 


Undudulia 
CLIPPER STAPLE aoe 


t's Allin the Wave 


fom] 


THE ACE CLIPPER. 


e is 100% Foolproof and 100% Jamproof— 


e holds 210 Staples—twice as many as ordi- 
nary stapling pliers —and loads in a jiffy — 


e has the deepest throat and widest a open- 
ing of any plier type stapler — 


e handles with amazing ease because weight 
of machine rests in palm of hand — 


@ permits sustained high operating speed 
owing to short span of secured grip— 


e drives staples with minimum effort because 
of powerful leverage. 


THE CLIPPER STAPLE... 


@ is the only scientifically designed wire staple 
on the market, offering . . . 

e greater holding power — 

@ greater penetrating qualities — 

® greater resistance to buckling. 


And here is our particalar selling point 
fo goa. Air, Dealer 


r The ACE CLIPPER brings your customers back 
to YOUR STORE for oe staple pevet 


oe, 


ACE FASTENER CORPORATION 


3415 WN. Ashland Ave., Chicago 


Makers of 


THE WORLD'S BEST STAPLING MACHINES 





OFFICE APPLIANCES 


wood portable typewriters, “A model for every Purse and Purpose,” 
were displayed. 

VICTOR SAFE AND EQUIPMENT COMPANY, North Tona- 
wanda, N. Y.—Victor’s display was in charge of Messrs. W. F. Block, 
president; R. J. Moulton, J. W. Duncan, and Fred Fenne, district 
sales manager. It featured fifty years of progress and service to 
the dealer and many complete lines of Victor products were shown. 
There was on display the complete line of Victor visible record equip- 
ment, the five grades of Victor Military line steel filing cabinets— 
also steel desks, tables and transfer cases. Of particular interest was 
the fire resistive certified record protection products of Victor which 
include Fire Master and Fire Master, Jr., filing cabinets of one and 
one-half hour exposure, respectively; Victor safes in four, two and 
one hour exposures; fire drawers, treasure chests and burglary chests. 
Victor filing supplies and systems, Mak-ur-own index tabs, Victor 
duplicator stencils, inks and supplies and Victor business time savers 
were included in this comprehensive display of business equipment. 
THE WABASH CABINET COMPANY, Wabash, Ind.—This booth 
was in charge of Edward L. Little, who showed the Wabash line with 
the “Dealeronly” policy. Wabash featured its Supreme Quality filing 
supplies of all kinds and Mr. Little conferred with visitors and made 
demonstrations. 

WAGEMAKER COMPANY, Grand Rapids, Mich.—This display was 
in charge of John H. Bushnell, secretary; and although representing a 
full line, featured especially the Secra-Type pedestal typewriter desk 
in the 42- and 54-inch lengths, demonstrating the advantage of the 
42-inch Secra-Type desk with unbroken top. 

THE WAHL COMPANY, Chicago.—Eversharp’s complete line of 
pens, mechanical pencils and leads was on display. The new Eversharp 
repeating pencil was shown for the first time at a stationers’ con- 
vention. Charles P. Schoen, vice-president of The Wahl Company, was 
in charge of the Eversharp display. Other officials who assisted were 
H. C. Illium, advertising manager; O. L. Coryat, assistant sales man- 
ager, and J. F. Crawley, sales manager of the specialty division. 
WALLACE PENCIL COMPANY, St. Louis.—This display was in 
charge of Charles G. Consodine. A fine line of wood cased lead pencils 
was available for the inspection of the dealers in attendance. Espe- 
cially featured was the Invader black graphite pencils, packed in the 
distinctive metal box, and the Colored Invader lead pencils. 

L. E. WATERMAN COMPANY, New York City.—Waterman’s dis- 
play featured the latest styles of Waterman’s pens, pencils, desk sets, 
and packaged inks—and the newest of showcases for displaying these 
products in dealers’ stores. Of particular interest was a giant Ink-Vue 
demonstrator, built of a transparent material, that was continually 
being filled and emptied, and thus clearly showed the simplicity and 
efficiency of the filling mechanism of this pen. In addition to the 
showing of the newest Waterman’s styles, there also was shown various 
sales helps which the Waterman company has prepared for dealer use, 
such as colorful window and counter displays, special ink counter dis- 
plays, ads specially prepared for dealers’ use in local newspapers, and 
various pieces of printed matter for dealer distribution. The display 
was in charge of E. J. Kastner, sales manager, and John Stewart, 
Chicago district manager. 

F. S. WEBSTER COMPANY, Boston.—The display was in charge of 
F. H. Caswell, general sales manager, assisted by J. C. Krueger, 
Chicago manager, and company sales representatives. The main display 
piece, electrical in character, had the world as a revolving unit against 
a colorful background. Items themselves consisted of MultiKopy 
Micrometric and regular carbon papers, the new Web-Star carbon 
papers, Star silk and cotton ribbons, and other Webster products. 
FRANK A. WEEKS MANUFACTURING COMPANY, New York 
City.—This display was in charge of John A. Burns, vice-president and 
sales manager of the Weeks company. E. J. Huott, president of the 
company, was also in attendance. They showed the line of glass ink- 
stands manufactured by this company, along with a large line of 
stationers’ glassware. In addition to this, there were inkstands, and 
other desk accessories made from bakelite displayed as well as a 
general jobbing line of stationers’ glassware, stationers’ hardware, sta- 
tioners’ specialties, and stationers’ calendars. 

THE WEIS MANUFACTURING COMPANY, Monroe, Mich.—The 
Weis display was in charge of Karl Castle, Lionel Colomb, Stanley 
Woodruff and Harry and Walter Nichols. Assisting them were several 
from the main factory at Monroe, including Austin Consor, president; 
Erwin Weis, vice-president, and H. C. McPike. A guessing contest 
hooked up with a display of the more popular items in the Weis line 
was a novel feature of their exhibit. 

WHITING-PLOVER PAPER COMPANY, Stevens Point, Wis.—This 
display was in charge of D. E, Oberweiser and exhibited the Keebord 
line of typewriter papers. 

YAWMAN AND ERBE MANUFACTURING COMPANY, Rochester, 
N. Y¥.—This exhibit was in charge of H. P. Rockwell, vice-president 
in charge of wholesale division. Mr. Rockwell was assisted by George 
W. Schulz, manager supplies division; R. B. Williams, manager sales 
correspondence, and the following five district managers: Gene Don- 
ahue, I. R. Cornish, Stanley Griebel, Roy Klein and Ben McGinty. 
Before a modern background was displayed the new “Y and E” steel 
suspension desk. Also counter equipment showing new walnut graining 
steel card record desk in the new “Y and E” 640 gray finish, visible 
equipment, machine posting equipment, and the new vertical direct 
vision sorter for correspondence, checks, cards, etc. In the systems 
and supply display was shown the new direct vision (system for vertical 
filing of papers) and the direct name systems. 


Oe 
MICHIGAN CITY GETS NEW TYPEWRITER FIRM 
Under the name of Smith-Wickham Typewriters, a 
new distributor for the Woodstock Typewriter Com- 
pany was opened last month by George Smith and 
H. G. Wickham at 111 East Fourth street, Michigan 
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You Will See This “Display Only In Windows 
of Shaw-Walker EXCLUSIVE DEALERS 















DOCUMENT 
FIRE-FILE 
The modern way to 
keep folded documents 
safe from fire. 








W Fire-FILE 


SALES POLICY 
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DESK HEIGHT 
FIRE-FILE 


13 of 41 
Fire-File items 
illustrated 


All are described in the 
BUYERS’ GUIDE 





FIRE-FILE “30” 


Sells for a little more than 
an ordinary steel file. 
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THESE LABELS PROTECT CONSUMER 
AND SIMPLIFY YOUR SELLING JOB 


All products in the Fire-File 
line bear the Shaw-Walker 
**Certified Protection’’ and 
the Safe Manufacturer’s 
National Association labels 
certifying that they meet 
rigid specifications and will 
provide definite protection in 
full compliance with estab- 
lished standards. 













EXECUTIVE SAFE 


This file height safe is one 
of a complete litte of safes 
in single and double door 


models. 





INSERT DRAWERS 
One of the nine insert- 
drawers in the Fire-File 
line. 






FIRE CROSS-FILE 


A Card Desk, for cards of 
all sizes. 


FOR SMALL 
RECORDS 
Cross-File trays, all 
card sizes, fit all letter 
and legal Fire-File 
drawers. 


FIRE PROTECTED LEDGER DESK 
Standing height desk for cards 5”, 6” 


or 8” wide. 


Standing height card-file. 












































COUNTER HEIGHT 


Complete counters in 
which these Fire-Files 
provide protection for 
all records are quite 
common. 

























FIRE CARD-FILE 











EFFECTIVE 
DEC. Ist., 1937 


Shaw-Walker announces 
a new dealer-protective 
policy effective December 


1, 1937. 


After above date, Shaw- 
Walker Fire-Files will be 
sold only TO and BY 
authorized exclusive 
agents of Shaw-Walker. 


This policy is dedicated 
to Shaw-Walker’s nation- 
wide Agency Organization 
selling Shaw-Walker 
products exclusively. 


, Built Like a 





a 
GHAW-WALKER 


MUSKEGON, MICHIGAN 








FIRE PROTECTED 
POSTING TRAY 


FIRE-FILE — 


5%" x9¥," CABINET 
Counter Height — Cabinets of correct sizes 
For social security to house cards of any 
records and checks. dimensions from 8° x5 


to 12” x 16%". 








Heavy Insulation Provides Protection 


Parts of this Fire-File‘60” have been cut away so that 
you may see the thickness of the insulation and the tongue 
and groove drawer head. 

The thick monolithic insulation in Fire-Files is mesh rein- 
forced, cast in one piece. Bottom, sides and cross sections 
are an integral part of the wall and frame structure. 

Illustrated is the No. 4070, Fire-File “60”, letter size. 
This Fire-File weighs 560 Ibs. It is stocked in letter and 
legal sizes, in 2, 3 and 4-drawer heights and is available 
with all standard size inserts. 











STEEL FILES UPRIGHI 
Regular Height 

Five Grades, All Sizes 
Counter Height 

Three Grades, All Sizes 
Five-Drawer Height 

Three Grades, Two Sizes 
Desk Height 

Three Grades, Two Sizes 
Single Drawer 

‘lwo Grades, Two Sizes 





STEEL SECTIONAL FILES 


Full Width, All Sizes 
Half-Width, All Sizes 


SOLID CARD CABINETS 





Two-Drawer, Al! Sizes 
Single Drawer, All Sizes 


rRIPLE-DUTY 
EQUIPMENT 


COUNTER 





Counter Height Files 
Three Grades, All Sizes 
186 Stock Files with 
which you can assemble any 
counter arrangement 
Complete Layout Service 
Factory assistance and blue- 
print service 


STATE LINE 


A complete line of popular 
priced merchandise—It’s a 
complete line within the Sky- 


a 
im 
3 
5 
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BOOKCASES 


Wood — Three Sizes 
Steel — Three Sizes 


MAP & PLAN SECTIONS 


LIBRARY BOOK STACKS 


Four Units, — End panels, 
shelves, etc. 


. “Built Like a 





Muskegon, Michigan 


BUSINESS FURNITURI 


A complete, distinctive line of 
Steel Business Furniture—that 
sells on sight. 


CUPBOARDS 
AND WARDROBES 


STORAGI 





Seventeen different sizes and 
combinations. 





ALUMINUM CHAIRS 


‘2 
° 
3 
» - 
a 
ad 
5 
Se 
2 
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Distinctive Styles 


WOOD CHAIRS 


Distinctive Line 


HI LINE EQUIPMENT 


18 Different Units 


VERTICAI 
FILING SYSTEMS 





Six Complete Systems of 

Applied Indexing 
Ready Made Index 
Controlling Index 
Super Ideal Index 
Numerical Index 
Geographic Index 
Subject Index 


CARD 
FILING SYSTEMS 


Three Complete Systems 
Ready Made Space-Saver 
Tailor Made—lIns. Cell. 
Tailor Made—Metal Tip 

FILE GUIDES 

180 Stock Numbers 

Two Grades, 10 Styles 


FILE FOLDERS 


212 Stock Items 
Three Grades, Four Weights 


CARD GUIDES 


221 Stock Numbers 
Two Grades, 6 Styles 





CARDS 


Unprinted 
Six Grades, Four Weights 
Printed 
253 Stock Form 
Unequalled facilities for pro- 
ducing special forms. 


Exclusive Profitable Items 
Available Only From You 
As a Shaw-Walker Dealer 





MACHINE BOOKKEEPING 
EQUIPMENT 


Twenty Posting Trays 


Seven Open Side Styles 
Three Closed Box Styles 
Seven Drop Arm Styles 
Three Box Styles (No. 2) 


Fire Protected Trays 
Two Sizes 


Ledger Cards 


167 Stock Forms 
Facilities for producing any 
Special Forms 


Ledger Indexing 
Five Grades, All Sizes 


FILING SYSTEMS 


Six for Letter Filing 
Three for Card Filing 


FILING SUPPLIES 


Many profitable exclusive items, 
leading among which are: 


Northkraft Folders 


38 Stock numbers, four 
weights 


Space Saver Guides 
All Card Sizes 


Corner Clip Folders 
All sizes and weights 


TRANSFER CASES 


23 Different Cases 


VISIBLE EQUIPMENT 


Vertical Visible 
Wobble Block Visible 


STATIONERS’ ITEMS 


26 fast selling over-the-counter 
items — Joggers, File Boxes, 
Clip Boards, etc. 


FIRE PROTECTED FILES 


Fire-Files, Regular Height 
Two Grades, 11 Sizes 


Fire-Files, Counter Height 
One Grade, 11 Sizes 


Fire-Files, Desk Height 
One Grade, 9 Sizes 


Fire Protected Posting 
Tray Cabinets 
Two Sizes 


Fire Ledger Cabinet 
One Grade 


Fire Ledger Desk 
Standing Height, Two Grades 
Sitting Height, One Grade 


Executive Safes 
Complete Line of Moderate 
Priced Safes, Single and 
Double Door. 


INSTALLATION SERVICE 


A specialized department of 
operators trained in the instal- 
lation of systems. 


WOBBLE BLOCKS 


A device that transforms card 
drawers into visible equipment. 


Also reduces operating costs of 
letter files. 


ALUMINUM CHAIRS 





Complete Line 
Distinctive Styles 


BANK SPECIALTY 





EQUIPMENT 


Vault Trucks 

Fire Savings Desks 
Fire Ledger Trays 
Fire Check Filing Desk 
Fire Check Files 
Securities Files 
Safe Deposit Files 
All Bank Systems 
Bookkeepers’ Desks 
Sorting Racks 

186 Stock Forms 





Shaw-Walker wants to improve its representation in 


certain cities— Yours may be one of them—ACT TODAY! 
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City, Ind. The company will handle all makes of 
rebuilts and new portables as well as typewriter sup- 
plies, and will maintain a modern repair shop. 

Mr. Smith, a veteran typewriter man, started with 


the Remington Typewriter Company in 1916 and has | 


been associated with several major typewriter firms 
since that time. For the past thirteen years he has 
been with the Woodstock Typewriter Company. 

Mr. Wickham, formerly of Memphis, Tenn., 
more recently from Blytheville, Ark., 
career in the industry in the former city in 1920, later 
operating the Blytheville Typewriter Company in 
Arkansas and Missouri. Since entering the field he 
has been actively engaged in the sales and service of 
typewriters and other office machines. 


and 


. - Oo 
BANKERS & MERCHANTS STAMP WORKS 
ANNOUNCES NEW DEALER AID 
As a means of aiding dealers illustrate their line 


of chromium-plated stamps, the Bankers & Mer- 
chants Stamp Works, 3215 Sheffield avenue, Chicago, 


started his | 





has recently made available several electros which 


will be loaned to dealers for the purpose of illustrat- 
ing their catalogues and other advertising matter. 


According to S. M. Weissman, president of the | 


company, the Bankers & Merchants Stamp Works is 


still offering free to dealers an attractive chromium | 


| 


display stand together with a streamlined chromium | 
mount stamp as an advertising piece for window or | 


counter. This item is given free with the dealer’s 
first order. 
Those desiring further information on the electro 


or the display stand should communicate with the | 


company’s home offices. 
———————-— > —____ 


TONSINGS’ REARRANGING STORE 


Mr. and Mrs. E. W. Tonsing, of Atchison, Kansas, are 
like most new householders: no sooner do they get 
moved in and settled, than they begin to rearrange! 
The Tonsing’s opened a printery and book store in 
May, with a membership in the Kansas Book Dealers 
Association, and a good line of supplies, social and 
business stationery, and all sorts of paper goods. 

This fall they are departmentizing thoroughly, ar- 
ranging stocks so that the customer can practically 
enjoy self-service, in the office and business depart- 
ments. With close grouping of typewriter supplies, and 
all office needs, the Tonsing’s are finding bigger sales 
result. The same applies to quickness with which they 
can serve the school children who come in for books 
and school needs. A typewriter agency will be added 
a little later, Mr. Tonsing says—AG 


9 Po 


POUNDSTONE COVERS THE BEAT 


M. L. Poundstone, our genial friend and roving re- 
porter, who maintains an office supply and school 
equipment house in Tulsa, Okla., recently returned 
from a combination business and vacation trip to the 
Colorado Rockies. 


On his journey, Mr. Poundstone did not fail to jot 
down a few notes on doings in the industry, which he 
forwarded to Orrice APPLIANCES, and which are pre- 
sented here. 


“The Lindamood Stationery & School Supply Com- 
pany at Eldorado, Kans., is a new organization opening 
for business on July 10. They carry a representative 
line of staple merchandise, and office equipment, spe- 
cializing in the school supply business. Miss Bessie 
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SCORES OF NEW USES 


Make Model 36 Sorter Tray Stand 
a popular, fast-selling item 


The new Sher-Man Sorter Tray Stand is so convenient 
everywhere from executive office to shipping room that 
it practically sells on sight. Dealers all across the 
country have already found Model 36 a fast moving, 
profitable stand. It is ideal for sorting in filing, account- 
ing, and purchasing departments, for reference, catalogs, 
ledger sheets, stock and production records, shipping 
and receiving files, desk-side work holder, and many 
other uses. Strong, ‘lightweight, tubular steel stand has 
four large swivel casters. Steel tray, either letter size or 
legal size, holds 14 inches of files or other contents. 
Adjustable follower can be removed if desired. Leather- 
ette cover and hinged shelf can 
be furnished for either size stand. 
Write for illustrated literature. 

New Sher-Man general cata- 
log covering the complete line of 
Tubular Steel Stands for type- 
writers and office machines will 
be sent on request. 


SHERMAN-MANSON MFG. COMPANY 


625 South Koilmar Avenue ¢ Chicago 








L 


Letter or} 
without 


ang nM 


TUBULAR STEEL STANDS 


Pacific Coast Representative: 
c. J. } meee spay barn 339 E. Third St., Los Angeles 
Stock on hand for immediate delivery 


al size, with or 
inged shelf. 
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or GREATER | 
GALES 


— LOOSE LEAF 
EQUIPMENT 


——————== 


MODERN! 


Cesco Dealers enjoy the advantage of be- 
ing able to offer their customers a com- 
plete and modernized line of Record 
Keeping Equipment—a line that is con- 
stantly being improved and revised to 
meet up-to-the-minute conditions. They 
have at their disposal an organization of 
nearly 40 years standing. 


Get This New Catalog of 
Sectional Post Binders 


—A wider range of styles and grades, 
with a new plan of pricing which results 
in a lower net—even in the face of rising 
costs. Here is one concrete example of 
Cesco Dealer co-operation. 


Exclusive Agencies Available 


No matter how well you may be satisfied 
with your present connection, an investi- 


dealer’s exclusive agency plan. 


gation of the Cesco Line is suggested. It’s | 
worth your while to get our catalog “i 


The C.E. SHEPPARD CO., 


44-O1 21° Street.- LONG ISLAND CITY, N.Y. 
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Lindamood, the manager, has been the county super- 
intendent of public instruction for three terms in 
Eureka County, Kans., and brings to this business her 
experience in schools, and her associates have had 
experience in the office supply field. 

“In Denver, the Kistler Stationery Company located 
at 1630 Campa street has completely remodeled its 
main floor, and has one of the really attractive sta- 
tionery stores found in the Middle West. Keith Safe 
Company who have been doing business for many 
years on 1647 Blake street have moved to new quar- 
ters. Their new store is located at Fourteenth and 
Arapahoe streets. Originally this building was the 
downtown quarters of the Denver University, a sub- 
stantially built structure, four stories in height, 75 by 
150 feet ground measurements. This building has been 
completely refinished, and will be one of the largest 
and most commodious quarters used as an exclusive 
office equipment house in the Middle West. Mr. Keith 
will handle Herring-Hall-Marvin safes, Security Steel 
Equipment Corporation’s shelving, steel desks and 
office furniture. All-Steel-Equip lockers, cupboards, and 
special equipment. Complete lines of wood desks, 
tables, chairs, etc. Another concern that has gone into 
new quarters is the C. F. Hoeckel Blank Book and 
Litho Company, who have just moved to 1635 Cali- 
fornia street, and with an up-to-date downtown store 
with displays of staple articles, wood and steel office 
furniture in addition to their long-established lines, 
they will be even more of a factor in the office supply 
field than in the past. 

“At Boulder, Colorado, the Herkert Typewriter Ex- 
change, which has been in business for many years, is 
contemplating additions and will soon move into new 
quarters and add a more complete line of stationery 
and office equipment. Mr. Herkert has a splendid op- 
portunity in Boulder and is alive to conditions. 

“In Kansas I find that our good friend Mr. Wilcox 
and his associates in the Roberts Printing and Sta- 
tionery Company, 5-9 East Avenue A, Hutchinson, have 
enlarged their quarters and now have a fine display 
of office furniture in wood and steel, and have in- 
creased their stock of stationery considerably.” 

: —_—— 
YORK OPENS OWN BUSINESS 


Joseph York, for the past nine years a fieldman in 
the portable department of the Royal Typewriter Com- 
pany, last month announced the opening of his own 
business at 345 West Main street, Durham, N. C., under 
the name of York Brothers. 

Mr. York began his connection with the Royal Type- 
writer Company in April, 1928, and during the past 
two years covered the southeastern states in the capac- 
ity of portable fieldman. However, he looked forward 
to opening a business of his own and with this thought 
in mind, applied for and received a transfer to the 
standard machine department, which gave him the 
Durham territory effective August 1. 

In addition to new Royal standard and portable 
typewriters, the organization launched by Mr. York, 
will sell and service re-built office machinery of all 
kinds. 


-_ ——— 
SHAABER MOVES ORGANIZATION TO NEW 
QUARTERS 
The Business Equipment & Supply Company, for- 
merly of 431 Pine street, West Reading, Pa., moved 
recently and is now located in new display and sales 

rooms at 16 South Fourth street, Reading, Pa. 
The company was organized in June, 1934, by Harry 
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[poy METAL FURNITURE MEETS THE GROWING TREND 


TOWARD PRACTICAL MODERN OFFICES. 


mh 


























a Only a few years back the executive was look- 
ing only for utility in office furniture—but now the 
furniture must be both attractive and serviceable. 
TROY metal furniture meets this growing demand. 
With the introduction of a line of practical desks, 
TROY is now offering the only complete line of Mod- 
ern Chrome Metal furniture for the equipping of 
complete executive and general offices, including 
the vestibule, lounge and recreation room. 








The trend to TROY is growing and agencies are 
still available—so get on the TROY bandwagon 
now. Write us for our dealer proposition and 
complete catalog. 


THE TROY SUNSHADE CoO. Dept. P-l07 TROY, OHIO 
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FOR REAL FASTENER 
SERVICE 


Acco’s 
COMPLETE 
COVERAGE 
OPPORTUNITY! 


Ac 1O, originators of—and specialists in 

paper fasteners, can give you the sales 
and profits benefits of complete coverage in 
ALL of your fastener requirements. 

When the ACCO FASTENER was first 

placed on the market, the 254” size was the 
only size available. The application of this 
Fastener was so broad and the demand for 
it so great, it became necessary to manu- 
facture additional sizes. At the present time 
every commercial and school center is avail- 
able in capacities of 1” to 6”, and the de- 
mand for the different sizes is growing by 
leaps and bounds. 
e@ ACCO’s constant study of consumers’ 
requirements resulted in the creation of 
5 different styles for the 2°4” center alone. 
These types are the standard, the L type, 
attachable prong type, the thin base style 
and the flat base type. 


e All in all, there are 29 different sizes and 
styles of Acco Fasteners available for your 
customers’ binding requirements. Cet 
acquainted with the complete line and your 
binding profits will multiply! 


AC Ct @ 


PRODUCTS, Inc. 
39th & 24th St. 
Long Island City, N. Y. 


Ave. 





SEE 


CANADA: Acco Canadian Ltd., Toronto 
ENGLAND: AccoCompany, Ltd., London 
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M. Shaaber, who has been in the office equipment and 
commercial stationery sales field since 1919. 

The store room and basement of the new location 
are devoted entirely to display and sales of all types 
of office equipment as well as a complete line of com- 
mercial stationery. Among the products handled and 
sold by the organization are the General Fireproofing 
Company’s steel equipment and aluminum Goodform 
chairs, the Boorum & Pease Company’s loose leaf and 
bound book line, F. S. Webster Company’s carbon and 
ribbons, Oxford Filing Supply Company’s filing sup- 
plies and B. L. Marble wood chairs. 

At the previous address, the company maintained a 
stock room and office, with no retail facilities, all busi- 
ness being obtained by outside solicitation. However, 
at the new address, which is a short distance from the 
central business district, retail trade can now be accom- 
modated. 

Mr. Shaaber requests that manufacturers of com- 
mercial stationery and supplies forward literature 
pertaining to their lines. 
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FEATURES ROYAL'S INSTANT TOUCH TYPING CHART.— 

This clever display was recently shown by the Meyers- 

Arnold Company, Greenville, 8. C., Royal dealers in the South 

as a means of stimulating sales in the graduation market. 

The display is shown in connection with a good advertisement 

of the time payment plan of purchase and resulted in a large 
number of sales. 


EE ee 
INTRODUCING THE DAYDEX 
Something entirely new in the way of house organs 
has recently been produced and published by the Lock- 
wood-Hazel Printing & Stationery Company, Atchison, 


Kansas. 
Measuring only three by five inches, the new organ, 


| which has been christened the “Daydex” is a combina- 


tion advertising piece, “boiled-down” history of the 
company, and handy pocket diary, all rolled into one. 
It contains blank spaces for jotting down notes for 
every day of the month, a calendar for the current 
month and an attractive two-color cover. In the cen- 
ter a two-page spread features the Handi-Pen desk set 


_ of the Sengbusch Self-Closing Inkstand Company with 


two splendid illustrations. 
Each page contains a catchline which is a present- 
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“I had a rush job to do at home .. . the stationer recom- 
mended Carter's Midnight Carbon to me, so | bought 
some to try it out for myself. 


“So I took it to the office with me ... It’s really much 
cleaner to use. It doesn't come off on your fingers or 
clothes—doesn't smudge the onionskin, either. 


@ Carter's Midnight 'Carbon 
Paper . . . identified by the silver 
design on the back of each sheet. 


“She borrowed my Midnight 


“,.. The work | had to do seemed to go faster, easier 
- ++ coples were cleaner, too... and | got a real kick 
out of using this gay carbon paper. 


“Carter's Midnight always makes good, clear copies, as 
neat as a whistle ... 1! was the envy of Mary White who'd 
been having a lot of ‘carbon trouble.’ 


to try for herself .. . She was work it did... and now all the girls are using 
just as tickled with it as I— Carter's Midnight . . . It just seems to pep up 


and got just as good results. any routine job.” 


CARTER’S 7 g 
CARBON PAPER 


Also Midnight and Ideal Typewriter Ribbons 


@ Carter's Midnight and 
Ideal Typewriter Ribbons 
in the metal boxes that 
make grand loose-powder 
compacts. 











§@ In designing the new lines we have 
ollowed the rigid specifications on steel 
desks as prepared by the Federal Speci- 
fications Board of the United States Gov- 
rnment. 


The Federal Government maintains a 
tstaff of experts on metal furniture construc- 
> whose duty it is to see that all parts 
of a desk, table, filing cabinet, etc., are 
tthoroly tested by the Bureau of Standards 
gbefore a specification is issued. 


SECURITY DESKS MEET THOSE SPECI- 
FICATIONS! 


{ A MIGHD 








NEW STYLES! 
NEW FEATURES! 


Silent Drawer Glides 
All Drawers Interchangeable 
New Secoleum Reinforced 


Tops 
Smooth Rounded Corners 
Desks Designed for Concealed 
Electric Wiring 
Perfected Locking Mechanism 
The Last Word 


in Construction—Utility 
Economy—Appearance 


ject to the dictates of the manufacturer insofar 
as leg arrangement is concerned. SECURITY takes 
cognizance of the fact that individual tastes and 
needs are not all alike. 

In the two new desk lines, greatly widened in 
scope, there is a desk to fill the needs of the most 
discriminating buyer. 

Designed and executed by Security’s famous 
Desk Engineers and employing the latest type of 
Bridge Construction, the two new lines of Desks not 
only meet rigid government specifications, but are 
advanced to a point never heretofore reached by 
any manufacturer. 

SECURITY desks are low in cost—styled for utility 
and built to endure. 

We are paving the road for you to MORE SA 
—QUICKER PROFITS—BIGGER EARME 


N> longer need the buyer of steel desks be sub- 
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FRUM ANY ANGLE 














SIX ROLLERS 
SLIDING SUSPENSION 


AUTOMATIC STOP 


Ghe SUPER- 
PRON TO 


CORRUGATED STORAGE FILE 


TAKES THE URUEH 


Only the SUPER-PRONTO is equipped 
with an automatic stop which prevents 
the drawer from being accidentally with- 


drawn. 


Only the SUPER-PRONTO is equipped 
with a progressive suspension the same 


as on regular steel cabinets. 


Only SUPER-PRONTO drawers can be 
extended entire 24” length. 


WRITE FOR SAMPLE 


PRONTO FILE CORPORATION 


636 BROADWAY, NEW YORK, N. Y. 
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Picked at random some of 


day form of an old idea. 
these read: “Adversity—the bottomless pit surrounded 
by near-sighted friends,” “A business without adver- 
tising is like a car without gas,” “Footprints in the 
sands of time are not made sitting down,” and “Boost 
the firm that pays your wages or move on to one you 
can boost.” 


eI 
MILWAUKEE DISTRIBUTOR ADDS SIX STATES FOR 
SIMPLEX TYPEWRITER 

The American Typewriter & Office Machine Cor- 

poration, Milwaukee, Wis., has become sole agent in 

six states for the German-made Olympia portable 
typewriter under arrangements concluded recently. 

The contract reserving the territory of Wisconsin, 

Iowa, Nebraska, Minnesota, North and South Dakota 









THE STORE OF THE AMERICAN TYPEWRITER & OFFICE 
MACHINE CORPORATION AT MILWAUKEE.—Shown at the win- 
dow are (L to R:) Joachim Wussow and Hans G. Ucko, Erfurt, 
Germany; and E. L. Weiser and Charles D. Lines, president and 
secretary-treasurer respectively of the American corporation. 


and the Upper Peninsula of Michigan to the company 
was signed by E. L. (Bud) Weiser, president, and 
Charles D. Lines, secretary and treasurer of the Amer- 
ican company, and Joachim Wussow and Hans G. 
Ucko, officials of the Olympia typewriter factory at 
Erfurt, Germany. 


About a year ago the American Typewriter & Office 
Machine Corporation was formed for the sale and 
service of the Woodstock typewriter, seven different 
makes of portables and the Allen-Wales adding ma- 
chine. At that time the corporation was also the local 
distributor of the Olympia portable but sought a wider 
field. 

On his twenty-three day initial trip to a portion of 
the territory just acquired Mr. Weiser is reported to 
have established forty exclusive dealerships in as many 
cities and towns. 

In addition to the Woodstock standard typewriter 
and the Allen-Wales adding machine the American 
Typewriter & Office Machine Corporation also carries 
the entire Ames Supply Company line—JH 

ciiteprttiittinmate 
SCHIFF-MAYER WINS CONTRACT 

The Schiff-Mayer Company, 112 West Main street, 
Oklahoma City, recently won a contract to furnish 
office equipment for the county register of deeds office, 
in the new Oklahoma County Courthouse. The con- 
tract calls for $8,942 worth of equipment.—_EVH 























PRICF OP 


DUPRICATOR 


LIST 
PRICES 


PRICES SLIGHTLY 
HIGHER WEST OF 
ROCKY MTS. 


AUTOMATIC 





a 
. 3 Accurate doze Bt-t ae Rete): - , ae ae S 
@ Adjustable rubbe: jriy las 
@ Takes any standard stencil ri oe ' ' 
y i eed ft cara i ieqadai ¢ 


t 


Receiving tray with adjustabk rT @ Equipped with margin stripper 


guides for any size stock ; 
Ss. Y BivaWobitt-ited o) (=i ole lel eect 
~ . -= " , 
eS a @ Inside inking Open non - leakable t ‘ 
drum. . 
@ Equipped for inter attachment 
> roy) { . ion ré¢ y _ r 
Instant removal of impression rolle: @ Speed per hour—Hand Feed: 2.000 


WRITE FOR DEALERS 


oF. Ve Waele 


Simple devi on Com leh' 4:3 ale) ae debt: print Opie Automat 
ing position Y Matias iticedetet ict 


SPEEL-O-PRINT CORPORATION 


180 WEST WASHINGTON STREET CHICAGO 
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Standard Hesks 


Public acceptance of leadership proves merit 
and emphasizes the value in the name 


























Desk illustrated is No. 407 Made in genuine oak, walnut and mahogany 


Workers of all classes respond to the friendly appeal 
of wood furniture. 


Sold only through dealers in all principal cities 


STANDARD FURNITURE COMPANY 


HERKIMER, NEW YORK 
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NEW CARTER’S INK COMPANY CATALOGUE 


The Carter’s Ink Company of Boston, with branches 
in New York and Chicago, has just released a new | 
catalogue featuring their ink and adhesive line. 


This is an attractive and colorful thirty-six page 


CARTERSINK 


1937 





FRONT COVER OF CARTER’S INK COMPANY NEW CATALOGUE 


book printed in two colors with a beautiful four color 
cover depicting a cross-section of the complete Cube 
line, and working in in the background effects the new 
pictorial label design. 

The new catalogue goes into complete detail in de- 
scribing the various types of inks and adhesives and 
their best uses. Groupings of listings are segregated 
as to types and colors of inks, rather than to the vari- 
ous size containers, making reference to the catalog 
much easier. The Carter Cubes and Cube-Stands are 
featured, as well as the “paper re-sizing” Inky Racers, 
the VelVet Colors, the “pump-action” stamp pads, and 
“special use” adhesives. A complete page is devoted to 
adhesive facts which contains considerable informa- 
tion as to the right adhesive to use for different 
purposes. 

A page each in the back of the book is devoted to 
brief descriptions of the fountain pen and pencil and 
carbon and ribbon lines. 

7-0 


FIVE-PAGE NEWSPAPER SECTION CELEBRATES 
STORE OPENING 


The Office Supply Company, 515 East Capitol street, 
Jackson, Miss., recently celebrated the completion of 
a new home by advertising the event with a five-page 
section in the Jackson Daily News, one of the leading 
local newspapers. 

The unusual advertising plan was arranged and 


launched by Boyd Campbell, president and organizer | 
of the company, and Guy Lowe, his general manager. | 


Both men were also responsible for a splendid “open 





When you sell Eaton’s Berkshire 

Typewriter Papers, you sell  — 
QUALITY—and that naturally Te 
means satisfied customers and 


repeat business . .. not only on 
typewriter papers but on other 


office items. 


Hundreds of other stationers 
throughout the country have dis- 
covered this fact. They also find ae 
that the important work of crea- a 
ting business for them is consis- 














tently carried on by Eaton through 
consumer advertising to their 
best customers and by sales- 
minded promotional material: 
window displays and streamers, 
folders and a unique Typewriter 
Paper Selection Chart. 


GETTING IN TOUCH WITH 
EATON IS THE FIRST STEP 
TOWARD INCREASING 
YOUR TYPEWRITER PAPER 
SALES! DO IT TODAY! 


u TYPEWRITER 
EATON PAPER CORPORATION «© PITTSFIELD, MASS. 




















166 





Plan Now to Make 

the 1937 Christmas a 
RESPIRATOR 
Chair Cushion Christmas 





To assiet you we will lean you one of the new Respirator Cushion 
Display Racks as Ulustrated. Holds seven Respirator Cushions, 
three in both bottom and middle sections, one in the top section. 

The electric light in the rear of top cushion flashes off and on 
throwing light beams threugh ventilating heles in Respirator 
Cushion 

Attracts Attention, Demonstrates Ventilating System, Creates 
Interest, Increases Sales. 

Order now for the Christmas trade and let our silent salesman 


work for you. 


L. M. Bickett Company 


Watertown, Wisconsin, U. 
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house” which was held on the opening day of the new 
establishment and at which hundreds of visitors were 
greeted and entertained by the organization's entire 
staff. 

The special section was cleverly divided between 
advertisements of the various lines carried by the 
company and interesting sketches of different mem- 
bers of the organization’s staff. Page one contained a 
large picture of the store’s general office furniture 
display room and photographs of Messrs. Campbell 
and Lowe, while inside pages carried illustrations of 
other members of the firm including Assistant Man- 
ager Mrs. M. B. Chambers, Assistant to the Manager 
C. B. Walker, Miss Valeria Logue, W. D. “Boots” Denis, 
manager of the typewriter department; G. H. Ford, 
secretary-treasurer; J. T. Shurlds, repair shop man- 
ager; C. E. “Bill” Lyons, manager of the Mimeograph 
department; Mrs. W. C. Herbert, manager of the book 
department, and Salesmen Joe Stevens, W. M. Partlow 
and Lucian Conner. 

Among the manufacturing companies of the indus- 
try whose products were advertised in the special sec- 
tion by the enterprising firm and who wired their 
congratulations to Mr. Campbell, were the following: 

Art Metal Construction Company, Jamestown, N. Y.; 
L. C. Smith & Corona Typewriters Inc., Syracuse, 
N. Y.; F. S. Webster Company, Cambridge, Mass.; 
Eugene Dietzgen Company, New Orleans, La.; Imperial 
Desk Company, Evansville, Ind.; Dawn Manufacturing 
Company, division of Hall-Welter Company, Inc., 
Rochester, N. Y.; Samuel Gabriel Sons & Company, 
Frank Mashek & Company, Chicago; Markwell Manu- 
facturing Company, Inc., New York; Guide System & 
Supply Company, New York; National Blank Book 
Company, Holyoke, Mass.; Victor Adding Machine 
Company, Chicago; Defiance Sales Corporation, New 
York; Jasper Chair Company, Jasper, Ind.; Thomas A. 
Edison, Inc., West Orange, N. J.; Shaw-Walker Com- 
pany, Muskegon, Mich. 

The new edifice represents the finest in building 
construction. The imposing facade of the building is 
of black and gray structural glass on the first floor 
and of pale stucco on the second. A streamlined neon 
Sign adds to the appearance. 

All fixtures on the first floor are of bleached Philip- 
pine mahogany and here are located the general sales 
division and library department. Offices are iocated 
on the mezzanine and the second story provides show 
rooms for all office furniture, typewriters stencil dupli- 
cators and adding machines. The repair department is 
also located on this floor.—GHW 

——o = —_ 

DEALER SEEKS SEVEN STOLEN TYPEWRITERS 

Dealers throughout the country were asked late last 
month to be on the lookout for seven typewriters 
stolen from Walsh Brothers, 222 North Central, Phoe- 
nix, Ariz. Included with these machines the thieves 
also took a typewriter tool kit, a five tube, small Philco 
radio, a Friden calculator, a Monarch adding machine 
and an Allen-Wales adding machine. 

The missing machines and their serial numbers are 
as follows: 

Royal Portable “O” model No. 660907; Royal Stand- 
ard KHM No. 2076615, pica type; Royal Standard KHM 
No. 2047969, large elite type; Royal Standard KHM No. 
2102311, pica type; Royal 20”—1392235, pica type 
(used); Underwood 14”—627277, pica type (used); 
Remington 12”—No. LP37018, elite; Friden calculator, 
model F-10—No. 75808; Monarch adding machine No. 
138805; Allen Wales adding machine No. 7177-39202 
(handle missing). 
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Bassick f/o-7i/* 
Chair Control 


No buyer of office furniture, once he knows these Flotilt 


advantages, wants an old-style chair. 





For, with Flotilt, there are no springs. All danger of 
serious accident from spring breakage is eliminated. 


And Flotilt can never squeak or squeal — it never 


needs lubrication. | The rubber tilting control unit is 

‘ - ; ? the heart of the chair. Rubber is 

It’s new— it’s modern _ and it gives the office ap- encased in steel by hydraulic com- 

: : , , pression and protected against 
pliance dealer who features chairs equipped with the deterioration. 


2 Elevating mechanism completely 
enclosed. Swivel bearings encased 
and self-lubricating. 


Flotilt Control the all-important Selling Edge. Write 


for complete information and list of leading chair manu- 
3 Fingertip tilting tension adjust- 
ment. 


facturers who have adopted Flotilt. 


4 Elevating adjustment control. 











THE BASSICK COMPANY e BRIDGEPORT, CONNECTICUT 


The world’s largest manufacturers of Casters and Floor Protection Equipment 
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BUYING CARBONS AND RIBBONS 
(Continued from page 95) 

Carbon copies are today more a mathematical prob- 
lem than a debatable one. You can make ten carbon 
copies with a 10-substance paper, twenty with a 5- 
substance, and forty with a 2'-substance on a pica- 
type machine. The caliper of the three forms would 
be the same and the rule holds good for all weights 
and combinations. Forms today are designed, not 
guessed at. The depth of penetration of the type-bar 
below has been definitely measured and copies can 
be obtained up to the limit of this measurement. 

Various factors govern the kind of copies and least 
of these is the carbon paper, the following five are 
the most important. 

The Machine 

Typewriters differ in the force of the blow and 
penetrating power. Platens are of various kinds: a 
hard platen is necessary for good carbon copies and 
clear-type impressions; soft platens deaden the sound 
of the type blow but make good impressions impos- 
sible without the use of a backing sheet. The larger 
the type face, the more carbon copies. 
is used for billing, pica for legal work, and elite for 
neatness and condensation. 

The Ribbon 

The thinner the ribbon, the deeper the penetration 

and the sharper the carbon copies. Heavy ribbons 


are used on billing machines with large type where | 


wear is more desired than clear, sharp impressions. 


The Operator 
Heavy billing requires a heavy touch, correspondence 
a light touch, legal work a medium. Only an expert 
can govern touch to the work required. 
Paper 
A rag paper will take much better carbon copies 
than a wood pulp. A small percentage of rag stock 


in a paper will be noticeable in the carbon copies. | 
of the paper governs the | 


The weight (substance) 
bulk; the lighter weight the paper, the sharper and 


clearer the carbon copies. The surface of the paper | 
A glazed | 


governs the amount of the carbon deposit. 
paper will take less than half as much carbon deposit 
as a cockle finish from the same carbon. Colored 
papers detract from carbon copies on account of con- 
trast. Black against white with the same carbon 
will appear to be much clearer than black against 
fawn or any dark shade of paper. The lighter shades 


Gothic type | 





should be used towards the bottom of a form made up | 


of colored papers and the darker towards the top, for, 
the nearer the top, the heavier the deposit. 


Climate 

Extreme heat softens the carbon coating and cold 
hardens it. Carbon paper will write several degrees 
darker during the hot weather and several degrees 
lighter in cold weather. The tendency for roll marks 
and smutting is more noticeable in summer than in 
winter. Carbon paper makes more consecutive writes 
in winter than in summer because less deposit is 
taken off at each impression. 

There are a few fundamental rules governing mani- 
folding that do not seem to be disputed. The heavier 


weights of carbon wear longer (give more consecutive | 


writes) than the lighter weights. The heavier the 
carbon, the longer the life and the easier to handle. 
The lightweights are more inclined to tree (wrinkle) 
and are much harder to handle; they are more in- 
clined to curl. 

The choice of carbon paper for any given kind of 
work is the service the carbon man renders, and by 
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ROCKWELL-BARNES 


1511 WEST 38TH STREET CHICAGO 























: 1475 Powell Street 





The New 


MARCHANT 


All-Electric Full- Automatic 


_ felon Jocedt (NEULATOR 


One-hand keyboard control— 
no levers! 

Fully-automatic reversible 
multiplication. 


Automatic comparison divi- 
sion. 

Positive electric clearance re- 
gardless of carriage position. 

True figure-proof dials for all 
three factors, including the 
keyboard. 


MARCHANT 


CALCULATING MACHINE COMPANY 
HOME OFFICE: OAKLAND, CALIFORNIA, U. S. A. 
Service Throughout the World 





Marchant Calculating Machine Company 


Oakland, California OAS? 


Please send me further MARCHANT infor- 
mation without cost or obligation. 


Name 


Address __ vee 








City ——s 
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his knowledge and the elasticity and scope of his lines 
he holds his business. Values are easily demonstrated 
and the manufacturer, after all, is the only one who 
knows how to price his product. Catalogues and price 
lists are the rule, not the exception, and surely there 
can be no better assurance of value than the maker’s 
own estimate. Competition and business balance pre- 
vent selling little for much, or vice versa, and varia- 
tions in price occur only in quantity purchased or 
consumed. It is no longer practical to boost the price 
in order to enlarge the discount. All manufacturers 
of standing have at least adopted a safe and sane 
method of pricing their merchandise and offer a 
buyer his choice of qualities that are governed by 
value to fit the price. 

The buyer’s principal problem today is the choice 
of his carbon and ribbon vendor. The maker of his 
product—his integrity—his continuity of service—all 
count, but, most of all, his ability to find what you 
want and to be able to repeat at the right price is 
the greatest appeal. You should choose him as you 
would your family doctor, and then place the same 
confidence in his ability. 

I 

FROM A “CUBBY-HOLE” TO A REAL BUSINESS 

The above title might well be a complete description 
of the organization of J. W. Metcalfe, owner of the 
J. W. Metcalfe Company, 811 Second avenue, Seattle, 
Wash., who recently celebrated his fourth year in 
business for himself. 

Mr. Metcalfe, ever alert to opportunity and imbued 
with an optimistic outlook even in the height of the 














J. W. METCALFE 


recent depression, spent ten years in the service of 
an eastern manufacturer of steel office equipment. 
The latter part of this decade was spent in the dark 
days which followed 1929 and prospects could not be 
said to be particularly brilliant for anyone. 

But 1933 came along and the sun of returning pros- 
perity was making valiant efforts to appear above the 
horizon. Mr. Metcalf, noting these industrial solar 
efforts, made a momentous decision which is best 
explained in his own words: 

“I started on my own in 1933. My start was in a 
cubby-hole of an office on the eighth floor with no 
stock, no money and no credit. It seems like a night- 
mare now, as I have grown to such an extent and 
occupy a nice street location in the heart of the finan- 
cial district.” 

Mr. Metcalfe’s plucky climb from the depths of 
financial depression to a position which assures a per- 
manent departure from the cubby-hole period, was 
not without the aid of friends, however. This he gen- 
erously admits in the following words: 

“I feel very grateful to the wonderful accounts that 











Its Good Business Sense To Stock and 


Sell This J-30 Stapling Plier 


You will soon find that SELLING this STAPLING Plier becomes an important part of your busi- 
ness. These selling points you and your salesmen will want to use both in store demonstration 


and on your outside calls: 


Nevo INC'Clog 


Stapling Plier 


New four color display No. J-37 for J-30 Stapling 
Pliers. 10 inches by 11 inches. Attractive, colorful, 
effective. 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT. 


IF IT’S WORTH FILING 





It operates with ease — a slight pressure gives a 
smooth, driving action and positive clinch. 


It has a deep throat which allows stapling up to 
2” in from the edge, when desired. 


It will staple tough material—even COATED paper, 
up to the limit of its capacity—with easy action 
and without buckling of the staple. 


It is light—portable—durable. 


The repeat STAPLE business acts like the com- 
pound interest in your savings bank account—it 
accumulates. 


These are specific uses, but when you make outside 
calls you will find literally hundreds of uses, some 
old — some new methods. If your customer wants to 
“Fasten Things Together,” NEVA-CLOG usually has 
a solution. Write us complete details on UNUSUAL 
fastening problems. 


The available sales helps are prac- 
tical and effective in 
volume sales and profitable repeat 
business. Furnished free—imprinted 
—with your stock orders. 


facilitating 


CONN, 





STAPLING 


PLIERS 





For J-30 Stapling Pliers. 
4 Pages, 2 Colors. 














Fasten Things Together 


Blotter for ]-30 Stapling Plier. 


IT’S WORTH FASTENING 











MODEL S-100 STAPLING PLIER. $4.50 


A portable production stapling machine using a medi- 
um weight staple. Ideal for general stapling require- 
ments for offices and factories. Staples up to 40 sheets. 





MODEL B-100 STAPLING PLIER, $5.00 
A heavy-duty machine using a heavier flat wire staple. 
For tough materials such as boxes, cardboard, etc. 


c= WC Stopin 


8-page Folder on 
NEVA-CLOG Line. 





15 fay 





things fogethe 


DISPLAY No. S-37 
For S-100 or B-100 Stapling Pliers. 


Free on request. 





one, but many sales managers have equipped their 
orders, correspondence and other data it is neatly fastened 


HERE ARE SOME GOOD 
SELLING IDEAS 
l entire sales forces with Stapling Pliers. Call to their 
attention how it helps them keep their reports, let- 
together. Often these items are separated in sorting mail, 
sometimes valuable data lost or misplaced, causing lost 


Call on the SALES Managers of Corporations. Not 
ters and copies together: when they send in call sheets, 
time, delay, annoyance, extra cost. 


While the salesman is on the road he can keep his incom- 
ing and outgoing mail neatly stapled together — saving 
time and bother. And if he has to show records to his cus- 
tomers, he makes a good impression by having them neat 
and orderly. 


Pliers are light and compact — fit easily into brief case or 
sample bag, or can be carried in pocket. Delivery men can 
have one always ready to use in pocket of uniform or in 
delivery car or truck. Many concerns purchase in lots of 10, 
15, 25, 50 or more for this purpose. Here is an idea which 
will help you sell large orders — go to it. 
2 typewriter or in the desk drawer, out of the way. 
The desk-type machine is not as convenient as it 
must be left on the top of the desk. It is either out of reach 
or in the way. The result of this inconvenience is that sec- 
ond sheets are not fastened and copies are often left until 


later. This not only wastes time, but if the letter is worth 
writing it is worth keeping and keeping right. 


The Model J-30 is preferable for secretarial or steno- 
graphic use because it can be placed beside the 


The OFFICE MANAGER is usually the fellow who wants 
to know these things. Call on him and sell him a stapling 
plier for every stenographer, secretary, clerk and bookkeeper. 
4 NEVA-CLOG Stapling Pliers. They are used for 
setting up boxes, attaching cost sheets, receiving 

slips, factory blanks, tags, and dozens of other useful pur- 
poses. They seal bags of coffee, tea, beans, and other simi- 
lar private brand goods. They attach merchandise or samples 
to cards, fasten slippers, shoes, or gloves in pairs; attach 
sales tags to fabrics, or tags to rugs and bales. This type 
of user is a volume buyer for genuine NEVA-CLOG Staples. 
, leaving a machine and a box of NEVA-CLOG Staples 
with a potential user with the understanding you 

will pick it up in 15 days if not wanted will (based on 


In fact, if they are 
In 


When you call on factories, wholesalers, assembly 
plants and large dealers you find a sure market for 


You will be happily surprised how many prospects 
can be turned into sales by confidence alone. By 


experience) result in about 70% sales. 
your book accounts, the average will go much higher. 
doing this you automatically develop a very desirable repeat 
staple business on both NEVA-CLOG machines and genu- 
ine NEVA-CLOG staples. 


li 


vou are interested in more profits and greater volume 


VEL ACLOG 


s, write for our new merchandis 


Displays 


cone renee hine 


and Imprinted Folders 
as thes 


lt will pay vou. 
should he 


ng plan. 


re gratia but noted on vour orders are 


sent on request onty, 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT. 


IF IT’S WORTH FILING 


CONN. 
IT’S WORTH FASTENING 
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have dealt with me including many fine dealers 
throughout Oregon and Washington. Also a great deal 
of credit must be given to the fine factory support and_| 
coéperation which I have had from Mr. Harter of the 
Harter Corporation at Sturgis, Mich.; the Watson 
Manufacturing Company of Jamestown, N. Y., and the 
Smead Manufacturing Company of Hastings, Minn. 
Another very wonderful firm with whom I am proud 
to be associated is the Clarin Manufacturing Company 
of Chicago.” 








IT MAKES "EM REMEMBER WELDON ROBERTS 
ERASERS.—This sign was erected recently at 
Kearny, N. J., between Newark and New York, just 
opposite the old Manhattan transfer station of the 
Pennsylvania. Trains of the Pennsylvania, Hudson 
and Manhattan, and Lackawanna railroads, carry- 
ing total of 943,000 passengers, pass the sign and 
its familiar slogan every day. 
2 


CHICAGO SOUND SYSTEM MOVES 

Forced by the necessity of moving the offices closer 
to the factory, the Chicago Sound System Company, 
formerly of 1507-9 East Fifty-fifth street, last month 
occupied new and greatly enlarged quarters at 160 East) 
Illinois street, Chicago. 

The occupancy of the new home came with the com-| 
pletion and announcement of the organization’s latest 
models of the Communi Call. At the same time offi-| 
cials of the company said that response of dealers to) 
the firm’s products had increased production to the 
extent where moving the offices to the vicinity of the | 
factory had become imperative as a means of facilitat- 
ing the handling of orders. 





HE WINS A ROYAL DELUXE PORT- 
ABLE TYPEWRITER.—Bill Copenhaver, 
of Syracuse, Neb., is shown trying out 
his prize in the studios of KFOR, Lin- 
coln, Neb. Mr. Copenhaver won the 
Royal portable as a result of an adver- 
tising and sales promotion plan staged 
by the Nebraska Typewriter Company, 
Lincoln, Neb. 
es 


RUBLE TO OPERATE OWN COMPANY 
Adrian Ruble, previously in the service department 
of the Monroe Calculating Machine Company, Okla- 
homa City, Okla., recently purchased the Oklahoma 
Typewriter Company, located at 310 North Robinson 
avenue. | 
Mr. Ruble, continuing in the same location, offers) 
typewriter, adding machine and calculator service, and | 





FALLING LEAVES 


mean 


RISING PROFITS 
for C-J 


Dealers 


Fall brings increased record keeping activity as 
business swings into stepped up production and 
sales schedules. New and expanding records re- 
quired additional filing facilities ... This is your 
opportunity for increasing your sales of office 
equipment .. . especially if you feature the 
popular Corry-Jamestown Line. 


Corry-Jamestown dealers have a decided advan- 
tage. They are able to offer their customers 
and prospects over 600 items of stock equipment. 
EKach unit is designed to meet a definite record 
keeping requirement. Practically every record 
filling meed can be met from stock with this 
complete Corry-Jamestown Line ... offering as 
it does an exceptionally wide selection of sizes, 
styles, finishes and prices. 


Act now to secure your share of this profitable 
office equipment business, Write or wire for 
complete details about the attractive Corry- 
Jamestown dealer franchise. 


CORRY - JAMESTOWN 


MANUFACTURING CORP. 
CORRY, PENNA. 
Export Department—5713 Euclid Ave. 
Cleveland, Ohio 
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WHY A 
TAILOR-MADE 
INDEX? 


Every list of names differs from 
every other list, not merely in the 
number or size of the list, but in 
physical characteristics. This results 
from the nature of the business, the 
geographical area covered, national- 
ities predominant, and many other 
factors. An index that would be per- 
fect for the directory of Indianapolis 
will be hopelessly inadequate for that 
of Minneapolis, and for the member- 
ship list of a Russian organization 
it would be completely worthless. 
Yet all hand-me-down indexes are 
based on ‘“‘average”’ lists of given 
proportions—and an average list is 
non-existent. 


Let us give you full and convinc- 
ing details about Natural System— 
the index that can so easily and nat- 
urally be fitted to ANY list —that 
has never met a filing problem that 
even presented difficulties of proper 
and exact division—that does not re- 
quire special training or knowledge 
to install or operate—and that al- 
ways satisfies. 


Send Coupon Today for full information 
and get some of this most lucra- 
tive filing supply business 


NG 
(The Wabash Cabinet Co. 


“Wabash~Indiana. 











The Wabash Cabinet Co., Wabash, Ind. 
Please send us full information about NATURAL SYSTEM, 
with NEW PRICE LIST and DISCOUNTS. 


Name 


Address 
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handles used and rebuilt machines, new portables, and 
has an associate R. C. Allen agency. 

He also has taken over the service business of the 
Typewriter Sales Company, formerly operated by Roy 
C. Henricks. The latter shop (at 323 North Broad- 





] 








ADRIAN RUBLE 


way avenue) has been closed, and the telephone moved 
to the Robinson avenue address. 

For the past three and a half years, the Oklahoma 
Typewriter Company has been operated by Mrs. Gay- 
lord Booth, who continued the business founded by her 
husband in 1928. Mr. Booth died in 1934.—EVH 


et 


STEWART’S, INC., OPENS NEW BRANCH 

Devoted to small staple items such as are in demand 
in private homes and small uptown business estab- 
lishments, a new branch was opened by Stewart’s, Inc., 
at Forty-Second street and College avenue, Indian- 
apolis, last month. The new establishment will be 
similar to another one maintained by the company 
for a number of years at Thirty-Fourth and Pennsyl- 
vania streets. 

According to George Parry, president of the firm, 
the store will carry a line of commercial supplies, pens 
and stationery, together with the latest books, a rental 
library, magazines, children’s books, Dennison Manu- 
facturing Company supplies, and gifts. 

“With the new branch,” Mr. Parry explained, “we 
can better serve our customers who due to traffic 
conditions and parking difficulties feel that they do 
not wish to come all the way down town for a bottle of 
ink, a loose leaf filler or a book to read. In addition, 
the location is a splendid community center and we 
feel that the new store will meet the same success 
which has marked our other establishment.” 


————_0—= 0 


CLARENCE BUSH UNDERGOES OPERATION 

In a brief dispatch from New York comes word that 
Clarence Bush, of the General Typewriter Company, 
Washington, D. C., and prominent in the office equip- 
ment field, is well on the road to recovery following 
an operation for appendicitis early last month. It is 
the hope of his many friends that Mr. Bush, when 
fully recovered, will retain his good health for many 
years without the aid of surgeons or hospitals. 

Oe 


SOCIAL SECURITY ACT AMENDMENT ANNOUNCED 
In a statement issued late last month the following 
announcement was made by Guy T. Helvering, com- 
missioner of internal revenue, Washington, D. C.: 
“Article 401 of Regulations 91, approved November 9, 
1936, relating to the employees’ tax and the employers’ 
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No. 600—UTILITY CABINET 


Outside Width He 3ht Depth 
19” 43” 12” 


enters 


Aas 


Box Files .. . Bond Boxes... 
Cash Boxes . . . Security Boxes 
. . Filing Cabinets . . . Letter, 
legal, card and combination . . . 
in Standard, Counter and Desk 


Heights . . . Bankers Note Cases 
. « « Card Index Boxes and Cabi- 
nets .. . Transfer Cases... 
Cuspidors . . . Stationery Storage 
Cabinets . . Electro Cabinets 

. Letter Trays . . . in other 
words— 





No. 1005—DESK HIGH STORAGE CABINET 
side Width 


20” 20” No. 900—UTILITY CABINET 
CG if idtl j apt 
rovides additional working space along side utside WwW dth He ght Dept 
7 , 2 otal! 24 43 15 
r a > » > > on > Z ; ; . ; 
Jesk wo shelves adjustable w Three shelves electrically welded 


e way | 


+ Dept} 


Three Easy Aces 


Aas 


STEEL UTILITY CABINETS 


Attractive, well-built storage units, designed to meet mani- 
fold requirements. They fit harmoniously into all surround- 
ings. For the home or office. 

Made of high grade furniture steel, electrically welded 
throughout, equipped with paracentric key lock, and three 
shelves. 

Supplied in olive green, grained Mahogany or grained 
Walnut finishes. 

A complete line of storage and stationery cabinets to 
match our standard and counter height filing uprights, in 
single and double widths. 


The Complete Line of Office Equipment in Steel 


Sold Thru the Dealer 
Exclusively « 


ART STEEL CO., 


300 East 145th Street 
NEW YORK, N. Y. 





equally spaced 
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tax under Title VIII of the Social Security Act, is 
amended to read as follows. 

“Monthly Tax Returns.—Every employer (see arti- 
cle 4) shall make a monthly tax return, in triplicate, 
on Form SS-1 for each calendar month beginning 
with January, 1937. See, however, article 404, relating 
to final returns.” 

— iain 
GUATEMALA LAW DEMANDS DUPLICATORS 
BE REGISTERED 

An executive order, demanding that hectographs and 
other similar machines be registered with the govern- 
ment printing office and the national police depart- 
ment, was issued recently in Guatemala and announced 
in the August 23 issue of the “Diario Official.” 

News of the new law was received by the Bureau of 
Foreign and Domestic Commerce at Washington, D. C., 


| 


from Howard H. Tewksbury, commercial attache at | 


Guatemala. In explaining the new ruling Mr. Tewks- 
bury’s communication read: 


“In the case of hectographs, stencil duplicators and 
other type of duplicating equipment, indication must 
be made at the time of registering as to whether the 
equipment is to be used commercially or solely for 
private use by the owner.” 

rt 2 


WIGGER’S IN NEW QUARTERS 

Oklahoma City office equipment and typewriter 
dealers who have moved into new and larger quarters 
since the first of the year include Wigger’s Inc., who 
moved from 113 North Robinson avenue to 403 West 
Main street; Manly Office Supply Company, from 216 
West First street to 117 on the same street; Reming- 
ton-Rand, Inc., from 227 West First to 26 West First; 
the Dowling Typewriter Company, from 525 West Main 
street to 301 North Broadway; O’Neal Typewriter Ex- 
change, from 230 West Second street to 405 West Main 
street —EVH 
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ROSE-SMITH 
Walter Rose, salesman for the Standard Office Sup- 
ply Company, 315 North Broadway, Oklahoma City, is 
among the latest in local Office Supply circles to for- 
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WALTER ROSE 


sake bachelorhood. He recently chose for his life 
partner, Miss Miriam Smith, graduate nurse in the 
office of Dr. Gerstler Brown. Mr. Rose, who started 
with Standard Office Supply Co., in the delivery de- 
partment twelve years ago, has been outside salesman 
for nearly eleven years, specializing in furniture and 
steel equipment—EVH 
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CEN-TR=-KOTED 
Carbon Paper 


+++ 1s Vastly Superior for 
Manifolding ... and for all 
other carbon paper uses! 


No wonder CEN-TR-KOTED CAR- 
BON PAPER, with the perfected CEN- 
TR-KOTED BACKING SHEET, is 
winning such tremendous popularity! 
CEN-TR-KOTED provides extraordi- 
extra-sharp writing 


nary wear 


quality . . . and superior manifolding 
results! Rigid factory inspection in- 


sures absolute uniformity! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 


Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward grealer profits. 
Write for our dealer proposition 


booklet. 
* 


GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O'Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Portland, Ore. 








Houston, Tex. 
Denver Seattle 


Los Angeles 
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N. S. A. REGISTRATION 
(Continued from page 91) 











Steel Chairs 
with Wood, 
Linoleum or 
Steel Seat 
and Back. 
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Typewriter Stands all 
Steel or with Wood 
Top and Side Leaves. 
Many Styles from 
which to choose. 


FIN 
of WO 








No. 9000 


CelUh!l Four-Coat 
Lacquer finish on 
Wood parts. All 
Steel well Enameled 


and Oven-Baked. 


Ask for 
Catalog 


THE TOLEDO METAL 
FURNITURE CO. 


1632 Hastings St. 
Toledo, Ohio 








S500 


HIGH 





Office Cc 
School H 
Typist’s A 
Cafeteria | 
Factory R 

Ss 


Posture 





EST TYPE 
RKMANSHIP 


EST GRADE 
MATERIAL 


UHL Steel Furniture 
is built from Cold- 
Rolled Steel of a 
Special Composition 
which makes it 
Strong, Rigid, Ser- 


viceable and Durable 
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FURNITURE 














Antes, Mrs. G. A., Milwaukee, 

i 

Anderson, Mrs. H. C., Cincinnati, 
Ohio. 


B 

Mrs. Edwin I., Canton, 
io. 
Baines, Mrs. G. L., Fulton Sta- 

tioners, — Texas. 
Bair, Mrs. J. C., Austin, Tex. 
Balch, Mrs. Marty Chicago, III. 
Barkley, Mrs. P. H., Chicago, Ill. 
Bate, Mrs. J. R.. Manitowoc, 


isc. 
Bese, Mrs. Edw. T., Chicago, 


saw Mrs. W. D., New York, 
Berry, Mrs. E. M., Lewiston, Me. 


Bletcher, Mrs. Gladys, Grand 


Rapids, _— 
Boyer, Mrs. K. L., Toledo, Ohio. 
Brainard, Mrs. George C., Youngs- 


town, Ohio. 

Bristoll, Mrs. B. J., Des Moines, 
Iowa. 

Brohm, Mrs. B. H., Eagle . om 
Company, New York, N. ¥ 


Baer, 
Oo 


Cc 
Comptes, Mrs. R. D., Chicago, 


Carlson, Mrs. C. H., Chicago, IIl. 

Carpenter, Mrs. R. Sanford 
Ink Company, Chicago, Il. 

Carroll, Miss A. B., National 
Blank Book Company, Chicago, 


Til. 
Castle, Mrs. Karl, Chicago, III. 
Caswell, Mrs. F. H., Cambridge, 
Mass. 
Clegg, Mrs. W. C., San Antonio, 


Tex. 
Cody, Mrs. C. F., The C. F. Cody 

Company, Dubuque, Iowa. 
Coggin, rs. F. L., Sun Rubber 

ompany, Oak Pert, Til. 
Collins, Mrs. S Chicago, =. 
Comstock, Mrs. 7 D., 

Aigner Company, Chicago, In” 
Cogeetine, Mrs. C. G., Chicago, 


Cooley, Mrs. Parle, Chicago, Ill. 


Cooper, Mrs. F. S., Corapolis, 
Penna. 
Cooper, Mrs. R. D., Art Metal 


Construction Company, James- 
town, we 
Cogent Mrs. George, Chicago, 

Ill. 


Craig, Margaret, Nashville, Tenn. 

Crile, Mrs. Don A., Canton, Ohio. 

arene, Mrs. K. F., Detroit, 
ich. 


D 


Dafoe, Miss, Chicago, Ill. 
. Mrs. William J., Chicago, 


Ill. 

Davies, Mrs. John R., Philadel- 
phia, Pa. 

Denner, Mrs. D. H., Kessler Office 
Supplies Company, Grand Rap- 


ids, Mich. 

Dick, Mrs. H. C., Cincinnati, 
Ohio. 

Donahue, Mrs. J. L., Boston, 
Mass. 


Dories, Mrs. Fred C., The Fred- 
erick Paper & Twine Co., Lima, 
Ohio. 

Douglas, Mrs. H. Dorsey, News 
Dispatch Co., Oklahoma City, 


Okla. 
Doyle, Mrs. Bill, Oklahoma City, 


kla. 
Dressel, Mrs. a 
Company, Chicag 


Duerr, Mrs. W. D- 


Autopoint 
‘Detroit, Mich. 
E 
Eckert, Josephine, Santa Fe Book 


& Stationery Company, Santa 
Fe, N. M. 
Eichenlaub, Mrs. R. J., Service 


Steel Products Company, Chi- 
cago, Ill. 
Emery, Mrs. Lynn B., Detroit, 
Mich. 


F 


Fellows, Mrs. H. L., Chicago, IIl. 

Fitzgerald, E., Rockwell-Barnes 
Company, ae Ill. 

Follin, Mrs. M. V., Riverside, Ill. 

Ford, Mrs. J., ‘Jr. Peterson Lith- 
ograph & Printing Company, 
Omaha, Nebr. 


Foreshew, Mrs. Phyllis, Pierre, 
nm. irs. George E., Chicago, IIl. 
G 
Gallup, Mrs. F. E., Kansas City, 
mR. y Mrs. C. P., Washington, 
Geyer, Mrs. Andrew, New York, 
Gilbert, Mrs. John A., Glen Ellyn, 


Gevthand, Mrs. L. C., Oxford 
| Supply Company, Brook- 
lyn, 

as Mrs. W. J., 


Gosiger, Mrs. P. A., Loose Leaf 
Metals Company, St. Louis, Mo. 

Graham, Mrs. R. W., San Ber- 
nardino, Calif. 

Gram, Mrs. J. S., J. L. Hanson 


Chicago, 


Company, Chicago, IIl. 
Gregory, Mrs, C. G., Los Angeles, 
ali 


Grieve, Mrs. Russell P., San An- 
tonio, Texas. 
Griffin, Mrs. H. W., Nashville, 


Tenn. 
Gundelach, Mrs. A. E., Janesville, 
Wis. 


H 


Hale, Mrs. H. M., Lafayette, Ind. 
Hammond, Mrs. R. L., National 
Blank Book Company, Holyoke, 


Mass. 
Hampton, Mrs. Harold J., Indi- 
anapolis, Ind. 
Hanson, Mrs. T. H., Tulsa, Okla. 
a Mrs. V. A., Sioux Falls, 
Hathorne, Hazel L., Gallup, N. 
ex. 
Hatten, Miss L. A., Gallup, N. M. 


Henderson, Mrs. B. L., Art Metal 
Construction Company, Chicago, 


Henderson, Eleanor M., Standard 
Printing Company, Hannibal, 


Mo. 

Henderson, Mrs. G. W., Indianap- 
olis Office Supply Co., Indianap- 
olis, Ind. 

Herr, Mrs. Edith B., Lancaster, 
Penna. 
Herskovitz, Miss Esther, Office 

Appliances, Chicago, IIl. 

Heymann, Mrs. Harry, Eagle Pen- 
cil Company, New York, N. Y. 

Higgins, Mrs. Tracy, Brooklyn, 


5, we 
Holley, Mrs. C. C., Des Moines, 


Iowa. 
Holley, Mrs. John M., Des 
Moines, Iowa. 
Holmes, Mrs. F. L., 
Mich. 
Meeper, Mrs. Edgar R., Chicago, 
Horder, Mrs. E. Y., Chicago, Il. 


Horder, Mrs. H. G., Chicago, IIl. 
Hubbard, Carol, Chicago, IIl. 


Detroit, 


Hucke, Mrs. Charles H., Atlanta, 
Ga. 
J 
James, Mrs. Fred W., James & 


Weaver, Youngstown, Ohio. 
Jerue, Mrs. Sterley, St. Paul, 
Minn. 
Johnson, Mrs. Evan, Office Ap- 
liances, Chicago, Ill. 
Johnstone, Mrs. C. H., Neva-Clog 
Products, Inc., Bridgeport, 
Conn. 
Jones, Mrs. F. H., Chicago, Ill. 


K 
Keeling, Mrs. E. A., Jamestown, 


Klebba, Mrs. Edward, Klebba’s, 
Royal Oak, Mich. 


aco Mrs. C. J., Waterloo, 
° 

Kral, ‘f S., Buckeye Office 
8 eveland, Ohio. 


Krumweide, Mrs. Elmer, }- 
Aigner , ny Ill 
Kuresman, Mrs. Jack, Pounsford 


Stationery, Cincinnati, Ohio. 
L 
Landes, Mrs. Jos. D., Schooley 


Printing & Stationery Company, 
Kansas City, Mo. 
Lang, Mrs. Francis J., Toledo, 
hio. 
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Larsen, Mrs. R. L., Ace Fastener 
Corporation, Chicago, III. 


Latsch, Mrs. R. D., Lincoln, 
Nebr. 

Lennartson, Mrs. Walter, Office 
Appliances, Chicago, Ill. 

Leonard, Mrs. C. W., Leonard & 
Company, Detroit, Mich. 

Lessard, Mrs. E. J., St. Louis, 
Mo. 

Linden, Mrs. Hy, Chicago, IIl. 

Lipmer, Mrs. William C., Chi 
cago, Ill. 

Lipp, Mrs. Gus, Denver, Colo. 

Locke, Mrs. W. H., Sioux Falls, 


Ss. D. 
Long, Mrs. E. E., Chicago, Ill. 


M 
Malatesta, Clara F., Office Ap- 
pliances, Chicago, IIl. 
Maneval, Mrs. Ralph, Chicago, 
Mann, Mrs. O. D., Houston, Tex. 
Manning, Mrs. E. R., Chicago, 
Ill. 
Mashek, Mrs. Frank, Chicago, Il. 
Maul, Mrs. Erma, The Prompt 
Press, Detroit, Mich. 
McKeever, Mrs. J. H., Aberdeen, 
Ss. D 


Miller, Mrs. Donald C., Office Ap- 
pliances, Chicago, III. 

Moody, Mrs. E. B., Austin, Tex. 

Morgan, Mrs. H. S., Chicago, Ill. 


N 


Nickel. Mrs. W. J., Chicago, IIl 

Niles, Mrs. George, Niles & Jones, 
Des Moines, Iowa. 

Nitschke, Mrs. G. A., New York, 
N. 


Noonan, Miss J. B., Lima, Ohio 
Norris, Mrs. J. R., National 
Blank Book Company, Holyoke, 
Mass. 


Oo 
Ober, Mrs. M. L., Indianapolis, 
Ind. 
Overend, Mrs. R. B., Ch'cago, Ill. 
P 
Parrott, Mrs. J. M., Waterloo, 
Iowa. 
Parrott, Mrs. J. S., Waterloo, 
Iowa. 
Parrott, Mrs. R. W., Waterloo, 
Iowa. 
Peckman, Mrs. Richard S., Den- 
ver, Colo. 


Pembroke, Mrs. A. B., Salt Lake 
City, Utah. 

Percy, Mrs. G. S., Chicago, Ill. 

Perry, Mrs. A. S., Jr., Nashville, 
Tenn. 

Pierce, Mrs. Walter V., Midland 
Paper & Stationery Company, 
Minneapolis, Minn. 

Pinney, Mrs. D. R., Chicago, Ill. 

Powell, Mrs. Ben }-- Guicog, Ill. 


Robbins, Mrs. W. G., Rocky 
Mount, N. C. 

> Mrs. Herbert O., St. Louis, 

Roth, Mrs. Charles W. Dayton, 
Ohio. 

Rowan, Mrs. R. O., Omaha 


School Supply, Omaha, Nebr. 
Rushmore, Mrs. J. B., The Rey- 
burn Mig. Co., Chicago, Til. 


Ss 


H. C., Pounsford 
Ohio. 


Schmidt, Mrs. 
Stationery, Cincinnati, 


Schumacher, Mrs. Ray V., Colum. | 


bus, Ohio. 
Schuster, Mrs. W. L., National 
a. Book Company, Chicago, 


Seely, Mrs. Clem W., Tisch-Hine 
Co., Grand Rapids, Mich. 

Sengbusch, Mrs. . W., Seng- 
usch Self-Closing Inkstand 
Company, Milwaukee, Wisc. 

Segoe, Mrs. F. P., Chicago, 


Shapiro, Mrs. E., Chicago, Ill. 
Short, Mrs. Harry L., Columbian 


Art Works, Milwaukee, Wisc. 

Sick, ~~ Elmer L., Detroit, 
ich. 

Silliman, Mrs. Ward H., Mil- 


waukee, Wisc. 
Simpson, Mrs. C. W., Jamestown, 
New York. 
Smith, Miss R. O., Lima. Ohio. 
—. Mrs. W. L., Chicago, 


Mrs. D., Verstegen Print- 
Company, Sioux City, Iowa. 


Steele, 
ing 


Stein, Mrs. Leo, Chicago, Ill. 

== Mrs. E. W., Chicago, 
ll 

Stewart, Mrs. W. Neill, Dallas, 
ex. 

Sylvester, Mrs. Harry, Appleton, 
isc. 

= 

Thornton, Mrs. George H., 
Athens, Ga. 

Tope, Mrs. Ronald E., New Phil- | 


adelphia, Ohio. 
Towne, Mrs. Richard P., Holyoke, 
Mass. 


Trahan, Mrs. Gus, Lafayette, La. 
U 

Uden, Mrs. John A., Chicago, III. 

Underwood, Mrs. Charles, Fulton 


+ a id Company, Elizabeth, 


Ww 


Wax, Mrs. D. C., D. C. Wax Of- 
fice Equipment House, Portland, 
re. 
Weaver, Mrs. Charles R., Youngs- 
town, Ohio. 


Wells, Mrs. Roy E., Denver, Colo. | 


Wilson, Mrs. E. Clifton, Houston, 
Tex. 
Wittstein, Mrs. H. H., Cincinnati, 


Pritchard, Mrs. Chicago, Ohio. 

Il. Wobber, Mrs. E. H., San Fran- 

cisco, Calif. 
R 

Riley, Mrs. Evelyn Bush, Colo- Z 

rado Springs, Colo. 
Rivera, Mrs. Harvey E., Dameron- Zeller, Mrs. Frank, Des Moines, 

Pierson Co., New Orleans, La. Iowa. 

eee 


PALACE OF BUSINESS PROGRESS TO BE FEATURE 
OF SAN FRANCISCO FAIR 

One of the principal features of the Golden Gate 

Exposition, to open in San Francisco in 1939, will be 

the Palace of Business Progress—a gigantic exhibition 

of manufactured products of the office equipment 


industry. 


Just how big this building will loom when the 
exposition opens was recently demonstrated to resi- 
dents of the Bay City when a miniature plaster of 
paris model of the entire fair grounds was exhibited 
in a pavilion located in the historic Union Square in 


downtown San Francisco. 


The Palace of Business Progress as shown in the 
model will extend southernly from the Ferry entrance 
to the Palace of Electricity and Communication along 
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Mary hears about 
the STANDARD 


New Process Sierras 














“Is that the new duplicator you've 
been telling me about, Grace?” 

“Yes, Mary, and I'll never go back 
to the old kind again, the Standard is 


so much faster and cleaner.” 


“Do you really mean that you haven't 
any messy gelatin rolls to take care of?”’ 
“No, they aren't needed. You see, 
this is a direct process machine which 


doesn t require a transfer medium 2 














“But surely you have to set up type, 
or use stencils or ink or something, 
don t you?’ 

“No, I don't, Mary! I type a master, 
attach it to the drum and run copies 


right away.” 























“We get runs of much 
brighter copies in about a third of the 


tame. The Standard is clean and al ways 


longer 


ready to use and economical, too.”’ 

“I'm going right back to the boss 
and ask him if he won't get us a 
Standard but it will 


make my work easy! 


Gee, Grace 











Duplicating Machine Division 
STANDARD MAILING 


Revere Boulevard, Everett, Mass 


MAIL COUPON 
TODAY 


Without obligation, please send me free 20 page booklet 


Process Lowers Copy Costs 


Process Duplicator 
Name 
Firm 


Address 


uy) 


PLI 


Uy" 


BG 


giving complete information on the Standard New 


Find out more about this new way of 
making copies by direct fluid process. Learn 
how to prepare bright legible scripts 
easily, the 
fluid way. Find out how other business 
men are using the Standard New Process 


quickly, economically 


Duplicator to real advantage 

FREE! 20 Page Booklet 
Send for free booklet “‘How Standard's 

Direct Process Lowers Copy Costs” 

which gives complete information re 

garding the Standard machine. There is 

no obligation Use the attached coupon 


for reply 


MACHINES CO 


“How Standard's Direct 
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Gilson- Bolens 


LOW FULCRUM 
Office Chair lrons 





Gilson-Bolens Type VR Chair Iron 
has these vital advantages 


A Low Fulcrum tilt causing the chair seat to rock 
in an easy, comfortable arc. (High fulcrum irons 
merely teeter on a high axis like a teeter totter. 
We make them for cheaper grade chairs). 


Rubber cushions of special design acting by direct 
compression and expansion. Torsion, so destruc- 
tive to rubber, is entirely eliminated. 


Controlled Resiliency—firmness when the chair 
seat is level for desk work—just the right tension 
throughout the tilt. 


A strong spider with heavy steel arms securely 
riveted to a wide steel stretcher. 


. Tilt bushings of oil-bearing bronze which need 


never be lubricated. 


A new ball bearing thrust washer which has with- 
stood a test of over one million movements with- 
out damaging wear. 


A steel screw spindle left blank at the lower end 
and finished by grinding like an automobile crank 
shaft, providing tight fit—no wabble. 


Any desired type of hub or sleeve including three 
which are self-lubricating and turn on anti-fraction 
bearings are available with this iron. 


The Gibson-Bolens Type VR iron has withstood a 
test of a million tilts and finished in good useable 
condition. 


We sell to chair makers only. If you want the basic 
sales advantages of Gilson-Bolens Low Fulcrum Irons, 
insist on getting them on your chairs. 


GILSON-BOLENS MANUFACTURING 


COMPANY 


PORT WASHINGTON, WISCONSIN 
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the westernly section of the series of major exhibits 
palaces and will overlook the San Francisco skyline. 

Windowless, the structure, like the other buildings 
of the fair, will have constantly controlled illumination 
and air-conditioning so that the dramatic effect of 
exhibits and the comfort of crowds are paramount. 

Twenty million people will pass through the fair 
gates, it is estimated, and for those of this great 
throng who visit the Palace of Business Progress there 
will unfold a story of office equipment on a scale 
never before attempted.—CWG 

————_o—e —___ 
BEACH’S NEW EXPENSE BOOK PUBLISHED 

Incorporating many changes utilized in accordance 
with suggestions received from travelers, a new edi- 
tion of Beach’s “Common Sense” travelers’ expense 
book has recently been announced by the Beach Pub- 
lishing Company, Detroit, Mich. 

One of the principal changes is a rearrangement 
































BEACH'S EXPENSE BOOK 


of the headings to give more space for writing without 
increasing the size of the page. Various new ideas 
have also been added to the summary pages for the 
greater convenience of bookkeepers. 

The book is said to be particularly useful not only 
for salesmen traveling on an expense account but for 
all business men who deduct traveling expenses from 
income and payroll tax returns upon which the gov- 
ernment demands a definite itemized record before 
allowing such deductions. 

——___o—e 
BENTON HARBOR COMPANY IN NEW ADDRESS 


Coincident with its appointment as agency for 
Underwood portable and standard typewriters and 
Sundstrand adding machines, The Office Equipment 
Company, of Benton Harbor, Mich., recently moved 
from 117 West Main street to 204 Pipestone street, 
where larger quarters and better facilities are avail- 
able. 

The company, which was organized two years ago 
when it purchased the fixtures of the Calhoun Office 
Supply Company, is operated by Fred L. Richardson 
and his son Ed Richardson, with R. E. Dearing in 
charge of the typewriter department. 

ee 
BRYAN ISSUES NEW CATALOGUE 

Containing more than 100 pages, each of which is 
lavishly illustrated with pictures of the many items 
carried by the company, a new catalogue, listed as 
No. 4, has recently been issued to the trade by the 
E. M. Bryan Company, 813 Thirteenth street, N.W., 
Washington, D. C. Bound in Wire-O binding and 
dressed in a neat light blue cover, the book also con- 
tains several pages of specimens of type faces avail- 
able to those seeking printing jobs. 
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Arrer a quarter century of spring- 
operated ring binders, the Stationers 
Loose Leaf Company has developed 
the first major improvement in this 
line in 25 years—the Faultless Slide- 
Operating Ring Binder — which 
eliminates or reduces the deficien- 
cies and irritations of the old type (am 
binder. Check the consumer ad- we ie 
vantages — all selling points — 

listed below. 








ra. SPATE Stee g3 Le cients at Sie AHEM Rie et a IR 


THE FIRST Major wren: 


IN RING BINDERS 


HE “S-O” Slide-Operating Ring Binder has many distinctive 

advantages over the old style binder. With its Pull-Push opening 
and closing device, a gentle pull of the lever slides the rings apart 
like the parting of a curtain. Since there is no “snap,” sheets do not 
jump off rings, even if the binder is filled to capacity. To close, an 
easy push on the lever, and the rings glide together. It is not necessary 
to touch the rings at all—therefore, no pinched fingers. 








Th new “S-O” Sheet Lifter lifts, rather than pushes, sheets over the 
rings. The sheets cannot jam or catch at the base of the rings, thus 
reducing wear on sheet punching and prolonging the life of the 
sheets. A counter-sunk label holder makes identification of binders 
easy. 


LABEL HOLDER 


The Faultless Slide-Operating Ring Binder comes in popular sizes 
and styles. Write for full dealer information on this and other Faultless 


items. 


STATIONERS LOOSE LEAF COMPANY 
§24 North Broadway 


NEW YORK MILWAUKEE CHICAGO 
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HiGH PUINT UFFICE CHAIRS 


Check them with 
your own idea 


of best value 


HIGH POINT No. 4510 
swivel arm chair and No. 
4511 arm chair illustrated 
here is designed for use 
with the modernistic Myrtle 
Desk shown on the opposite 
page. In point of materials, 
fittings, finish and general 
craftsmanship, it measures 
up to the High Point stand- 
ard of production which re- 
quires materials and meth- 
ods as recommended by the 
best brains of the furniture 
industry. 


Made of pecan, walnut or 
mahogany finish, it is at- 
tractively upholstered in 
genuine leathers. The re- 
volving chair is fitted with 
corner bumpers which pro- 
tect the chair and prevent 
marking the desk by acci- 
dental contacts. 


High Point Bending & Chair Co., Silver City, North Carolina 





No. 4510 


If you have never handled 
High Point Chairs or had op- 
portunity to examine them, 
let us ship you a few for dis- 
play and immediate demand. 





No. 4511 


When you know them, we be- 
lieve you will agree that they 
conform to your own idea of 
best value. 








ALMA offers to the Low Price Range Buyer, a full, honest measure of value, in a com- 
plete line of period and square post designs, available in oak, walnut or mahogany finishes. 


ALMA DESK COMPANY “ NORTH CAROLINA 


HONEST VALUES IN THE Low Price RANGE 


No. 461 F 
60°x"30 


No. 451 F 
50 x 28 
















POINT 








Three Good Lines Sold and Shipped Together 
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Modern office furniture appeals to 
men on the way up... show them 


MYRTLE 4500 SERIES 


Spirited, purposeful, harmonious in related detail, Myrtle 4500 
suggests the positive, forward looking individual—the man who 
is likely to influence purchases and sales for years to come. 





Myrtle 4500 series has tops, panels and fronts of best quality 
quartered striped walnut. Top drawers and base are striped 
walnut, V-matched. The desk is made in two sizes, 66x36 and 
60x34. Tables are made in these sizes to match, with end panel 
base and projecting top which provide convenient working space 
all around for secretaries or other associates. Also in the series 
are a 50x39 bookcase with solid doors of beautifully figured wal- 
nut, a telephone cabinet, costumer and waste basket. Chairs to 
match are shown in the High Point Bending & Chair Co. adver- 
tisement on the opposite page. 


Myrtle 4500 series is office furniture of remarkable beauty and 
interesting design. Put in a good display of it for some extra 
good business this season. Full details on request. 


MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 





Three Good Lines Sold and Shipped Together 
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HARTER 
Offers Dealers . . 





The Complete and Leading Line 
Of Correct Posture Chairs 





No. 82R 


18 inches, depth 17 inches, with 4 inch Evrflex 
welt seam. Action back. Base of sheet 
steel with 1% inch ball-bearing casters. 


pad 

















Seat height adjustable 17% in- 
ches to 20 4 inches. Seat width 


HE chairs featured above—the Exerciser, 
No. 82R, the Comfit, No. 51 and the Ex- 
erciser, No. 81R—are typical of the Harter 
Line of Posture Chairs—all scientifically de- 
signed to make correct posture mavens | and 
easy —all produced to sell on trial. It is this 
“try-it-yourself” idea that forms the basis of 
selling the Harter Way — the method by which 
so many dealers are gaining satisfied customers 
and making money for themselves. 
The Free Trial Plan is but one item in our 
current promotional program—a program 





Form fitting, correct posture chair, 
with self adjusting back 
pletely automatic. Adjustable seat height 16% 
inches to 19% inches. Back 1% by 6 by 11% in- 
ches. Net weight, 34 Ibs. 














— com- inches, widt 


ing casters. Net weight 51% Ibs. 


which has already gained enthusiastic dealer 
approval. Working with the dealer— helping 
secure sales—is traditional with us here at 
Harter’s. Of course there is nothing mysterious 
about this practice, it is simply natural. We 
realize that Harter dealers must prosper if we 
are to be successful. 

The NEW HARTER CATALOG is ready. 
We suggest that you write for a copy. If you 
are not a Harter Dealer perhaps you would 
like to join us. There is still some territory 
open for alert dealers. 


THE HARTER CORPORATION 


Manufacturers of the World’s Finest Steel Seating Equipment 


- STURGIS, MICHIGAN °* 








Seat height adjustable 17 to 20 
idth 17 inches, depth 
16 inches, with 3 inch Evrflex pad. Action back. 
Leather upholstery. Sheet steel base, ball-bear- 
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STATIONERY HOUSE OPENED AT CLARION 

The Horton Stationery Company, West Main Street, 
Clarion, Penna., was opened for business a few weeks 
ago. This company handles office machines, including 
typewriters and adding machines; school supplies, 
Eastman Kodaks and supplies. This business features 
Royal and Underwood portables, R. C. Allen calculators, 
Pronto steel files. A line of steel office equipment is 
to be added later. 





IN A HAPPY MOOD BUT NOT QUITE VICTORIOUS.—Here are 
members of the softball team of the United Typewriter & Office 
Machine Company, Inc., Washington, D. C., who just missed coming 


out on top in the recent national tournament. But if they went 
down in defeat in the major event they are champions of Washing- 
ton, having defeated all the girl softball teams in the Government 
League and the Independent League in the District of Columbia. 


en ee 


McDOWELL ROUNDS OUT QUARTER CENTURY 
WITH UEF 

W. R. McDowell, manager of the Underwood Elliott 
Fisher Company’s Charlotte, N. C., branch office, on 
October 1 rounded out twenty-five years of continuous 
service with the company. 

Mr. McDowell’s service began on October 1, 1912, 
when he entered the employ of the Underwood Type- 
writer Company, Detroit, Mich., as a member of the 
sales department. He was not looking for a temporary 
job and he liked the Michigan city. The years rolled 
by and he stayed. Then came the consolidation of 
the Underwood Elliott Fisher Company and he was 
still there, having rolled up a reputation as a salesman 
that was bound to bring him recognition. 

In 1931 that recognition came, and Mr. McDowell 
was appointed manager of the branch which he still 
controls. 

“In marking this quarter-century anniversary,” Mr. 
McDowell said, “I look back over a period of twenty- 
five years and recall a very happy relationship with 
the Underwood Elliott Fisher organization which, I 
hope, will last another twenty-five years.” 


——_ =e —____ 


CONLON AND HOSMER VISIT TRUSSELL PLANT 


All the mysteries of manufacture in the plant of the 
Trussell Manufacturing Company, Poughkeepsie, N. Y., 
were inspected by and explained to two noted visitors 
when Walter Conlon and Fred Hosmer, both of the 
Plimpton Manufacturing Company, Hartford, Conn., 
dropped in for a visit recently. 

Messrs. Conlon and Hosmer went to the Trussell 
plant to see John F. Kennedy of that organization and 
the latter decided it was a splendid time to show 
brother members of the office equipment industry just 
how the well-known Trussell line is manufactured. 











Thousands of Xmas Stockings 
Will Hold WEAREVER Pens and Pencils 


Fill Yours with WEAREVER PROFITS 


National advertising has already sold 
thousands of WEAREVER De Luxe 
Fountain Pens and WEAREVER 
“Personal” Pencils. Large space in 
Saturday Evening Post, Collier's, Life, 
Esquire and other magazines right at the holi- 
day buying peak will put thousands more in 
Christmas stockings. 

This is your opportunity to make sure that 
Santa Claus will fill your own Christmas stock- 
ing with WEAREVER profits. Tie up with the 
WEAREVER campaign now and get your share 
from WEAREVER demand. 

WEAREVER De Luxe has answered the request 
of millions who have wanted a fountain pen of 
genuine quality at a reasonable price. WEAR- 
EVER DeLuxe gives your customers a 14 carat 
solid gold point with a patented reinforced 
guard—ink capacity equal to any pen of its size 
—instant flow point, leak proof, vacuum sealed 
cap, gorgeous inlay effect colors—a pen-they'll 
be “glad to own end proud to give.” 

You can’t beat WEAREVER features at any- 
where near the price. You can’t beat WEAR- 
EVER’s program for building more sales for 
you. Send for the story and see for yourself. 
Better still, send in your order and let the 
profits tell the tale. 

































No. 834 


$1.00 


DAVID KAHN, Inc., North Bergen, N.J. 
MANUFACTURERS OF PIONEER & WEAREVER 


Since 1896— The World’s Finest, Popular Priced 
Writin g Instruments 


De Lime 


AMERICA’S QUALITY DOLLAR FOUNTAIN PEN 











CURMANCO 


Steel Office Specialties 


No. 103. Letter Size, 


Letter Racks 


Clears the desk for action. Sorts 
and distributes the papers of your 
daily work. Eliminates Confusion 


$4.00 


Olive Green 


Sliding Tray Rack 


No. 127—3 Tray. Letter Size 


No. 115. Letter Size, 


AN EFFICIENT CLEARING HOUSE 
FOR CORRESPONDENCE, OR- 
DERS, ETC. Top Tray, for Incoming 
Mail is part of stand. Balance of 
trays Quickly Removable for Easy 
Access or Transfer to other desks 
Substantially built of Art Steel, 
Olive Green Finish. 


$6.00 


Sorting Tray 


For ready reference. Opens like 
a book. Instant contact with 1-31, 
A-Z, Monthly, or Tab Indexes. Cor- 
rugated bottom. Rubber feet. 

Without Index, Olive Green. $3.50 


Correspondence Separator 


No. 105. Letter Size, 


No. 420. Complete with Roll, Duo-Tone Brown 


A HANDY MEANS OF CLASSIFY- 
ING Correspondence, Price Lists or 
Catalogs for Immediate Reference. 
Not Adjustable. Special Sizes 
Made to Order. Many firms have 
simplified sorting routine by pur- 
chasing special Separators with 4” 
to 12” partitions and from four to 
thirty pockets. Olive Green Art 
Steel. 


5 Pocket, 15,” Wide $3.50 


Stationery Separator 


Holds let- 
ter heads, carbon, and copy paper. 
Saves time, space and stationery. 


$3.00 


Insert for desk drawer. 


Business Register 


Uses adding machine rolls for pa- 
per. (Patented.) User cuts off any 
length memo, order, or call de- 
sired. Drawer inside for slips 
Saves mistakes. (Patented) 


$2.00 


ORDER TODAY 


QUALITY TIME AND LABOR SAVERS 
BUILD STEADY PROFIT 


Currier Manufacturing Co 


N. W. Terminal 


Minneapolis, Minn., U. S. A. 








OFFICE APPLIANCES 


ROCKY MOUNTAIN NEWS NOTES 
Office equipment sales are beginning to show some 
life with the advent of Autumn to offset the dullness 
of August. Denver men for the most part took advan- 
tage of the lull to remodel their stores. 


Vacationers included W. C. Brower, manager of the 
L. C. Smith & Corona Typewriters Inc., Denver, who 
made a three week tour of Old Mexico with his family. 
Leo Horal of the Denver Typewriter Company spent a 
week in the mountains trout fishing. Leroy Lynch, of 
the National Cash Register Company, Denver, took his 
family to Grand Lake, a Colorado mountain resort, for 
a week. Al Schmitz, representative of the Carter Ink 
Company, spent August in Denver on his vacation. 

. > > 

Pat O’Dea is the new Parker Pen man in this area. 

> > > 


The Underwood Elliott Fisher Company, 1729 Welton, 
Denver, is redecorating its offices. Walls are being 
transformed from a light green to a deep cream color. 
The repair shop is coming in for its share of the pro- 
gram, also. * 28 « 


The Royal typewriter branch in the Wilda building, 
Denver, has recently added to its office equipment. 
C. J. Boteler is the new addition to the sales force of 
this office. He was formerly connected with the type- 
writer sales field in Kansas City, Mo. He is selling in 
the capacity of national account salesman. 

7 . > 


Donald Stanfield, Cheyenne, Wyo., office equipment 
man, has recently recovered from a fractured spine. 
O. C. Stanfield, senior member of the same firm, re- 
ports that he received highest place in Western sales 
of Mimeographs and supplies. His recent vacation was 
spent in remodeling his residence into a duplex. 


Wyoming’s only lady typewriter dealer is Edith P. 
Waller, owner of the Lincoln Typewriter Exchange, 
1619 Central, Cheyenne. She has been ten years in the 
business and likes it. Her avocation is fiction and 
article writing and she has had much success in mar- 
keting her material. She has hit local papers and a 
few national magazines. She is unofficial president of a 
writer’s club and her shop becomes a meeting place 
for Cheyenne’s literary minded—which has helped 
typewriter sales, she says. 


Typewriter rentals boomed in Denver last month. 
Civil service examinations were the direct cause. Quite 
a mix-up resulted in the mad scramble and typewriter 
men were kept busy for several days after, tracking 
down their own typewriters which had been returned 


to the wrong places, or picked up by mistake. 
> « . 


J. S. Stahl and Company and the Typewriter Ex- 
change both report a poorer August than last year. 
They attribute this to the fact that conditions are 
generally better, people have more money to spend on 
vacations, therefore were out of town and sales suf- 
fered. ae 


The National Cash Register Company, Denver, capi- 
talized on a famous slogan of one of Denver’s biggest 
department stores—“Where Denver Shops With Con- 
fidence.” When this department store was sold two 
machines by this company, a window display showing 
the two machines and a huge placard made much of 
the slogan and its significance to the completed sale. 
—ATW 























CE TROUBLES 


MOMs 





E OVER 
THE ONE COMPLETELY 


GET-AT-ABLE 
STAPLING MACHINE 


Z desk models 








Check these Swingline features 





























A slight forward pressure on the loading latch releases the head which may then be swung back so 
that the ENTIRE CHANNEL is wide open for inspection or top-loading. 

Non-removable follow-block is automatically drawn away from staples when machine is opened. 
Cannot be lost, bent, nor snapped against the staples. 

Accelerated life test on follow-block spring indicates a working life of over one hundred years, 
based upon five thousand stapling operations a day. 

* Adjustable anvil for temporary pinning or customary permanent fastening. 

* Release-latch on the under side of base instantly permits ENTIRE TOP to swing back for tacking. 
* Soft black rubber cap, tapered to fit the palm, gives greater comfort while pressing or pounding. 
* Handsome black base smartly dressed in a rich crackle finish in perfect harmony with black 
cap and highly-polished-chromium steel body. 

All steel parts are drawn to combine light weight with strength, and hardened by a special nitriding 
process to resist wear. 100°/, rust-proof throughout. 

* Non-skid rubber cushion pads muffle noise and prevent scratching of furniture. 

Shortest driving stroke in existence makes stapling easier and eliminates piling up of staples. 
Uses standard size staples (competitively low-priced and NOT patented). 


No.3 Swingline Speed Fastener retails for $3.50. 
It has a throat depth of 24%” and loads 105 stand- 
ard size staples. No. 3 Staples are packed 5000 
in a box, in half length strips of 105 staples. 


No.4 Swingline Speed Fastener retails for $4.50. 
It has a throat depth of 44%” and loads 210 stand- 
ard size staples. No. 4 Staples are packed in full 

length strips of 210 staples, 5000 staples in a box. 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 

Kenneth Bertelson, of Bertelson Brothers and the 

charming Miss Mary Lou Hawkes, were married on 

August 16. The happy couple spent their honeymoon 

in the northern wilds of Minnesota and lower Canada. 
7 > a 


Members of the Northwest Travelers Club extend to 
Mrs. Hedstrom their sincere sympathy in the passing 
of her husband, William Hedstrom. Bill was a member 
of the Northwest Travelers Club for several years, and 
had a host of friends among the dealers as well as the 
travelers. After a long service with the W. A. Sheaffer 
Pen Company in the Northwest territory, Bill became 
associated with the Parker Pen Company of Janesville, 
Wis. a few years ago, where he was employed when he 
passed away. 





. * * 


The Karl Castles enjoyed a very nice summer at 
Nevis, Minn., fishing, swimming and boating in beau- 
tiful Lake Bell Tain. Karl has added channel swim- 
ming to his already extensive accomplishments, having 
broken the course record for the half mile channel 
swim. 

= > 7 

Cliff Talty, Floyd Kongsvik, Harold Hoffman and the 
writer enjoyed a three-day visit with the Castles, and 
take this occasion to thank Mrs. Castle for the sump- 
tuous feasts, and Kar! for his generous hospitality, even 
to the extent of his contribution in the indoor pastime. 
Much fun was had by all. 


* * * 


E. MacDonald Millar, at one time a representative of 
the Ace Fastener Corporation and also with Koch 
Brothers of Des Moines, died early in August in San 
Francisco, Calif. Mr. Millar at the time of his death 
was a district supervisor for the Niagara Duplicator 
Company. He was an accomplished organist as well as 
a gifted orator in demand at luncheon club meetings, 
in Des Moines and throughout Iowa. 

* ~ +. 

Art Fark, Fritzcrosser of St. Cloud, in addition to his 
well known abilities as a fisherman de luxe, has added 
that of lifesaving to his accomplishments. He recently 
pulled a traveler, who accompanied him on a fishing 
trip, out of the lake, when the aforementioned traveler 
followed his rod and reel into the water after a gigan- 
tic cast of at least twenty feet, so Art reports. This 
report has been verified by the traveler, who asked 
that his name not be used. He is the father of twins. 

* * * 

We understand that another well-known member of 
the Northwest Travelers Club has developed a pen- 
chant for driving cars into bridges. Reports are that 
the pavement was very slippery due to a recent hard 
rain. 

> > > 

B. J. Bristoll, former national president of the sta- 
tioners’ association, was a visitor at the Youngstown 
plant of General Fireproofing Company while on a 
vacation trip in the East. While on the trip Mr. Bristoll 
visited Detroit, Cleveland, and Chicago before return- 
ing to Des Moines. 

* 7. > 

Eddie Burton of Koch Brothers vacationed at Big 
Whitefish Lake in Northern Minnesota in August, 
bringing back the limit in fish. 


* * * 





Kirk Gross has purchased the Waterloo Office Supply 





Cerlfainli 
there’s a ~ 


ye 


between a cheap, flimsy or a 
heavy, bulky paper and 


ESLEECK THIN PAPERS 


The Esleeck grades are rag 
content papers, having 
strength for erasing and han- 
dling, thinness for making 
large numbers of copies and 
light-weight for mailing. 





They reduce Typing, Mailing 
and Filing costs... . 


FIDELITY ONION SKIN 


EMCO ONION SKIN 


SUPERIOR MANIFOLD 





@ Write for Samples ® 







ESLEECK MANUFACTURING COMPANY 


TURNERS FALL‘ 
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AND CANCO BASKETS 
HAVE THREE BIG 
ADVANTAGES 








THEY'RE GOOD-LOOKING 
... THEY LAST LONGER 
... THEYRE ECONOMICAL 


Beautifully lithographed in real- 
istic wood finishes, or in popu- 
lar colors. Made of sturdy steel, 
they last and last and last, And 
they are priced so that you can 
turn over your stock very fast. 
These three big advantages 
spell “PROFITS”. Write for 


complete information. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AVE. & HAMILTON ST., TOLEDO, OHIO 
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in Waterloo, Iowa. No change in name of the concern 
is contemplated. This firm specializes in office furni- 
ture, filing supplies, stationery, and has a rubber stamp 
plant as well as printing equipment. Kirk’s father, 
formerly of the Gross-Allbee Company in Waterloo is 
associated with Kirk in this business. 
. . . 

Frank Zeller celebrated his first wedding anniversary 

August 24. 


Fred Fenne, who has been traveling in the south for 
Victor, returns to his old stamping grounds in the mid- 
west and northwest territory. Welcome back to the 
Northwest Travelers Club, Fred, with your perpetual 
smile and good nature. 

> . > 

Sherm Read has returned to St. Paul with his family 
and the block-long Studebaker car, feeling fit as a 
fiddle. 


* * * 


Art Grayston, Ed Hansen, Cliff Talty, Roy Clarke, 
Charley Gendreau are fondling their guns and getting 
ready for the hunting season not far off. 

. - . 

Claude Fleet has started raving about the golden 
gophers, and placing his regular bet on Minnesota to 
go through the season undefeated. 





HAPPY LANDINGS!—Miss Marjorie L. 
Vowell, who heads the Central Type- 
writer Exchange of Chicago is shown 
here on her way to visit her home in 
Tennessee accompanied by her two broth- 
ers. Miss Vowell, who maintains one of 
the finest office machine stores in the 
Windy City, features Royal portables 
and reports a rapidly expanding market 
among students. 


———_¢ 


SPALDING STATIONERY COMPANY MOVES 
The Spalding Stationery Company, formerly at 
Third and Olive streets, St. Louis, Mo., has moved to 
the Burdeau building at Seventeenth and Pine streets. 
This organization handles its business by direct solici- 
tation, and its sales can be handled successfully under 
this plan. In its new location the company has clean, 
light and fireproof quarters, both for the warehousing 
of merchandise and the suitable housing of the print 
shop. The company enjoys excellent reduction in in- 
surance rates at the new location. 
: ous 
CIRCULAR FEATURES AMERICAN AUTOMATIC 
LAMPS 
A circular featuring eight popular models of its line 
of Burns floor and table study lamps has recently 


| been issued to the trade by the American Automatic 


Electric Sales Company, 1033 West Van Buren street, 
Chicago, Ill. All of the models included are scientifi- 
cally designed and are approved by the Illuminating 
Engineering Society. Copies of the circular may be 
obtained by writing the company’s home offices. 








Your regular supplier 
of L. L. Brown papers 
will gladly give you a 
complimentary copy 
of “Jungles”’. 


re Hudson Valley Paper Company 
ALBUQUERQUE. ...The New Mexico Paper Company 
ATLANTA ashe The Whitaker Paper Company 
AUGUSTA .. The Arnold-Roberts Company 
BALTIMORE Chas. W. Beers & Company 
BALTIM ORE J. Francis Hock & Company 
BALTIMORE The Whitaker Paper Company 
BILLINGS a Carpenter Paper Company 
BIRMINGHAM... Jefferson Paper Company, Inc. 
BOSTON ‘a The Arnold-Roberts Compan; 
BOSTON Century Paper Company, Inc. 
BOSTON — Cook-Vivian Company , Inc 
BOSTON Storrs & Bement Company 
CHARLOTTE Caskie Paper Company, Inc 
CHARLOTTE Virginia Paper Company 
CHICAGO Messinger Paper Company 
CHICAGO Bradner Smith & Company 
’ The Whitaker Paper Company 
“ The Cleveland Paper Company 

COLUMBIA Epes-Fitzgerald Paper Company 
COLUMBUS Scioto Paper Company 
DALLAS Olmsted-Kirk Company 
DENVER The Carter, Rice & Carpenter Paper Co. 
DES MOINES Newhouse Paper Company 
DETROIT .......Bulter Paper Company 
ERIE.... .....Durico Paper Company 
FORT WORTH.......... Olmsted- Kirk Company 
FRESNO ....Zellerbach Paper Company 
GRAND RAPIDS : Carpenter Paper Company 
GREENSBORO Dillard Paper Company, Inc. 
HARRISBURG Johnston, Keffer & Trout 
HARTFORD The Rourke-Eno Paper Company, Inc. 
HOUSTON L. S. Bosworth Company 
HOLYOKE Judd Paper Company 
JACKSONVILLE Jacksonville Paper Company 
KANSAS CITY Missouri-Interstate Paper Company 
LANSING : The Dudley Paper Company 
LITTLE ROCK Roach Paper Company 
LOS ANGELES ....General Paper Company 
LOS ANGELES. . ... Sierra Paper Company 
MEMPHIS ; Tayloe Paper Company 
MIAMI Everglade Paper Company 
MILWAUKEE Bradner Smith & Company 
MINNEAPOLIS Minneapolis Paper Company 
MOBILE Partin Paper Company 
NEWARK... Central Paper Company 
NEWARK Forest Pape r Compar . Ine. 
NEWARK J. E. Linde Paper Company 
NEW HAVEN. . The Rourke-Eno Paper Company, Inc. 
NEW HAVEN Storrs & Bement Company 
NEW YORK (¢ F. W. Anderson & Company, Inc. 
NEW YORK (¢ H. P. Andrews Paper ¢ ny 
NEW YORK (¢ F. A. F 
NEW YORK ¢ Forest Paper Comp 
NEW YORK Cr J. E. Linde Paper Co 
NEW YORK CI’ Merriam Paper C: 
NEW YORK (¢ Miller & Wright Paper Company 
NEW YORK (¢ John F. Sarle Company, Inc. 
NEW YORK ¢ Schlosser Paper Corp. 
NORFOLK The Old Dominion Paper Company 
OAKLAND. . Zellerbach Paper Company 
OMAHA. ...... . Field-Hamilton-Smith Paper Company 
ORLANDO... Central Paper Company 
PHILADELPHIA The Garrett-Buchanan Company 
PHILADELPHIA Paper Merchants, Inc. 
PHILADELPHIA The Thomas W. Price Company 
PHILADELPHIA Satterthwaite-Cobaugh Company 
PHILADELPHIA. . D. L. Ward Company 
PHOENIX eae Zellerbach Paper Company 
PITTSBURGH... The Alling & Cory Company 
PITTSBURGH... The Whitaker Paper Company 
POCATELLO Consumers Paper Corp. 
PORTLAND, ME. C. M. Rice Paper Company 
PORTLAND, ORE. Carter, Rice & Company _ ( ‘orp. 
PORTLAND, ORE. Zellerbach Paper Company 
PROVIDENCE The Arnold-Roberts Company 
PROVIDENCE R. L. Greene Paper Company 
PROVIDENCE Storrs & Bement Company 
RALEIGH... Epes-Fitzgerald Paper Company 
READING Van Reed Paper Company 
RICHMOND B. W. Wilson Paper Company 
ROCHESTER R. M. Myers & Company, Inc. 
8ST. LOUIS The Papercraft Company 
ST. LOUIS. . Shaughnessy-Kniep-Hawe Paper Company 
ST. PAUL = ..-Inter-City Paper Company 
SACRAMENTO Zellerbach Paper Company 
SALT LAKE CITY 
SALT LAKE CITY Zellerbach Paper Company 
SAN ANTONIO Shiner-Sien Paper Company 
SAN DIEGO Sierra Paper Company 
SAN FRANCISCO Genera ] Paper Company 
SAVANNAH Atlantic Paper Company 
SEATTLE West Coast Pape r¢ y 
SEATTLE Zellerbach Paper Com 
SHREVEPORT.. . Tri-State Wholesale Paper C: mpany 
SPOKANE Zellerbach Paper Company 

C 
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Western Newspaper Union 
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SYRACUSE J. &. F. B. Garrett 
TACOMA Northern Paper Company 
TAMPA Tampa Paper Company 
TOLEDO The Commerce Paper Company 
TROY Troy Paper Corp. 
TULSA Butler Paper Company 
WACO Olmsted-Kirk Company 
WASHINGTON Stanford Paper Company 

EELING The Whitaker Paper ( ompany 
WICHITA Western Newspaper Union 
WILKES-BARRE H. A. Whiteman & Company 


mpany 
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Use this booklet to guide your customers 
trough the bewildering maze of the 
RAG CONTINENT 
JUNGLES 


It will help you to sell the better grade of 
record books, forms or stationery—the 
kind that gives utmost service and value 
to your customers and results in greater 
prestige and steady repeat orders for you. 
Your copy, if requested on your letter- 
head, will be mailed immediately. 


L. L. BROWN 
Paper Company 


ADAMS, MASS. 
New York City Chicago Los Angeles 
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The splendor 0 gold where it can be Seen 


a, has regained its popularity! 
Gold has an irresistible gift attrac- 
tion. Many gold pen and pencil 
sets have appeared—but this is the 
one that is made to sell and stay 
sold, and this is why: 


Sheaffer’s famous radite barrel 
material provides the most pleasant 
‘“‘writing feel’’ while the pen is 
used in the hand. Therefore, 
Sheaffer has made the caps of both 
pen and pencil of gold (or sterling). 
Therefore, the visible portions are 
rich, natural gold, and those por- 
tions that touch the hand are 
radite. Thus Sheaffer makes the 
famous Lifetime Feathertouch pen 
a still prouder article of attire. 


The gold capped ensemble ex- 
presses Sheaffer’s basic idea that 
no business thrives on single pur- 
chase customers. People already 
Lifetime-equipped repeat pur- 
chases on these sets for weddings, 
anniversaries, graduations, bridge 
prizes, Christmas giving—or 
wherever the occasion calls for a 
fine and lasting token. To satisfy 
your trade, these Lifetime sets are, 
indeed, lasting and even their 
streamlined beauty is guarded by 
exceptionally strong construction. 


Sheaffer’s holiday national adver- 
tising features these sets in four 
colors in the nation’s finest maga- 
zines and newspapers. With the 
danger of a merchandise shortage 
later, place your order now. 
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HERE'S WHAT SELLS 
SHEAFFER'S GOLD SETS 


AT $19.75 


A New Gift Item for Christmas, 1937 
and For Re-Selling Customers Already Sold 

















Packed in genuine leather presentation case. 


SHEAFFER'S 


W. A. Sheaffer Pen Company, Fort Madison, lowa 


“‘The Pen Capital of America’”’ 
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CANADIAN NEWS NOTES 
The Howard Smith Paper Mills, Montreal, Que., mak- 


, For the same reasons they 
ers of fine office papers, is now celebrating the twenty- 
fifth anniversary of its business. The founder of the | prefer SPENCERI AN PENS 


firm, C. Howard Smith, was the son of the publisher 
of the St. Johns (Quebec) News. While salesman for 
the Canada Paper Company he came to recognize the 
need for fine paper mills in Canada, and constructed 
his first mill at Beauharnois, Quebec, in which only 
one machine was installed. 

George H. Tomlinson, a veteran now in the chemical 
field who started with the research department of the 
firm, is still doing active duty. The department which 
has been a most important factor in the enviable prog- 
ress the firm has made has been responsible not only 
for the production of the high quality of the firm’s 
products but the invention of several devices and in- 
struments for closer control of manufacturing. 

* * 7 


The Atlas Crayon & Pencil Company, Ltd., is a new 
firm incorporated to carry on the manufacture of cray- 
ons and lead pencils for all purposes. The head office 
and plant is at 283 Atlantic avenue, Montreal, Que. 
Thomas M. Roach, the president, who has been a 
member of the firm of Pollock Bros. and Company, 
Ltd., for many years both in Toronto and Montreal, 
has an extensive experience in this field. 

* * - 

Arthur P. Reed, manager of the stationery depart- 
ment of Copp-Clark Company, Ltd., loose leaf and sta- 
tionery manufacturers, Toronto, Ont., passed away re- 
cently. Mr. Reed, who had been ill for the past year 
had been associated with the company for the past 
fifty years. 





* * * 


J. S. Luckett, president of the Luckett Loose Leaf 
Company, Ltd., Toronto, Ont., who has been associated 
with the stationery business since leaving school in his 


Spencerian Pens sell because they have a name people 








native Missouri, is now celebrating his twenty-second know they can depend on. And it’s the same way with 
year with the Canadian trade. Mr. Luckett who insists Spencerian Typewriter Carbon Papers and Ribbons. 
upon giving personal supervision to the development | 

and marketing of the 1500 items produced by the Luck- | Your customers know it pays to buy the Spencerian line, 


ett Loose Leaf Company, learned the business with the because its high quality ensures long life. 


Baker-Vawter Company of Chicago, and later was with 
the Irving-Pitt Company in Kansas City. Through his 
valuable experience gained in the United States it was 
possible for him to lay the foundation of the Luckett | 
Loose Leaf Company in Toronto in 1915. Mr. Luckett 
is prominent in the trade and has acted as chairman 
of the organizing committee of the Stationers Guild 


Spencerian Typewriter Carbons and Typewriter Ribbons 
offer you the opportunity to build up this end of your 
business. They are graded to meet specific as well as 
general office requirements. Accurate classifications of 
grades reduce to a minimum the number of weights and 
finishes needed in a complete stock. 


of Canada and for three ppm occupied the president's A complete merchandising plan makes your stock move 

chair. Since its origin in 1933 the Guild has achieved quickly. It offers you the seven-piece window display 

commendable results in bettering conditions for the pictured above; a handbook with Proper Selection Chart; 

manufacturers, employees and retailers engaged in the envelope stuffers with space for the dealer’s imprint, eraser 

commercial stationery field. shields, etc. All of this material is beautifully finished in 
7 * * 


Spencerian buff and blue colors. 
The Royal Sovereign Pencil Company of England 
has named S. J. Reginald Saunders, well known Cana- 
dian writer of Toronto, as its representative. The 
Saunders agency has also been chosen as representa- 
tives in Canada of Cooper, Dennison & Walkden, Ltd., 
and Orimston & Glass Ltd., noted stationery firms of 
London, Eng. 


Sell more typewriter carbons and ribbons and protect 
yourself from unscrupulous, price cutting competition by 
displaying the Spencerian line, which is sold only through 
recognized dealers. Start now by sending for details of 
our merchandising plan. 


~ oun SPENCERIAN PEN COMPANY 
Wilson Stationers & Envelopes Ltd., Winnipeg, Man., 349 Broadway, Dept. P, New York 
reports a profit of $39,597 for the year ended April 30, 
1937, an increase of $17,000 over the previous year. an nr 
When preference dividends for the year had been paid, 0A 
amounting to $20,000, surplus for the year amounted GuMmltllle 
\ ” M 


to $19,597. The firm operates retail stores in Van- 
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Jeature Jhis Jable 
°FOR PORTABLE TYPEWRITERS 





No. 6200 


Here's the answer for a suitable table, fre- 
quently called for, to be used with portable 
typewriters. A splendid promotional item— 
smartly styled, correct size and height and 
low in price. Made of solid pecan, finished 
in walnut or mahogany. 





No. 263 


Refinement of designs, durable construction 
—smooth, noiseless, swiveling attachments, 
all have contributed to the popularity of 
Murphy Office Chairs. 


Write for catalog No. 65 


MURPHY CHAIR COMPANY 


INCORPORATED 
Owensboro, Kentucky 











OFFICE APPLIANCES 


couver, Calgary, Winnipeg, Brandon, Regina, Moose 
Jaw and Saskatoon. 
* > > 

Bruno E. Wiancko, proprietor of Wiancko Stationers, 
Toronto, Ont., died suddenly at his home in that city 
a few days ago. Mr. Wiancko had been in the office 
stationery business in Toronto since the year 1907. 

7 > > 

W. H. Wegenast has sold his long-established office 
supplies and stationery store on Talbot street, Aylmer, 
Ont., to Smith Bros. of Tillsonburg, Ont. The new 
owners will continue the business. Mr. Wegenast, who 
is one of the oldest established stationers in Ontario, 
intends to have a long rest from business. 

. > > 

C. G. Ellis, president and general manager, Barber- 
Ellis of Canada, makers of office stationery, has an- 
nounced a convention of Barber-Ellis executives and 
sales managers from all the branches located through- 
out the Dominion, October 5 to 13, inclusive. Sessions 
will be held at the head office in Toronto and at the 
main factory in Brantford. 

. . - 

The L. E. Waterman Company, Ltd., Montreal, Que., 
through its Alco Division, has just placed on the mar- 
ket a distinctly new type of high-class popular-price 
fountain pen. The pen, which will be suitable for 
general office use, is being produced in a range of three 
attractive colors as well as jet black. Mountings are 
of chrome or gold finish with clip. The new pen is 
marketed under the name SkyWriter—SJL 

DT tae ae 
PRIZES TO FEATURE SPIRAL-BINDING 
EXHIBITION 

Cash prizes in addition to gold, silver and bronze 
medals, will be awarded to the winning entries in the 
forthcoming exhibition of spiral-bound brochures, cat- 
alogs, books, publications and miscellany, according to 
Jack Sloves, chairman of the exhibition committee 
and also vice-president and sales manager of the 
Spiral Binding Company, Inc., which is sponsoring the 
exhibition. The event will be held from October 18 
to 23, as part of the Thirty-fourth Annual Business 
Show, in Commerce Hall, Port of New York Authority 
building, New York City. 

The exhibition is open to specimens of any adver- 
tising or general printed matter bound, between Sep- 
tember 1, 1936, and October 11, 1937, with Spiral, Kam- 
ket Loose-Leaf or Align-O. The entries may be sub- 
mitted by any organization involved in their prepara- 
tion (advertiser, advertising agency, printer, binder, 
etc.) in accordance with certain rules of entry listed 
in the brochure “Entry Information” which may be 
secured from any branch of the Spiral Binding Com- 
pany. 

ce es 
ERICSON SAILS FOR EUROPE 

W. A. Ericson, foreign sales manager of the Allen- 
Wales Adding Machine Company, New York City, 
sailed last month aboard the Aquitania for an ex- 
tended trip abroad in the interests of his company. 

During his stay in Europe Mr. Ericson will visit 
England, Belgium, Norway, Sweden, Denmark, Ger- 
many, Austria, Switzerland, France and Italy. In these 
countries he will call upon representatives of the 
Allen-Wales organization and will study conditions 
with the end in view of developing distribution and 
creating better relationships everywhere. 

Mr. Ericson is expected to return aboard the Queen 
Mary on November 3. 
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Globe-Wernicke “Tuitear” 
folders are furnished in four 
weights—medium, heavy, me- 
dium heavy and extra heavy, 
all of which are available in 
standard styles of tabbing and 
with single or doubie tabs. 


TRANSFER CASES 


Transfer season brings many S — 

opportunities to sell G/W 

storage cases . . . made in 

four grades for every storage 

need. : 
——— 


“Tuftear’ folders are built to give long life and 
satisfactory service. They stand up under heavy, 

s constant use. Rounded corners help prevent 
“dog-eared” edges. 


EVERY STATIONER SHOULD STOCK THESE 
eee mee PROFITABLE AND FAST-MOVING ITEMS 


Tabs are set at the easy 
yacecYe bbate MME tates (MMe) MM Coles a a1) 
ce There are many dependable G/W office accessories you 


not FOR it. Inserts are re- 


SCCM tts can sell to customers — useful business helps that speed 
To abbtactha-cs ME-> oel- battles am 


up routine, increase efficiency and enable people to do 


more work with less effort and expense. 


Stock up on these fast-moving items and be prepared to 
meet the steadily increasing demand for office equipment 
and accessories. There is a good profit on G/W filing 


CARD INDEX GUIDES supplies and stationers’ products which are needed in every 


Made in all styles of index- office. 
bate ME: bate ME--07-)a- 0 Eo bale (Mame): 
i eM Write for catalog and price list, together with information 
loid, flat or angular metal, 

and angular celluloid. about our attractive proposition to dealers. 











be: Cincinnati, Ohio 
0 
Gl MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


food i Office Furniture, Filing Equipment, Bookcases, Partition Speci 


a Globe-Wernicke 








Service oo 1 Equipment for Libraries, S« hools and Public Buildings Filing Supys 


Stationers’ Products; Storage and Visible Record Equipment and Steel Shelvis 
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Double 
Reinforced 
Corners 
and 
Foldover 
gusset tops 
insure 
greater wear 























Expanding File Pockets 


DOUBLE TOP i 
FILE JACKETS [7 
The Logical ae ; ob 


Container for 
Grouped Letters, 
Etc. 


EXECUTIVE 

DESK FILES Lo 
Made with both 

Celluloid or 


Executive Desk Files Cloth Tab Vertical File Seileite 
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We give you the most improved and best known line in this 
industry. With prices that enable you to successfully compete. 
If you show Quality-Bilt Products you will sell them. 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart 


CHICAGO 
Factory at St. Paul 








OCTOBER, 1937 


SPRAGUE CASH REGISTER COMPANY MOVES 

The Sprague Cash Register and Store Fixture Com- 
pany, located at 334 North Capitol avenue, Indianapo- 
lis, the past four years, has just moved into larger 
quarters at 228 East Ohio street. 

James A. Sprague is the owner of the firm which 
specializes in the buying, selling and repairing of cash 
registers and the selling of store and office supplies 
and fixtures. 

Mr. Sprague began operations at 22 West Ohio street 
on February 1, 1918, with only six cash registers to 
start his business. It has grown to one of the largest 
of its kind in Indiana. After operating very success- 
fully in former quarters for sixteen years Mr. Sprague 
says the growth of his business demands larger space. 
—ER. 





mechanic of 
the Peterson Typewriter Exchange, Bill- 


IT’S WET!—Neal Nelson. 


ings, Mont., poses for a picture in the 
slightly damp atmosphere of a recent 
flood after he saved a number of Royal 


typewriters by quickly moving them 
from the store basement to the first 
floor above flood level. 
—- 


CHICAGO TO TEST NUMBERED BALLOTS 


A Chicago civic organization, “We Americans,” plans | 


to test in court the legality of numbering all ballots 
in primary and general elections. This organization 
is headed by Leonard M. Rice, a former assistant IIli- 
nois state’s attorney. 
last year, but was not perfected because of the question 
of legality, and there was no time for a court test. 
Robert L. Taylor, attorney for the board of election 
commissioners held that numbering of ballots would 
be legal, but other attorneys did not agree. 


A test case of the legality of numbering election 
ballots is proposed to get the plan into the courts. 

Readers may recall that the state of Illinois legalized 
an innovation in voting when a plan of permanent 
registration was effected, with the records kept in loose 
leaf books. As is the case with most innovations, the 
use of loose leaf records for election was decried, the 
customary objections against loose leaf being brought 
to bear. The new system had to win its way against 
strong opposition. 
recorded in loose leaf binders. 


This plan had been proposed | 


The voters of Chicago are now | 
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BAG THE 
PROFITS 


On Qutopoints 
New Kind of 
4-Inch-Lead Pencil! 














Lp incu Lean HOCK 


AND THE TIP THAT GRIPS THE LEAD 








LEADS 25+ 


ERASERS («| 


















































PUT THIS SELF-SELLING 
DISPLAY ON YOUR COUNTER! 


A spectacular new display to feature a remarkable new 
pencil, the fast-selling new Autopoint with 4-inch lead! 
It’s an utterly different, practical long-lead pencil! Can 
be loaded with single long lead, or any number of short 
pieces. Every piece feeds through perfectly without jam- 
ming. Has all exclusive Autopoint features, including 
Grip-Tite Tip. Leads can’t wobble or drop out. 

The display holds 36 pencils in assorted colors priced 
at 50c, 36 packages of 18 long leads at 25c, and 36 packages 
of 7 erasers at 10c. A veritable pencil department in a space 
20” by 6”... a set-up that will keep your cash register 
ringing! 

Order one of these displays today from your jobber, or 
request one for 10-day free inspection. 


AUTOPOINT COMPANY, DEPT. OA-10 1801 Foster Avenue, Chicago, Illinois 








Better Pencil 
DISTRIBUTORS 


‘The 


Mutual Stationery Co., Associated Stationers Supply Co., 
368 Broadway, New York City Jefferson & Quincy Sts., Chicago, Ill. 
Zellerbach Paper Co., San Francisco-Los Angeles-Sait Lake City-Seattle 

In Canada, The Brown Brothers, Ltd., 100 Simcoe St., Toronto , 
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By handling the Vail line of 
paper clips, pins, staples, 
fasteners and thumb tacks 
you can supply all the needs 
of your trade for those 
articles and be assured that 
in doing so you are building 
up definite customer satis- 
faction. Vail products are 
made right. They are 
accorded the approval of 
their users. Selling is made 
easier by the bright packag- 
ing and honest value; and 
remember please you have 
at all times hearty coopera- 
tion and protection. Let us 
tell you more about this fine 
line of every day necessities. 


Dealer's price list and 
discount sheet No. 7137C 
mailed promptly upon 

request. 








VAIL 


MANUFACTURING 





COMPANY 


900 E. 95th St. Chicago, Ill. 


"MAIL IT TO VAIL” 
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KANSAS NEWS NOTES 


Clyde Rowe, associated for many years with the 
| firm of Hall’s Stationers, has accepted the manager- 
_ship of a printing plant in Boise, Idaho. Mrs. Alice 
| Rowe, his wife, has been in the book department of 
Hall’s, Topeka, Kansas, for a number of years. 


Richard N. Hall has resumed the presidency of the 
Hall Lithographing Company, Topeka, Kansas, one of 
the oldest and largest plants in the Middle West. He 
gave up the position some time ago, because of illness; 
his mother, Mrs. Willard N. Hall, has held it. She now 
becomes chairman of the board of the company. Other 
officials are Mrs. Laura Hall Hamilton, vice-president; 
Clarence A. Severin, general manager and treasurer, 
Merl Tabor, secretary. 

*. * * 

Mid-July always sees Jonas Eckdall, of Eckdall- 
McCarthy Book and Stationery Company, Emporia, 
Kansas, headed west. He and Mrs. Eckdall own a rustic 
cabin and guest house at El Dora, Colorado, and every 
summer when Mr. Eckdall is not gathering wild red 
raspberries, he is building and improving their cabins 
or hunting trophies in abandoned mines. September 
first sees him elbow deep in school supplies, but Mr. 
Eckdall really makes the most of his vacation annually, 
at an altitude of 9000 feet. 

7 > . 

Office supply and book dealers in Kansas are inter- 
ested in the decision of the State Sales Tax Commis- 
sion that the recent two per cent retail sales (receipts) 
tax will not be assessed in all cases. Where office and 
school equipment and supplies are bought by tax 
funds, the tax is not paid; if, however, a teacher or 
business person buys the same supplies, the two per 
cent is collectable. 

> * > 

Charles L. Mitchell, sales manager of Crane Com- 
pany, stationers, Topeka, Kansas, addressed the ses- 
sions of the County Superintendents of Kansas, meet- 
ing in Wichita in late July, on the preservation of 
school records. He mentioned calls coming to him from 
twelve persons, the current month, in various parts 
of the United States, seeking definite information for 
use in passports, corporation files, and Annapolis en- 
trance requirements, unavailable because of the lax- 
ness of record-keeping in Kansas schools. Merchan- 
dise was not mentioned; but it was a potent case for 
adequate records and fireproof housing for them. 

* > * 

The Booknook, Emporia, Kansas, stationery and book 
store, has been treated to new flooring, some rear- 
rangement of departments, and complete redecorating, 
following a disastrous fire in the early spring. Mr. 
and Mrs. Joe Samuel, who operate it, are enjoying the 
freshness of their business home, and the customers 
are showing appreciation of a bright new stock in all 
stationery and book lines. 

. . . 

In connection with their advertised book lists of 
approved state texts and supplementary books, the 
Roy Nettrouers, who operate the Yates Center, Kansas, 
Book Store, advertise supplies. Right in with the book 
requirements for all grades, are the work books, sup- 
plementary readers, and school supplies recommended 
for these grades. Mr. Nettrouer has this dual list in 
the local weekly paper, reaching farm homes; in addi- 
tion he has reprints struck off, for checking each list 
as the requirements are filled. With the Kansas set-up 








allowing just fifteen and sixteen per cent for the 
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ANOTHER R. C. ALLEN “BEST SELLER” 





san MODEL “66-8” ONLY $65 











Mooet "66-S" (Companion to the regular “66” listing at $60) 
, esa _ First item prints in red... (operator knows machine was 
E 
1170 clear) . . . sub-totals and total carry symbols S and T and 
@ ; “ ; also print in red . . . Repeat Key for multiplication .. . 
7770 VISIBLE DIALS .. . Panel Finish . . . Standard Keyboard 
eH Capacity up to $10,000.00 
100744 
> eo 
2310 
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1377 - vo 
100377 ADDING ~~ 
307027 ' MACHINES 
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6594757 Reo ws 
Lennrntrtnntnnnnnmnrrrtonnruenn ALLEN CALCULATORS INC., 22 E. 40th St., New York City 





























“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 


© SMART 
e PRACTICAL 


Howell Chromstee|! 
Smokers are the choice 
t modern offices where 
style, utility, and ser 


vice are combined 


Equipped with the ex 


lusive Howell Ash dis 
penser, each smoker will 
ljispense large cigar 
butts as well as many 
igarettes. The tight 
fitting dispenser seals 


he odor and smoke 


| 
HOWELL 


ST. CHARLES, ILLINOIS 
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handling of books, it is a help to sell additional items 
carrying full mark-up. This book dealer and stationer 
will welcome the time when the Fair Trade Law of 
Kansas will be operative in such items as five and ten 
cent tablets and sundries, sold by local chain and 
variety stores as low as four and eight cents, as loss 
leaders. Kansas Book Dealers Association members 
were signally active in working for this recently en- 
acted Fair Trade Act. 
7 > 7 

One of those “more than human” billing machines 
has been sold by E. A. Ash, sales agent in Topeka and 
twenty-two Kansas counties, for the National Cash 
Register Company. It was the first in Kansas with 
the exception of four placed in Kansas City, Kansas. 
This machine bought by the Waterworks, writes the 
original water bill and four other “originals” at a 
single entry. It gives the previous and present meter 
readings, the consumption, the dollars and cents, plus 
a tally sheet for recheck. Over $2700 was the purchase 
price of this machine. 


> « > 


The Lindamood School and Office Supply Company 


| opened July 7, at 128 West Second, El Dorado, Kansas. 
| Joint owners are Mrs. Bessie Lindamood, formerly 


county superintendent of Greenwood county schools, 
and Mr. and Mrs. Eldred Lindamood. They are agents 
for new Royal typewriters, and various rebuilts will 
be handled. They stock the Victor line of duplicator 
supplies, and the Peerless and Kodye office and sten- 
ographers’ supplies. Their furniture comes from the 
Security Steel Company and the Tell City Desk Com- 


| pany. Their corner location in El Dorado has been re- 


decorated by the use of second-rate lumber, burned 
with a blow-torch to resemble a knotty pine interior. 
The Lindamoods have taken over the K.B.D.A. mem- 
bership, released by the Graves Drug Store in El 
Dorado. They will have a full exhibit at the Green- 
wood County Professional Institute August 30-Septem- 
ber 4. 
> . sl 

Elnora K. Pearson, whose school supply firm at 2725 
Farrow, Kansas City, Kansas, bears her name, is 
spending the month of August in traveling to various 
county professional institutes in the state. Miss Pear- 
son tests all lines of school work-books, remedial tests, 


| and other supplies, in actual school situations, before 


she stocks them for resale, thus bringing only tried 
methods into the Kansas school picture. 


al al > 


To move the complete camera department out of the 


| high-rent district at the front of the store, and still 


hold volume, was a problem recently attempted by 
Hall Stationery and Printing Company, Topeka, Kan- 
sas. Kodaks, films, and all supplies and gadgets, have 
been moved back to the augmented space next the 
famous “Little Theater”—the tiny sound-proof demon- 
strator room for movie equipment. Sales throughout 
the department, Steve Smith, director of this depart- 
ment says, have, contrary to expectation grown stead- 
ily, representing a one-third general increase since the 
rearrangement. Offsetting the ease of location up 


| front to the “drop-in trade,” is the greater privacy at 
| the rear, permitting more leisurely selection and 


greater concentration upon the intricate problems of 


| kodakery. 


To some degree before, and more consistently since 
the additional computation caused by social security 
pensions and unemployment insurance, as well as the 
Kansas sales tax, the Shane Book Store of Junction 








(HIS MODERN OFFICE-DEVICE MOTOR WILL 
HELP YOU MAKE SAVINGS LIKE THESE 


Ne save $100 per month with 
ectric accounting machines’ 


"75 Per cent saving in 
one department 


50 Per cent faster work 
in another with elec- 
tric duplicating ma- 
chines” 












‘Making quotations would 
f take me three times as long 

if | didn't use an electric @ 
+ lf calculating machine’ 4 













- € 
; a ODERN office devices, with the 
iz help of electric motors like this, 


perform office tasks quickly and econom- 

“ ically. They simplify complicated billing 

and accounting procedures, lighten the 

labor of routine jobs involving repeated 

operations, and contribute to increased 

accuracy by lessening the fatigue of oper- 

ators. The examples of savings given here 

- are typical of those that are being made 

dailing cost reduced $40 a by pa users. Perhaps you pr 
onth with electric mailing the cost of your routine jobs. Why not “We get 

achines investigate today? 1. Higher quality 


General Electric contributes to the reli- 2. Few rewrites 
able performance of these almost human 3. Greater out- 
office devices by supplying the manu- put with elec- 
facturers with the best motors that tric type- 
modern research and expert engineering " 

can produce—motors that operate unfail- 

ingly year after year with little or no 

attention. That’s why a large number of 

the motorized devices at the National 

Business Show are equipped with G-E . \ 
motors. General Electric Company, » 
Schenectady, N. Y. 
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DROP HANDLES 
ZIP BRIEF CASE 
NO. 760 


Years Ahead 
In Every Way 


To Meet the Modern Trend 


Advancement in Modes of Leather Cases has been as revolutionary 
as designs and construction in Automobiles. 
Thus Mashek presents NEW IDEAS, years ahead with "Weldedae" 
Cases—the Edge Without A Flaw. Also the ultra in fashionable 
Ensemble Cases. 

Write for Complete Details — Ask for Our New CATALOG Neo. 2! 


lf it's made of leather MASHEK makes it better 

















A ew INK 


For Stencil 
Duplicating 
Machines 


DICTATOR Supreme joins the 
well established line of 
Standard Dictator Inks. 


“Supreme” offers the un- 
usual in Duplicating Inks. Its 
new, rapid drying qualities 
will be most pleasing to all 
operators ...a sharpness of 
print that is unequalled... 
the rich toned black. 


All this, plus an important 

feature .. . its all- -purpose 

. . can be used either in 

the open or enclosed drum machines with equal effi- 
ciency ... and in any climate. 


SUPREME lists at $2.00 per pound, packed either in 
1 lb. or |/2 lb. attractively lithographed cans. 


(KLEE 
MAAN 


Generous samples of this ink will be sent to 


Stationers or Typewriter dealers upon request. 


Ink Specialties Co. Inc. 


519 So. Laflin St. Chicago, Ill. 
FRED B. CANODE, Pres. 
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City is finding business men in all lines open to the 
purchase of adding machines. Mr. Shane is building 
sales by breaking ground with inexpensive rentals first. 
He rents used adding machines for several days around 
the first of the month, at twenty-five cents a day, 
with a fifty cent minimum, and a usual bill of one 
dollar. Ten per cent of rentals make sales, as well as 
a neat profit on the trade-in investment in the used 
machine.—AG 


WOODWARD BECOMES BALES.—tThis beautiful store, which for 
many years housed the Woodward Office Equipment Company, re- 
cently became the Bales Office Equipment Company, when C, 

Bales purchased the interest of his SY? and moved into a new 


location at Santa Ana, California. he company is the agency in 

Orange County, California, for the Royal Typewriter, Allen Wales 

Adding Machines, Art Metal Steel Equipment and Postindex. The 

store also carries a complete stock of used machines of all makes 
and maintains a fully equipped repair shop. 


i 


FLINT COMPANY PROMOTES BROOKS 


Appointment of Guy R. Brooks, branch manager of 
the Howard Flint Ink Company for twelve years, as 
district manager of the company at Indianapolis was 
announced in August. Mr. Brooks joined the company 
fourteen years ago after being associated with Bing- 
ham Roller Company. Previously he was with various 
large printing establishments in Indianapolis. A native 
of Greencastle he has resided in Indianapolis since 
a youth. 

The company at the same time announced the ap- 
pointment of Charles D. Adkins, as manager of the 
Indianapolis branch factory. Mr. Adkins is a native 
of Memphis, Tenn. He has been sales representative 
for the George H. Merrill Company, Chicago, for sev- 
eral years —CG 

“BE YOURSELF” 

The National Resaler of the National Blank Book 
Company stressed individuality for the salesman. 
While he uses the sales literature supplied by his 
house, he tries to be himself in his sales presentation, 
rather than trying to follow in the footsteps of an- 
other type of salesman whose methods represent his 
own personality. In other words, the salesman should 
be himself and win business in his own way. 
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CORPORATION 


{the Smaller Cities. 515 MADISON AVE., N. Y. CITY 
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(Jontirmation 


VANCE K. MILLER 


Browne-Morse Dealer in 


DALLAS, TEXAS 
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of Office Appliances 
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BROWNE - MORSE CO. 


Steel Filing Equipment -+ Steel Desks - _ Filing Supplies 
MUSKEGON, MICHIGAN 
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DOWNEY CONCENTRATES ON SUPPLIES 

About sixty days ago, The C. L. Downey Company 
of Cincinnati, Ohio, discontinued the manufacture of 
its coin-handling machines, which permits the expan- 
sion of production and sales activities in the line of 
supplies such as coin wrappers, bill straps, etc. 

The machines formerly made by the Downey organ- 
ization are now being produced by the Johnson Fare 
Box Company of Chicago, and will be sold under the 
name Downey-Johnson. 

C. Lee Downey, president of The C. L. Downey Com- 
pany, anticipates that the new set-up will have a 
generally tonic effect upon his organization’s volume 
which is now in a flourishing state. 


><. — 


r Agee 





PUT TO VALUABLE USE.—Shown here are Liberty binders, 

a product of the Bankers Box Company, Chicago, which were 

used to house an interesting group of a depicting 

100 years of progress recently celebrated at Knox College, 

Galesburg, Ill. The pictures are of great historic value and 

were inclosed in the Bankers Box Company products as a 
means of ensuring their continued safety. 


ee 


HANSON ANNOUNCES NEW SHIPPING DEPART- 
MENT ADDRESS 


Stan L. Hanssen, secretary and treasurer of the 
Hanson Scale Company, Chicago, last month made 
the following announcement to dealers in the Chicago 
area and suburbs: 

“On and after October first our shipping and ware- 
house departments will be located at 909 Bliss street, 
known as the Peck & Hill warehouse, reached from the 
Hickory street incline at Ogden and the river. Here- 
after all pick-ups should be made from our new ware- 


house located at the above address. Our general offices | 


will remain at 525 North Ada street; consequently all 
phone communications and mail should be directed 
to that address as heretofore.” 


—_o-— io 


STENOGRAPHIC BAYREUTH CONTEST 
DATA PUBLISHED 

Last spring there was held in Germany, in the 
Bayreuth of Wagnerian fame, an international con- 
test for stenographers and typists. The results of the 
contests were given in the July issue of OFFIcE APPLI- 
ANCES. 

There has now been published, in German, a 128- 


page souvenir handbook of the contests, to which the | 


book refers as the “olympiade of stenographers and 
typists.” 


One section of the publication gives the reminiscences 
of some of the contestants from the foreign countries 
represented, as well as similar letters from German 
contestants. 


The book contains records of the various | 
contests, contestants, material, and detailed results. | 
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Sou TOPS 


The Tops in Paper Clips 
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TIP TOP 


Fasteners 











STANDARD SIZE 
WIRE STAPLES 





ORDER FROM YOUR JOBBER 
or from the factory 
TIP TOP MFG. CO. INC., SYRACUSE, N. Y. 


Cth 


CARBON 
PAPERS 
























TYPEWRITER 
RIBBONS 


Developed for a 
Discriminating Trade 


The Codo Manufacturing Corporation was built 
by salesmen. It was established and is now mak- 
ing progress because these men knew that better 
grade carbon and ribbon is in demand and can 
be sold in large volume if uniform results can 
be assured. The success of Codo Ribbons and 
Carbons is proof of their better quality. The 
fact that these products are sold in profitable 
quantities at various markets testifies to the op- 
oa now available elsewhere. Write for 
details. 


Codo Manufacturing Corp. 
Coraopolis, Penna. 


New York Chicago 




























Popular Office 


QUALITY CRAFTMANSHIP .. . 


MODERN STYLING . 
EXTRA COMFORT 


Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 






Jasper Seating Co. 
JASPER, 


CHICAGO: 
Wabash Ave. 


NEW YORK: 


Chairs 


tails on request. 


INDIANA 









L. H. Farber, 529 So. 


Phone: Webster 3217 
















Office Furniture Ware- 


house Co., 573 Broadway 











LONG RECOGNIZED 
SPECIALISTS 


IN 


HECTOGRAPH 
CARBON 


For All 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 
cating Requirement. It will pay you to 
send for prices and samples. 


PHILLIPS PROCESS CO., Inc. 
194 Mill Street, Rochester, New York 











OFFIC! 





SECURITY STEEL ACQUIRES NEW DIVISION 

The Security Steel Equipment Corporation, Avenel, 
N. J., recently announced the acquisition of the entire 
“Pressteel” Division of The Wire Novelty Manufactur- 
ing Company, Shelton, Conn. The machinery, dies, 
tools, shop fixtures and inventory already have been 
delivered to the new owner. 

According to officials of the corporation, plans are 
under way to set up an organization for the manu- 
facture and distribution of these products in the 
Avenel factory, where the lines will be greatly en- 
larged and improved. 


—- 


PENEGAR OPENS STORE IN GASTONIA 
Taking with him a varied experience gained through 
many years of activities in the field, O. G. Penegar 
last month opened an office equipment business at 















0. G. PENEGAR 


137 South Marietta street, Gastonia, N. C., under the 
name of the O. G. Penegar Company. 

For a number of years Mr. Penegar was with the 
Pound & Moore Company and the Kale-Lawing Com- 
pany, both of Charlotte, N. C. There, too, he was 
connected with the typewriting and adding machine 
division of the Underwood Elliott Fisher Company, 
later becoming a representative of the Royal Type- 
writer Company, of which he is now agent in Gas- 
tonia. 

In addition to Royal typewriters, Mr. Penegar has 
secured other valuable lines, including Yawman and 
Erbe supplies and steel equipment, Boorum & Pease 
loose leaf equipment and devices, Victor adding ma- 
chines and Error-No copyholders. His representation 
for Royal includes a large territory, consisting of Gas- 
ton, Lincoln and Mecklenburg counties. 

In connection with the store Mr. Penegar operates 
a typewriter servicing department for all makes of 


machines. 
—_- —- 


KETTERY SCHOOL SUPPLIES QUALIFIED 
WORKERS 

The Kettery Office Machines School, located at 307 
North Meridian street, Indianapolis, was established 
recently to meet the need for qualified office machine 
operators. The school is owned and conducted by Mrs. 
Bonnie Beverly Kettery. 

The Kettery school offers complete courses on the 
Monroe, Burroughs and Comptometer calculating ma- 
chines, Burroughs and Monroe adding-listing machines 
and typewriters. Stenographic review has been in- 
cluded this year and since personality plays an im- 
portant part in business the school offers training in 
office conduct and personality development.—EC 
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New Profit 
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There is now a 


iF etalk 


for every size of oftice 





Opportunities for 


the Office Appliance Dealer 


@ With the breadth of service now available through the complete 
line of Teletalks, the aggressive-minded office appliance dealer can 
greatly expand his profit opportunities. 

Every time you sell a desk or any other major office appliance, and 
particularly when you are outfitting a complete office, you can ma- 
terially add to the volume of your sale by including a Teletalk system. 

The Model 105 Teletalk is now available to you. It is a simple, 
low-priced system that is superior in design, features and perform- 
ance to any system on the market at an equivalent price. 

The Model 
selective communication between any ten points. It is the outstand- 


“S” offers a wider range of service. It provides for 


ing medium-priced system on the market. It has wide utility and 
adaptability. 


Send for this 
Free Book! 


This book contains com- 
plete illustrations and de- 
scriptions of how many dif- 
ferent types of business are 
using Teletalk profitably. 


The DeLuxe Teletalk is the most advanced electronic inter-com- 
municating system available. It will handle up to twenty-four sta- 
tions—selectively—and provides complete two-way communication 
without any manual manipulation whatsoever. No other manu- 
facturer can supply anything like it. 

There is profit in the inter-communicating business. Make demon- 
strations. Supply your men with a unit for this purpose. You will 
be surprised at the volume. 


Webster Electric Sound Systems are licensed by agreement with Electric 
Research Products, Inc., under patents owned by Western Electric 
Company, Inc., and American Telephone and Telegraph Company, Inc. 


WEBSTER ELECTRIC COMPANY « RACINE, WIS., U. S. A. 
Established 1909 Export Department— 100 Varick Street, New York City 
Cable Address “ARLAB” New York 


On exhibit at National Business Show, New York, Oct. 18th 


WEBSTER ELECTRIC etal 
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ANNOUNCING 


MERCURY 


ROTARY 
STENCIL 
DUPLICATOR 












Available in hand operated model 
as illustrated above and portable 


electric with self contained motor. 


We confidently predict that this is the most momentous and 
far reaching announcement ever made in the stencil duplicator 
industry 


These features in the Mercury take the element of chance 
from the production of duplicated copy: A front paper stop for 
dependable register; ream capacity raising feed tray—you can 
run five hundred copies at a high rate of speed without refilling; 
automatic feeding and inking for cleanliness and speed. Yet 
the price is far below that of any other machine embodying this 
all-important feature. The front paper stop for dependable 
register. 


Write or wire for details 


MERCURY DUPLICATOR CO. 


3300 3rd Ave., So. MINNEAPOLIS, MINNESOTA 
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MIDWEST TRAVELERS ACTIVITIES 

From the organization of S. G. Adams Company, 
St. Louis: 

Walter Ruedy, manager of the stationery depart- 
ment, vacationed in and around St. Louis in Septem- 
ber, enjoying a well earned rest. 

The marriage of Miss Otilda Revelle, Mr. Ruedy’s 
secretary, and Inglis Miller, of St. Louis, was an- 
nounced a short time ago. The happy couple spent 
their honeymoon vacationing in North Carolina, re- 
turning to their respective positions late in Septem- 
ber. 

+. o * 

Leo B. Robbins, city salesman, attended the Supreme 
Council of Royal Arcanum meeting in Boston, Mass., 
in September, returning home by way of New York 
and other eastern cities. 

~ * oo 

Earl Eberhardt, store salesman, spent a fine vacation 
in the Missouri Ozarks, in August, fishing, swimming 
and enjoying life in general. 

+. *~ * 

A group of the store and sales people enjoyed a fine 
picnic the last Sunday in August, where Jim Haley, 
of the city desk, won an egg-throwing contest when 
he and his partner tossed an egg back and forth from 
one to the other, starting at a distance of ten feet 
apart, increasing it until they had successfully tossed 
the whole egg 100 feet. They defeated some thirty 
couples in winning the contest. 

x * + 

Ed Froelich of the fountain pen department holds 
the horseshoe pitching championship, having defeated 
twenty-eight teams. 

*« 7 ” 

Miss Leona Housdon, social stationery department, 
and Louise Haag of the sales department, spent two 
weeks of August at Bird’s Nest Lodge in the Missouri 
Ozarks, where they said they found some “real good 
eggs” and had a great time. 

* 7 > 

L. R. Maze, manager of the rubber stamp depart- 
ment, holds the distinction of having pulled out a 
thirty-five pound catfish from the Merremec river, 
near St. Louis, which he served the following evening 
to a group of his co-workers who gathered at the Maze 
festive board for positive proof. 

* * * 

From Skinner & Kennedy Stationery Company, St. 
Louis: 

George H. Kassen, of the city and store sales force, 
and Mrs. Kassen, returned late in August from two 
weeks of touring and sightseeing in the southern Mis- 
souri Ozarks. 


* * . 


Walter Zen, of the stationery department, also saw 
many of the more interesting points of beauty in the 
Ozarks and visited several of the summer camps and 
resorts of that country during August. 

* 7 * 

Jack Gill, stationery department, practiced up on 
his golf for his vacation. Jack says he found he could 
almost complete eighteen holes without exhausting 
more than one good supply of golf balls. 

+ > ~ 

Rex Robar, of the city sales department, left early 
in September for a visit with relatives in Mt. Vernon, 
Til. eee 

Ed Skinner, who has been taking his scout troop 
for a three month encampment for several years, re- 
turned early in August for a two week vacation and 
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THE TYPE CLEANER THAT 
Works 
For Your PROFIT 


It is easy to make the first type cleaner sale 
... but the product makes or breaks the 
second sale. 

Clarotype makes the second sale because it 
gives value. It works for you from top to 
bottom of the bottle to create a repeat sale. 
The thorough cleaning action of Clarotype 
has made more repeat profits for dealers 
than any other type cleaner on the market. 


cLAR-O-TYPe 


the modern type cleaner 





Clarotype is a profit builder. 
Stenographers recognize the 
quality in Clarotype as 
quickly as in a good carbon 
paper. Let us help you 
double your type cleaner 
sales with our free adver- 
tising aids. Order today from 
your jobber or from the 


THE CLAROTYPE CO., INC. 
16-L Hudson St., New York City 


THE BEST KNOWN — KNOWN AS THE BEST 

















WHICH ONE IS UP-TO-DATE? 


The answer is, both of them! 


The “drummer” in the checks sported the very 
latest thing in clothes and equipment when he was 
on the road fifty years ago. He used 


BEACH'S "COMMON SENSE" 
_ EXPENSE BOOKS 
ca. 


to keep a complete, sat- 
isfactory record of his 
traveling expenses. 






The alert business 
man on the left finds 
added uses for his 
BEACH EXPENSE 
BOOK. It simplifies 
the keeping of a correct 
record either for his 
employer if he travels 
on an expense account, 
or for the Government 
if he deducts his travel- 
ing expenses from In- 
come and Payroll tax 
returns. 


Write for a sample of the newest edi- 
tion — more complete and convenient 
than ever! 


Beach Publishing Company 


7338 Woodward Ave. Detroit 
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MR. DEALER: 

GET THIS EXTRA CHRISTMAS PROFIT! 

Following is copy used in an attractive folder which we will 
furnish free of charge with your imprint for mailing with your 
invoices and statements. 





OPtn 


BOYCE 
POCKET 
FOLIOS 


Size Closed 
7! 2x 4! n 











sor0eo 


A most useful piece of personal equipment. 

Genuine Glazed Calf Skin—either black or tan—strong 
and light of weight, it slides easily into the pocket. 

Renewable note pad on right—pocket for bills and 
memoranda on left. 

A marvelous and impressive gift for customer or friend, 
especially at Christmas time. 

On introductory orders for one folio, name (one line 
only) will be lettered in gold without extra charge. 

PRICES 

Folders with one filler $1.50 
Additional fillers, one dozen boxed $ 50 

With appropriate gold lettering, a permanent and effective 
advertisement 

Special prices in quantities with or without gold lettering. In in 
quiring please state quantity desired and number of different names 

If advertisement is desired, please furnish copy for quotation. 


A. E. BOYCE COMPANY 


MANUFACTURERS 
LOOSE LEAF DEVICES AND FORMS 
BLANK BOOKS AND LEATHER NOVELTIES 
SPIRAL AND ZIPPER GOODS 
FACTORY AND GENERAL OFFICE MUNCIE, INDIANA 





Time is short—Quick action is necessary. 
You might order one with your name lettered in gold as your selling 
sample to accompany the circulars. 
isk for New Loose Leaf Catalog No. 44 








412 Orleans St. 





DOPP-CRAFT 


This is the second of a series of pro- 
nouncements on Doppelt & Co. policies 
in manufacturing and merchandising. 


Workmanship: 


oe with the best materials the market affords, 

pelt leather craftsmen of exceptional ability 
fockten them with fine workmanship into finished 
DOPP-CRAFT products. High standards and care- 
ful supervision are maintained to protect the quality 
reputation of DOPP-CRAFT and ensure the best 
values for you and your customers. Send for catalog 
of complete line of zipper cases—ring-binders— 
underarm envelopes—secretary portfolios—catalog 
cases, etc. 


CHARLES DOPPELT & CO. 


(Opposite Merchandise Mart) 


Chicago 
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says he is already looking for an opportunity to slip 
away for another couple of weeks. 

From Buxton & Skinner Printing & Stationery Com- 
pany: 

W. H. Nangle, genial floor man, returned in August 
from two weeks on his Ferguson, Mo., estate, where he 
spent his time entertaining friends and neighbors with 
fine food and refreshments—all they would bring with 
them. 


a a * 


Steve Boedeker, city salesman, is a new golf enthusi- 
ast and is busting 120 regularly these days. 

A group of St. Louis stationers enjoyed the kind hos- 
pitality of the W. A. Sheaffer Pen Company, at Fort 
Madison, Iowa, over the Labor Day weekend, when they 
traveled there Friday afternoon to be the guests of the 
Sheaffer organization until Monday afternoon. 

* 7 + 

St. Louis played host to several of the loose leaf fra- 
ternity over Labor Day, due to the letting by the local 
Election Board, on Tuesday, the seventh, of contracts 
for equipment and supplies for the permanent regis- 
tration records. Among those seen around town were 
Bill Schuster of National Blank Book Company and 
Mr. Laws of Wilson-Jones Company. 





ESTERBROOK SALES AIDS AVAILABLE TO DEALERS.—Illus- 
trated above are a number of counter and window displays which 
have been created by the Esterbrook Manufacturing Company, Cam- 
den, New Jersey, for the purpose of aiding dealers increase their 
sales of Esterbrook products. These handsome displays are done in 
colors and are artistic throughout. Further details of these adver- 
tising pieces may be obtained by writing to the Esterbrook home 
office at 86 Cooper Street, Camden, New Jersey. 


—<—- 


WEBSTER DEVELOPS SALES MEETING PLAN 
FOR SALESMEN 

In the September issue of “The New Webster Way, 
house organ of the F. S. Webster Company, Cam- 
bridge, Mass., appear details of a proposed “Ask Me 
Another” sales meeting plan for dealer’s salesmen. 
The object being to teach salesmen the proper an- 
swers to questions concerning the correct weight and 
grades of carbons and ribbons for various types of 
work. 

As part of the plan the F. S. Webster Company, as 
manufacturers, will submit a list of twenty-five ques- 
tions to test a salesman’s skill, knowledge and re- 
sourcefulness. The answers will also be furnished to 
enable the dealer to check up on and correct his 
salesmen’s examination papers. 

Dealers will then hold sales meetings at which the 








OCTOLBER, 193 





CORRECTED LIGHT! It’s a new kind of light—virtually 
colorless, smooth in quality, more properly focused, contains 


less glare. 


CORRECTED LIGHT! It’s going to get you business! It has 
the powerful selling appeal of actually increasing office efficiency. 
Your prospects will listen when you tell them how it helps get 
more work done, how it cuts down mistakes, because it’s a white 


light that provides maximum contrast and high visual acuity. 


CORRECTED LIGHT! Greist is advertising it to your custom- 
ers in the biggest business-executive magazines—Time, News- 
Week, Nation’s Business, Business Week, American Business. 
Greist also offers you a new merchandising plan based on low 


inventory and rapid turnover, together with dealer helps that sell! 


CORRECTED LIGHT! The season’s on—don’t delay! Write 
today! Find out how easily you can get into the portable office 


lighting business in a big way. 





AND OTHER Jncist V, A. ILLUMINATING UNIT 


ee ee eae 


GREIST MANUFACTURING COMPANY, New Haven, Conn. 
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WHITE KNIGHT Model 201 
Double Action Swinging Arm 
Retail Price $16.50 


Another new CORRECTED LIGHT model 
—for extra size desks, drafting boards, 
etc. Double action swinging arm moves 
from the top of the column and from 
its center. Swings within a 24” radius. 


wafer 


Greist corrects light with this special luminaire. Dotted lines 
in the small illustration show the triple-layer Celestialite lumi- 
naire which filters the harmful color from ordinary artificial 
light rays. The resulting CORRECTED LIGHT is white. Seeing 
tasks are easier because of maximum contrast. 
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THAT PROVIDE THESE UNMATCHED ADVANTAGES 


| ¥ 








NO WOBBLING. Two full rows of balls, completely filling two 
separate raceways, assure close precision assembly of 
stem and horn. 


FREE SWIVELING. Uniformly distributed load, carried 
around raceways by 26 bearings (instead of the 
usual 14), prevents uneven strain or tension. 


(hard tread) or Ruberex (cushion . 2 No. 2479 Dou- 


3 EASIER ROLLING. Choice of Rockite 


tread) wheels, to suit floor surface or ? pal Ah pee 
covering, provides effortless ; 2” Ruberex 
oe W heel. 


movement. 



























Even the most critical buyer 
agrees “You've got something 
there Only Faultless Office 
Chair Casters can give your 
customers all three advantages 
That's why No. 2479 is the fast 
est selling caster of its kind and 
leads the way to selling the 
complete line of Faultless floor 
protection equipment 





Faultless quiet Cushion 
Chair Glides are mount- 
ed in live rubber. Steel 
reinforcing frame pre- 
vents nail pulling out. 





Faultless Unbreakable Rock- 
ite Cups and Ruberex Cups 
for heavy stationary furni- 
ture protect floor coverings. 
Round and square shapes. 


FAULTLESS CASTER CORPORATION Dept. OA-10, EVANSVILLE, IND. 


Branches in Principal Cities Canadian Factory Stratford, Ontario 
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material will be passed out and the questions an- 
swered in regular examination style, after which the 
papers will be graded. 

At the close of the “Ask Me Another” session a 
leader should be chosen who will go through the 
questions and give answers based on his knowledge 
and the information furnished by the F. S. Webster 
Company. 

Dealers interested in the plan should communicate 


with the Webster company’s home offices. 
—_—_2—>9-—_ 





OUTSTANDING FOR ROYAL.—That is the manner in which 
the Royal Typewriter Company described the typewriter 


department of the W. J. Noonan Company, Lima, Ohio, 


illustrated here. 
—— 
PACIFIC: NORTHWEST NOTES 

Richard Montgomery of the J. K. Gill Company, 
Portland, Ore., brought back to the ears of eager 
listeners his “Book Chats”, August 22, over radio sta- 
tion KEX, of Portland. The well-known stationery 
company executive and author has restored to book- 
lovers his crisp chats and sparkling book reviews as 
the Autumn book season is launched. 

* - * 

As a mark of appreciation for his splendid sales 
record achieved in the Seattle territory since joining 
the Victor Adding Machine Company after the turn 
of the year, Jay Downs has been promoted to the man- 
agement of the Tacoma branch of the Victor company, 
and has taken over his new duties in the “No. 2” Sound 
city. Although a Seattle boy, Mr. Downs received his 
education at the University of Oregon, where he ma- 
jored in business administration. 

oz > * 

Striking contrast between old and new model ma- 
chines is shown in the “blind” Remingtons and other 
special typewriters of the not-so-gay Nineties that are 
effectively grouped at the Pettinger Company, pioneer 
typewriter dealers at 105 Cherry Street, Seattle. 

= * * 

An indication of progrss in the financial district of 
Seattle is the striking new Neon sign recently installed 
over the new quarters of the J. W. Metcalk Company 
and the Victor Adding Machine agency at 811 Second 
Avenue, Seattle. 

a a. * 

The de Voss Desk Company, for an augmented array 
of fine filing equipment and office furniture, has taken 
over additional space at 717 Third Avenue, the store 
just south of its large setup on the same street, in 
which it has placed a number of latest model office 
equipment pieces. 

> . 7 

Well-tended flower gardens of Don Johnson, man- 

ager of the Washington Typewriter Company in Seat- 


| 
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The beauty, warmth, strength and friendliness of wood 
establish it as the material preeminent for office furniture. 
Identify yourself with this increasing trend toward wood, 
for individuality of appearance and faithful service, by 
specializing on 


EVANSVILLE DESKS 










No. 3260 Wal. Flat 


Top Desk from 
ene of the Evans- 
ville turned liege 
groups. 


This policy will help you to sell more desks, at a 
better profit. 

Evansville desks are pleasingly styled, the construc- 
tion is good, and the prices will satisfy your concep- 
tion of value. 

Write for the Portfolio of Designs, if you do not 
have it. 


EVANSVILLE DESK COMPANY 


BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 





for Grippit tbes 
a new pack 
doubling display 


creasin g 





value, in 

protection with 

tubes boxed 
individually. 
Ready now at 





your jobbers. 


The clean, non-wrinkling paper adhesive that 
sticks fast but can be peeled off 


Harriman-Welts Products Co., 200 Summer, Boston 
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Guise 


> visited our exhibit 
We hope it will result 
in making your merchandising plans more 


And to you 


W were unable to attend the convention 
und see our display, we suggest that, the 
next time the Trussell salesman calls, you 
yive him the time to tell about the many 


the comprehensive 
character of the line and the truly coopera 


on 09 : ’ 
uve iru ell Sales ft 1c y 


More and more, Leading Stationers 


are featuring the Trussell line. 


Trussell Manufacturing Co. 


Poughkeepsie, New York 











WOODSTOCK 
TYPEWRITERS 


CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 


BRANCHES 


IN PRINCIPAL 





| Ankeny street. 








OFFICE APPLIANCES 


tle, have yielded some of their choicest blooms for 
decorating his store,—where business may be said to 
bloom. 

A fine catch of fish taken in real angling skill from 
the Skykomish River was “fisherman’s luck” recently 
experienced by “Croonie” Croonenberghs, prominently 
identified with the de Voss Desk Company, who took 
a trip up the Skykomish for the big ones 


. + + 


Meeting exacting requirements and specifications of 
the school board, the Desk Exchange of Seattle, which 
recently entered the lists of desk manufacturers with 
a line of “Coast Made” desks, has been awarded the 
contract for supplying fifty-six desks for teachers and 
principals by the Seattle school board. The Desk Ex- 
change in Seattle is headed by Arthur M. Hansen as 
president. 


+ * * 


Taking space in the new streamlined Colman Ferry 
Terminal of Seattle, the Reliable Typewriter Company 
at No. 101 in the vestibule of the fine new dock, con- 
tacts ferry crowds daily with its typewriters and add- 
ing and office machine service. 


. * * 


Riding through a storm on his galloping sea-horse, 
Don Johnson of the Washington Typewriter Company, 
1014 Second Avenue, Seattle, enjoyed a marine vaca- 
tion on his pleasure craft that took him to the Prin- 
cess Louise Inlet. 


* * 


C. P. Sudweeks, 1021 Sharp Street, Spokane, opera- 
tor of the C. P. Sudweeks furniture and school sup- 
plies business, in that city, plans early establishment 
of a new radio broadcast station operating on 1000 
watts daytime power. 


x * 7 


The forty-eighth “birthday party” and business an- 
niversary of the John W. Graham Company of 1707 
Sprague Avenue, Spokane, Wash., was recently cele- 
brated in the Inland Empire. Throughout the large 
house the staff in all diversified departments made this 
birthday festival a memorable event. 


* * + 


San Francisco “from every angle” was taken in by 
Perrin Martin, manager of the 912 Second Street store 
of the Lowman & Hanford Company, Seattle, on his 
recent picture-taking jaunt and vacation in the Cali- 
fornia metropolis. He visited Chinatown and walked 
across the famous new bridge on this recent trip. 


* * « 


Large expansion both in Seattle and Portland, 
metropoli of the Pacific Northwest has been carried 
out by McElfatrick’s H & M Ribbon & Carbon Com- 
pany. Extensive improvements have been made to the 
corner location taken over at Fourth and Marion, Seat- 
tle, with extra display and demonstration space made 
available. Displays of typewriter supplies are featured 
at the newly enlarged setup at 900 Fourth Avenue, 
under R. J. Brown, manager. During the past two 
years the company has sold over 200 Niagara duplica- 
tors in Washington and Oregon. Operating in Port- 
land for the past twelve years, McElfatrick’s store un- 
der the management of G. M. Rieman, has recently 
moved from the third floor of the Broadway-Oak 
building to a fine new ground floor store at 709 S. W. 
Completely modernized and redec- 
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TRADE MARK 


TRANSFILES 
REPEAT! he DE LUKE 


The longer and harder a customer uses 


TRANSFILE the greater is his appreciation of 









its superiority. It makes a good demonstration, 


sells quickly and repeats steadily. 


In TRANSFILES you find all the good proven 
features known to the art—PLUS many exclu- The LEACER 


for semi-active filing 





sive features of which the steel roller bearing 
drawer suspension is outstanding. No other 
corrugated collapsible file offers the value 
you find in TRANSFILE. 


To make the most of the sales opportunity 
TRANSFILE offers, demonstrate it at every 


opportunity. Their uses in every walk of life The REGULAR 


for storing 






are unlimited but it is up to you to point 


them out to prospects. The sale is easy. There is a TRANSFILE to meet every 


Let TRANSFILE help you to greater profits purse and purpose. 


this fall. We'll send a sample if you will 13 






actually test it thoroughly. Write for it today. 
SIZES 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK, N. Y. 


a 


STEEL ROLLER 
BEARING 
DRAWER SUS- 
PENSION—the 
heavier the load 
the easier the 
roll! 











2-Way INTERLOCK 
simple and effec- 
tive means of weld- 
ing units into rugged 
batteries. 









SANITARY LEGS—slide 
into steel uprights to keep 
TRANSFILES off the floor. 
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tor Mote Prorits TH15 FAL! 


The 6° f F 
New Vic 


WASTE BASKET 





Here’s a brand new waste basket . . . with a host 
of important features that build sales. Designed 
and constructed in keeping with the Steelcase 
standard of high quality, this new VICTOR 
basket comes to business America with a rare 
combination of practical advantages that make 
it “box office” in any dealer’s store. 


Priced no higher than an ordinary steel waste 
basket, the VICTOR has already proved its abil- 
ity to command attention and sales from dis- 
criminating buyers. Test it in your store. The 
results will surprise you. A line from you brings 
all of the facts. Get them today for early fall 
profits. 














STEELCASE 


Business LHquiprmen., 














METAL OFFICE FURNITURE CO. 
Grand Rapids, ichigan 
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orated, this store furnishes double the floor space pre- | 


viously used by the Portland setup. 
7 > > 
Miss Estelle Jones, until recently operating the ex- 
change library as part of the setup of Lowman & 


Hanford Company at 912 Second Avenue, has sold | 


this individual business within the store to Miss 
Marilyn De Vin, and has entered the book business in 
San Francisco. Although a native of Kentucky, Miss 
De Vin has lived in Seattle for most of the last twelve 
years. Through her rental of fiction and non-fiction 
she builds considerable traffic through the large sta- 
tionery store with displays set out to fascinate eyes of 
the booklovers.—CML 

2 


GLOBE-WERNICKE PARACHUTE JUMPER 
THRILLS CROWD 

Leonard Moore, a member of The Globe-Wernicke 
traffic department at Cincinnati, continues to attract 
national attention by his feats as a parachute jumper. 
During the National Air Races in Cleveland on Labor 
Day, Mr. Moore thrilled a crowd of 200,000 persons by 
his spectacular feat of landing his ’chute in a 100 foot 
circle after a leap of 2,000 ft. to win first prize in a 
spot-landing contest. He was the only contestant 
among the thirty-five jumpers to land in the circle. 

For the past four years Leonard Moore has indulged 
in parachute jumping as a hobby with hundreds of 
leaps to his credit. He has appeared in numerous cities 
from coast to coast and invariably uses a parachute 
on which is lettered a huge advertisement for Globe- 
Wernicke office equipment. 


————— = oe _ 


C.M.T.C. MEMBERS WIN REMINGTON RAND 
MEDALS 
For the double purpose of perpetuating the memory 
of Christopher Latham Sholes, inventor of the type- 
writer, and encouraging members of the Citizens Mili- 
tary Training Camps to write essays upon “What the 
C.M.T.C. Means to Me,” two medals were awarded to 
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BOOST YOUR PROFIT 


PRESTO 


PERSONAL 


PAPER PUNCH 





Per 
Customer 


With Presto 
Personal 











@ Dealers displaying this fast 
selling paper punch report in- 


Paper Punch 
creased profits with no extra sales 


10 
effort. 


@ Everyone is a customer—salesmen, school children, architects, 
engineers, office workers, and office managers see them, try them, 
buy them. ® Presto Personal Paper Punch cuts a clean quarter 
inch hole one fourth of an inch from the edge of the paper. It fits 
easily into a vest pocket or purse, and is carded in dozen lots for 
handy counter display. ® Ask us to send you details, prices and 








| liberal discounts. Write or wire 


members of that organization last month by John A. | 


Zellers, vice-president of Remington-Rand, Inc. 

The medals bore the inscription: “Presented by 
James H. Rand, Jr., In Memory of Christopher Latham 
Sholes, the Inventor of the Remington Typewriter.” 

Mr. Sholes and Carlos Glidden started work on their 
writing machine in Milwaukee, Wis., in 1866 but it was 
not until 1873 that actual manufacture of the type- 


writer began. —— ee 


ADROIT ADVERTISING BY SAVANNAH HOUSE 

Tippins & Burchett, 16 West Bryan street, Savannah, 
Ga., are frequent advertisers in daily newspapers, using 
imposing space, with many and large advertisements. 


A recent insertion included the Woodstock typewriter, | 
Underwood noiseless, No. 95, R. C. Allen adding ma- | 


chine, the Heyer “Lettergraph” and cash registering 


devices. ao 


MARKWELL ANNOUNCES ADVERTISING CAMPAIGN 

The Markwell Manufacturing Company, Inc., New 
York, N. Y., last month announced the opening of a 
national advertising campaign for the purpose of 
aiding dealers by fostering consumer interest in Mark- 
well products. 


As part of the plan the company will advertise | 


Markwell staplers in several nationally-known maga- 


zines including the Saturday Evening Post and Col- | 


lier’s, which have a combined circulation of approxi- 
mately 5,500,000. 


METAL SPECIALTIES MF6. CO. 


3210 CARROLL AVE. CHICAGO, ILL. 








NOTHING Be aBUYER forlte 
T rnish the MONE) 


I Fi 
SELL! 


New Way To Earn 
Up to $25 A Day 


BRAND NEW OPPOR- 
TUNITY to act as MY 
BUYER in your community. 
Call on factories, offices, stores, any- 
where typewriters, adding machines, 
any office equipment is used. BUY equip- 
ment not in use based on prices quoted 
in my Blue Book. Tells you everything 
you need to know. No previous experi- 
ence necessary. 


| FURNISH THE MONEY 


I furnish the money for buying used 
office machines. Pay you big commis- 
sions for acting as my buyer. Absolutely 
nothing for you to sell. The more you 
buy, the more money you make... up 
to $25 in a day possible. WRITE QUICK 
for amazing details. 


PRUITT COMPANY 


1145 Praitt Bidg. Chieage, Tl. 


rhe 
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THE NATIONAL 
FITTED "KARY-ALL" 






Combination 
brief case 
and 
overnite case 


A very 
popular 
National 
number 


SEND FOR CATALOG 


The National line answers every need for Zipper type brief cases, 
envelopes and dress sets for men and women. A complete price 
ee proved sellers. Prepare for holiday demand. 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 








HOTCHKISS 
GOES COLORFUL 


New models. Popular appoal. Quick profits. 


"True 
Blue 
Clipper" 





Unconditionally Guaranteed 


Stapling Pliers with New Simple Mechanism. 
Color: Stunning Navy Blue. Distinctive name 
that the public will quickly learn and remem- 
ber. Trade-marked name-plate of famous 
American Clipper Ship etched on each model. 
Packed in special True Blue Clipper boxes. 
tnique folder to hand out and mail, hiye- 
catching dixpliay material to stimulate sales. 
Perfect merchandising tie-up to cash in on. 
See our salesman in your territory, or write 
direet for further information. 


HOTCHKISS SALES CO. 


NORWALK, CONN. 
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NEW AUTOPOINT DISPLAY TO BE SHOWN SOON 

Autopoint dealers and customers will see something 
new on viewing the new E-444 easel display which the 
district sales managers of Autopoint Company, Chi- 
cago, will shortly exhibit. It mounts thirty-six each 
No. 4 Pencils for four-inch lead, “visible” lead con- 
tainers, and eraser tubes—thirty-six complete four- 








os, —— 
\ 


| 






o# cai roan 


A Lp INCH LEAD BOS 


AND THE TIP THAT GRIPS THE LEAD 























splendid 


AUTOPOINT ON PARADE.—This 
display will be released to dealers soon by the 
Autopoint Company. 


inch writing equipments on one display. The colorful 
easel has a silver background, with three semi-circular 
tiers, supporting respectively the pencils, lead con- 
tainers and eraser tubes. The assorted colors of the 
pencils add to the eye-arresting quality of the piece. 

Perhaps the most novel feature is the transparent 
container for four-inch lead sticks. The visibility of 
the lead supply strikes an unusual and ultra-modern 
note. This “visible” type of container is also being 
used now for Autopoint 13¢-inch leads. 

Like the “Big Six” (E-102), this display is expected 
to become popular with the trade; not only by its 
novel and colorful appearance but the “self-service” 
it offers the customer, and the minimum of sales effort 


for the dealer—Autopoint’s simple, dependable 
mechanism being so well-known and continuously 
advertised. 


— 


KLUPT FINDS POSTAL ADVERTISING PROFITABLE 


An advertising plan whereby customers are mailed a 
postal card each week stressing the merits of a par- 
ticular item carried by the firm, has proved profitable 
for Theodore Klupt & Company, Baltimore, Md. 

In speaking of the plan, Oscar Klupt, head of the 
organization bearing his name, said: 

“We have been very successful in obtaining results 
from the cards due to the fact that we contact our 
regular customers in addition to a carefully selected 
group of firms we think interested in the featured 
merchandise. We have checked our sales and asked 
our customers where they have seen the items adver- 
tised.”’ 

In some cases, Mr. Klupt pointed out, customers 
actually bring the cards with them when coming to 
make a purchase while others even call to ask if they 
can purchase an article advertised several weeks back. 

The postal cards carry an illustration of the item 
to be featured as well as several lines of descriptive 
matter written in an interesting manner. 
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SPECI WAYS — 


HELPS YOU TO 
STEP UF SALES 


NATIONAL’S ingeniously designed mer- 
chandise with distinctive new features pro- 
vides profitable sales points and protection 
for you— more satisfaction for your customers. | 


NATIONAL helps you to cash-in 
on these new features by supplying 
tested sales promotion material that 
is practical and profitable to use. 


NATIONAL makes it 
3) easy for your sales- 
people to quickly 
grasp,understand and 
use effectively every 
powerful sales point 
and appeal that can _ 
be focussed on the 
consumer to 


“Step Up Sales”. 
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HAROLD J. HAMPTON 


Indianapolis Office Supply Co. Harold J. Hampton of the Indianapolis Office Supply 
Indianapolis, Ind. Company, Indianapolis, Indiana, writes the following 
to the Columbia Ribbon & Carbon Manufacturing 

Co., Inc., under date of August 28, 1937: 


“We have been selling ribbons and carbons for a little 
over 18 years bul never seemed lo really gel started until 
we took on your line exclusively some four years ago, 
since which lime our business in this department has 
increased over 300°,. 

We credit this first, to the quality of 
your merchandise, and second, to 
the wonderful cooperation which 
you have given us in developing our 
men into real salesmen of carbons 





and ribbons.” 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC, 
Main Office and Factory: Glen Cove, L. L., N. Y. 


New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
ENGLAND: Columbia Ribbon & Carbon Mfg. Co., Ltd., 11-12-13 Dowgate Hill, Cannon St., London, E. C. 4 


ITALY: Columbia Nastri E. Carta Carbone, 8. A., Via Tito Livio No, 6, Milano, 134. 
AUSTRALIA: Columbia Ribbon & Carbon Company (Australia), 66 City Road, Sydney, N. S. W 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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(New Machines & Devices—continued from page 105) 
eight light numbers with fluted legs, genuine walnut 
five-ply shaped tops 114 inches thickness, and genuine 
walnut panels and writing boards. The drawers have 
genuine walnut fronts and dovetail construction. Ped- 
estal bottoms are dust proof. The modernly appointed 
hardware includes bronze finish bar pulls. 

The company’s facilities now permit them to offer 
the line to dealers east of the Mississippi River. 


—-- 


NEW FOUNT-O-INK MODEL ANNOUNCED 

Streamlined, chromed and in some cases equipped 
with beautifully-modeled electric clocks, several new 
models of the Fount-O-Ink desk set have been placed 
on the market by the Gregory Ink Company, of Los 
Angeles, Calif. 

One of the new models, illustrated here, was dis- 
played for the first time at the recent National Sta- 





GREGORY INK COMPANY'S NEW FOUNT-O-INK DESK SET 


tioners convention in Chicago. It was advertised at 
the Gregory booth as “the desk writing set of today 
with the clock of today.” 

The set may be had in either chrome or dull finish 
and is equipped with the same feature which char- 
acterizes the earlier Fount-O-Ink models, although 
with many improvements added. 

Further details of the new line may be obtained 
by writing to the company’s home office. 


—>-e— 


CONOVER CIGA-REST ASH TRAY 


A new ash tray for smokers has been introduced by 
The Seymour Conover Company, 350 Broadway, New 





ASH TRAY BY SEYMOUR CONOVER COMPANY 


York City, distributors of the “Ciga-rest” ash tray. 
Circular in shape and designed for desk or table use, 


th 
t 
a 








No. 2766 


A dignified substantial desk in 66” 
size, which may be had in three or 
four drawer style. In this series 
are desks and tables of all stand 


ard sizes and patterns 


Our catalogue will be mailed on 


request. 


Tell City Uesk Company 


TELL CITY, INDIANA 



















- cceainmmmmnmanan | \N THREE DISTINCT SYSTEMS 
THAT ARE TWO WAY - SELEC- 
TIVE-INTERCOMMUNICATIVE 


AVAILABLE IN 1! TO 6 STATIONS 








WRITE FOR 


The new Electro-Call is the only inter- 
communicator that is two-way, selec- 
tive, intercommunicative! No selector 
switch necessary. Comes in ihree dis- 
tinct systems with models for all lines 
of business. Packed with features that 
give your customers more for their 44 ‘a 
money—give YOU more to SELL! PROFIT PLAN 
Tone monitor control; powerful p.m. 
speaker; easy to install, just connect 
cables ... plug i. Benwmaewweaeaeae 
Smartly styled cabi- 0 

nets, sturdy construc- | 


tion. E UNITED SCIENTIFIC LABORATORIES 
§ 512 Sixth Ave., New York, N. Y. 
UNITED i Please send more information about Electro-Call 
SCIENTIFIC “PROFIT PLAN.” 
LaBorATORiEs Jf 
, NAME 

S12 Sixth Ave. I 

i ADDRESS 











a rT CITY STATE. 
att Manuracioares FOR 16 YEARS 
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AMERICAN 
RIBBON & CARBON 
COMPANY 

















$6°° 


retail 


BECAUSE 


machines should be 
labor saving 
that’s why we 


ADK 


Automatic 


made 


buy one that does all the 


When vou buy a machine to deo a job, 
D K is an automatic paper 


job That's what a machine is for A 
Your en the bar releases the mechanism, and 


teuc h 
the work—staples 2 sheets or 40——easily and 


fastener 
the mechanism does 


quietly, witheut levering or bearing down Use it all day long 
and maintain high speed with accuracy and without fatigue. New, 
drawbar heek makes re-loading simpler and quicker 


improved 
ADK ix 


ef order 


and cannet get out 
satisfactory 


for thickness of papers 


adjustable 
staples—they 


Always use No. 333 assure 


service 






—voperates with light pressure 
of the hand, and without kick- 
Compresses and tacks 
carlinings, 





bac K 
shipping tags. 
drawing paper, window shades, 
ecards, ete., 

fastening 


sereens, display 


driving a secure 
Adjustable and 
satisfaction guaranteed if No 


jamp-roof— 


$44 staples are used. 


STATIONERS — Now is the 
jor an A D A display 
and demonstration W rite, 
phone or wire for fall de-ails 


A. D. K. Corporation 


2531 N. Ashland Ave. Chicago 


time 
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the rests are moulded on the inside edges of the bowl 
to insure maximum protection of the furniture. 
It is made of porcelain, to sell at fifty cents, and is 
offered in a variety of colors. 
—¢ 
RESPIRATOR CUSHION DISPLAY STAND 
INTRODUCED 
Developed to aid dealers in merchandising their 
Respirator cushions, the L. M. Bickett Company, 
Watertown, Wis., has introduced a metal illuminated 
display stand for these products. The stand has an 
off-and-on flasher unit that attracts attention every 
time the light flashes. 
This display stand holds seven Respirator cushions; 











DISPLAY STAND FOR 
CUSHIONS 


three cushions in each of the two lower sections, and 
one cushion in the top behind which a light bulb is 
placed so that as the light flashes on and off beams 
of light pass through the ventilating holes in the 
cushion, at the same time illuminating the trans- 
parent sign at the top of the rack. The empty stand 
is depicted in the illustration. 

Made of steel tubing, the stand is painted with 
green enamel. There are rubber bumpers on the legs 
to prevent marring floors or counter. 

—- © 
VERTEX BINDER INTRODUCED 

A machine for binding the edges of valuable papers 

as a protection from mutilation by handling has been 





NEW VERTEX BINDER 


introduced by the Vertex Company, 5 Great Jones 
Street, New York, N. Y. 
Known as the Vertex binder, it is 


device which may be set on a table or 


a sturdily built 
desk, and is 
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WHY 
You can sell 


Regal sic; Royals 


They are rebuilt in the Factory of the origi- 
nal manufacturer; 


Packed and wrapped like a NEW machine; 


Look like NEW—work like NEW—carry the 
same guarantee as a NEW machine; 











Minimum service required; 
Nationally advertised—Nationally known; 
Established retail price; 


Small investment—quick turnover—repeat 
orders; 


Liberal margin of profit; 





Save your customer about 40%; 


We help you plan your selling campaign by furnishing you sales 
manuals for your salesmen; furnish you display counter and win- 
dow signs, and folders for mailing; mats for newspaper advertis- 
ing, etc. 


If you want to increase your business and add to your profits, mail 
coupon for further details. 


REGAL TYPEWRITER CoO., INC. 1937. 
75 VARICK STREET 


NEW YORK, N. Y 
TYPEWRITER COMPANY GENTLEMEN: 


Please send me complete details of your 
INCORPORATED Selected Dealer Distribution Plan by return 
mail and include a copy of your helpful 
manual on selling Regal Rebuilt Royals. 








75 VARICK STREET 


FIRM 


NEW YORK, N. Y. ADDRESS 
INDIVIDUAL 





























Desk and Chair by the 


LEOPOLD DESK COMPANY 
Burlington, Ia. 


An inlaid leather top adds to the beauty 
and utility of this splendid bow front desk 
by the Leopold Desk Company. The cov- 
ering of the chair as well as the leather 
used on the top is genuine Eagle-Ottawa. 










Aa 


~ : ™ f 4 
ee ee ce y 


The M ©) D) E R N Office 
Furnishes with i E AIF E R 


With the greatly increased demand for fine office furnishings, good leather is being 
used far more extensively than ever before. Desk and table tops of inlaid leather 
are very much the vogue. And manufacturers and dealers are keenly alert to the 
almost unlimited decorative possibilities offered by leathers of the proper grains and 
colors on drawer fronts, chair parts and walls as well as for coverings of fine 





upholstered pieces. 


More and more the modern office is being furnished in leather. And more and more 
it’s fine leather by Eagle-Ottawa; for Eagle-Ottawa’s range of colors and grains is 
exceptionally wide and provides to an unprecedented degree the exact type to 
harmonize with every period style—to enhance its beauty and add to its utility. 
Consult the nearest Eagle-Ottawa sales office concerning your leather problems: 





CHICAGO, 912 Washington Blvd. NEW YORK, 2 Park Avenue 

ST. LOUIS, 1602 Locust Street HIGH POINT, N. C., 900 N. Main 
A SYMBOL OF QUALITY SAN FRANCISCO, 615 Howard Street LOS ANGELES, 1012 Broadway Place 
FOR HALF A CENTURY PORTLAND, 1238 Glisan Street 


EAGLE-OTTAWA LEATHER COMPANY - GRAND HAVEN - MICH. 

















OCTOLER 


operated by a hand crank that propels the tape as it 
is folded and binds the sheet. Neither heat nor mois- 
ture are needed, as the tape used has a rubber cement 
base; such as Scotch cellulose tape in its various 
colors, and also paper tapes with this adhesive. 

The machine will bind sheets from tissue thickness 
to one-sixteenth of an inch, or bind two sheets of 
different material; such as cardboard or cellophane 
with paper. If desired, sheets can be taped continu- 
ously, one following the other and then cut apart. 
Curves or discs can also be taped. 

The binder is used by architects, engineers and ar- 
tists for their drawings and data sheets; also by law- 
yers, realtors, insurance companies, banks, and libra- 
ries for important documents. Other users are 
musicians for sheet music, office managers for business 
forms, and schools and institutions for bulletins. The 
tape is also available from the manufacturers of the 
machine. 

—_- 
THE SAFE-SKANDEX 

The Safe-Skandex, a new fire-proof record cabinet 
which incorporates the latest-known material and 
design for resisting fire, is being introduced to the 
market by Svenska Skandex Aktiebolaget, Stockholm, 
Sweden. 

Prior to being placed on the market the Safe-Skan- 
dex was subjected to a rigid test by Swedish govern- 





THE SAFE-SKANDEX 


ment Testing Institute during which its fire-resisting 
and insulating qualities were tested for two hours 
instead of the usual sixty minute period. 

Features of the device include card pockets made of 
the best quality long fibre kraft, record cards pro- 
vided with a perforated strip at the bottom (visible) 
edge to facilitate typing of titles, and nickel plated 
slides to prevent rust and reduce friction to a mini- 
mum. The slides are easily removable, an important 
feature when more than one person works on the cab- 
inet at the same time. 

The cabinet is finished in olive green Crystalate 
enamel and may be had in various sizes. 

_—_ 
AUTOPOINT “VISIBLE” LEAD CONTAINERS 

Capitalizing upon the advantages of visible packag- 
ing, Autopoint Company, 1801 Foster avenue, Chicago, 
is introducing handy lead containers of transparent 
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The name “ESTERBROOK” on any pen 
adds a premium to its worth in your 
customer’s mind. 


For over 78 years, Esterbrook has main- 
tained world leadership in the pen indus- 
try through successful interpretation of 
the varied needs of users. 


That is why Esterbrook Pens are easier 





to sell— any time —in any store. 


ESTERBROOK STEEL PEN MFG. COMPANY 


Brown Bros., Ltd. 


86 Cooper Street 
Toronto, Canada 


Camden, 











PAPERS 


1TYPEBWRLTER 


Is there a Southworth Dealer 


in your city? 


IF NOT—may we tell you of a complete, 
attractively boxed line, created especially for 
the typewriter and sold under a protective 
cooperative policy that has earned the respect 


of dealers everywhere. 
Write 


SOUTHWORTH COMPANY 


Established 1839 


West Springfield, Massachusetts 
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No. 1742T—42x32” Patent Pending 


SECRA-TYPE 


The Modern Typewriter Pedestal 


A standardized device for all sizes of desks 42-54 & 60 inch. 

It eliminates the cut out top and the old space wasting 
pedestal, holding typewriter and all supplies in a standard 
pedestal; more rigidly, conveniently and economically. 

It is the inevitable and long overdue successor of the old 
original types 


It Is Proving Big News To Big Business. 


Grand 


Rapids Mich. 











GUMCRAFT™ 


means GUMMING CRAFISMANSHIP -—— 
TRE 


GUMMED CLOTH TAPES 
HOLLANDS - CAMBRICS 


GUMMED MENDING TAPES 
CLOTH -GLASSINE-CELLULOSE 


GUMMED SEALING TAPES 
KRAFT - COLORED 


STANDARD TAPING DEVICES 
PULL-TYPE - AUTOMATIC 


for all indus ‘ries 





PRINTED TAPES 
PAPER - CELLOPHANE - CLOTH 
Gummed + Ungummed 


Our Continuous Roll - Printing Press 
equipment is modern, high-speed. 


Prices are attractive White us. 
DEPT. OA937 
GummepD TAPE: & Devices; Company 





GUMMING  ®OLL PRINTING ~- SLIT Tine 





6 TERMINAL O ~ 7 


BROOKLYN; NEW YORK, 
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material which enables the owner to see at a glance 
his stock of lead. 

This transparent container is of special convenience 
in the three-color lead combination pack, known as 
No. 502. With three compartments for 1-/38 inch leads, 
it contains 24 black medium (HB), and 12 each of the 
red and blue in medium grades. The package retails 
at 25 cents. 

Other leads in the Autopoint line also available in 
these visible packs are the following: No. 500, single 
compartment, with 24 leads of any grade desired (re- 
tailing at 15 cents); No. 502, single compartment, con- 
taining 18 colored leads—any color selected from the 
list (15 cents retail price). The 4-inch leads for Auto- 
point’s new 4-inch pencils are similarly packed, with 




















AUTOPOINT LEAD 
CONTAINER 


18 black leads (Hard, Medium, or Soft), in the No. 540 
line (25 cents retail price). An assortment No. 541 
provides 9 colored 4-inch leads red, blue, yellow, 
green, or purple indelible—to retail at 25 cents 

The re-use value of the containers, for pins or other 
small articles, adds to their consumer appeal. 

— + - 

IBM ANNOUNCES ELECTRIC HEKTO-WRITER 

The International Business Machines Corporation 
recently announced a new all-electric writing machine 
specially designed for producing reverse master copies 
used in liquid hectograph duplicating machines. It 
effects savings over previous methods of thirty-three 
per cent to seventy-five per cent in operating costs, 





THE HEKTO-WRITER 


besides eliminating the handling of dye-bearing car- 
bon paper by the operator, it was stated 

Hectographic duplicating machines of the liquid type 
produce duplicate copies directly from a master sheet 
prepared in a typewriter by writing on it in reverse, 
this being accomplished by placing a sheet of special 
hectograph carbon paper behind the master sheet. 
The IBM machine replaces the carbon sheet with a 
continuous 300-foot ribbon of hectograph carbon 
paper, fed from a reel at the back of the machine. 
The master sheet is inserted as in an ordinary type- 




















In”) 


The Polar Exhibit of Beautiful, Practical Office Items 


at the National 


Stationers Convention, 


Chicago 


To the many Stationers who again and again commented so favor- 
ably on the quality and beauty of Polar items, and who placed 


so many substantial orders, we extend our sincere appreciation. 


This season, Stationers will distribute more 
Polar items than ever before—why not get 
vour share of this profitable business. 

There is a big demand for high grade 
chair and desk accessories. Polar not only 
makes a widely varied line but provides the 
Stationer with two powerful and effective 
selling helps. 


The Polar Display Rack 


Developed as a result of searching inquiry 
among the trade, careful consideration of 
the Polar line itself, and study of the dis- 


POLAR, MANUFACTURING CO. 





play problem, the Polar Rack is of simple 
design and can be built by your local car- 
penter in a short time and at low cost. 
Write us for FREE blueprint with com- 
plete directions for construction. 


The Polar Catalog 


—an excellent buyer’s guide in ordering 
merchandise and an illustrated sales man- 
ual as well, showing both your inside force 
and your outside salesmen how to increase 
their sales of Polar products. If your sales 
force is not individually supplied, just let 
us know how many you need. 


POLAR MANUFACTURING COMPANY 


Terminal Commerce 


Bldg., 401 N. 


Broad St., Philadelphia, Penna. 
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34th Annual 


NATIONAL BUSINESS SHOW 


1937 


The week of October 18th to 23rd inclusive. 


At Commerce Hall, Port Authority Building, Eighth 
Avenue and 15th Street, New York City. 


The annual meeting place of those who are interested 
in Better Business Methods and Equipment. 


Where exhibitors show and demonstrate their products 
und services openly as evidence of their worth and use- 
fulness for efficient business operation in any enter- 
prise, large or small. 


Where forward looking business people come to see 
ind to learn. at first hand, what is best for them to use in 


their business. 


Where enterprising makers, dealers, buyers and users 
contact each other and keep acquainted with progress 
ind the progressive. 


Where you, whoever you are in business, can find 
much to aid you in your business. 


You are cordially invited. 


rank &. upper 



































writer, after which a movement of a lever places the 
carbon ribbon behind the sheet, in the position for 
writing. The ribbon is automatically fed along behind 
the sheet each time the carriage is returned after 
writing a line, so that each type impression is made 
on an unused spot in the ribbon. 

Improved appearance of the work and a larger num- 
ber of copies from each master sheet are provided by 
the carbon ribbon system and by the uniform impres- 
sions of the electrically controlled and operated key- 
strokes. As no carbon paper is handled by the oper- 
ator, staining of the hands or of the master sheet by 
the methyl-violet dye used in the hectographic process 
is avoided, it was stated. 

The machine will be known as the International 
Electric Hekto-Writer. 

2 
ALMA SECTIONAL BOOK CASE 

The Alma Desk Company, High Point, N. C., is offer- 
ing a sectional book case to meet requirements for 
attractive and sturdy cases in both the office and 
home. Units may be assembled from base, top, and 





SECTIONAL BOOK CASE BY ALMA 


three size book sections; all of standard dimensions. 
Any combination may be built-up, fitting together 
with precision. This book case is available in round 
post design in walnut or mahogany, or square post in 
walnut, mahogany, or oak. 

—_- > 
INVENTOR ANNOUNCES NEW STYLE TYPEWRITER 

The invention by Joseph SpielVogel, Newark, N. J., of 
a new Style typewriter, which prints its characters uni- 
formly regardless of the operator’s handling, was 
announced in a recent issue of the Chicago Daily News. 

According to the news item, the machine has many 
features which makes it as perfect in operation in the 
hands of an amateur as in the hands of a professional 
typist. The story said in part: 

“Punch the keys as hard as you will, but the type- 
writer keeps putting the letters down on the paper at 
the same even-tempered, undisturbed pace. It types 
each letter so that every word is as black as the next 
one. It pushes the “I” key more lightly than the “W,” 
for if the two fell with equal weight the “I’’ would be 
darker than the “W.” 

“Instead of giving each letter the same amount of 
space, as in the case of conventional typewriter keys, 
the device with the unruffled temper varies the space 
to suit the size of the letters, as in standard type. The 
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No. 423 ‘““DICTATOR’’ 


To operate: user points metal indica- 
tor to a letter on list finder, presses 
metal key at base, and selected page 
snaps open instant- 
ly as illustrated. 
Device locks auto- 
matically flat to 
base by pressing 
down top of index. 







Another New FaM 
Memory Masterpiece 


Here’s a most unusual arrangement of solid walnut PERPET- 
UAL DESK CALENDAR and ALPHABETICAL LIST FINDER 
mounted on felt-protected base of solid walnut. List finder 
provides the most modern means of finding names and other 





recorded information listed alphabetically. A positive 
necessity to the busy executive and his secretary. . . Retail 
stationers will make quick sales of this amazing time-saver 


- . . and of many other models in this exclusive line of 
year ‘round selling merchandise. 


Ask for FREE copy of illustrated broadside 
showing all models and prices and discounts 
of F &M MEMORY MASTERPIECES 


See us in Booth 98, Sept. 27 to 38, National Stationers Convention, Chicago, Ill. 


FINCH & McCULLOUCH 
AURORA - - . ILLINOIS 


Eastern and New England Representative: 


MUTUAL STATIONERY CO., Inc., 368 Broadway, New York 











> $87 

















IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 






Everything from a Safe 
to a Waste Basket in 
Steel Office Furniture 
.. » and Twirlit Drills 
IN NEW YORK 
STOCK 





CAL CAMERON 
112-114 WOOSTER ST. 
NEW YORK, N. Y 
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PARATEX FILLED 


REVERSIBLE CUSHIONS 


Beautifully Tailored 





Ribbed Corduroy and Smooth Felt Provide Handsome 

Reversible Cover. Brown or Green 17x17” or 15x17”. 

Style 205. One inch filler. Triple Strength 

Chain Stitched Edges. List Price Each: . . S15 

Style 224. Two inch filler. Box Border Rolled Edges $? 50 
Fach . 


List Price 


List Prices Subject to Dealer Discount 


GEO. E. FOX & CO. 


Sample Room, Offices and Factory 


420 Orleans Street, Chicago, Illinois 


OPPOSITE THE MERCHANDISE MART 


POTTTTITITiTiT rT rrr tree rrr 
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device prints type similar to that of a printing press 
and also prints bold face type when the proper control 
is adjusted.” 

Mr. SpielVogel is said to have obtained permission 
from the federal government to license prospective 
manufacturers of the invention. 

—- ¢ 
DAVID KAHN PRESENTS WEAREVER PEN AND 
PENCIL IN GIFT SET 

The new Wearever De Luxe fountain pen and Wear- 
ever De Luxe pencil to match are now being intro- 
duced in a gift set package by David Kahn, Inc., North 
Bergen, N. J. 

Packed in a case which is 


black, white, and gold 





DAVID KAHN GIFT SET 


individually boxed for the holiday season, the set re- 
tails at $1.50. The gift package is included at no in- 
crease in the price of the pen and pencil separately. 

The Wearever De Luxe pen and pencil were intro- 
duced a few months ago through a national adver- 
tising campaign. 

—-- 
REYNOLDS CELEBRATES 40 YEARS WITH 
TYPEWRITERS 

M. E. Reynolds, who operates the American Type- 
writers Company, at 305 North Broadway, Oklahoma 
City, celebrated his fortieth anniversary as a “type- 
writer man,” August 28, by doing a record day business 
in his own shop. It was on this date in 1897 that he 
entered the employ of the Remington Typewriter Com- 
pany, in Chicago. Later he worked for the Royal 
Typewriter Company, and for ten years was manager 
of the Kansas City branch of the American Writing 
Machines Company. He went to Oklahoma City thirty 
years ago, and has been working there ever since. He 
was with the L. C. Smith & Corona Typewriters Inc., 
there when he resolved to open up his own shop, which 
he did in February, this year. 

“T concluded I was getting too old to carry a type- 
writer up and down and all around, so just decided to 
settle down,” Mr. Reynolds told OFFICE APPLIANCES. 

Handling all makes in used and rebuilds, Mr. Reyn- 
olds has an L. C. Smith & Corona typewriter and add- 
ing machine dealership, and is distributor for the 
Shipman-Ward Manufacturing Company, of Chicago. 
In his cases are tools for working on, and parts for, all 
makes of machines; “every item needed for rebuilding 
or repair jobs,” Mr. Reynolds says. 

Equipped to take care of wholesale business, Mr. 
Reynolds supplies dealers in Oklahoma, Texas, and 
adjoining states. His wide acquaintance in the type- 
writer field brings him customers from all over his 
trade territory. His place is a Saturday Mecca for 

















THE TOTALLY NEW 


TIME-SEGRETARY 


It Clocks 
Appointments 







NATIONALLY 
ADVERTISED 






Fully protected $ LIBERAL 
by U. S. Patent REALL DEALER 
No. D105811 DISCOUNT 


With beautifully tooled leather 
covers, $7.50 to $25. 


F IRST MAJOR IMPROVEMENT IN DESK CALENDAR PADS 


PRECISION MADE BY 





A sensation at the recent gift shows in 
Chicago and New York. Widely pub- 
licised and nationally advertised. The 
new Time-Secretary is equipped with a 
dependable New Haven clock. 


Never obsolete. Sells all year-‘round. 


Continued refill business. 


The Time-Secretary means additional 
volume business. Indispensable to pro- 
fessional men. A boon to the busy ex- 
ecutive. Welcomed by everybody. 


Order a supply at once and get the 
feel’ of the big business you can do 
on this item for Christmas. Write today. 


SALES OFFICES 


NEW YORK, 320 Fifth Ave. 


CHICAGO, 230 E. Ohio St. 


PARK SHERMAN CO SPRINGFIELD 


LL 
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PLANT NO. 1: 5815 THIRD ST.. SAN FRANCISCO 


HUNDREDS OF NIAGARA DUPLICATORS 
have been sold on “looks” . .. yes, on the looks of their FINISHED 
WORK. There’s good reason why an efficient office-printing machine 
should be modern and attractive looking, and every Niagara is that. 
But, after all, it's what the duplicator DOES that makes the most im- 
portant impression on the buyer. One good look at finished Niagraph- 
ing, compared with the work of other stencil duplicators, is Niagara’s 
most convincing selling point. The crisp, perfect reproduction of every 
Niagraphed page tells the story of AUTOMATICALLY CONTROLLED 
ACCURACY... with which Niagara has set the standard for stencil 
duplicator performance. See that every one of your prospects makes this 
“finished work comparison.” You'll find out why Niagara Duplicators 


are so often “sold on looks” . . . those looks of approval that mean sales 


for you. 


NIAGARA DUPLICATOR CO. 


MAIN OFFICES ¢ 128 MAIN STREET, SAN FRANCISCO 


CABLE “NIADO” U.S. A. 








PLANT NO. 2: 37 LITTLE WEST 12TH STREET. NEW YORK CITY 
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“itinerant mechanics,” who flock there to “lay in” 
supplies for the following week’s jobs. 

Mr. Reynolds’ service department is equipped to turn 
out thoroughly complete service and rebuild jobs with 
utmost dispatch. 

Well lighted, with equipment conveniently and pro- 
gressively arranged, this department is worth a more 
detailed description. 

An automatic hot water tank and two laundry tubs, 
properly plumbed, furnish the setting for the first 
cleaning step. Here the typewriters receive a hot 
water bath with soap solvent; and a rinsing. 

An air compressor furnishes compressed air to re- 
move excess moisture, and an electric oven completes 
drying. Oil and solvent are applied while the machine 
is still hot. 

A lathe, a buffer, and a grinder, all electrically oper- 
ated, are conveniently placed. Three work benches are 
here, each equipped with turn table and vise, and 
Remington, adjustable, reflector-equipped light. 

One partition of the work room is lined with a “bat- 
tery” of stock cases, made of Royal typewriter boxes, 
each with hinged front, where waiting and finished 
jobs may be conveniently protected from dust—EVH 








THIS WINDOW SELLS ROYAL PORTABLES.—That was the 
report of T. I. McLane, Royal dealer of Clinton, Iowa, who 
was responsible for the splendidly dressed window in which 
he featured prominently the time payment plan of purchase. 


—_—___—_§_o-—a-9—__—___ 


WIS-ILL CLUB NOTES 
The Wis-Ill Club at its September 17 meeting ap- 
pointed a committee to investigate possibilities and 
perhaps make arrangements for a bowling team which 
would be entered into a league formed by companies 
in the stationery and office supply business. 


+ * * 


Coincident with the publishing of a new member- 
ship roster for 1937, Secretary Tom Gillice also issued 
to the membership copies of the recently revised con- 
stitution of the club. Both booklets were printed in a 
handy size suitable for desk, pocket or brief case. 


* * * 


Several prominent guests attended the Wis-Ill Club 
meeting on October 1. These included Harold Hamp- 
ton, new president of The National Stationers Associ- 
ation; Kenneth Boyer, governor of the fifth regional 
district; Clem W. Seely, president of the Stationers 
Club of Michigan, and E. J. Lessard, former president 
of the St. Louis Stationers Association. 











PERFECTION 
DAILY REMINDER 


with or without half hourly appoint- 
ments in the 5 x 8 inch size. 


—-e 
GEM @ JUMBO GEM @ PERFECTION 
DESKAID @ PERFECTION DAILY REMINDER 


- & a 
THE MOST COMPLETE 
LINE ON THE MARKET 


DEFIANCE SALES CORP. 


72 SPRING ST., NEW YORK, N. Y. 
The CALENDARS in the BLUE BOXES 
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PERFECTION METALS 


for ring books and post binders— 
a service for manufacturing stationers | 
| 





Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied from 
our ample facilities. 
Many manufacturers and wholesalers can best l 
keep their trade informed by means of loose leaf | 
catalogs. By using PERFECTION metals, you | 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept l 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. 
you realize on many opportunities. 


| 
LOOSE LEAF METALS CO., INC. | 
6816-6824 Arsenal St. ST. LOUIS, MO, 

| 


| 
Pacific Coast Representative | 
S. & D. Leose Leaf Co. 427 San Pedro St. | 


It will help 





Los Angeles 



































VERTICAL FILE GUIDES 








METAL TAB GUIDES 


METAL ANGLE TAB GUIDES ° * 
CELLULOIDED PRESSBOARD GUIDES 
PLAIN MANILA GUIDES *°* ’ CARD INDEX GUIDES 
Durability Vertical File Guides are produced in Alphabetical, Monthly. 


Daily. and Geographical Sets in both high grade wear resistant press- 
board and manila stock to give lasting satisfaction. 


Send for Guide Samples and prices for 
your comparison. .. we will send along 
the Barkley Folder and Guide Tab Chart 
which you will find invaluable to your 
purchasing and sales department. 


C. L. BARKLEY & CO. 


ESTABLISHED 19 
Manu fi 
517 S. JEFFERSON STREET 


Icturer 


CHICAGO. ILL. 











Where Security of Fastening 
is of Vital Importance a te 
The 


“Challenge” 
Eyelet 


Press 


If You Have Not Re- 
ceived Our Latest 
Pricelist, Notify Us. 
Also, We Have a New 
Catalog Just Off the 
Press. May We Send 
It? 











The Above Price Is 
Effective Septem- 
ber 10th 





Edw. L. Sibley Mfg. Co., Inc. 


BENNINGTON, VERMONT 
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VICTOR ANNOUNCES NEW FIELD APPOINTMENTS 

From the home office of The Victor Safe & Equip- 
ment Company, Inc., in North Tonawanda, N. Y., last 
month came the announcement that Fred Fenne has 
been appointed district sales manager in Illinois, Iowa, 
Minnesota, North Dakota and Wisconsin, succeeding 
C. B. Horr. Mr. Fenne was formerly district sales man- 
ager in the southwest, but is well known to the dealers 





FRED FENNE 


in his new territory, having traveled it before his con- 
nection with Victor. 

Phil Shinn is newly appointed district manager in 
Kansas, Missouri, Nebraska and South Dakota, where 
he has been calling on dealers in the interest of Victor 
for some time. 

In the Southwest, Jim W. Cooper takes over the ter- 
ritory vacated by Mr. Fenne in addition to his South- 
eastern territory. Mr. Cooper needs no introduction 
to those dealers, having worked with them for many 


| years—his many dealer friends will welcome him back 


in his old territory. 
o oT 8 


FRUITMAN ANNOUNCES NEW STORE 
Charles S. Fruitman, formerly with the Business 
Machinery Company, last month announced the open- 
ing of his new place of business at 23 North Seventh 
street, Philadelphia, Pa. The organization will carry a 
complete stock of new and used office machinery 


and equipment. 
i 


MILWAUKEE FURNITURE ASSOCIATION TO COM- 
BAT PRISON-MADE GOODS LAW 

Flanked by allies whom it is recruiting from various 
manufacturing companies, the Milwaukee Office Fur- 
niture Association is planning a determined fight 
against a new Wisconsin law which makes it manda- 
tory upon the part of civic governments to buy prison- 
made steel office furniture. 

The new law, according to C. A. Netzhammer, of 
the Northwestern Furniture Company, who is secre- 
tary-treasurer of the association, was recently passed 
at the instigation of the State Board of Control. This 
legislation, it is said, compels taxpaying units such 
as cities, counties, states and villages to purchase 
steel office furniture made in the Wisconsin State 
Prison provided the institution is low bidder. Failure 
to obey this mandate is punishable by the assessment 
of a fine. 

According to officials of the association competition 
of legitimate dealers against the prison is practically 
impossible because of the ability of the prison authori- 
ties to enter unusually low bids. In some cases, it is 
said, a prison bid has been registered one-third lower 
than the next lowest bid. 

“Our Association is endeavoring to effect a change 
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Typewriter Ribbons 









Carbon Papers 












Typing Supplies 









announce a national 


WINDOW 
CONTEST 


in conjunction with the campaign to determine 



















Cash prizes for clever window 


trimmers, in addition to all the other benefits you are 
deriving from our big Fall merchandising drive. Re- 
member the date, any time in October or November. 
Let us have your photograph promptly so you can be 
entered in this contest. 







Write for further details 


MITTAG & VOLGER., Inc. 


Principal Office & Factories: Park Ridge, New Jersey 











SALES AGENCIES IN LEADING CITIES THE WORLD OVER 

















OFFICE APPLIANCES 


PRODUCTS wz 2 NAME WL ee : 


A product with a good name is a product already 
half sold. The name “Boorum & Pease” on a blank 
book, or loose leaf binder or form, is universally 


accepted as proof that the product is as efiicient 


and up-to-date as tireless vigilance can make it 
Our production facilities are unmatched in com 
pleteness and adaptability to the swiftly changing — a 
tempo of modern business. Maintaining an organ ‘ 
ization ayrnert y ¥ lyvinc racnr ka ela needs s 
ization expert in analyzing record-keeping needs g 
} ] } f . co} P . ) 
we are aiways alert to the trequent changes in \ y 
. S 5 
] } ‘ - . F<) 
product design which necessitate almost constant AY 
redesigning of machinery. Some of this machinery LY ¥ 
ad scICTN oe : y os vy tp 1c ~< 11 n | sr af co r s 
; aesigneda especially for us, aS a number OI! ou! . 


products, such as Brass Edge Notear Sheets, are ' -T- - 


pening [nl sonstant change and improvement 1 


ne motivating idea. We believe it is our inescar NOTEAR VY} ‘Al 
able responsibility to supply you with products that oO ESLOLE i\} 


" } t) 
will meet all your customers’ requirements — and RECORD SHEETS Oo }! 
= : , halwes O fh 


The greatest improvement ever made 
in Visible Equipment : 


Standard 16 TIMES STRONGER 
than 
BOORUM & PEASE ¢ ORDINARY SHEETS a 


TEAR (3333: once 
N INDEXES RULINGS AND SIZES FOR EVERY PURPOSE REINFORCEMENTS 


STANDARD 
BOORUM & PEASE 


Visible 
SOCIAL SECURITY 
OUTFITS 


s 
FOR ANY NUMBER OF EMPLOYEES 


» 
- 




















@ Simplified systems and forms that 
comply with every requirement of the 
Act. For all types of business. Special 
ystems designed for those requiring 


pecial methods and forms 


Visit Our Sxhibits 





HOORUM & PEASE COMPANY 


P. O. Box 272. City Hall Station. 34th Annual National Business Show 
Commerce Hall, Port Authority Bldg., New York 


NEW YORK CITY October 18 to 23, 1937 


and 


BROOKLYN BOSTON $0th Anniversary 
84 Hudson Ave. 29 Otis St. The American Institute of Accountants 
CHICAGO ST. LOUIS The pone ogo cA York 
538 S. Wells St. 212-14 S. 7th St. citscecsiseetabibatinnan 
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in this setup through proper legislation,” Mr. Netz- 
hammer explained. “With the codperation of several 
large manufacturers including the Hamilton Manufac- 
turing Company, and the Invincible Metal Furniture 
Company, we believe we are beginning to obtain re- 
sults.” 

The Milwaukee Office Furniture Association meets 
on the second and fourth Tuesdays of every month, 
under the leadership of President Ernst H. Franke. of 
the H. H. West Company. 





THEY CARRY AND ADVERTISE SHAW-WALKER PROD- 
UCTS.—These delivery trucks of two enterprising dealers are 
seen everywhere in their respective territories and act as 
constant reminders of the Shaw-Walker line of ‘“‘Built Like 
A Skyscraper” office furniture and equipment. (Above) Truck 
of the Richmond and Backus Company, Detroit. and (Lower) 
vehicle owned by | A. F. Shipley, Grand Forks, N. D. 
— 2 


MR. AND MRS. WILLEY VISIT NORWAY 

Clinton B. Willey of the export department of The 
Carter’s Ink Company and far eastern sales manager 
of the Eagle Pencil Company, and Mrs. Willey, who, 
states a friend abroad, “are popularly called the Duke 
and Duchess,” were visitors to Oslo, Norway, last month. 
There they stayed ten days with Mr. G. A. Gjessing, 
Carter agent for Norway and some other nearby coun- 
tries, who made Mr. Willey acquainted with the Carter 
distributors. With Mr. Gjessing they went to Stock- 
holm, where they were met by the Finnish general 
agent, representing G. A. Gjessing & Company. And 
were given a dinner party at the home of the Gjessing 
Company’s Swedish agent, Mr. Fred Skoglund and 
his wife. 

The Willeys left for Belgium and Holland to meet 
the Gjessing representatives there. Thence they were 
to go to the Far East, later to visit Australia and stop 


at Honolulu on the way home. 
ccemnenactieailiadttiemcamnasanis 


CLEVELAND HOUSE OPENS NINTH STORE 

The Burrows Brothers Company, Cleveland, Ohio, 
has opened its ninth store this month. The new 
establishment is at 4195 Pearl Road. The merchan- 
dise carried includes a complete line of office supplies, 
fountain pens and a large stock of new books and 
reprints. Other items are greeting cards for all occa- 
sions, social stationery, kodaks, camera supplies and 
gift items. Other merchandise carried includes cur- 
rent magazines, stamp collectors supplies and equip- 
ment, and a circulating library of wide range. 

The new store is in the Brooklyn section of Cleve- 
land, and G. B. Bingham, president of the company, 
stated that in planning the stock for the new store 
the experience gained in its other neighborhood 
branches to find selection easy has been applied 
advantageously. 





EVENTS CAST 
THEIR 
SHADOWS 


COMING 
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THE COMING EVENT: 


THE BIGGEST SELLING SEASON FOR 
DATERS. November, December and Januar, 
are the biggest months for daters sales. 


THE OUTSTANDING LEADER: 
FULTON FUL-KLEEN—America’s only 


really modern dater. 


FUL-KLEEN will put new life into your dater business. People 
who have never bought daters before will buy it,—attracted by 
its rich color, its new, plastic-moulded material, its modern stream 
lined “sheathed protection’ design, which protects hands, desk 


and papers against smudging 


So light in the hand, that the barest finger-pressure gives a full, 
clean, sparkling impression. A real premium dater at no premium 


in price 


Sales Office: 
200 Fifth Ave., 
Vew York City 


SPECIALTY CoO. 





Factory: Elizabeth, N. J. 














TRINER 


BEAM POSTAL SCALES 
ELIMINATE 
POSTAGE WASTE 










Capacity 1 lb. x % oz. 


WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility and tolerance 
for checking postage. 

Forty-eight cents to 96 cents per pound prevailing 
postage cost must be checked by every mailer to prevent 
costly postage waste. 

Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving Parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. 
in various models, with computing charts on those of 1 
Ib. and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 
2714 W. 2ist Street Chicage, Illinois 
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STATIONERS / 175 your 


LINE... EXCLUS/VELY/ 


S7TELZL STRONG PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure ... with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 
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| COIN WRAPPERS 
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STEEL- STRONG "PRODUCTS 




















Bill STRAPS 


THE C.L.DOWNEY CO. 


941 CLARK ST 
CINCINNATI, O 


























29,000 CLEAN COPIES! 


. comes the report from 


From one Tempo Stencil . . 
one Tempo user . . . 19,000 from another. . 
10,000 from another . . . and from many others 
comes proof of Tempo’s endurance where long, 
hard runs are required . . . so that no matter what 
your requirements may be... try Tempo on your 
next stencil job and enjoy this advantage yourself 
write for free samples and details today. 


Reliable Dealers Solicited 


MILO HARDING CO., LTD. 


PITTSBURGH AND LOS ANGELES 


Manufacturers of Tempo Brand 





Duplicators, Stencils, Ink, ete. 
Mile Harding Ce., Led. 1037 
617 Commenwealth Annex 
Pittsburgh, Pennsylvania 
Send Free Stencils for 
(Nan fD 


Also, Complete Details of Dealer Plan 


Mar 





k fer persenal attention of 


Pin to your letterhead 
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VICTOR ANNOUNCES TWO NEW AGENCIES 


Continuing its program of expansion started many 
months ago, the Victor Adding Machine Company last 
month announced the appointment of two new agen- 
cies in the West. 


The first of these is the Capitol Office Equipment 


———— 
CAPITAL OFF 


‘CE EQUIPMENT CO. 


4 Ie CAniiene 
CDIPNUACS 








TWO NEW VICTOR ADDING MACHINE AGENCIES.—(above) left 
to right: J. K. Young, new Victor manager at San Francisco; L. V. 
Rowland and E. J. Newman, owners of the Capitol Office Equipment 
Company; Ruth Bryand, Rufus Tree, Steve Conley, Arthur Taber, 
William Tonkin, Western sales manager for Victor Adding Machine 
Company; E. D. Moyer, Sam Hunt, and Randy Rogers. (lower) left 
to right: Henry Rosen, Seattle district manager; Jack Andrews, Ed 
Grevelle, Howard Wardin, office manager; Jay Downs, Tacoma 
agency manager; Jack Bennett, Mr. Tonkin and Harry Boll, western 
division mechanical instructor for Mr. Tonkin. 


Company, 1111 “J” Street, Sacramento, California, 
owned and operated by L. V. Rowland, and E. J. New- 
man. According to William Tonkin, Western Sales 
Manager for Victor Messrs. Rowland and Newman, 
opened this store in July, 1934 and have built an out- 
standing business in the office equipment field. 

In addition to the Victor Agency, the Capitol Office 
Equipment Company also handles: Ediphones, Used 
Bookkeeping Machines, and L. C. Smith Typewriters in 
a territory outside of Sacramento County. 

The second agency announced by Mr. Tomkin was 
opened by the Victor Company at 811 2nd Avenue, 
Seattle, Washington. 


GERMAN RECOGNITION OF JOHN T. UNDERWOOD 
Deutsche Kurzschrift (Bayreuth) published the obit- 
uary of the late John T. Underwood in its September 


issue. He was credited with playing a very important 
role in the development of the typewriter. 
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10. A DAY 


IS STILL EXCITING 
NEWS TO 


Portable 
Prospects 


Yes, it’s still exciting news! The fact that your customers can actually 
have a typewriter—right away—paying only ten cents a day is still an 
appeal that puts money in your pockets. 

Of course, you’ve known about the “10c a day” idea for a long time. 
But if you haven’t pushed it—if you haven’t talked it up—if you haven’t 
made it produce Remington Portable typewriter sales for your store—it’s 
because you've been taking it for granted that your customers understand 
the idea as well as you do. 

Don’t take it for granted. Now, while the season is hot—while portable 
typewriter customers are keen to buy, get behind Remington and the 
“10¢c a day idea” and cash in. 

All you do is to sell the portable. Remington checks the credit—makes 
all the collections—takes all the risk—and pays you your commission 
in thirty days. Send the coupon for full details. 









REMINGTON RAND INC. 
The Remington Junio} Portable Typewriter Division 
Portable. Buffalo, New York 





The Remington Stream- 
line Model No. 5. 





The Remington Noise- The Remington Port- The Remington Port- 
less Portable. able Model No. 7. able Desk Model No. 8. 





REMINGTON RAND INC. 
Portable Typewriter Division 
Buffalo, New York 


Gentlemen: 
Tell me how | can sell any one of the seven Remington Portable models at "'l0c a day", without risking 


one penny of my own money. 


Name 





Address 


The Remington Port- 
able Model No. 1. City State 
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\| Style that Sells and Satisfies “Ar. aicur says your prov 


pect, "let's have a suggestion.” 

A 1 ‘ | 
a | | _ of What an opportunity — and what a 
responsibility. You must know your 
prospect, of course. Different per- 
sonalities are activated in different 
ways, and that is a good part of 


selling. 


And as to what to suggest, remem- 
ber that the HOOSIER line includes 
a wide variety, styled in the modern 
manner and constructed for hard 
service—and that is a good part of 
desk merchandising. 





Every Hoosier Desk is built for life- 


| Installation by the Mississippi Stationery Company, Inc., of Jackson, Miss. time service, to maintain and ad- 

There is a Hoosier desk for every office requirement. Many different vance the power of a good name. But 

itlastrated aie oun oF cae easdee pow Wy Amy Fy there is something more—more value 

| SF vcater Deche avs Gat Using ackd ka pour chip. waite Gf ones tor . 
dealer's proposition, in the style that sells and satisfies. 
HOOSIER DESK COMPANY JASPER, INDIANA Ask a Hoosier dealer. 


HOOSIER DESKS. 


























URABILITY is not an accident. It must 
be planned in advance and built in the 
finished article by the use of certain 

materials and a construction developed by 
experience. 


Any substitution to influence price is invari- 
ably a compromise with durability. 


Bushnell’s Wallets and ‘‘Vertex’’ Filing Pockets 
are durable. They are carefully constructed 
of ‘‘Paperoid’’—a material made of hemp rope 
fibres. Nothing compromised and nothing 
accidental. Just satisfaction and real value. 


THE ALVAH BUSHNELL COMPANY 


925 Filbert Street, 
PHILADELPHIA 
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SAN ANTONIO NEWS NOTES 
M. K. Patton, manager of the San Antonio office of 
the Monroe Calculating Machine Company, Inc., en- 
joyed two weeks at Sea Island, S. C., this month as a 
guest of the company. Mr. Patton was among a group 
of managers who were awarded this trip because of 
sales achievement 


7 * . 


The San Antonio office of the Underwood Elliott 
Fisher Company promoted an adding machine contest, 
using Sunstrand machines, at Draughon’s Business 
College here last month, three cash prizes being 


awarded. 
. > > 


From Remington Rand Inc.: R. W. Eubank, city rep- 
resentative in the systems division, has recovered from 
an operation and is again calling on local business 
firms. Mr. Eubank, previous to coming to San Antonio, 


held positions with this firm in Memphis, Indianapolis | 


and Houston. 

W. H. Lamar of the systems division has been trans- 
ferred to Corpus Christi, where he has been placed in 
charge of a resident office opened in that city. 

L. J. Carson and M. D. Turner of the maintenance 
department have returned from two weeks’ vacation 
spent fishing along the Texas coast. 

The systems division of this branch closed August 
with the highest achievement record that has ever 
been established by this division. 

Robert Meeker has joined this branch, and has been 
appointed utility clerk. 

The typewriter division under Tom Petriny turned 
in some good work among schools this past month, 
completing the following installations: Hebbronville, 
eight machines; Leakey High School, six; Yancey, six; 
Southwest Junior College, six; Victoria High School 
thirteen; and Somerset High School, twelve. 


From the adding machine division comes the repor 
that the division has just completed ten new models 
that are selling so rapidly that it is impossible to keey 
them in stock. G. E. Randolph of this division won a 
bonus for sales leadership during August and was 
awarded a beautiful electric clock. 


* . + 


Post & Haller, typewriters and supplies, have opened 
a store adjacent to a location formerly occupied on 
South Flores street. Ralph Post and M. Haller are 
firm members. 


* + > 
Tom Jackson, Royal Typewriter Company’s depend- 
able San Antonio manager, reports that August was 
the best month for business during his time here. He 
anticipates good business for the remainder of the 
year. 


* * * 


Al Eisemann of Maverick-Clarke Litho Company has 


returned from a well-earned vacation motoring | 


through West Texas.—BCR 


—____—_9—=i-o—— 


DOPPELT CIRCULAR FEATURES DOPP-KIT 
Featuring Dopp-Kit, the travel-utility-kit manufac- 
tured by the firm, a new four-page circular in colors 
has recently been published by Charles Doppelt & 
Company, Chicago. At the same time it was reported 











WARSHAW 
INDEX CARDS 


Do not hesitate to order large quantities of 
WARSHAW Index Cards—full rotary cut on all 
four sides. Whether you sell them the day you 
receive them or a year later, they are always fresh, 
clean and perfect as the day they were made. 

Sure! The modern protective Cellophane wrap- 
ping does the trick. 

Take advantage of quantity discounts—and do 


it now. 
THE WARSHAW MFG. CO., Inc. 
ONE MAIN STREET BROOKLYN, N. Y. 
@ Roll Labels 





e@ Guides 

@ Index Cards 

@ Reinforced Folders 
@ Protex Stickons 

@ Mending Tape 

@ Gummed Index Tabs 
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WOODSTOCK 


TYPEWRITERS 


BRANCHES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 
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NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 
to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 


























SUCCESSFUL MERCHANTS 
ALWAYS STOCK WELL KNOWN 
Rp MERCHANDISE 


ARE YOU 
WILLING TO 
PAY FOR 
| EXPERIMENT- 

- ING WITH 
See! NEW UNTRIED 
PRODUCTS? 
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MUNSON KEYS 
ARE 
WELL KNOWN 
WHEREVER 
TYPEWRITERS 
ARE USED. 
INTERNATIONAL 
vT7Te awe, @ 


B0G6000060608 


MUNSON SuPPLy Co., 348 Hudson St., New York City 


Please send information about the New Key 


New Package and Counter Display to 10 
Name 
Address oaeidisledn 
City. sealtiailcai aeaema ini aiiianaitanlectemaataaaiiemasinigs Bi citiathiniminnessiniieiii 
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that the recently-completed catalogue of the company 
also includes several new numbers among which is a 
clothes brush with a zipper top holding comb, file, 
tweezers and scissors and another with a deeper top 
compartment which holds all necessary toilet articles. 
A Pullman kit, a fitted dressing case and a pocket-size 
utility kit are also featured. 
JOYCE JOINS ROYAL ORGANIZATION 

T. J. Joyce, after thirty years of continuous employ- 
ment as a typewriter salesman with one company, last 
month joined the Royal Typewriter Company as sales- 
man in the Akron office under Manager H. H. Fudge. 

Mr. Joyce began his career on the west side of 





T. J. JOYCE 


London, England, and won early recognition as a sales- 
man of ability. He was later employed in this country 
at Hartford, Bridgeport, New Haven and Baltimore, 
and for the past ten years in Akron. 

—e 


COLE & MAY AWARDED FINE CONTRACT 

Calling for an installation of furniture which will 
total $14,600, a contract to equip the local county court 
was won recently by Cole & May, Globe-Wernicke Co. 
agents at Beckley, W. Va. 

The contract calls for all the furniture for the cir- 
cuit, criminal and county courtrooms, excepting seat- 
ing equipment. Thus Cole & May will install the judges 
benches, jury-boxes, tables and clerks and bailiffs 
desks, all Globe-Wernicke made. 

The decision to outfit the new structure with Globe- 
Wernicke products came after Court Clerk Harry An- 
derson and members of the court, together with offi- 
cials of Cole & May journeyed to Cincinnati where 
they made a thorough inspection of the GW plant and 
watched its many products in the process of manufac- 
ture. 

All of the furnishing will be in walnut and of a de- 
sign specified by the architect of the building. The in- 
stallation will be completed on or before November 15. 

saniictnaiainsiieilialla cians 

WILLIAMS ESCAPES DEATH IN AUTO CRASH 

A. W. “Al” Williams, executive head of the Station- 
ers Guild of America, narrowly escaped death or seri- 
ous injury in an automobile crash on the Lackawanna 
Trail, near Mt. Pocono, Penna, recently. 

According to reports Mr. Williams was riding with 
a friend when another machine, driven by Samuel 
Jessey, North Bergen, N. J., crashed into their car 
and then struck a stone wall instantly killing Jessey 
and seriously injuring five others riding with him. 
Mr. Williams escaped with several bruises and a severe 
shaking up. 
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IJts a Natu 


NO GLARE IN THE 
LINE OF VISION 


THE MOST PERFECT 
DEVELOPMENT OF 
THE INDIRECT LIGHT 


REFLECTS LIGHT 
WHERE NEEDED 
—NOT IN EYES 
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LIBERAL DEALER 
DISCOUNT 
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Saves $i yes: x 


THE PERFECT LAMP 


Here's a natural! Everybody can use the Indirecto FOR UNIVERSITY STUDENTS 
Lamp and almost everybody will. Orders already IN loi lele) Me i|h) 14. 
in hand indicate a tremendous sale. + 

No sales talk is necessary. Just show it and fill IDEAL FOR HOMES 
orders. The Indirecto tells its own story at a glance, OFFICES, LIBRARIES. 

its scientific lighting principle, modern design and DORMITORIES. HOTELS. 
sturdy construction. Order now and get this source HOSPITALS, RESTAURANTS 


of extra volume started. 


PRECISION MADE BY 
PARK SHERMAN CO., SPRINGFIELD, ILL. 


ye eee. se 
Be a 


> Eee oS se 

SPECIFICATIONS 
* me OT oe at 3 

3 


SALES OFFICES Over-all height-11%"  Reflector-8%4" di 
NEW YORK, 320 Fifth Ave. Base—5" diameter All Metal, Brown Luster 
CHICAGO, 230 E. Ohio St. Underwriter's Lelie’ aegis’ 
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RUBBER. STAMPS 


featuring he Ve romium Mount 


FREE! FREE! 


A beautiful display stand offered FREE. 
Also your name engraved on handles 
FREE OF CHARGE. A constant remind- 
er to your customers where they have 











The New B-M Chromium 
Mount Rubber Stamp 


has made an instant hit with 
users everywhere. You can 
now offer your customers a 
Modern, Attractive Rubber 
Stamp at the same price as 
ordinary wood mount styles. 





purchased their supplies—a most valu- 


able advertising feature. 


DEALERS: ATTENTION 


Be the first in your community to fea- 
ture this new chromium stamp. Watch 
your sales grow as customers realize that 
your store takes the lead in introducing 
the latest and most efficient office de- 
vices. The new B. & M. Chromium stamp 
will stimulate your business. OUR SERV- 
ICE: All orders received 12:00 (noon) 


Why not develop your Rub- 
ber Stamp Department to 
one of the most profitable in 











are completed and shipped the same day. 





your store—we will help you! FREE! - - FREE! Write for catalog and liberal discounts. 
Bankers & Merchants Stamp Works, Inc. 
3215 SHEFFIELD AVENUE CHICAGO, ILL. 





QUALITY 


UTILITY 
DEPENDABILITY & 
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PASSES AWAY 


Cc. H. AMES 


Charles H. Ames, vice-president and eastern man- 
ager of the Ames Supply Company, Chicago, died at 
his Brooklyn, N. Y., home on October 6. He was fifty- 
one years of age. 

Mr. Ames had been in poor health since suffering 
an attack of pneumonia some time ago. Since his ill- 
ness he had insisted upon remaining at his desk 
despite his poor health and subsequent weakness. 

Mr. Ames’ career with the Ames organization began 














THE LATE Cc. H. AMES 


in 1909 when he left the employ of the Chicago office 
of the Underwood Typewriter Company and was 
transferred to the Denver office of the same organ- 
ization, at which time he also joined the old Ames 
organization which was then known as Ames & Fil- 
stead, as manager, salesman, bookkeeper, mechanic 
and office boy. Despite the numerous duties connected 
with his two jobs, Mr. Ames’ enthusiasm and delight 
in hard work won him recognition as a man of unusual 
ability. 

One year later the Ames concern opened a branch 
office in San Francisco and Mr. Charles Ames was 
selected to manage the new organization in the Bay 
City. Upon his arrival in the thriving metropolis of 
the West he found himself in a territory in which 
there were three active competitors in the San Fran- 
cisco field, making his job a serious undertaking. But 
competition meant little to the Ames company repre- 
sentative and he rapidly forged ahead until in 1913 
he was sent to New York to reorganize the company’s 


branch in that city, where he remained up to the | 


time of his death. He recently extended his activities 
abroad, taking a European trip in the spring. 


Mr. Ames is survived by his widow, Mrs. Dorothy | 
Russell Ames; his mother, Mrs. Dorr C. Ames of La | 


Grange, Ill.; a brother, Arthur R. Ames, president of 
the Ames Supply Company, and three sisters, Mrs. 
Larned E. Meacham, Mrs. Wilfred H. Worth and Mrs. 
Henry R. Karcher. 

Funeral services were held on Friday, October 8, 
at the Herbst undertaking parlors, 7501 Fifth avenue, 
and at the Cypress Hills cemetery, Brooklyn. In respect 
to the memory of its vice-president the Ames Supply 
Company Chicago offices were closed on the day of 
the funeral. 

[The passing of Charley Ames deprives us of a friend 
whose good will was long one of our valued assets. 

An ingratiating personality, instinctively friendly 
and sincere, he won the friendship of those he con- 
tacted in business and otherwise. He put joy in his 





The “PERFECT” Executive 
Office Chair CUSHION 






Feature it 
for the 
Holiday Season 


Every cushion now shipped is 
beautifully wrapped as a Christmas gift 


“PERFECT” Executive Cushions are fine grade velour 
in brown, green, taupe andmaroon over resilient, 
one piece sponge rubber interior—14¢ or 2 inch 
thickness, boxed edges. In its holiday wrapping, it 
will make a useful article for display purposes and a 
profitable leader for the gift season. 


Write for prices and details or order a cushion for 
early display. 


The Perfect Rubber Seat Cushion Co. 


5200 Akron Street Philadelphia, Penna. 
















THE 
SECRETARIAL 
STAND 


Low Priced 


Rigidly 


Constructed 


All Metal 


Simple to assemble— 
Lock washers on all 
bolts—Guaranteed not 
to tip—Noiseless rubber 
casters—Sliding shelf 
no extra charge—Size 
26” high —Top 18’ x 14’. 
Shipping weight knock- 
ed down, 16 lbs.— Color 


Olive Green. 





$495 


RETAIL 





LIBERAL DEALER DISCOUNTS 
1 PROFITABLE AND FAST SELLING STAND 
FOR HOME OR OFFICE 


SHIPMAN-WARD MFG. CO. 


“‘The Dealers’ Supply House’’ 


325 N. WELLS ST. CHICAGO, ILL. 


Branch Offices 
NEW YORK— MINNEAPOLIS——LOS ANGELES -MONTREAL 
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OFFICE 
TABLE 
metion 


BH that creates sales 


A fine office table shows its 
character at a glance. Closer 
inspection merely reveals the 
high quality of materials and 
features of construction that 
make it fine. Leading dealers 
recognize the Samson line of 
office tables as being outstand- 
ing in all respects. The new 
Samson catalog presents a va- 
riety of designs sure te meet 
every worthwhile requirement. 


Mutschler Brothers Co., 


302 Madison St., Nappanee, Ind. 














} 
| 


GAYLO" 


The latest addition to the World famous GAYLO 
line of metal folding chairs. Non-tipping, perfectly 
| balanced, indestructible extra 
heavy construction, rigidly 
braced, folds flat quietly, 
extremely comfortable. 





























equipment makes 
for exceedingly 


LOW PRICE. 


Use of automatic 
] 
| 


Enamel finishes. 


Colors: Mahogany, 
Walnut, Black, Olive 
Green, Ivory. 

An investment in GAYLO 
superior quality equipment 
means service, economy 
and durability. Backed 
by an organization 
of many years of 
manufacturing 
experience. 


THE GAYLO MFG. CO. 


820 North Michigan Ave., Chicago, Ill., U.S. A. 
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day’s work and radiated good cheer, showing wisdom 
in taking his business, but not himself, seriously. 
We shall miss the occasional visits with Charley; 
business talks punctuated with his keen humor. From 
which we always got some hearty laughs and retained 
delightful recollections. Many others will miss Char- 
ley Ames and hold him in pleasant memory.—E.J.1 


' - + 


F. D. KNIGHT 


Funeral service for Furman Delano Knight, proprie- 
tor of the Knight Book Store, were held from Trinity 
Methodist Church, Sumter, S. C., of which he was-a 
member, on Monday afternoon, August 24. Born in 
Bennettsville, S. C., on June 16, 1872, Furman D. 
Knight moved to Sumter forty years ago to work for 
the firm of Knight Brothers, at that time owned and 
operated by his two brothers, J. M. and A. W. Knight. 
Later A. W. Knight purchased the “Bamberg Herald” 
at Bamberg, S. C., moving there and selling his interest 


‘ 


' in the business to J. M. Knight. After the death of 


J. M. Knight, Furman D. Knight purchased his interest 
in the business, becoming its sole owner as well as 
proprietor of the Herald Publishing Company, print- 
ing the “Sumter Herald.” The business will be con- 
tinued by a son, F. Jenkins Knight, it has been an- 
nounced.—_JHR 

tf 


W. T. GORMLEY 


William T. Gormley, for the past thirty years a 
manufacturer’s representative and a resident of 
Evanston, Ill., for fifty years, died at his home in that 
city, 2514 Harrison street, September 8. He was sixty- 
eight years of age. 

Mr. Gormley retired five years ago but up to that 
time traveled an extensive territory between Buffalo 
and Omaha. He was a veteran of the stationery and 
office supply industry and was well-known to hundreds 
throughout the country. 

He is survived by his widow, Mrs. Frances Gormley, 
and four sons. Burial took place at St. Athanasius 
church, Evanston, followed by interment at Calvary 
cemetery. 


- - + 


WILLIAM A. HALLIDAY 

William A. Halliday, one of the pioneers in the sta- 
tionery business of San Francisco, passed away re- 
cently while in his sleep. He was eighty-two years old. 
and is survived by his widow, Mrs. Helen Halliday; 
three sons—William P., C. W., and A. C. Halliday; and 
one daughter, Jane E. Halliday. The members of the 
family are all directly or indirectly connected with the 
stationery business. 


bt fk b&b 
CARL P. JAEGER 


Carl P. Jaeger, who had been connected twenty years 
with the Moseley Book Store at Madison, Wis., passed 
away last August after a short illness. He was a native 
of Germany, and a graduate of the Northwestern 
School of Pharmacy. He is survived by his widow, 
Mrs. Ella Mueller Jaeger, one son, two daughters, his 


| mother and three brothers. 


' &F + 


KOH-I-NOOR ISSUES NEW CATALOGUE 
Containing twenty-five well-illustrated pages which 
list the various products manufactured, a new cata- 
logue was issued last month by the Koh-I-Noor Pencil 
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Bicker: YOUR CUSTOMERS ARE LOOKING FOR “PLUS-VALUES” LIKE 


Quartered Striped Wal- 
nut, reversed diamond 


cma: | IMPERIAL NO. 1800 GRADE 


part of end and back 


Quartered Striped Wall Distinctive styling! Fine craftsmanship! Budget prices! Those 


Quartered Striped Wal- 
nut. Lower portion of 


panels veneered with are the things today’s desk buyers want. And those are the 

things you can 
offer them in 
the beautiful 
Imperial No. 
1800 Grade. 
It’s typical of 
the value-ful 
Imperial line. 
Write today 
for complete 





. 
details. 
No. 1867—Flat Top Desk. The 
series includes two flat top 
desks, a pedestal typewriter 
desk, two tables and a telephoue @Lower drawers 


cabinet. 


veneered with center- 
matched Butt Walnut. 


@ Cast brass hardware, 

finished in Antique Gold. 

On special order, the 

4 } Aare desk can be sup- 
plied with the new 

**Dicto-Slide Shelf” (on 

. back side of desk) for the 


stenographer’s con- 


EVANSVILLE, INDIANA venience. 


Handsome, Sericeatle Lamps—Hé Prices 
That Will Amaze You! 


When you examine the new line of BURNS LE.S. STUDY 
LAMPS, you will agree that they are the most beautiful 
lamps you have ever seen. Their modish, graceful styling 
immediately stamps them as carefully-designed, high-quality 
products—which you can recommend unreservedly to your 
most discriminating customers. 

Yet—they are priced drastically lower than you are accus- 
tomed to pay for similar merchandise! Because of their low 
cost, you can move them—and move them fast—yet net an 
unusually generous margin of profit. 
Write us at once for literature and 
prices on these fast-selling BURNS 
I.E.S. LAMPS. Information on other 
BURNS office products also gladly 
sent upon request. Address American 
Automatic Electric Sales Company, 
1033 West Van Buren Street, Chicago, 
Illinois. 























BURNS Semi-Indirect 












BURNS Study Lamp BURNS Floor Study ; j 

(No. 650). 27 in. Lamp (No. 651). 57 Sl ine blak, S-laht 
high, equipped with 8 in. high, equipped candelabra with 10 in 
in. diffusing glass re- with 8 in. diffusing diffusing reflector and 
flector and 19 in. glass reflector and 19 glass candle light 
parchment shade. in. parchment shade. shields. . 


BURNS ornce speaamies 
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CAPITALIZE “The PERFECT 


ON 


NATIONAL ADVERTISING! XMAS GIFT” 


for the EXECUTIVE 


ALSO 





DOCTORS-LAWYERS-DENTISTS- 
MINISTERS-HOUSEWIVES-ETC., ETC. 


lt is the only 2 drawer unit that ISN'T TOP HEAVY. 





it is desk high. 

It is equipped with rubber tired ball bearing casters. 

it is equipped with a lock. 

The top slides back and drops down behind the file when it is opened. 
Each drawer is equipped with the expanding front and expanding fol- 
lower block. 

Reference can be made without removing folders from the file. Its 
working capacity is practically equal to most 3-drawer units of rigid 
front construction. 


MR. DEALER: 

Service your Customers and Community with this: 
SALEABLE—MODERN AND EFFICIENT PIECE 
OF PERSONAL EQUIPMENT. 


ORDER ONE NOW FOR DISPLAY. CASH IN on this 


“ONE-A-DAY” | ADDED, FULL PROFIT ITEM. 


629 W. WASHINGTON BLYD. 


AUTOMATIC FILE & INDEX CO. » 7° * Suctcorntinos 


THE DEALER IS OUR 
SOLE REPRESENTATIVE 


We regard the ribbon and carbon dealer as our 
primary distributor, and accordingly refuse to 
enter into competition with him through the 
medium of direct salesmen or through the main- 
tenance of company stores. The gratifying re- 
sponse from dealers all over the country, who 
appreciate the added profit margin possible, has 
shown us the wisdom of this course. 


CLEANGRIP CARBON PAPER and 
ae STORMTEX RIBBONS, the leading members 

ws al of the COMPLETE LINE, are in themselves 
sufficient justification for concentrating on 


H. M. STORMS products. 


Write today for full information 


H. M. STORMS COMPANY 


Makers of ‘The Complete Line’ of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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Company, Inc., 373 Fourth avenue, New York, N. Y. A 


special feature of the booklet is a series of clever and 


interesting drawings which are presented as a means 


of illustrating the different types of work which can | : 


be performed with various types of pencils. 
= 


PENN-MAR-VA NEWS NOTES 
Jack Kerns, president of the Penn-Mar-Va Travelers 
Club reports his recent trip to Richmond was para- 
doxical in that he went down South and found his 
business was up. Everybody seemed to be anticipating 
a good Fall business and Hall, Harding & James were 


remodeling their store front as a means of attracting 


more business. >. 


Most of the Penn-Mar-Va men are stepping out 
again after giving the stationers a much needed rest 
during the summer months. 

* > > 

Bill Hough of Victor was seen around Philadelphia 
with a new order book and was greeted by many of 
his fellow members among them being Gene Delaney 
of Cooke & Cobb, Stan Woodruff of Weis, Dave Price of 
the Eagle Pencil Co., Walter Ridgway of Esterbrook, 
Miller Jackson of Dixon. 

Joe O’Neill is back with Harty B. Levis again in 
Philadelphia. 

I 
OKLAHOMA CITY NEWS BRIEFS 

H. Dorsey Douglas, Sr., and daughter Sarah, recently 
spent the week end in Dallas, Texas, attending the 
Pan-American Exposition there. 

> 7 . 













WITH F720 72055 
ADDING MACHINE ROLLS 


Step up your sales with Progress Adding 
Machine Rolls. A strong, lintless, tightly 
wound, full footage, bright white paper that 
feeds perfectly in any machine. Other Prog- 
ress Roll specialties include cash register, 
telautograph, teletype, mailer rolls — write 
for information. 


Manufactured by 


BRADNER SMITH & CO. 
333 S. Desplaines St. Chicago, Illinois 





The Field Stationery Company, 612 South Main, | 


Tulsa, Oklahoma, recently extended their charter an 
additional 20 years. The original charter was taken 
out August 15, 1917. 

Capital stock of $25,000 remains unchanged. Prin- 
cipal stockholders are listed as Clark Field, B. A. Field, 
and A. R. Williams, all of Tulsa. 

* * . 

The L. C. Smith and Corona Typewriters Inc., re- 
cently filed an affidavit increase with the Oklahoma 
Secretary of State, of increased capital in Oklahoma 
from $35,784.98 to $46,642.81. 

* > * 

Harold Hadley, former inside salesman for the 
Standard Office Supply Company, 315 North Broad- 
way, Oklahoma City, has accepted a position with the 
Standard Register Company, Dallas, Texas. Bob Hor- 
ton took Mr. Hadley’s place with Standard Office Sup- 
ply Company.—EVH 

=o 
GUIDE SYSTEM APPOINTS GUSSCO CORP. ON 
COAST 

The Gussco Sales Corporation, 325 East Fourth 
street, Los Angeles, has been formed to handle in 
Southern California the complete lines of Guide Sys- 
tem and Supply Company, 335 Canal street, New York 
City, according to a statement issued last month. This 
new organization will carry complete stocks of Gussco 
filing supplies and all sizes and models of the Trans- 
file corrugated board file. 

Kenneth E. Irving, who has been identified with the 
sale of Gussco products in Southern California for a 
number of years, will be the manager of the new cor- 
poration and will welcome the opportunity to serve 
dealers in his territory. 

Raynes Davis will continue as representative of the 
line in the western territory. 





+E 1912 1937 
TWENTY—FIVE YEARS 
Manufacturing : 
STENCIL UUPLICATING MACHINES 
ang 


SUPPLIES EXCLUSIVELY 


° 


A Rotospeed for Every Requirement 
Priced from $27.50 to $155.00 


. 


QUALITY SUPPLIES 
FOR 
EVERY STENCIL DUPLICATING NEED 


° 


Write for our agency proposition. 


THE ROTOSPEED COMPANY 


227 S. Wilkinson St. DAYTON, OHIO 























help! help? 
Enc & C Posture Chairs 


A Life Line to Better Business 


dealers... your share of 


the increasing Fall business with the Eff & C 
Chair—A chair that “helps” build up profits 


—Because: 


It carries a Five Year Guarantee 

There are no come-backs 

Quality material is used throughout 

It requires no servicing after installation 


It gives entree 
Repeat ORDERS follow 


Sold Exclusively through Dealers 
Write for Catalog 


THE FRITZ-CROSS COMPANY 


304 East 4th St. St. Paul, Minn. 























DARNELL 
Office Chair 
CASTERS 


e BUILD andHOLD 
Featuring the Darnell Patented B U S | N E S S 


Doulle Ball-Bearing Swivel 











Your customers will 
~ | me] the smooth, effortless, quiet operation 
of Darnell Casters, Famous because they 


Always SWIVAEE, and ROVE- 


—Darnell Casters have longer life and give the 
maximum of floor protection. Made of highest 
quality materials throughout. Office Furniture 
and Appliances Factory-equipped with Darnell 
Products indicate the manufacturer’s high regard 
for quality. 
The new Darnell Caster and Wheel Manual 
is now ready for distribution. 

















DARNELL 
Write for 
CORPORATION, LTD. FREE Sample 
P. O. Box 4027-O, Ste. B Set of Darnell 
Long Beech, California Neiseless Glides 
24 E. 22nd St., New York City and § 
36.N. Clinton, Chicago, Illinois phe me 
for Darnell 
Dealers 
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(Seen & Heard in So. Calif.—continued from page 113) 
This meeting was described in a previous communica- 
tion. A vote of thanks was extended to Mr. Bland for 
his courtesy. 

The president read a letter from a well-known woman 
in the ribbon and carbon business applying for mem- 
bership. The association has not heretofore requested 
women to become members. The matter being pre- 
sented, and no objection being heard, the lady was 
made a member. 

A discussion ensued on the subject of silk type- 
writer ribbons, followed by a general discussion in 
which Messrs. Adler, Blair, Wilson, Grosvenor, Sibert- 
son, Ecclestone and others participated. Necessity of 
compliance with new fair trade laws was emphasized. 
Penalties for non-compliance are embarrassing. 

Arthur G. Wilson pointed out that people are buy- 
ing merchandise of better grades than for some time 
past; that the way to better business is constantly to 
build up, and to emphasize the selling end of the 
business. Mr. Wilson passed around reprints of an 
article written by him and published in a recent issue 
of the Southwestern Purchasing Agent, undcr the 
caption, “How Do You Buy Your Carbon Paper and 
Ribbons?” This article gave some Grade A advice to 
users of carbon papers from an acknowledged expert 
in this field. 

The subject of the disposal of odds and ends being 
mentioned, Mr. Blair advised manufacturers to sell 
their own odds and ends and not to sell them to 
peddlers, who are in many cases an injury to the busi- 
ness. 

. * . 

Hoffman Moves to New Los Angeles Store.—W. H. 
Hoffman, proprietor of Hoffman’s Adding Machine 
Service, has moved from 513 South San Pedro avenue 
to 509 Lissner building. His business is both whole- 
sale and retail. He services various makes of adding 
and calculating machines, including Monroe, Mar- 
chant, Burroughs, and Felt & Tarrant Comptometers, 
typewriters, checkwriters, etc. 

Mr. Hoffman has been an office machinery man 
for the last thirty years. He started in business at 
Baltimore, Md., and from there worked west. He has 
been eighteen years in Los Angeles. 


* ¥* * 


“Happy Mack” Takes Zundel Lines for Coast.— 
E. E. (“Happy Mack”) McLaughlin, long and familiarly 
known and greatly liked in this field, has taken 
over the lines of the Zundel Chair Company for the 
western states, from Denver west, excepting California. 
He is also working with Barney Alderson on the prod- 
ucts of the Pronto File Corporation. 

The “in-town” office of the Zundel Seating Com- 
pany is situated at 2922 West Vernon street, where 
the company has an office and sales room about 
14 feet wide by 70 feet long. Adjoining is a large 
room 40 feet wide by 70 feet long which is used to 
house an assembly plant. This is under the direction 
of E. A. Smith, production manager. The company is 
officered by men of experience and standing—Mr. 
Zundel, president and general manager; Mr. Alder- 
son, sales manager, and Mr. Smith, production 
manager. 


* > + 


Four-Year-Old Company Extending Business.—Use- 
ful, strong and sightly office machine stands of wood, 
chair mats, standard tray stacks, etc., of genuine wal- 
nut or other woods, and metal tubular stands with 
leaves or a drawer are among the features of a mod- 

















OCTOBER, 1937 253 





HERE’S A TIP THAT WILL KEEP INK FROM TIPPING 


For Higgins new cube bottle we’ve made a new, non-tippable stand that holds 
both ink and pen. Equip your office with these Higgins combinations—for better 
writing and insurance against untimely spills. Higgins Writing Inks are of the 
same high quality as Higgins Drawing Inks, standard the world around for more 


than 50 years. 


CHAS. M. HIGGINS & CO., INC. - 271 NINTH STREET, BROOKLYN, N.Y. 


Hibbs 











JACKSON DESKS 


Share 
in the 
business 
building 
power 
of this 
popular 
200 


series 





Jackson 200 series offers neat, trim, businesslike, workative design at 
a price that attracts bona fide prospects. Made in oak, combination 
mahogany and combination walnut—5-ply tops, 3-ply panels, Jackson ° 
Desk construction throughout. Double and single pedestal in three Jasper Office 
sizes each, also D.H. and pedestal typewriter desks, and four sizes o 


tables to. match. Furniture Company 


Jackson 200 is one of ten attractive, popular priced designs shown 
in the Jackson catalog. Full details and prices on request. JASPER, INDIANA 
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JASPER 
DESK CO. 


No. 30 on extensive line of schoo! 
furniture, teachers and students desks, 
kindergarten and typewriter tables, etc. 





finish, and moderate cost. Made of oak finished American 
school brown or light golden, also birch walnut finish and 
birch mahogany finish. 5-ply tops, 3-ply panels, double and 
single pedestal, commercial student, etc. For full descrip- 
tion of types and sizes, see our catalog. 

For more than sixty years, Jasper Desk Co. has maintained 
an unvarying standard of quality. Unceasing watchfulness 
and careful inspections brought their reward in dealer loy- 
alty and user satisfaction, establishing our reputation for 
quality in the popular priced field. 


JASPER DESK CO. 


JASPER, INDIANA 


W. H. Brown, representative, 6708 Glenwood Ave., 
Chicago (telephone ROGers Park 3644) 
New York Warehouse: 573 Broadway, New York, N. Y. 


eo aye it as to materials, durability of construction and 


































UTILITY 
Another Profitable Jtem EXPANDING 
for Dealers... 
PERSONAL CARD 

INDEX FILE 

Personal 

Alphabetical 

Index File 

- CONCENTRATE 
Retails ON THESE , 
for $1.00 up PROFITABLE _ AL RY. 
ITEMS ! Expanding Waliets 











Here is a most practical new item—'The personal card index file.” Made 
of strong durable stock in a modernistic design in three sizes. To take 3x5, 4x6, 
5x8 cards. 
Excellent for keeping all types of personal records, indexed alphabetically, also for 
recipes. Suitable for office or home use. 

Let us send you our 
JOSEPHSON MFG. CORPORATION {52 
e " z ic ‘Gu 

401-403 W. 14th ST. NEW YORK, N. Y. obligation of course. 
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est but growing line of office equipment made by 
L. C. Fluelling of Huntington Park, Calif. 

This organization, although only four years old, 
already sells in Denver, Seattle, Salt Lake City and 
all up and down the Coast, we are told. Mr. Fluelling, 
whose place of business is at 6116 Arbutus avenue, 
has a busy little factory. He smilingly relates that he 
made the first goods he sold in the back of his garage. 


* * * 


Schlador Opens Typewriter Store at Glendale.— 
T’other day the reporter called on Fred. Schlador at 
his new store, opened early in September at 120 North 
Brand boulevard, Glendale—one of Los Angeles’ most 
popular and attractive outlying towns. The new store 
is named the Typewriter Equipment Company. From 
1922 to May 1, 1937, Mr. Schlador owned a typewriter 





FRED A. SCHLADOR WITH HAWAII- 
AN GOODWILL OBJECT 


business at 745 Broadway, San Diego, but sold it on 
the date above named to V. C. Moore, an employe 
of many years’ standing. This change of ownership 
was noted in last month’s issue. 

On retiring from the San Diego business Mr. Schlador 
paid a six weeks’ visit to Honolulu and environs. On 
his return to California he looked about for a loca- 
tion and was fortunate enough to find a capital store 
on Glendale’s busiest thoroughfare. The new estab- 
lishment is 16 feet wide and 70 feet deep, with excel- 


lent facilities for window displays. Mr. Schlador’s son, | 


Paul, is associated with him in the business. 

Fred. Schlador was born at Bandara, Tex., and came 
to California with the family when quite a young lad. 
His first adventure in business was as a newsboy and 
peanut vendor on trains running from Los Angeles 
to Redondo Beach. This was in 1895. Next he worked 
for the old Smith Premier organization—in 1906—as 
bookkeeper and salesman until 1910, when he joined 
the staff of the Royal Typewriter Company, Inc. The 
following year Mr. Schlador became senior member 
of the firm of Schlador & Hutchinson, who opened for 
business at 750 South Spring street, Los Angeles. In 
1922 Mr. Schlador organized the Typewriter Equip- 
ment Company at San Diego, opening at 936 Broad- 
way. Removal to 726 C street occurred in 1925, and 
to 745 Broadway in 1935. 


* * * 


“Bill” Tonkin a Busy Traveler.—William Tonkin, 
Pacific Coast manager for the Victor Adding Machine 
Company, Chamber of Commerce building, Los Angeles, 
visited his Reno dealer over Labor Day, then visited 
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EXTRA VALUE 


. . In Strong Construction 
. . In Businesslike Lines 


and Finish! 





SELLS 
St. Johns Tables to 


Your Customers 


Favorites since 1868 . . . because of 
their fine workmanship, extra strength 









and goodlooking businesslike lines, St. 


ST. JOHNS 
TABLE Johns Tables are dependable sellers. 
No. 24 Line includes choice of standard office 


colors . . . golden, mahogany, walnut; 
range of sizes from 24x36 to 30x72. All 
are equipped with dovetailed drawers 
with 3 ply bottoms. Attractive to 95% 
of your trade; a good profit line. Write 
today for catalog, supplement and prices. 


ST. JOHNS TABLE COMPANY 


Northern Grey Elm. 
Golden Finish. Top, 
1%” thick. Legs, 
2%” square. 6 sizes: 
24 x 36, 27 x 42, 
27 x 48, 27 x S54, 
27 x 60 and 30 x 72. 
Shipped K.D.; 
packed two of one 
top-size in crate. 








Cadillac, Mich. 





OFFICE FURNITURE WAREHOUSE COMPANY 


7S BROADWAY, NEW YORK 


COPYHOLDERS 
amd 


DEALER pRorits/ 
TURNAPAGE . 

. » + plays a top performance adding 

extra money to dealer profits. The 

new copyholder that folds away with 

the typewriter and turns pages of 

consecutive copy .. . Write for 


dealer details. 









€ 







Manulecterers of the lemows Error. Ne. 
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HALL-WELTER CO, INC. 


181 ST. PAUL ST ROCHESTER, N. Y 


Note the Down Mig. Corp. is « division of the Hall. Weher Co. Inc. who manulecture the 
lamour Speadrite checkwriter ond the new inexpensive Chexsigno wgner, 
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Bentson 700 


More Value 
for the money 


in filing cabinets 

WHEN your customer is hot 
on the trail of filing cabinet 
value—when the question is 
just what it will do, how long 
and at what cost — THEN 
is the time to tell about 
BENTSON 700. 

Rigidly framed, cannot bulge ; 
designed to keep out dust and 
check rebound. Fitted with 
cradle type, rust-proof quiet, 
roller bearing suspension 
slides. Solid bronze hardware, 
olive green, natural wood 
grain mahogany and walnut 
finishes. Five, four, three and 
two drawer letter and legal 
Full details of this and cabinets, also check, card and 
three other cabinet lines, ledger sizes, all 26'4 inches 
Bentson storage cabinets deep. Various combinations 
and transfer cases, and 

the Bentson line of Steel of card and letter, etc. 


Desks and Tables sent on 
request. 








AURORA 


Bentson Mfg. Co. ILLINOIS 
























dealers are turning 
into big, extra 
profits! 


Smartly styled to the minute, com- 
pelling in beauty and symmetry of 
line, soundly and durably made. 
Belmet Smokers have sales appeal 
dealers are turning into profit— 
REAL profit. They are distinctive 
—nothing like them on the market. 
Their essential features are pat- 
ented—no chance to be imitated. 
They swallow smoke—no trace of 
fume or odor. 


Belmet Smokers are quality prod- 
ucts with a real sales appeal that 
meet an established demand. A 
sample order will convince you. 









— Get our descriptive catalog 
No. 72! English Type Smoker and prices today. 
< in English Bronze, Walnut 
and Mahogany finishes 


Belmet Products, Inc. 


254 Moore St., Brooklyn, N. Y. 


Manufacturers of Distinctive Smokers’ Accessories 
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dealers in Portland, Seattle and Spokane. Returning 
he visited all the company’s Coast agents, arriving 
home September 24. On the 29th he took the road 
again for San Francisco. 


* * . 


Harrises Return from Vacation.—C. J. Harris, man- 
ager of the Los Angeles branch of L. C. Smith & 
Corona Typewriters Inc., with Mrs. Harris returned 
some weeks ago after an enjoyable two weeks’ vaca- 
tion, one week having been spent at Gillman Hot 
Springs, San Jacinto, Calif.. and the other visiting 
friends and seeing some of the interesting places in 
San Francisco. 

— a — 


MATERIAL AVAILABLE FOR M&V CONTEST 


A wealth of material has been prepared for distribu- 
tion by Mittag & Volger, Inc., Park Ridge, N. J., to deal- 
ers who participate in its recently launched window 
display contest. The event was announced in the Sep- 
tember issue of OrrIcE APPLIANCES. 

The material available includes a number of force- 





ENTER THis CONTEST AL W 


1% «s“2 
: ye x 
TYPISTE 


MATERIAL FURNISHED TO DEALERS WHO PARTICIPATE IN 
MITTAG & VOLGER WINDOW DISPLAY CONTE -T 


ful window display cards which will instill in the con- 
sumer and office worker an interest in the M&V line 
of manifolding papers and typewriter ribbons as well 
as in the company’s “Thousand-And-Five-Products” 
trade-mark. The displays will also effectively tie in 
with a search each dealer will conduct in his locality 
for “the best typist in town.” 

In order to be eligible for the many prizes offered 
by Mittag & Volger for the best window displays deal- 
ers may install their windows any time in October and 
November and must maintain them for at least one 
week. 

The display material shown in the above photograph 
is suitable for practically any type of window and will 


be furnished free to dealers. 
—_———_—= >-e_ 


TYPEWRITER STORE OPENED AT BRATTLEBORO 


E. A. Clark has stablished a typewriter shop at Brat- 
tleboro, Vt., occupying space on the Flat street side of 
the Barber building. Formerly this business had been 
located on Canal street. He plans carrying a complete 
line of typewriters, adding machines, and office sup- 
plies. A repair department is provided. 
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New Indiana Chair Co. products 
may be pooled with shipments of 
these fine desks. 





A HIGH GRADE INDIANA DESK 


Sheraton 


Modernized for the service of American business, this faithful reproduction 
of the Sheraton period is produced in genuine American black walnut in 
60, 66 and 72 inch sizes. The entire construction is the most sturdy and 
correct known to the cabinet maker’s craft. Tops, panels, drawer fronts 
and slides are all 5-ply and the top, sides and back are faced with richly 
figured quarter striped walnut, rails are moulded to conform to the period. 
Tables, chairs, costumer, waste basket and phone cabinet to match. 


| 
. The Desk Itself, is its best salesman. Wherever it is properly dis- 
In iana Desk ( re) played and demonstrated, sales have invariably resulted. Write us for 
° full details. Two or three of these fine desks in your display will bring 


JASPER, INDIANA you much profitable business. 




















WORCESTER 
cAccessoO DESK TRAYS 


(Accesso Trays: Registered U. S. 
Patent Office Patent No. |,867,738) 


The Greatest Improvement Ever Made in Wire Desk 
Trays. It doesn’t require much imagination to visual- 
ize the joy, the comfort, the convenience experienced 
in using Accesso Trays. 





Now there’s a reason to discard the old worn-out, 
hard-to-get-into-type. 


1. Hand openings on all four sides. 
4 2. Easy and quick access to papers. 
aa 3. Strong and durable welded construction. 
POINTS 4. Trays build up to any height desired. 


Worcester Wire Novelty Co., Inc. 
2635 Boston St. Baltimore, Md. 




















The NEW INDIANA 
Bank of England 





A popular office chair, beautifully formed and 
finished, constructed for lifetime service and 
dimensioned for solid comfort. See our full line 
as shown in the current catalog, or write us of 
your especial requirements. 


NEW INDIANA CHAIR CO. 


JASPER, INDIANA 
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GROWING IN ALL DIRECTIONS—Simply because we offer 
dealers four complete and outstanding grades of filing equip- 
ment. To sell with confidence sell PEERLESS. 


PEERLESS STEEL EQUIPMENT COMPANY 
UNRUH and HASBROOK STS. . PHILADELPHIA, PENNA. 
NEW YORK - CHICAGO - BALTIMORE - BOSTON - LOS ANGELES 











Come to Headquarters for 


STATIONERS’ GLASSWARE 
BUNCH OF DATES CALENDAR 
TUeway 


Most of our dealer friends know that we 
manufacture the largest line of Stationers 





Glassware made in this country and used _ No. 405—Giass Cup MOISTENER 
with rubber sponge. Can be had 


throughout the world. Whatever you need JO". es low as ten cents, 


can usually be secured without delay from  Profitably. 
SERVICE TELEPHONE INDEX 


our large stock—and at prices your customer 
will pay, and which will leave you an ade- 
quate profit. 


Get the habit of calling on “WEEKS” when- 

ever you need anything in STATIONERS 

' GLASSWARE, STATIONERS HARDWARE 

Nickel Plated Stand—Pad 3x4 inches. and STATIONERS SPECIALTIES. You'll 

ree 6s ae ae find it pays in many ways. Our sixty years 

ee of service to the trade insures satisfaction 

iS «Style oO calendar is we nown ps A 

now. Made of one piece of highly and fair dealings. 


polished and plated metal, the calen- 
dar shows the present month, also the 





month before and after. Dates are in Write for latest gran 
large type and, at bottom of each helene. "te tale ae wae 
page the day, date and month num- catalogue no nuts. Simply slips on the tele- 


ber—a most convenient feature. phone stand. 


<.w FRANK A. WEEKS MANUFACTURING CO. 


CABLE ADDRESS 311 BROADWAY, NEW YORK, N. Y. 
PARAWEEKS WHOLESALE STATIONERS TO THE TRADE ONLY 
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“GUMCRAFT” PRODUCTS NOW AVAILABLE IN 
SMALL-PACKAGED ROLLS 


Meeting a request of stationers in every section of 
the country, the Gummed Tape & Devices Company, 
Bush Terminal building 7, Brooklyn, N. Y., last month 
announced completion of plans whereby its entire line 
of products is now available in small-packaged rolls 
for office, school and home use. 

Previously the various commodities manufactured by 
the company were available in commercial size rolls. 
These included Standard package sealers and “Gum- 
craft” sealing tape, paper, Glassine, cellulose and cloth 
gummed mending tapes, Kraft and colored gummed 
sealing tapes, both plain and printed. 

According to A. A. Schulman, general manager of 
the Gummed Tape & Devices Company, the new small- 


package rolls were created to meet a demand of its | 


dealers and stationers who have been carrying the 
company’s products in the larger packages for a num- 
ber of years 








REDUCED REPRODUCTION OF THE OFFICIAL STANDARD POR- 
TUGUESE TYPEWRITER KEYBOARD.—According to the July 17, 
1937, issue of the Diario Do Governo, an official publication of the 
Portuguese Government, this new keyboard will be required on all 
typewriters supplied by the Portuguese Government on or after 
January 1, 1939. It is pointed out that all the operating keys must 
be expressed in the Portuguese language. Preferably, the back 
space key should be located on the left side and the margin release 
key on the right side. 


o— eo 


GREIST TO LAUNCH ADVERTISING CAMPAIGN 


The Greist Manufacturing Company, New Haven, 
Conn., will launch its first consumer advertising cam- 
paign this month through its advertising agency, Wil- 
liams & Saylor, Inc. The theme of the campaign, 
“Corrected Light” for high visual acuity is based on 
the performance of the Greist White Knight lamps 
and other illuminating units incorporating the Celes- 
tialite luminaire. Portable lighting equipment for every 
office purpose will be offered. 

Present plans call for representative space in a list 
of news and business magazines including Time, News- 
Week, Nation’s Business, American Business, and Busi- 
ness Week. The consumer advertising will be supported 
and merchandised by an intensive trade campaign 
using publications in the office supply and electrical 
fields. Special promotional offerings and dealer helps 
will be available to distributing interests to activate 
their participation in the newly created and important 
market for office portable lighting equipment. 


=i 


HUGHES TRANSFERRED TO GENERAL SHAVER 
CORPORATION 


Gerald K. Hughes, formerly in the publicity and 
sales promotion departments of Remington Rand, Inc., 
New York, has been appointed sales promotion man- 
ager of General Shaver Corporation, a division of 
Remington Rand, Inc., Bridgeport, Conn., according 
to E. R. Gray, acting manager of domestic sales. 
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TWIRL 


IT 
Drills 
150 


sheets at one 
operation 


Every Office 
Needs This Convenient, Extra Capacity Tool 


Demonstrate TWIRLIT! Uses an easy turning move- 
ment to replace the impact of the ordinary paper punch. 
Drills through a half inch of paper, requires but little 
pressure and is accurately adjustable. The 200 and 300 
series have etched scale and back and side guides and 
can be adjusted as to distance between centers. Choice 
of four hole sizes from 1/4 to 13/32 inch. Send your 
order for demonstrator and detailed information. 


Mitchell & Binder Co. 


Virginia & Hagerstown 
Bower Aves. Maryland 


200 
Series 
86.25 
list 






100 
series 
82.50 
list 








FIRST IN THE FIELD! 
PRO OR | 


PENCIL SHARPENERS 





QUALITY WINS PROFITS! 


When the office equipment 
buyer thinks of pencil sharp- 
eners, BOSTON comes fir t to 
mind. The fi:t in the fleld is 
today’s Quality pencil sharp- 
ener, Write for the illustrated 
BOSTON 





















4 price list. 

: : Model 
STO} ¥ Ke)! KS 

Exclusive 

PENCIL SHARPENER teatere= 

MODEL K§ $ aittereet 











BOSTONS CUT— 
They never scrape. 


Manufactured by— 


C. HOWARD HUNT PEN COMPANY, 
CAMDEN, NEW JERSEY 
SPEEDBALL PRODUCTS, AND HUNT STEEL PENS 
Write For Our Catalog 
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EFFECTIVE 

FIRE PROTECTION 
FOR VALUABLE 
LETTERS 


SCHWAB 


correspondence file 


SAFE 


In many offices, there is a 
correspondence file con- 
taining the most valuable 
records of the business 
and werthy of the best 
protection, standing where 
a carelessly thrown match 
or cigarette can in twenty 
minutes envelope it in a 
mass of flames and smoke, 
and reduce to ashes the 
labor of a lifetime. To 
meet that situation, we 
produced the Schwab cor- 
respondence file safe. It 
houses a full size four 
drawer letter or legal size 
cabinet with space fer 
17,000 letters, filed for 
convenient reference, yet 
it is compact and com- 
paratively light in weight 
—tI200 Ibs. ime!uding file 
—and will pretect con- 
tents for one hour from 
temperatures reaching 
1600 degrees F. 

Many other equally con- 
venient and serviceable 
safes are included in the 
Schwab line, offering a 
profitable opportunity to 
office equipment dealers. 
Write for details of the 
Schwab sales plan. 


THE SCHWAB SAFE CO. 


LAFAYETTE, INDIANA 


















Special Sales Helps 


TO HELP YOU WIN SPECIAL 


Folding Chair 


MARKETS 








@ Schools, Offices, 
Public Buildings, 
Hospitals, and many 
other large buyers 
of portable seating 
equipment offer op- 


portunities for quick, profitable, volume sales of the 
new Lyon “Posture Perfect” Folding Chair. To help 
office appliance dealers cultivate these specialized 
markets effectively, we are featuring dominant ‘“Pos- 
ture Perfect” Chair advantages in a complete list of 


nationally circulated trade papers. 
Mail coupon for complete 


enclosures are available. 


details. 


LYON 


METAL 


PRODUCTS 
INCORPORATED 


AURORA, 


ILL 





Free envelope 


Lyon Metal Products, Incorporated 
2810 River Street. Aurora. Illinois 


Please 


send us 


complete information 


“Posture Perfect’’ Folding Cha'rs and sug- 
gestions on selling them. 


Name 
Address 
City 


State 


RIBBONS AND CARBONS 





United States Exports of Typewriter Ribbons, Carbon Paper, Duplicating 
Machines and Office Supplies, July, 1937 








7763 
4750 Dupli- 
Filing cating 
folders, machines 
index cards 9395 parts 
and other 9392 Typewriter and sup- 
office forms Carbon papers ribbons plies for 
Countries No Value Lb Value Doz Value Value 
Austria $ 106 
Azores and Madeira 
Islands 4 $s 10 : 
Belgium 1 S$ 169 356 $ 216 215 744 581 
Crechosiovakia 217 378 186 153 420 
France 1,086 144 1,427 803 1,843 4,825 2,833 
Gibraltar i) 4 22 51 
Greece 30 25 12 26 
Iceland 21 2 
Malta, Gozo, and 
Cyprus 20 17 23 45 
Netherlands 2,187 928 101 66 81 173 1,423 
Norway 110 219 1,204 627 176 422 305 
Portugal 1,671 96 384 
Rumania 3 24 
Sweden 2,525 603 1,568 406 
Switzerland 12,626 2.514 306 183 34 561 
United Kingdom 3,081 2.945 6,579 2,353 4,301 18,765 
Canada 4,715 7,454 2.460 059 1682 11,270 
Br. Honduras 13 3 
Costa Rica 252 247 9 167 1,078 
Guatemala 72 391 6 19 17 
Honduras 704 115 29 &3 265 
Nicaragua 474 145 17 SI 133 
Panama SS2 476 s 51 115 
Salvador 66 152 17 s4 
Mexico 1,624 865 403 825 2,710 
New!. & Labrador 117 27 il 5 
Bermuda S13 1,205 0 
Jamaica 2,461 757 79 7 29 172 
Trin. & Tobago 47 13 470 70 186 537 
Other Br. W. Indies 4s 19 l 2 11 
Cuba 14,451 3,446 4,401 731 1,809 1,923 
Dominican Rep 393 135 15 73 
Neth. W. Indies 1,566 612 5 63 329 
French West Indies 12 25 
Haiti, Rep. of 100 63 35 29 3 7 
Argentina 831 569 967 1,706 2,040 
Bolivia 75 154 6 2: 1,941 
Brazil 65 23 2.715 3,310 136 2 751 
Chile 10 11 903 780 47 42 156 
Colombia 3.941 1.802 946 705 362 818 2.512 
Ecuador 222 148 53 52 43 81 
British Guiana 34 18 
Surinam 3 18 
Paraguay . 230 132 5 20 
Peru 2,084 514 377 445 64 230 1,017 
Uruguay 7 21 196 129 114 399 623 
Venezuela 4,065 1,495 1,129 1,300 220 1,019 1,205 
Saudi Arabia 126 37 30 9S 
British India 705 126 1,845 1,184 97 272 1,858 
British Malaya il4 24 124 92 18 54 660 
China 145 73 1,738 1,134 176 444 202 
Netherlands Indies 3,900 722 48 143 131 
French Indo-China 32 ” 37 20 3 1! 
Hong Kong 26 11 435 180 20 190 133 
Iraq 5 41 
Japan 7 5 21,261 11,612 306 1,071 937 
Kwantung 3 17 984 
Palestine 52 146 
Philippine Is 4,500 1,209 2,698 1,063 612 1,134 829 
Siam 186 80 19 55 06 
Turkey 9 208 
Other Asia 20 13 
Australia 4 2 3,003 2,112 66 118 1,261 
British Oceania 10 1 es 
New Zealand 71 109 R5 47 
Br. E. Africa 38 43 110 268 
U. of 8. Africa 758 444 1,679 1,354 497 1,330 1,531 
Other Br. 8. Africa 455 124 
Nigeria 81 43 3 6 
Egypt 149 119 20 75 
Algeria 74 169 
Other Fr. Africa 3 2 
Mozambique 575 214 121 93 27 
Total 98,081 $32,293 65,309 $44,191 11,700 $28,844 $63,096 
Shipments to 
Hawaill 41.792 $14,912 1,603 $1,958 499 $1,548 $1,335 
Puerto Rico 13,395 2,471 6,220 3,047 377 622 871 
Virgin Islands 2 il 30 
eR  - 


Speed in News Transmission 


The Irish Printer (Dublin) commented on the detail of handling copy 
and page proofs in publishing the Literary Digest. The Western Union 
Telegraph transmits the copy from New York by wire, and the matter 
sent at the rate of 100 words a minute. Page proofs are submitted by 
the Chicago printer in the same manner. This plan enables the printer 
to include news up to twenty-four hours later than under the old schedule. 


> 


Importance of Air Transport 


Cuba Importadora E Industrial (Havana) commented on the impor- 


tance of air transport in cutting down the time required for commercial 
travel. The airplane has been an important factor in facilitating com- 
mercial intercourse of the two American continents. 


me 


Calculating Machine Parts for Poland 
A polish Ministerial ordinance has made material reductions in duties 
on a variety of manufactured parts, including calculating machine parts. 


os 


Kraft Paper Mill for South Africa 
The Irish Printer reports that a project planned for South Africa is a 
kraft paper mill. It will produce several lines of coarse paper for the 
South African trade. 
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“REPEAT 
OUR LAST 
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COLUMBUS 
PENCILS” 
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WRITE REGARDING REPRESENTATION-THE LEOPOLD COMPANY, BURLINGTON, IOWA 
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No. 1204—66" x 36° 


A Rishel Chippendale 


In Genuine American Walnut and 
Genuine Mahogany 


Distinctive in Style and Beauty 
isk for New Catalog of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Ps 
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MARKWELL Smptourd PATENTED STAPLES 
Assure_ positive PROFITS | 


@ Your plan of controlled distribution 
for select dealers. 
@ Liberal Dealer discounts. 
@ Trade em in — Cash’em in 
sales campaign. 
@ Sales and advertising helps. 





100 stoples 


sTaTe 


LL MEG. CO.unc. sews 
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OFFICE APPLIANCES 


No. 1100 Sofa 





Customed of fine materials for endur- 
ing service, smartly styled for eye- 
appeal, priced to tempt the purse of 
every buyer, BRIGHT leather office 
furniture is making real money for 
dealers. In the wide range of styles 
your customers will find just the 
pieces to suit their individual tastes. 


The new supplement to our catalog is 
ready. Write for it. Select some 
BRIGHT pieces for your floor. Start 
making more money today. 


BRIGHT CHAIR CO., Inc. 


127-133 Bleecker St. New York, N. Y. 
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When You're Asked 
for FACTS 








Can You Give Them? 


Conditions are changing daily in the Industry. Are 
YOU keeping pace with them? Timely information 
will help you Fam sales, act decisively, push profitable 
items, keep your stock up to date. 
“The information your Service Bureau gave us 
was just what we needed and placed us in a posi- 
tion to secure additional business that otherwise 
we could not have gotten.” A. R. Taylor Co., 
Memphis, Tenn. 
OFFICE APPLIANCES brings you the latest styles, 
news and trade gossip every month. The Service Bureau 
helps you gain information, lists and data gratis, almost 
impossible to gain elsewhere at any price. 
isk for your FREE copy of OFFICE APPLIANCES 
and subscription particulars. 


THE OFFICE APPLIANCE COMPANY 


20 North Wacker Drive Chicago, IIlinois 
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TYPEWRITERS 


Atianta, Ga.—The local branch of the Royal Typewriter Company has 
added W. P. Rupert and J. M. Brown to its sales staff. 

Cheyenne, Wyoming. The Lincoln Typewriter Exchange, conducted by 
Edith P. Waller, is a rendezvous for the local literati, who gather there 
to talk shop, as did the Chicago coterie of writers who used the McClurg 
book store at Chicago as a place to meet Eugene Field. 

Cincinnati, Ohio...J. J. Scheh!l has joined the accounting machine divi 
sion of the local branch of the Underwood Elliott Fisher Company. 

Denver, Colo.C. J. Boteler has joined the local sales organization of 
the Royal Typewriter Company, Inc. 

Detroit, Mich.—T. R. Carrington of Northville has joined the sales organ- 
ization of the Royal Typewriter Company here. 

Fort Wayne, Ind.—-The Fort Wayne Typewriter Exchange, Inc., Old First 
Bank building, has been chartered to do a general office equipment and 
supply business; incorporators—B. K. Williams, George C. Jaeger and 
V. F. Critchfield. 

Oklahoma City, Okla.—Adrian Ruble has purchased the Oklahoma Type- 
writer Company. He had been a service man here for the Monroe Calcu- 
lating Machine Company. 

Montreal, Wis.—Walter Cisewski has been appointed sales agent here 
by the Underwood Elliott Fisher Company. He won the Wisconsin state 
typewriting championship at Wausau in 1929. 

Portiand, Ore.—Ed Williams is a new member of the local branch of 
the Roya! Typewriter Company, Inc. 

San Antonio, Texas.—Post & Haller have opened a store adjoining the 
location formerly used on South Flores street. 

St. Louis, Mo.-W. H. Manning, service department manager here for 
the Underwood Elliott Fisher Company, has been appointed to the sales 
department of the accounting machine division. 

San Francisco, Calif.—_W. A. Mooers, portable typewriter representative 
for the Royal Typewriter Company, Inc., who joined the organization 
several weeks ago, has concluded that he likes California very much. 

Rochester, N. Y.—Two new salesmen have been added to the local 
branch of the Reyal Typewriter Company, Inc. W. P. Rupert and J. M 
Brown, both newcomers to the typewriter field. 

Michigan City, Ind.—Smith-Wickham, 111 East Fourth street has been 
established at 111 East Fourth street by George Smith and H. G. Wiek- 
ham. The company is a distributor for the Woodstock Typewriter Com- 
pany. 

Fort Wayne, Ind.—The Fort Wayne Typewriter Exchange, Inc., has 
filed an amendment to its charter changing its name to the Fort Wayne 
Business Machines, Inc. 

Clarion, Penna.—The Horton Stationery Company, West Main street, 
has been opened to conduct an office equipment and supply business. The 
company features Royal and Underwood portables, Ralph C. Allen calcu- 
lators, Pronto steel files, and school and office supplies. Later the com- 
pany will add a line of steel office equipment. 











ADDING MACHINE §S 


Lose Angeles, Calif.—Hoffman’s Adding Machine Service has moved from 
513 San Pedro avenue to 509 Lissner building. 

Philadelphia, Penna.—International Office Machines, 23 North Seventh 
street, has been registered in the common pleas court by Charles S. 
Fruitman. 











OTHER MACHIN & S$ 


New York, N. Y._-The Dictating Machine & Record Company has moved 
to 156 East Forty-second street 











rU GE RAT ase 


Avenel, N. J.—The Steel Equipment Corporation has acquired the 
“Pressteel” division of The Wire Novelty Company, Shelton, Conn. 

Los Angeles, Calif.._~. E. McLaughlin has taken the Zundel Chair Com- 
pany line in the Western states, from Denver west, with the exception of 
California. 

San Francisco, Calif.—The Rucker-Fuller Company, office equipment, has 
opened a branch store at 918 Eleventh street, under the management 
of Fred V. Voight. 








ooh. 4 Et ae 


Chicago, #.—J. A. Uden has joined the local office of the Boorum & 
Pease Company as assistant manager. He has had an extended experience 
in the commercial stationery field, chiefly in the middle west. 

St. Louis, Mo.—The city of St. Louis has adopted loose leaf records for 
its permanent registration of voters. 

San Antonio, Texas.—W. H. Lamar, systems division man for the local 
branch of Remington Rand, Inc., has been transferred to Corpus Christi, 
in charge of the resident office established there. 





en oo 


TOO MUCH SERVICE 
A writer in Business (London) commented on the effusive service 
granted at filling stations in the United States when stopping at a gas 
station for fuel. When an Englishman stops for “‘petrol’’ he likes to be 


served courteously (not obsequiously) and promptly, with only what he | 


asks for. 
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70 Ib. by oz. 


Heavy Duty Parcel Post 
self-computing, 
all zones 


No. 1577 $17.50 


| 
| 
| 

















EASY to use 
and to read 


100 Ib. by % Ib. 
Heavy Duty Express 
No. 1585 $15.00 | 
250 Ib. by 1 Ib. 
Heavy Duty Freight 

No. 1500 $12.50 

(indicate weight 


only 


Better service for shipping and mailing departments. No beams 
nor weights to manipulate, no mochanienl attention nor oiling 
needed, no time lost—just put the package on and read the 
answer. 

Construction: Case of heavy sheet steel, mechanism extra heavy, 
accurately machined parts with springs of specially tempered 
Swedish steel. Tested with official weights for accuracy and 
provided with indicator adjusting screw 

Dimensions: 6 inches high, 10 inches wide, 16'4 inches long 
platform 1434 by 10 inches——-weight 19 Ibs 

More Sales for Hanson Dealers: It's worth while to replace old 
equipment when you consider the saving in t.me, convenience 
in use and assurance of accuracy now offered. Full details of the 
new scales and the Hanson merchandising plan on request. 


Hanson Scale Company 
574 N. Ada Street Chicago, Illinois 























Dealer Imprint Packages 


Sparkling New Air Tight Packages . . . Striking Im- 
prints, Distinctively Individual . . . A Ribbon and 
Carbon for Every Purpose .. . Business Builders, Con- 
tinuous Repeaters . . . Every Product Uncondition- 
ally Guaranteed . . . Cooperation That Defeats Com- 
petition . . . Carbindex Portfolios to Simplify Car- 
bon Sales . . . Small Order Required for Imprints. 
Strictly Exclusive 
SEND FOR PARTICULARS AT ONCE 


Ask for Your Copy of Tybon’s New Ribbon Chart 





147 North 12th Street Philadelphia, Pa. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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“We'll standardize 
on these cards.” 


Effective Selling 


begins with the business card. For no matter the quality 
of the product, its effect is diluted if they look or feel 
cheap. Remember—Wiggins Book Form cards keep 
their crispness long after the salesman has gone, and the 
printer who uses them automatically gets a reputation. 


Ask any of these paper merchants to prove it. 


New York City: Richard C. Loesch Co Houston: L. S. Bosworth (« Ine 


Pittsburgh: The Chatfleld & Woods Co Cincinnati: The Chatfield 
Paper Co 


Detroit: Seaman-Patrick Paper Co 
St. Lewis: Tobey Fine Papers. Inc 
Grand Rapids: Carpenter Paper 


The John B. WIG qs] NX 


1162 Fullerton Avenue, Chicago 





Book Form Cards Compact Binders 


OFFICE APPLIANCES 








MARKING DEVICES 


San Francisco, Calif...0. H. Davison has returned from the east, where 
he visited some of the plants represented on the Pacific coast. The man- 
ufacturere represented include Neva-Clog products, Inc.; the Fulton Spe- 
cialty Company, and David Kahn, Inc. “O. H.”’ reports that the new 
plastic Ful-Kleen dater of the Fulton Specialty Company is going over 
big. He found the Neva-Clog plant snowed under with business on the 
new models. The long sought “P-50"' is now ready for delivery. 








PENS AND PENCILS 


Denver, Colo.Pat O'Dea has been assigned to this territory by The 
Parker Pen Company. 

Philadeiphia, Penn.—_The Independent Pencil Company, 1330 Vine street, 
has been registered as a commercial title by Lillian B. Goodman, 1330 
Vine street. 

San Francisco, Calif._Carl Priest, western division manager of The 
Parker Pen Company, reports a successful trip over his territory with 
his samples of desk sets and special holiday numbers. 

San Francisco, Calif._G. K. DeJonge has joined the sales organization 
of the L. E. Waterman Company, covering the territory served formerly 
by Edward Gadsden, from Fresno north to the Oregon line, and including 
the state of Nevada. 

San Francisco, Calif._Richard J. Franchi has joined the sales staff 
of O. H. Davison & Company, covering the northern California territory. 
Later he will expand his territory to cover California. 

San Francisco, Calif.— The local branch of The Conklin Pen Company, 101 
Post street, reports a fine reception of the new streamlined line. 











Be .Vwae 5 ea eR, 


Baltimore, Md.—The Modern Stationery & Printing Company has opened 
for business at 17 South Charles street. 

Indianapolis, ind._.Stewart’s, Inc., has opened a branch at Forty-second 
street and College avenue. This establishment serves customers who lack 
time to trade at the main store. 

Philadelphia, Penna...The Lesco Stationers, 256 North Third street, has 
been registered in the common pleas court by Benjamin Levy and Ber- 
nard Levy, 39 South Salford street. 

Oxlahoma City, Okla.—Charles McDaniel has joined the stationery de- 
partment of the H. Dorsey Douglas Company. 

Oakland, Calif._Wheatley’s Stationery, formerly at 4008 Piedmont ave- 
nue, has moved to 3251 Lake Shore avenue. 

Philadelphia, Penna.—The Standard Stationery Company, 50 North Ninth 
street, has been registered as a commercial title in the common pleas 
court by A. J. L. Muller, 5105 Hazen avenue, and Gabriel Muller, 600 
taltimore avenue. 

San Francisco, Calif._-While on a visit to the Pacific coast recently, 
John D. Cardinell, president of the Cardinell Corporation, appointed Ben- 
jamin Silberstein, 788 Mission street, representative. Mr. Cardinell reported 
business conditions good. The property adjoining the Mission street 
address has been bought to provide for plant expansion. 

San Francisco, Calif._.The Phon-O-Log telephone index, marketed by 
the Associated Patents Corporation, 788 Mission street, has established 
a number of distributors in the east. An office has been opened at 220 
Fifth avenue, New York. O. H. Davison, of this company, has returned 
from the east and reports that a number of stationers are using the 
Phon-O-Log as advertising specialties. 

San Francisco, Calif._Hurst P. Harrison has succeeded H. L. Burbach 
as manager of the stationery department of O'Connor, Moffatt & Com- 
pany, located at O'Farrell and Stockton streets. Mr. Harrison had been 
traveling the Pacific coast territory for the Whiting & Cook division of 
the Eaton Paper Corporation. Previously he had been with The J. K. Gill 
Company, Portland, Ore. 

Soquel, Calif.._A new stationery store is to be established by Howard 
A. Wright, at 132 Pacific avenue 

San Francisco, Calif._The Charles R. Barry Company has announced 
that the Oakville Company has acquired the card and ticket business of 
the Vuleanite Manufacturing Company. The Barry Company is prepared 
to take care of inquiries on the new line on the Pacific Coast. 

Santa Cruz, Calif.—The stationery business of Paul Forgey has been 
purchased by Fred Howe, 168 Pacific avenue. The old firm name of Howe 
Stationery & Equipment is being continued. 

Tucson, Ariz.The Keddington-Mission Office Supply Company has been 
purchased by the Old Pueblo Office Supply Company, North Scott street. 
H. M. Clark is president, Ed. J. Brown, vice president and manager. 
4 complete line of office furniture is carried. 

o— et” 


IMPORTANCE OF GREETING CUSTOMERS BY NAME 
Verkaufs (Sales) Journal, published at Vienna discussed the importance 
of greeting customers by name as they enter the store. A_ treacherous 
memory for faces and names is indeed a handicap to all who deal with 
the public 
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Colleges and Fountain Pens 


Captioned as above an article in The Booksellers, Stationers and Fancy 
Goods Journal (Melbourne) uttered the following: ‘“‘Some months back 
we reported what we called a significant development overseas, where, 
a large new technical high school, students were required to provide 
themselves with fountain pens. What was anticipated then has occurred 

two of the largest colleges (greater public schools) have told their 
students that they must provide themselves with fountain pens, as the 
college will no longer supply ink or inkwells. This is not an economy 
measure, but is done mainly because ink wells and penholders cause so 
much disfigurement to school property. This is another indication that 
stationers should, as we have previously advised, equipped themselves with 
an up to date fountain pen department.”’ 

‘juemne 
French Exports to United States Increased 

Franco-American Trade, the publication of the American Chamber of 
Commerce in France (Paris) reported that declared exports from France 
to continental United States in 1936 registered an increase of more than 
$11,000,000, and from the Paris district alone of $6,300,000. Worthwhile 
increases occurred in shipments of champagne and other sparkling wines. 
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RIBBONS 


Sansom at Tenth Street 






ESTABLISHED 1895 


Dealers Inquiries Solicited 


Philadelphia, Penna. 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 








LEVER SEALS 


POCKET SEALS SPECIMEN IMPRESSION 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


ee ee ee ee ee ee ee ee 
ee ae te te ee ae te ee ate te te ate ae ke ce te te te ate te a te ae ate a a at ake a a ah 


_—————c ee eee ee 
__—“—“<— 8 eee ee ee 




















OOSE LEAF 





# 


Bind sheets orderly and se- 
curely. Fit any width of 
sheets or distance between 
punch centers, capacity regu- 
lated by interchangeable 
posts. $3.50 per dozen sets, 
f. o. b. N. Y¥. Request on 
your letterhead brings sam- 
ple and details. 


F. B. Mfg. Co., “New Yor NOY. 





HOLDER 








Save Edges and Save All! 


of legal documents, drawings, blue prints, charts, cards, photos, 
sheet music, etc. 
Simple, efficient, 
economical. Posi- 
tive and perma- 
nent protection. 
against mutila- 
tion from con- 
stant handling. 
Tapes curved as 
well as straight 
edges. Seals bags 
and envelopes. 
Immediate seller 
to lawyers. archi- 
tects, engineers, 
insurance com- 
panies, musi- 
cians, photogra- 
phers, office managers, etc. 


The VERTEX 
Sheet Binder 


VERTEX COMPANY, 5-7 Great Jones Street, New York, N. Y. 


’ 
Write 
for 
Dealer 
Dis- 
counts, 

ete. 












TYPEWRITER CLEANER AND RENOVATOR! 


% An improved non-in- 
flammable cleaner and ren- 
ovator that positively 
renews worn platens and 
rubber keys. Serves as a 
deterrent for clogged keys. 
Useful on all office ma- 
chines. 


*% We sell to dealers only. 
Stock CLEANERENO for 
real profits and repeat or- 
ders from satisfied users. 
Write for prices and lib- 
eral discounts. 


Cleanereno Chemical Co. 
108 W. Lake St. Chicago, Ill. 








(Pens 


exclusivelY 
SINCE 1876 





%& COMMERCIAL LINES, in Steel, Silver Alloy and Gold Plate 
%& EXCELLENT NEW SCHOOL SERIES 
%& IMPRINTS A SPECIALTY 


TURNER & HARRISON 


PEN MANUFACTURING CO. 
1215 SPRING GARDEN STREET PHILADELPHIA. PA. 








Sell MEILINK 


Protection 


Meilink Fire-resistive Products Pro- 
vide ‘“‘Better Protection”? for Every 
Business Office and Home Use. 36 
years’ Protection Service. Also Mod- 
ern Systems of Cash Protection. 


MEILINK STEEL SAFE COMPANY 
TOLEDO, OHIO 
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A 
thought 


METALSTAND 


METALSTAND makes fer casier typ- 
ing——users write more sales letters, 
keep records more detailed and in- 
formative, improve their business— 
and the demand for stationery is in- 
creased. That improves your business. 


stimulates writing 
activity and the use of 
stationery supplies. 
nut, mahogany or oak finishes; the 
17 by 24 inch size is but a little 


higher and «ide leaves are obtainable 
at low cost. 


METALSTAND is a fast moving item. 


fer the 
S tationer 


sales 








METALSTAND offers the winsome 
combination: Dependable con- 
struction, neat finish and appearance 
and the right price—85.00 list for unit. METALSTAND is shipped K. D. 
the 14 by 17 


METALSTAND CO. 


First grade S-ply veneers are used for 
all tops and side leaves. A special 
interlocking device practical.y moulds 
the top, legs and bracket into one 


size olive green, wal- and subject to dealer's approval. 


135 N. 22nd Street, 
Philadelphia, Penna. 























Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
Seven Sizes ee py oe —— — = or 
. nders of all sorts. Allows binder or 
tncide Diameters: — 3 ~_ — open at 4 

” ” point. e enlarg joint, nice 
a 7 J i i omntee and smoothed. beope ring 
a-_~* P a right side up in position to - 

Ne. 6%" No. 4, 2% stantly unlocked. 

Ne. 6, 8°’ Order through your wholesaler. We also 
manufacture !nexpenstve loose lea! metals. 


Henry T. Adams Mig. Co. B11, fier’ “"~ 




















PATENTED 
PER. 17.1980 JAN. 11. teat 
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Are You Mounting 
Your Own Stencils? 


We can furnish the Buff Manila, Cushioned 
White, and Oiled Tympan Backing Sheets for 
every Stencil Duplicator. Also with everything 
that is needed for MOUNTING and PACKAGING 
stencils. Check your stock now, and place your 
order before prices advance. Write for a copy 
of our new catalogue. 


THE TECHNYGRAPH 


TECHNY, ILLINOIS 








Leadership 
DR. SCAT-— 


Refinisher and Cleaner 
for the Typewriter! 


Why sell your customers a product 
that only cleans—Dr. Scat stands for 
DOUBLE ACTION. 

@ Cleans Type 

@ Refinishes Rubber Platens 
Are you getting your share of this §¢- 
profitable and repeat business? 

> 
Manufactured by 


DR. SCAT CHEMICAL CO. 


178 N. Franklin St. Chicago, Ill. 

















“REFINISHER” 
Reg. U.S. Pat. Off. 


WRITE OR TYPE SUBJECT ON INSERT- 


CUT TO SIZE -MOISTEN and APPLY - 





CEL-U-DEX CORP., srooxivn, x. v. 











Have You 


a Friend—«. business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S. A. 

















DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(no rubber to wear out) 


Write for our interest- 
ing proposition. 


Speed Key Mig. Co., Inc. 
299 Columbus Place 
Brooklyn N. Y. 
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PELOUZE POSTAL SCALES 
MAKE USEFUL HOLIDAY GIFTS 


There is a model for every mailing require- 
ment. Pelouze Postal Scales will satisfy every 
customer. Consider these superior points of 
Pelouze Scales. 

Save time and stamps. 

Self-computing dials include Parcel 

Post by zones. 

No over-payment of postage. 

Twelve styles in green or gold bronze. 

Warranted accurate. 

At all leading dealers 


Catalog of complete line upon request. 


PELOUZE MANUFACTURING CO. 


232 East Ohio Street Chicago, Illinois 





National 4 Ib. 
Columbia 2'> Ib 
Crescent 1 Ib. 




















You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%"’) 

with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 
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Card-cases, any size; loese-ieal envelopes, p 
menu covers, lectory record protectors, ag holders, 
bill-fold envelopes, stamp containers, ete. Made of 
ecetate (slow-burning) transparen’ cellulose. We 
build to fit your particuler need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633 S. Recine Ave Chicago, U.S A. 


ACME 
STAPLE 
COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 














SELL MEILICKE CALCULATORS Un » The Direct Touch 
The Modern Method of Figuring ip-No-More ERADICATOR 












Dependable and indis- 
pensable for clean, 
records. For 


FREIGHT 


INTEREST, DISCOUNT, LUMBER, COAL, 
AND MANY OTHER CALCULATIONS 


PAYROLL, 


legible 
No levers to pull. No bookkeepers, travelers 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 

for details nowl we = 


Meilicke. Systems, Inc. chicago, il. 


To DOMESTIC and 
FOREIGN DEALERS 


We present the opportunity for real profits when 
in the market for 


Select rough and rebuilt 


TYPEWRITERS @ ADDING, CALCULATING 
and BOOKKEEPING MACHINES 


Our stocks include thousands of machines. Our 


and students. Incor- 
rect entries, blots, etc. 
quickly and easily 
removed, leaving a 
clean surface. A 
tap releases a drop 





—bent neck pre- 
vents overflow. 


H. A. Ink Eradicator Co. 


1707 Zerega Ave., New York, N. Y. 
Cable: ERADICATOR 


CLOY ia 


Replacement Parts for Adding, Book- 
keeping, and Calculating Machines 


New (Not Refaced) 38-39 and 39-40 Ty 
new ready fer delivery from stock. t 
your order in early. First come, first served 


Simply tip 























present scale of prices meets all competitive market 
conditions. 
Write or telegraph at once for prices and particulars. 


MORSE TYPEWRITER CO., INC. 


305 CANAL ST., NEW YORK, U. S. A. 
CABLE: MORSETYPCO, N. Y. 








Write for our new revised catalog. 
New items, new prices. 


CLOYES GEAR WORKS 


17214 Roseland Rd, N. E.. Cleveland, Ohie 
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Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 























Weaver Parts for 
Burroughs Adding Machines 


Used in the repair departments of the 
largest Pacific Coast Banks. 





end 50 cents for 40-page illustrated catalog. 


Weaver Service 


1719 West 7th St. Los Angeles, Calif. 

















Speed-Mo 


The World's Champion of 


STAMP PADS 


Takes the toughest punish- 

ment and comes back for 

more. Unique sponge rubber construction pre- 
vents sweating and sagging; keeps stamps clean; 
aives clear, sharp impressions. A type for every 
office or industrial use. Write us for details. 





Sensational No. 400 FOUNTAIN BRUSH and 


CLEANEK sells fast. Used in office or home. 
Cleans all kinds «! type; removes spots from 
clothing. 


RIVET-O MFG. CO. 55 Jason St. Orange, Mass. 


u-dja- 
Brands 


DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

pS mene color—more copies to the pound— 
Goon offset “. fon d in 
use by Army, Navy other government 
offices, also schools and We can 
help you extend vour eales. Write 


unham-Gdatson 


uplieator Manufacturers of Ink Specialties 
644 SO. CLARK ST., CHICAGO 
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SWIFTSET 


Rubber Type--"’It Slides” 


* Fastest and most easily set 
rubber type ever made. 

* Handy type case with al- 
phabetical compartments 
incorporated in each set. 

* Letters are automatically 
set right side up as that’s 
the only way they'll fit. 


Write for literature, prices 
and discounts. 














THE SUPERIOR TYPE COMPANY 





Branch Warehouse: Main Office: 
268 Market St. 3940 Ravenswood \ve. 
San Francisco Chicago 








VEE CUPS 


The New V-Shaped Paper 
Drinking Cup Will 
Increase Your Profits 
With These Exclusive 
Advantages. 

@ Duo-lap reinforcing-double 
thickness of paper in body 
gives greater rigidity. 

@ Snow white, Clean, Snappy— 
VeeCups use a higher grade 
dry waxed paper. 

@ Safety Tip—VeeCups only, 
have this soft round tip. 

@ Cost you less—but you sell 
them at regular conipetitive 
prices—thus more profit. 

UNIVERSAL PAPER PRODUCTS CO. 

Suite 838 
140 S. Dearborn Street 
CHICAGO, ILLINOIS 





adding » « billing » « 
bookkeeping »« 


calculating machines 
TYPEWRITERS CHECKWRITERS 
OFFICE DEVICES 


Rough and Rebuilt 
Write for Latest Price List 


Reliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 

















DISTINCTIVE QUALITY | 


Stark Calendars ap- 


Nos. peal on sight to the 
508 most discriminating 
406 / users. Constructed 


to give utmost writ- 
ing ease. Equipped | 
with rubber bumpers 
and curled end for 
pen or pencil rest. 
Write today for details and 
prices on our complete line of 


flat and arch type desk calen- 
dars. 


STARK CALENDARS, INC. | 
BEDFORD BLDG. | 
Adams and Dearborn Sts., Chicago, Ill. | 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE $400 POST FREE 


The most valuable money- 
making volume ever placed 
before the Stationer Trade 
—Contains nearly 200 hints 
in connection with every de- 
partment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equip- 
ment. It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in at the time. The subjects run all the way from 
account books to window dressing and are wrilien in such a 
way that the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 

It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome 

—The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Ltb. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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SUPER moistener 


FOR EXTRA LARGE 
ENVELOPES 
LABELS, STAMPS . . 
No. 3— $3.50 


Large 3 inch brush 
applies just enough Mois- 
ture for quick, perma- 
nent adhesion without 
soiling fingers or envel- 
ope. Rustproof. No mov- 
Sole distributor ing parts to wear out. 


A. W. KELLOGG SALES CO., WALTHAM, MASS. 
Mfd. by Better Packages, Inc., Shelton, Conn. 


~@ For OFFICE and SECRETARIAL USE 














Steady Advertising 
is Creating 
Steady Sales for 


MOORE Maptacks 


Every day sales maps are 
oing up on office walls 
fro rom coast to coast. And with every new 
adozen or more assorted color packets 

of MOORE Maptacks are sold. National 

pr hae is creating new markets, and 
the MOORE display cabinet is clinching 
on-the-spot sales. Sent FREE with order 
for Maptacks. Write yonr jobber today. 


MOORE PUSH-PIN CO. 
Push-Pins 


Manufacturers of MOORE 
and MOORE Pushless Hangers 
113-125 Berkley St., Phila. 

























ANNOUNCING 
NEW PRICES NOVEMBER 1 


AMERICAN VISIBLE AND 
5 IN 1 NUMBERING 
MACHINES. 


















STOCK NOW AND PROFIT 
BY PRESENT PRICES. WRITE 
FOR FULL INFORMATION, 
NEW PRICE LIST AND 
DISCOUNTS. 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 














A PROFITABLE 
REPEAT ITEM 


Nationally advertised. At- 
tractively packaged. 

Supplied in seven sizes. 
Brush-in-cap can, Half 
Pint, Pint, Quart, Gallon, 
5 Gallon cans and handy 


tube. 
Preferred for over a dec- 
ade for every paper-join- 
ing need in the Home, 
Office, School and Studio. 
Stecked by leading jobbers 
Write for Sample and Dealer’s List 9B 
UNION RUBBER & ASBESTOS CO. 
TRENTON, N. J. 






















LIVE LEADS! 


FROM PROSPECT...TO ROYAL 
..-TO YOU! Another great step 
in Royal’s 100% Dealer Policy! 


@ A new kind of advertising— packed with hard- 
selling—designed, tested, sure to bring “live” 
prospects into your store! 

That’s what Royal gives you this year. 

Each advertisement features a coupon. Thou- 
sands of new Royal Portable prospects, people 
whom you might never discover, will sign, clip 
and mail. And here’s the big point—every cou- 
pon received by Royal from your vicinity is being 
turned over to you—to close, and at a full profit! 
Royal does for you what others do for themselves! 








IN ADDITION to aggressive national advertising 
and tested sales aids, Royal gives you the three 
outstanding portables. Each is an exclusive model 

. each is priced to include a generous profit 
. with an Easy-Pay Plan that 
address, 


margin for you . 
really works. For full information... 
Royal Typewriter Company, Inc., 2 Park Avenue, 
New York City. Factory: Hartford, Conn. 


LOOK 1&3 ROYAL | 








OFFICE APPLIANCES 
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*TWO NEW OFFICIAL~« 
WORLD’S RECORDS 
championships tor UNDERWOOD 








Underwood Sweeps ALL Events at Cana- 
dian National Exhibition International 
Typewriting Contests, Toronto, Aug. 28th 








%& WORLD’s 

TYPEWRITING CHAMPIONSHIP 
George Hossfield of West Englewood, New Jer- 
sey, establishes New World’s Record with high- 
est speed ever attained under official Interna- 


tional contest rules...139 net words per minute. 


%& WORLD’S AMATEUR 
TYPEWRITING CHAMPIONSHIP 
Grace Phelan of Etna, Pennsylvania, types 129 
net words per minute and hangs up the greatest 


typing record ever scored by any amateur. 





¥%& CANADIAN AMATEUR 
TYPEWRITING CHAMPIONSHIP 


Margaret Faulkner of Toronto, Canada, scores Typewriter Division 

118 wet words per minute to establish a new UNDERWOOD ELLIOTT FISHER COMPANY 
Canadian amateur record. Typewriters... Accounting Machines... Adding Machines ...Carbon Paper, 
UNDERWOOD also won the CANADIAN Ribbons and other Supplies—One Park Ave., New York, N. Y.—Sales and 
PROFESSIONAL, SCHOOL and NOVICE Service Everywhere—U nderwood Elliott Fisher Speeds the World's Business 


CHAMPIONSHIPS. 


UNDERWOOD WITH 27 WORLD’S CHAMPIONSHIP VICTORIES IS MORE THAN EVER 


THE MACHINE OF CHAMPIONS 








